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90 per cent of all adding 
and listing machines in 
use are of this make 








I? is estimated that it has cost other adding-and-listing machine 
companies $3,000,000 to find out that there was nothing even ‘‘just 
as good’’ as the ‘‘Burroughs Pivotal Principle’ 


You've often watched two boys on a ‘“‘see-sav Up uch machines 
and down they go, up and down, ‘way up high and down urate, and wear out 
to the ground. Just as easy’—thev scarcely move a muscl 
jen 5 A ; : ; , h ttrortless balancing motion of t 
The more pertect the balance the less the work required Phe “Ui ; _ diag 
to keep up the motior the frictionless pivot of the turn-tables, explains wl 
va) ) lot) 
the Burroughs alwavs does its work easily at ists for 
ei a 
lo keep /ifting those youngsters swiftly and continu a business lifetime 
ously without the ‘‘see-saw’’ would soon wear out t a , : ’ ; 
The working parts of the Burroughs are a combi 
strongest man. 
nation of ‘‘see-saw motion and the 


. ‘ f lame ri ar ear cy ; ] d | T S 
T hat shows thie ad\ antave oft a got «] pile l vanced bars earing t B Ns ad in 
principle over mere brute jorce on one end and the Burroughs printing 1 the 
other end, swing up and down, in perfect vance, on a 


Then vou may have noticed a train crew run ; central shaft or pivot 


motive on to a turn table. One man swings the monst 


- . Just the slight sf effort swings the bar LOW! 
square around just as easy. It swings on a pivot. That's ate Absa! 
Sag , ty] : The adding end swings down a certain distance and the 
the pivot principle applied to a turn tabie-—-on! us 
, printing end swings up a corresponding distance What 
point of contact ae 
goes up must come down What is printed at one end 
: | I 
: ; must be added on the other end. That is v the Bur 
But if they had to drag t ocomotive around, it ;, ; , ' - 
Cie, : Tp roughs always prints exactly what it add 
would require another engine Because there would be ' 
friction at every point. It’s easy to see the economy of 
' wee Os j n 7 ~omotive , : ' 
the turn table—both in men and /ocomotives No wonder Burroughs owners sav it can’t wear out 
[here's no strain or friction to make it wear out. While 
, ; all other kinds of adding and listing ma nes have to ’ 
Now, the Burroughs Adding and Listing Machin ; : ' : } 
» their work by the all-friction, slam-ban iding prin 


does all its work on the ‘‘see-saw”’ and ‘‘pivot”’ principle. bggeaee: 
' , 1a ipie, they wear out because they must 
Other kinds of adding machines depend on the old dra 


ging principle—metal against metal, bang-bang, bumpety\ As the Burroughs cannot wear out i1 business { 
bump. In spite of sometimes being made of good metal, lifetime, and because it cannot make a mist: uw can 
and held together by the best steel springs and pins not make a mistake in buving one 


By way of proving these claims, let us send you a Burroughs on free trial— 
until it demonstrates that it will save money for you. Write to-day. Address 


Burroughs Adding Machine Company 


Block 39, Detroit, Michigan, U. S. A. 
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STRATHMORE 


Typewriter Papers and Manuscript Covers 








@ These are as good in their particular class as are the ‘STRATHMORE QUALITY” Bond, Book and 
Cover Papers in theirs. Every good Printer knows there are none better. 

@ STRATHMORE TYPEWRITER PAPERS and MANUSCRIPT COVERS are papers to be proud 
of; they are good papers to sell and they do sell. They have every qualification for their class of work 
with maximum uniformity in strength, color, surface and weight. The TYPEWRITER PAPERS are 
taken from our STRATHMORE PARCHMENT, ALEXIS BOND and SAXON BOND. The MANU- 
SCRIPT COVERS are aspecial made quality. Sample book will be sent on request to anyone in the trade. 








MITTINEAGUE PAPER COMPANY 


MITTINEAGUE, MASSACHUSETTS Go... 2a Bes 
Makers of “STRATHMORE QUALITY” Papers 





PAPA ~ 
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TO THE STATIONERS AND DEALERS, AND TRADE IN GENERAL 


Why not start right with the anticipated resumption of business this Fall, and handle a line of Filing Cabinets that are 





“built right’’—and of the kit d ‘‘that sell."". That are designed scoparia y tor Trade requirements—complete in Imperial 
variety —— if and practical in de sign. Not of the ‘‘will answer the purpose” construction, but substan- Sanit 

Card tially and reliably made—of cabinet production that will stand cor na. titive in quality, design or price, Vert! 
index and yet permit of a good, censistent profit to the dealer. cal Files 
Cabinets If you have not been enthusiastic about it before, let usde monstrate to you that with our line Vertical Files of 

an there is a good and promising field for the dealer—one that can be handled to advantage Cabinet construction 
Our line is comple : and profit—and which will grow that enable the Trade 
ranging from the small TI . “ey ebapper ab te aia a : ; . to handle them to advan- 
Ticklers and Trays to the 1¢1e is no obligation attached, and it is to your interest to inquire. Our Trade tage and profit—that makes 
larger and more elaborat Catalogue will be ready shortly for distribution, illustrating and listing a com- t “worth while.” 
Cabinets. They are of a poy pu. piete line—the kind that is nopelan—al iat sells. A copy for the asking. Construction. Made in solid con- 
Sancinatanatiiiets and style, and are struction—in sectional with remov- 
designe ed especia!ly toward providing able sides—and in the Imperial! Popular 
a line of ready and profitable sellers for Two Drawer Sections. 


the Trade Lone DISTANCE TELEPHONE Roller Bearing. The drawers operate onan 
Imperial Sections. Our Imperial Popular HARRISON _, O ingenious arrangement of Roller Bearings 
Two Drawer Sections are popular The O and Extension Rests; are made of substan- 
Top Section is a ¢ ete two drawer ia tial lock corner construction, and are 
Cat - in itself, and may ~ combined m ? equipped with Follower, and Rod for 
with as many lower or Base Sections as Guides. 

| , per — (CARD [NDEX, FILING AND | £2i'Sise.. we mace independent Leg 


desired, and present the appearance of a 
Base Sections for all styles of ovr Imperial 


single Complete Cabinet. It enables filling 
orders for cabinets of any number of att BOULEVARD er, [OOSE [EAF DEVICES Popular Two Drawer Sections, and the 


drawers without nec tating carrying a solid Card Index Sections, enabling the 











large assorted stock of cabinets of the CHI CAG 0 removal of Cabinets from the floor, and 
various number of drawer making reference accessible and conven- 
Styles. Furt ed in the three Card Index ient. 
sizes, 3x5, 4x6 ar 1 5x8: Catal gue, Bill Styles. We make these Vertical Sec- 
Se te end popular S CARD INDEX AND VERTICAL FILES SUPPLIES tions in Letter, Bill, Catslogue, 
drawer Legal Blanka Electro- and Cap Sizes, and in Plain 
t > Sections n | 9 ¢ = q ° e ce 
> lh pet ; = and We make a complete line of Record Cards and carry them in stock for im- and Quartered Oak, finished 
omg ern sche gpd s mediate deliverv They embrace all of the standard rulings, in three sizes, seven in Golden or Weathered 
den or We re and - ™ . ony OES Pacmag and in Birch Mahog- 
Birch Mahorany colors, and in various grades. We haw prepared 25 special printed forms, adapted to any 
finish various Commercial requirements; and also various forms and sizes of Ledger and Journal 
Cards Guides Cards furnished in the different cuts, colors, weights and grades. 
Guides and Folders of every description for Vertical File needs—Metal Tip Guides, Transfer Cases, ete: 
We are offering a novelty in WOODEN hoe R WEIGHTS, in Golden Oak and Mahogany, to match the 
YZ office furniture. ARM RE STS, ST ATIONE RY and WALL RACKS that are made right; and something new 
— in a Sliding Top arrangement cover of Card In de x and Vertical File Pray 


DO NOT FAIL TO SEND FOR A COPY OF A “COMING” CATALOGUE 
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Three Central Manufacturing Points 


DEVOTED TO THE 


Typewriter Platen Business Exclusively 


q Our facilities have been greatly inproved within the past year. We now 
have a plant in Denver to care for the Western market, another in Chicago 
to care for the Central market, and still another in New York to handle the 
Eastern territory. 


@ We originated and have developed the Science of Platen Recovering. 


@ The ‘‘Factory Grade” of rubber used, and the ‘‘Patent Process of Grinding’”’ 
makes the platen new again 

@ We do not compete with the dealer or manufacturer, being exclusively 
devoted to serving their interests. They will find that our service will improve 
the perfection of their product and save them time and money. 


The Only Exclusive Platen Concern 


AMES & FILSTEAD 


DENVER CHICAGO NEW YORK 
1649 Champa Street 332 Dearborn Street 108-110 Duane Street 


¢ 
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Remington Typewriter Company 
(INCORPORATED) 


New York and Everywhere 
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You Can’t Cut the Ribbon in Holes. 


The ribbon on a Secor Standard Visible Writing and Billing Machine will wear evenly 
It will wear fully three times as long a 





until every bit of ink has been exhausted, 
on any other typewriter, because of this fact 


The top or bottom of letters will never be fainter than the rest of the letter That is the 


it is half used up 


chief reason other machines are required to discard a ribbon before 


For filling in fac-simile letters, 
where a perfect match is 
desired, the Secor is the 
only typewriter that can 
satisfactorily fill the bill 
Its work will always be 
even The top and bot- 
tom of the capital letters 
will be as clear as the mid 
dle of the letter In addi 
tion to this advantage, the 
operator has always at 
command two weights of 
ink to meet the varying 
weight of the letters. Just 
touch a key and get a 
brand new ribbon. Touch 
the key again and get an 
old one. 


There is a mechanical reason 
why the ribbon cannot be 
cut in holes. It is because 
the ribbon mechanism 





operates wholly indepen 

dent of every other part of the machine. You can hold the space bar down and pr: 

vent the carriage from moving, and at the same time hammer away with the type bars 
but every time a bar prints the ribbon will move; even tho the carriage is standing 
still. There is no way to stop the movement of the ribbon. It cannot be made to 
stand still when the type bars are operated 


‘ou cannot calculate the great importance of these facts until you see in actual demonstra 
You cannot calculate the great importan f these facts until tual d t 


tion the difference in your letters written on the Secor, and pay the bills for ribbons 
used on the machine. It costs about $10 a year to maintain the average machine 


The Secor will do better work for $3.00. 


goOR\ 


lon NISIB( ; 
Secor Type- me | writer Co. 


211 Housatonic Avenue, le, } DERBY, CONN., U.S. A. 


——_ 
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THE BASEMENT OUR PRESENT QUARTERS 1907 


OF THIS HOUSE 





FACTORY -1892 SF S WEBSTER COMPANY 
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OFFICE SUPPLIES 
f mn 
TYPEWRITER RIBBONS -CARBON PAPE ne 
N the year 1892 the 
#% business of the F.S. Fale ‘ 
» WEBSTER COMPANY Ls = ony = 


was started in the base- a 
ment of a little house =— 
in the town of Malden, 
Massachusetts. This 
was over fifteen years ago, and during that 





time it has never been possible to keep 
abreast of our orders, although we have 
increased our plant several times in order 
to secure the necessary space. 

Realizing the increasing demand made 
upon us to supply the requirements of the 
dealers in the United States, in September, 
1906, we made another addition to our then 
already very extensive floor space. Since 
that time we have been busy installing 
new machinery and getting ready to take 
care of the dealers. The result is, we have 
more than doubled our manufacturing 
capacity of one year ago, and are now pre- 
pared to handle any volume of business 


we may receive. 





—- = — 


Present Floor Space, 94,052 sq. ft. 








he rowth i of our 





the merit of Star 


Brand Iypewriter 


usiness proves 
























WRITE FOR OUR NEW PROPOSITION TO DEALERS. 





F. S. WEBSTER COMPANY 


332-342 CONGRESS ST., BOSTON, MASS. 


NEW YORK CHICAGO PHILADELPHIA PITTSBURG 
396 Broadway 211 Madison St 908 Walnut St. 432 Diamond 


LONDON PARIS BERLIN 


67 King William St. Rue Saulnier 10. Friedrichstr. 60. 
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HOEVER follows must neces- 
sarily come behind. The 


owes its world-wide use to its initiative. 
From the beginning it has always been 
the first to anticipate and meet every demand 
of the business world for better and greater 
typewriter service. 
Others have tollowed—but a procession 


isn’t a race 


THE SMITH PREMIER TYPEWRITER COMPANY 


SYRACUSE, N.Y BRANCHES E\ 














“oN 
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J. E. THOMAS, President A. K. GOODRICH, Secretary 


THE PIONEERS 


IN THE BUSINESS or REBUILDING 
TYPEWRITERS 


Mechanics’ Tools and Typewriter 
Parts Supplied to the Trade 





CYLINDERS RECOVERED 
All Makes ._ e« « 50c 


WHOLESALE 


= SF TT 


TYPEWRITER INSPECTION CO. 
317 BROADWAY, NEW YORK. 


ESTABLISHED: ---1892. 


“World” and “Tuxedo” 
RIBBONS 


Afford a degree of satisfactory service not generally 
attained by any others. 

Our special process of color mixing insures per- 
fect colors while our method of applying guarantees 
even distribution. The impressions are clear cut 
and uniform. 500 perfect impressions have been 
taken from one spot. 





























Sm TUXEDO! 


‘tm RIBBON J”, from our line because of the satisfaction of their customers, 
— Write for prices and samples of World and Tuxedo Carbons alse. 


sgh one f=, Dealers are Making More Money 


The International Carbon Paper Co. 


one Cees 4 oie 241 CENTER STREET, NEW YORK, U.S.A. 
TYPEWRITER , TERNS H. L. BOCKFINGER & CO., Western Agents First National Bank Building, Chicago 


RIBBON 


— ee 
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ESSENTIALS: 
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GOOD FISHING—GOOD BAIT 
GOOD BUSINESS—GOOD VALUES 


WE SUPPLY THE VALUES. OUR SPECIAL OFFERS ARE 


GOOD BUSINESS BAIT 


American Brand Carbons and Ribbons 


are the best made. We can prove it. 




















THE SPECIAL OFFER WE MAKE BRINGS BUSINESS 











YOU CAN PROVE IT AT OUR EXPENSE 








Design from Cover of 


THIS IS OUR OFFER: = Regardless of what line of 
| Carbons and Ribbons you are 
_ selling, we can show you how to 

make more sales and better 





We will send to any responsible house a 
trial order of American Brand Carbon Paper, 
packed in handsome decorated box. We will 
include a quantity of our premium pictures 
(reproductions of Beck’s painting, Indian 
Queen) for distribution among your custo 


| profits. 


mers, also material for a good window ——— 


display 
We can do business with 


| you if you will let us show you 


If 30 day’s trial does not convince you 
of the superiority of our go ds own their | 
quick selling features, you may return the | 





shipment at our expense our new products. 


American Brand Carbon Box 


Do not fail to try our Three-In-One Pen and Pencil Carbon. 
WRITE FOR SAMPLES 


Try Meeting Competition by Getting the BEST GOODS. 

















H. M. STORMS CO. 


11-13 Vandewater St. es es . es NEW YORK 
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VISIBLE TYPEWRITER 


A Business Builder for You 


Sixty-five dollars for a standard visible typewriter looks 
too good to be true—doesn't it ? 
The Royal Standard Visible Typewriter is in every re- 
spect the equal and in many respects the superior of any 
$100 machine on the market. In material, workmanship 
and mechanical correctness it has no superior. 

Simple of mechanism —simple of operation, durable and com- 


pact. For steady high grade work, at low cost of mainte- 
nance, compare it with any machine, no matter what the price. 


If youre a dealer, you wont sidestep this opportunity. 
You know that if you can geta standard typewriter that 
you can sell for $65 you can doa bigger typewriter busi- 
ness than you ve ever done before. 


WRITE TODAY 


ROYAL TYPEWRITER CO. 


253 Broadway, New York City 








II 
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THE PERFECT COPYING METHOD 


No Water — No Carbous 








( ALMOST READY FOR THE DEALERS ) 





The FXON Fo Company 


332 Broadway. New York 
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IT WILL 
SURELY 
INTEREST 
You 


READ 
BETWEEN 
THE 
LINES 










Junior-$15 


> ees The Smallest Complete 
pc SRE efforts Standard Keyboard Portable 


Typewriter 


ize 

The “Junior” (the carrying case is 2x5x10), 
is the smallest complete typewriter, with 
| Universal Keyboard. 
Alignment 
Perfect. It simply can’t go wrong. 

Speed 
The ‘‘Junior’’ can write 80 words a minute. 


| While the big machines may write more— 
|| the average speed of an expert on one of 
|| them is less than fifty. 
Paper Size . 


Standard 84-inch paper, same as any other 


|| high grade machine. 
Durability 
Built of pressed chilled steel and gun metal. 
No machine will wear longer. 


Simplicity 


With fewer parts— more direct stroke — 
removable type wheel (most —T cleaned), 
the “‘Junior’’ keeps in condition because — 
|] there 1s nothing to go wrong. 


Manifolding 
The ‘‘Junior’’ will write an original and 
two copies. Some machines will do more. 
But this is more than enough for most 
business needs. 








Price 


| $15.00. And at $100.00 it couldn’t be 
BEST better built. 


If you do not handle them we can give you the names of AGENTS:—if you want « real live 
— ae : ° : typewriter to sell, write to-day for 
hundreds of dealers who will recommend them to you. agency terms. Te save time better 


order a sample machine. 


WRITE TODAY FOR NEW CATALOGUE 


DEARBORN DESK COMPANY || Jor Tyrewrter Co 7 5 


MARION, INDIANA | NEW YORK, U. &. A. 
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UNDERWOOD)! 


is magnified by the use of the AUTOMATIC 
TALLY STRIP. , 

A positive check upon all debit and credit 
entries, with no additional work for the operator. 


Bill, Tally and Charge are made with one 
operation, affording RETAIL MERCHANTS 


a systematic daily check. 


Ask for Booklet. 


Underwood Typewriter Co., Inc. 


NEW YORK—OR—ANY WHERE. 
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Is your line of 


[i Typewriter 


Hampshire 


iyi = s~Paper 


Bringing you maximum profit ? 








Leaving us out of consideration this is a 
question you should answer to yourself. 











There is a certain class of our customers and 
prospective customers that should use a paper of 
unquestionable character and quality. Do you sell these 
people paper at a dollar a box? If you do, your typewriter 
paper line is not making the profit it should. There is not 
cae nore money in selling high grade goods, but they are 
much more likely to satisfy your customers. 


ld Hampshire Hond 


ce 

And now let us ask you a few more pertinent questions. 
Is there a better known paper than Old Hampshire Bond ? 
Is there a line advertised so extensively ? 
Is there a line superior in quality ° 
If there a line so attractively boxed ? 
Is there a line offering more liberal discount ? 

A fair answer to these questions is all we ask. 

Write us and we will talk the matter over. 
HAMPSHIRE PAPER COMPANY Ge 

We are the only Paper Makers in the World is ( ) cl 
















making Bond Paper exclusively 





Janis )) 
\ Cilr76) x 
JATOLE 


SOUTH HADLEY FALLS : MASSACHUSETTS 
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Ohe 


PRINTO- 
GRAPH 


Important 
Announcement 











The Automatic Safety Trip 


Makes it impossible to injure the machine by accidentally or otherwise 
placing too much or too heavy paper on the type bed. On all other 
machines, if the operator were to feed even two or three sheets of 
paper at one time by mistake, great damage would result, while on the 
Printograph no damage whatever would be done even if fifty sheets of 
paper were placed upon the type bed at one time . 


The Paper Remover 


As used on the Printograph is absolutely infallible, and every oper 

tion is positive. After being printed the paper is first lifted straig rht 
up away from the ribbon, and then the paper carriers g lide underneath 
the paper and carry it off and deposit it in the basket or box. There 
is not even a remote possibility of the paper becoming soiled or smeared. 


No Adjustment is Required 


In order to print on light or heavy paper upon the Printograph. It 
will print on the thinnest onion-skin or tissue paper or the heaviest 
cardboard or blotter without making any adjustment whatever 


Printograph Work is Uniform 


The long and short lines receive absolutely the same impression. The 
reason is that upon the Printograph the 11 - ession roller travels par 
allel with the printed lines, while on all other machines the impression 
roller runs from the top to the bottom of the page, so that if the im- 


pression is set to print a long line, it must print the short lines heavier. 


Foreign and Domestic Applications for the 
Agency Should be Filed at Once. 


We will fill all orders after 90 days. The orders received to date overtaxed 
our original plant and we have taken over a complete new factory 
Our c apits ilization of $50,000 is all paid 


J. Ingoldsby is demonstrating the machine on the road 





Cc Exch Building, 
THE PRINTOGRAPH ++ Minneapolis. Minn..USA 


¢ 





The September “Office 
Appliances” will contain 
the most important news 
concerning duplicating 
machines that has been 
announced in years. 
Every problem pertain- 
ing to setting type and 
printing is solved in a 
practical and_ sensible 
way. Each line of type 

s a unit in itself and the 
win type cannot fall 
through nor can the 
justifiers work up. Type 
may be set single or 
double space matching 
typewriter work exactly. 
The No. 3 Printograph 
is ready. See June “Office 
Appliances.” Write for 
advance information. 








OFFICE APPLIANCES | 17 


aee3 op gt SOF set VU Ce - 
4 x 4 sie ~~? 
If You Could 


Corner the /' 
Output of 
All the 


Typewriter | 
Plants 


and controlled the markets of the country you would not be better equipped to 
meet the demands for the various machines than you are in being in touch with 
the ‘‘ American” Line of “‘Rebuilts."” ‘‘Ready to Use” and “In the Rough” 
Machines of every make are in our stock. Machines made over, not repaired; 
divided into their component parts down to the smallest screw; every piece cleaned 
and carefully inspected for weak and worn spots and discarded if not perfect; new 
parts} substituted for those thrown away and the machincs reconstructed by a 
standard of workmanship equal to the best new machine made. 






















































@ Not a Rebuilt in the line that you cannot furnish to the most particular user with 
the”assurance that‘it will do just what the buyer has a right to expect of it. 
Machines that any dealer can take pride in handling. 


@ The great variety of our line enables you to furnish any make. Get our cata- 





logues and price list before buying. a 
WHOLESALE AND RETAIL * 

- 6 

And we Save You from 25 to 50%. i 

e 


American Writing Machine Co. \ 


345 BROADWAY, NEW YORK, U. S. A. 








~ 
> » 
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THE SIMPLICITY OF 


Writerpress 


Commends it to Clear- Headed Business Men who Use Fac-similes of 


TYPEWRITTEN LETTERS 


Showing Ribbon Lifted exposing Rubber Printing Roller 


Type Form under handle ae TT; 
— “TheUriterpress 














MECHANICAL TYPEWRITER AND OFFICE 
PRINTING MACHINE 


‘*‘A marvel of simplicity.’”’ 


‘‘The maximum of uses—the 
minimum of parts.’’ 


‘*The advantage of the type- 
writer and the printing press— 
the disadvantage of neither. 


No muss No dirt 
The daintiest office 
girl can have no ot 

jection to using The 


Writerpress 





Setting and Distributing Type 





SOME WRITERPRESS STRONG POINTS: 


Prints and automatically delivers, piles and counts. 

Makes perfect fac-similes of typewritten letters—minus the errors of the typewriter 
Uses typewriter type to match ANY typewriter—exact in face, style and spacing 
Uses any kind of printers’ type—two or more styles in same form. 

Uses electros, zinc etchings, wood cuts—in combination with type if desired 

Prints, at normal cost, all kinds of office forms. 

Printing, typesetting and distributing can be done at the same time 

Any number of forms can be kept standing, or electrotyped. 

Personal inquiries can be answered by paragraphs in electrotype form 

One form can be removed from the Writerpress and another inserted in 30 seconds. 


Outfit consists of The Writerpress, Combination Operating and Type Cabinet, 
Cases, Type and Accessories. 
WRITE FOR SAMPLES AND CATALOGUE 


THE WRITERPRESS COMPANY, Inc. 


510 White Building (Dealers Everywhere ) BUFFALO, N.Y., U.S. A. 
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WALKER'S 
VERTICAL CABINETS 





DAVID D. WALKER COMPANY 


MANUFACTURERS 
TO THE TRADE ONLY 


79 Lake Street, Chicago, Ill., U. S. A. 











Two large factories devoted exclusively 
o making Vertical Cabinets. 

Made in two, three and four drawer letter size ; 
four drawer Cap, and five drawer Bill size,— 
solid or with detachable sides, as shown 


ab« ve 


PLAN OF CONSTRUCTION 
Built to extend laterally, sections being 
ined together, making one solid cabinet. 


t 


APPEARANCE 

ik fronts, panelled oak 
1 finished backs. Solid oxidized 
brass trimmings. Extension on all 


drawer 


Quarter 
~ 


sawed o 
sides and finishes 


slides 


FEATURES 

All drawers and slides are 
rubber buffers. 

Mechanically perfect. Th 


fitted with 


will not warp 


or bind. 
MODERATE PRICE 
HANDSOME STRONG 
Our Cabinets are as near perfect as the 
est labor and material can make them 


DEALE 
Write us for catalogues, terms, 
itory and full dealership 








RS 


BEST EVER MADE DEALERS 




















ELLIOTT-FISHER 
Multiple Column Adding Typewriter 





- Sn 
é 





With Subtracting Device 


Fifteen Independent Columns of 
Figures Added and Written in 


ONE OPERATION 


An Ideal Machine for 


Analysis Work 

Pay Rolls 

Distribution Sheets 
Statistical Reports, Etc. 





ILLUSTRATED CATALOGUE 
FREE ON REQUEST 





ELLIOTT-FISHER COMPANY 


HARRISBURG, PA. 


SALES OFFICES THROUGHOUT THE WORLD 
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VISIBL 






‘Sion, 


YPEWRITERS 


E. C. STEARNS & CO. beg to announce that the New Model of the Stearns Visible Billing 
and Writing Machine is now ready. 

In every detail it is a refined and perfected typewriter—excelling in every requirement 
of a high class writing machine 

The splendid touch and action of the New Model afford to the operator the maximum of 
speed with the minimum of fatigue. The touch is wonderfully light and wonderfully 
‘“buoyant,’’ almost like a cushion of air. 

The Stearns Decimal Tabulator which is built into every Stearns Visible Typewriter at no 
extra price is the most remarkable advance in typewriter manufacture of recent years. No 
other tabulator can approach it. 

Responsible dealers will here find the sum total of their expectation 


E. C. STEARNS @ CO. 4535," " 
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AT THE BUSINESS SHOW, JiL STEAL A MARCH ONY 
|\LOMPETITOARS WHO ARE THERE BY MAKING A 
FERSONAL V/S/7 TO JHE BUYERS 








(AW! WAL FINE IDEA! INSTEAD OF TAKING a 
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A WORD TO MANUF ACTURERS 


The most alert, progressive and enterprising buyers in the country attend 
the National Business Shows. These expositions are for them a central 
market place to which they come to make their purchases. Here, and here 
only is the usual order of sales custom reversed— 


THE BUYER IS SEEKING THE SALESMAN 


He puts his time at your disposal. He wants your penta. He means 
business. Be ready to meet his friendly advances. 


WRITE TO-DAY FOR RESERVATION OF SPACE'‘AT THE 


NINTH NATIONAL BUSINESS SHOW 


TO BE HELD IN 


MADISON SQUARE GARDEN, NEW YORK, October {7th to 24th inclusive 








This your opportunity to take eps of the return of good times. For the past six months comparatively 
little bt nye has been done. yen «ks are low. There will be more purchases made this fall than any time for 
lvantage tunity. NOW IS THE TIME. 


ane. Se ae CO., Park Row Bldg., New York 
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Always on the JOD 
BUSY MANAGERS 


of 


THE 


Addressograph 


The Addressing Machine 
CHICAGO That Stands COLUMBUS-CINCINNATI 


for 


ECONOMY 


ST. LOUIS 


Speedy 


NEW YORK 


Systematic 
Convenient Accurate 


The Addressograph combines = The Addressograph prints 
all the features of a complete an 3,000 


= index a yee? ad- bas = addresses per hour on anything, 
ressing machine. Simp e to . r everything without 
operate. Always ready to do . Re errors or 


addressing of any kind. Se 


Addressograph Addresses look 
exactly like Typewriting 


ADDRESSOGRAPH 
COMPANY 


NEW YORK 234 W. Van Buren St., CHICAGO, ILL. KANSAS CITY 
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The Loose Leaf System & Binder Co. 


MANUFACTURERS OF 


LOOSE LEAF LEDGERS, SECTIONAL POST 
BINDERS, PRONG BINDERS, ORDER 


HOLDERS, LOOSE LEAF LED- 
GER SHEETS, ETC. 


373-375 Broadway, New York 


Licensed Manufacturers of The Audit System Invisible Post Binder. 


Correspondence invited from dealers desiring to handle the most convenient and practical binder ever produced. 




















FREE TO SUBSCRIBERS 


Special provision has been made by the publishers of 


OFFICE APPLIANCES | 


to afford various departments devoted to co-operation with our subscribers in such ways as will 
promote their interests, 1. e.: 


Securing new agencies for profitable specialties. 
Broadening their lines of equipment and supplies. 
Finding the manufacturers of items to meet special requirements. 





In this connection attention is called to our 


INFORMATION BUREAU 


which is at the service of subscribers, without charge, in furnishing any assistance of which the 
above enumeration is but a suggestion 

The magazine itself affords 144 pages of valuable information, news, special articles, descrip- 
tions of inventions, new machines, designs and equipment, that well repays a careful perusal. 


The Subscription Price is but $1.50 per Annum.—Start with the Next Issue. 


THE OFFICE APPLIANCE CO., 303 Dearborn St., Chicago. Ill. 
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WANTS ......0-. Last 
A Boston firm recently offered a prize jor the best definition of what 
constituted success. A Kansas woman was awarded the prize, 


and this was her answer: 


“He has achieved success who has lived well, laughed 
often, and loved much; who has gained the respect of 
intelligent men and the love of little children; who has 
filled his niche, has accomplished his task; who has left 
the world better than he found it, whether by an improved 
poppy, a perfect poem, or rescued soul; who has never 
lacked appreciation of earth’s beauty or failed to express 
it; who has always looked for the best in others and given 
the best he had; whose life was an inspiration; whose 
money a benediction.” 
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Fourth Annual Convention 


of Stationers and Manufacturers 


The National Association of Stationers and Manufacturers of America Holds 
Most Successful Annual Convention in Boston, July 20, 21, 22 and 23. 


HOTEL SOMERSET THE PLACE OF A STIRRING MEETING 


President, Theo. L. C 
First Vice President, 


Gerry, 
J. B. Irving, Kansas City 





NEW OFFICERS AND DIRECTORS: 


New York 
Secretary, H. W 





Third Vice President, George M. Courts, Galveston. 
Rogers, New York. 


Second Vice President, Frank W. Bailey, Boston Treasurer, Charles A. Stevens, Chicago. 
Auditor, D. S. Sperry, St. Paul 
Directors from Stationers:—Abner K. Pratt, J. L. Fairbanks & Directors from Manufacturers:—J. S. A. Wittke, J. G. Shaw 
Company, Boston; Charles H. Mann, William Mann Company, Philadel- Blank Book Company, New York; Charles K. Wadham, & W. M. 


phia; William J. Kennedy, Kennedy Printing and Stationery Company, Crane, Dalton; W. H. Hopkins, Globe-Wernicke Company, Cincinnati; 
St. 20 a John A. Schlener, John A. Schlener Stationery Company, Min J. F. Ta Ibot, Dennison Manufacturing Company, Chicago; Charles B. 
neapolis; J. Herbert White, Adams & White, Buffalo; Theo. A. Stein- Gordon, Carter Ink Company, Boston; George Smith, oseph Dixon 


Baltimore; 
Brown, 


miller, Luc: 1S Brothe rs, 
ers, New Orleans; Walter 
Kansas City; Charles E 
Detroit; John Brewer, H 


HOEVER shall write the history of 
\ \ the Stationery and Office Appliance 
Business in the United States, will 
fall short of the facts if he fails to record 
the dawning of a new era brought about by 
the Fourth Annual Convention of the 
National iation of Stationers and 
Manufacturers of America, July 20th to 
24th, 1908. For not only did the organ- 
ization receive rebirth at Boston but it 
also received a rich endowment of the 
spirit of fraternity which will effect the 
entire business and ultimately dissipate 
the last vestige of influence of the old 
Ishmaelitish spirit which retarded ‘the 
development and the elevation of the 
business prior to the existence of the As- 
sociation. 
The high-water 


Brown Book 


Assi Cc 


mark ‘in attendance 
was reached in the 292 delegates, alter- 
nates and visitors, but of greater im- 
port than mere numbers was the marked 
interest and enthusiasm manifested at 
the business sessions. 

The splendid papers read at the meet 
ings reflected painstaking care in prep- 
aration and the free discussion of the 
matters they contained evidenced the 
fact that the organization is accomplish- 


ing great good for the business. I think 
it was Gladstone who said, in effect, 
“The advancement of the world is due 
to the fact that certain men appreciate 
the importance of certain things; those 
who are convinced, not those who are 


James O'Donnell, O’Donnell Broth- 


Backus, Richmond and Backus Company, 
K. Brewer & Company, 


and Stationery Company, pany, St. Louis; 
New delphia; 
New York York 
skeptical, carry the day.” This truism 


applies to commercial progress and it is 
to the company of enterprising station- 
ers and manufacturers who compose the 
stationers’ associations throughout the 
country that is due the credit not only 
for the advancement of the stationery 
business to a higher plane, but credit 
also for the elimination of certain abuses 
which destroyed the profits on certain 
lines and also for the establishment of 
new customs in the trade through which 
men of the same craft may have the 
pleasure of association and friendly in- 
tercourse. 


It was 
movement 
in Boston, 


fitting that the Association 
should be given new impetus 
within whose historic con- 
fines were inaugurated so many great 
movements that have not only affected 
the political destiny of the nation but 
have born rich fruit in the commercial 
relations of its citizens. 


“Done in Boston” is_ proverbially 
“well-done” and delegates, visitors. and 
guests of the association offer willing 


that in its manner of handling 
Annual Convention, Boston 
Boston. 


testimony 
the Fourth 
out-Bx stoned 


But the debt of the stationers and man- 
ufacturers to Boston is more than the ob- 
inspiration 
an addition 
common by all 


and courtesies 
to that in- 
citi- 


ligation for the 
of a week. It is 
debtedness held in 


Crucible Company, Jersey Cit 
Millard D. 
Gus Me yer, Meyer & Wenthe, Chicago; 


James Dawson, Sieber & Trussell Com- 
leise, Langfeld Brothers Com any, Phila- 
Frank A. Weeks, New 


zens of the Great Republic, for Boston, 
great in her commercial achievements, is 
greater still in her contributions to those 
sentimentalities of life, the things really 
worth while, of which commerce is but 
the handmaiden. 

To the forces of advancement and en- 
lightenment through which the nation 
and the world is evoluting to a higher 
plane of morality, Boston is now and al- 
ways has been, one of the greatest con- 
tributors. 

From every viewpoint the meeting 
was the most successful in the history of 
the organization and will have a prom- 
inent place in association annals. What 
is likely to be remembered longest, how- 
ever, is the splendid hospitality lavished 
upon the visitors by the Boston Associa- 
tion. The various entertainments pro- 
vided for the delegates, alternates and 
guests were unparalleled, while the en- 
tertainments for the ladies made the day 
of arrival a delight and the day of de- 
parture a regret. 


Whatever may be achieved at future 
conventions and whatever may be done 
for the entertainment of the visitor, cer- 
tain it is that the Boston meeting will 
stand out as marking a new era in the 
business and that Boston hospitality will 
remain a fragrant memory. 


(For full particulars of the convention 
see Stationers’ section, this number). 
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GENTLEMAN recently boarded a 

train in an eastern city for his new 

home in the Far West after serv- 
ing a connection with an eastern con- 
cern for many years. Qn reaching his 
objective point in the West he pulled 
himself together as he alighted from the 
train and mused to himself: 

“Well, this is strange, indeed. Just 
think of my turning up out here in this 
country after holding steady with that 
firm for nearly one-fourth century! | 
never dreamed that | should leave that 
firm, much less did I ever think I should 
land out here. Really, I don’t under 
stand why I should have left back there ; 
things seemed to be going all right.” 

The above incident tells in a few words 
the fate of hundreds, possibly thousands, 
of men who have served a long-time con 
nection with some company find meted 
out tothem. They are compelled to leave 
that connection and enter on occupation 
wholly different and for which they are 
as unfitted as the mythological god, 
Zeus, was for presiding over the destinies 
of the angels of heaven. 

It is not so much the change that 
grieves men’s hearts. It is not the going 
from one thing to another that seems to 
sap the vital forces of their nature. It is 
leaving the institution with which they 
have been honorably and_ successfully 
connected for many years. They had 
grown to love its organization, its of- 
ficials, its traditions. Going to the office 
in the morning was like going to the pa- 
rental hearthstone in early years. With- 
out its contact and its intimacy during 
the day was like the absence of loved 
ones. But that is the situation men look 
back upon. That is what faithful devo- 
tion to their work did for them. And can 
you blame them? Is there not after all 
something nobly grand in that? 


Why Man Unmakes Himself. 


What unmakes for this long term serv- 
ice? Why is it that men, after a long con- 
nection find themselves apparently at the 
end of their string and have to look else 
where for other connections? Really, an 
answer to these questions is almost too 
hard to advance. There are so many 
causes attaching to a set of conditions 
that are never alike in two different cases 
that one finds himself treading on most 
problematical grounds for a solution. One 
concern has a personnel as unlike the 
personnel of another concern as species 
in birds differ. Commercial conditions 
vary to such an enormous degree from 
year to year and which may influence 
such a situation that it is exceeding hard 
to fix any specific responsibility. 


Broadly considered, however, every 
man is responsible for his own condition. 
There is little doubt that some men have 
peculiarities and ideas of their own that 
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Getting Out of the ‘Rut 


By Jonathan Sylvester. 


never hitch with the other fellow’s, no 
matter how assidiously the other fellow 
tries to have them hitch; no matter how 
conscientiously and sincerely he tries to 
do his work as the one above him would 
have him do it. And this frequently 
causes a severance of ties long formed 
lt often breaks in a storm and thus ends 
a relationship most auspiciously begun. 

but leaving out of consideration thes« 
things which are as true in one line ot 
effort as in another, it can safely be stated 
that man himself holds the reins of his 
destiny in his own hands. If, therefore, 
it becomes apparent after ten, fifteen or 
twenty years of service with one firm 
that his usefulness is at an end and that 
he must look elsewhere for his livelihood, 
he can just as safely conclude that he has 
failed to keep step with the advancement 
made by that firm; he has failed to re- 
spond to the demands of the hour. In 
other words, the same flexibility, the 
same adaptability—in mind, in tempera 
ment and in action, has left his grasp 
quietly with the years takes its place with 
the other changes in the domain of man. 

Some would call this a lack of ideas; 
lost energy; faded ambition. ‘Those ex- 
planations are probably as true and as 
good as those above advanced. But, how 
ever, they are the causes that force 
the employe in the rut. They get him 
into that state of lassitude that seems to 
breed no variation only in a change. And 
since the house itself is, as an impersonal 
being, responding to the demands and 
conditions without, it is clear that its 
working units must respond likewise. If 
there is no response the cause is sought 
in the personnel. Surely, it will be found 
there. Once found, that person must go 
and another take his place who can, who 
will show that degree of flexibility and 
adaptability sufficient to keep the com- 
pany abreast of modern conditions. 


How Man Can Make Himself. 


1 


Thus it is quite evident that for the 
employe not to get into the rut he must 
do something to meet the exactions of 
business life. It looks like a hardship to 
ask a man who has served a long time 
with one house, who has shown his faith- 
fulness and his loyalty, to get out unless 
he can respond to those demands. It 
would seem like the proper thing for the 
house to say: 

“Mr. Jones, you have been with us f 
twenty years. In that time you have been 
always faithful and sincere in your work 
In fact, you have done us a noble ser\ 


ice. Now, we propose, in recognition of 
1 
i 


such, to place you in a position that wil 
make your life either independent 
much easier.” 

That does sound mighty good and 





would be a deserving tribute to many 
men who have borne the responsibilities 
of the business for years. There are any 
number of concerns that, while not recog 
nizing the service in just that way, d 
recognize it in the torm of a pension. The 
pension may be adequate and it may n 
be adequate. In any event it is something 
that employes can work toward. 


) 


+ 


But to get to the marrow of the bone 
How can the employe still keep his con 
nection’ In only one way, if present-day 
indications are worth anything. He must 
train himself to meet specifically and 
thoroughly the changes of the period. It 
is idle to argue that when a man reaches 
the age of forty-five to fifty-five, that his 
mind is not as susceptible to training as 
when he was thirty. This is a false no 
tion and has no place in modern thought 
Dr. James, of Harvard, would tell the 
person advancing such a proposition that 
the moss was growing on his back. Ii a 
man can invent an airship that will sus 
tain itself in the air for twelve hours as 
the German count did at the age of 59, 
why should a man in the ordinary pur 
suits of life not meet current changes and 
learn to get as much out of them as when 
he was thirty? No reason whatever 

Custom begets some mighty false 


7 


ideas. Let one man start the notion tha 
his concern is on the ragged edge and 
within twenty-four hours every employs 
in the establishment will believe it 
whether it is true or not. Likewise, the 
notion has been going the rounds tor 
lo! these many years, that a man is 
good at fifty or fifty-five, and straightway 
everybody believes it, while on every 
hand is evidenced that such is not 
case. 

It is not argued that a man can make 
it sure that he will retain his connection 
with his firm by training himself along 
new lines. It is only advanced as on 
way of materially aiding himself, as safe 
a barrier as any other against his being 
thrown out. If he can meet the wishes 
of his employer in the form of presenting 
good ideas, retaining the same energies 
as before and in other ways responding 
to the needs of the company, he I 
stand a pretty good chance of still ret 
ing his place. 

[t cannot be denied that in Ameri 
there is a strong tendency toward th 
voung, the lithe, the agile, in its citizen 
ship. There is a constant demand 
“young men.” So long as this tet 
keeps up it will be pretty hard for th 


’ 


older empiove to reconcile hims« If 
But long 


spt mse 


service means a cont 
nodern demands Che 
who stays longest is the man wl 


gets closest to these demands. And tl 
way to get closest is to study and trai 
one’s self. That makes for a long 


connect rn 
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The Trial Privilege Demands Higher Salesmanship 


66” FP. HE American people are the 
] most tolerant on earth.” Yes, and 
they are the most progressive on 
earth. They are also willing to take long 
chances if the end in view justifies it. | 
admit that this oftimes results in a reck 
lessness that means financial disaster. | 
do not advocate reckless progressiveness, 
that is almost preferable to pes 
! conservatism 

lor a number of years the trial propo le 
sition has been under discussion—almost ‘4 
continuously. Although the free trial 
has been condemned by nearly every per 
son who has openly expressed himself 
on the subject, it has not only continued 
to survive, but, in a general way, if not 
in all individual cases, has grown. 

\t the present time the agitation is on 
again and | am going to step forward as 
a volunteer on the defensive side of the 
“Free Trial Privilege.” 

The quotation tl 


but even 


Simistic 


with which I opened 
was also the opening lines in an article 
in the May issue of Office Appliances, 


entitled “The Abuse of the Trial Priv 
ilege.”’ 
Kew privileges with which man has 


been blessed since the beginning of tim 


have not been abused, and I have no de 
sire to mitigate the abuses of the free 
trial—but who is to blame for these 
abuses? The answer to this question 


and strikes home deep, too, 
to every manager and _ salesman 
who reads this article. 

When the sales manager gets such con 
fidence in his men that he can know posi 


strikes home, 


1 
SaieCs 


tively that every trial order turned in 
was of necessity a “trial’’ order, then he 
will have satistactorily solved the trial 
question. The salesman will himself 


have individually found the solution to 


this problem when he has such confidence: 


‘onstruction 
lat would 
able 
nearly so, as the profit on the sale would 
ve amounted 
ise I had previously talked 
ove 
‘le 
ability as 
wherein the changes he desired 
* 


to have given this party what he 





By Irving Franks, 


Manager Direct Sales Department, Fox 
Typewriter Co. 

the fact that in my correspondence I had 

oftered to make certain changes in the 


ot 
have 
probably as 


one of our typewriters 
consider- 


much, or 


necessitated 
expense 
particular 
the matter 


to. In this 


r with the salesman who was to han 
this deal and had relied on his superior 
a salesman to show the party 
would 


1 


Had he declined flatly 


object ynable. 


tunal 
wanted 


n himself and in the typewriter he ts 
selling that to the question, “I have 
eve sed your typewriter, but if I like 
t, and it is all you ve claimed for it 
[ will buy it—will you leave it with mé¢ 
for trial?” he can answer positively and 
ionestly, “Yes, sir, [am not only willing 
but desirous of leaving this typewrite1 which these features were already in 
with you until you are fully convinced porated. The result justified my sup 
that it is all we have claimed for it.’ and position—the sale was secured by mal 
then stays with that party until he has ing two keyboard changes 
secured hi yrdet - exhausted every t is needless to stat he same 
eg ( is k to sale smanship salesman who handled tl above deal 
lf the salesman 1 ibove case kne s ses In W he is 
it was against t le of the com closely questiones ré s 
| e represent extend the trial in g Ss 
lege tl he « t honestlv ha e subd of “Har LID tions 
ide the he ¢ s he was aware : y treated in tl Su 
] 1 he it tl ere was a poss s I comp p 1] l 
bility that without granting the trial ent non-resistant e phys 
privilege the sale could not be secured. of Jiu Jistu s sim d 
Salesmanship the Keynote. sive method of mee intag 
[rue salesmanship can usually rise su st's ergy with p g nu 
or to existing conditions. wn 
Recently my attention was called e Cl go manager I}-kk1 n 


visible typewriter in an interview pub- 
lished in a recent issue of Office Appli- 
ances says: “Before the machine goes 
on trial one can create conditions favor- 
able to a sale. Once on trial it depends 
on the merits of the machine. In other 
words, salesmanship in the first instance; 
machine value in the second.” 

Will this sales manager admit that in 
those cases where their typewriter has 
lost out in trial competition that it was 
due to the lack of “merit of the ma- 
chine?” I doubt it, but rather think he 
would claim it was due to their inability 
to convince that prospective customer of 
the real merit of their typewriter. 

Neither as a salesman nor as a sales 
manager have I ever believed in the in- 
feriority of the typewriter I was selling. 
It is simply a case of taking off your hat 
to the higher ability as a salesman of the 
other fellow. Now the “other fellow” 
may only have been a new beginner, with 
practically no experience and utterly ig- 
norant of all the laws of salesmanship, 
but in the particular instance in which he 
won out he did it by exercising, although 
unconsciously, a superior salesmanship, 
and I say again—off with our hats to 
him. 

The same sales manager quoted above 
also says: “I believe that the only substi- 
tute for the trial abuse is just salesman- 
ship.” 

Salesmanship will effectually solve the 
question of the free trial privilege, but 
nothing but good business judgment on 
the part of the sales manager will ever 
take care of its abuses. 

Let any salesman selling a reputable 
typewriter look back over the lost trial 
sales of the past year and he can attribute 
those losses to either inattention on his 
part or poor salesmanship. And any 
salesmanager who attempts to place the 
trial abuses wholly, or even largely, on 
the shoulders of his salesmen is shirking 
an obligation which rests almost entirely 
with his position. 


Correcting the Abuse. , 

This article is not written on trial 
“abuses,” but on the trial “privilege.” I 
wish to suggest, however, that one of the 
best ways to correct the trial abuse is to 
have the limit of trial definitely fixed in 


advance—and then have backbone enough 


not to deviate from it. There will be, of 
course, wise exceptions to this rule, both 
as concerns the definitely fixing in ad- 
vance the trial duration and also as to the 
advisability of enforcing it at the expira- 
tion of that time. 

In ordinary cases ten days’ time is 
ample for the thorough inspection and 
trial of a typewriter, five days are often 
sufficient and two days will suffice in the 
majority of cases. I would decline flatly 
to give the ordinary user, that is, the 
person who is simply buying a single 











i 
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30 


typewriter for his individual use, a thirty 
days’ trial. Furthermore, it would bea 
pretty easy matter to convince that man 
that any other company who would offer 
him a trial of that length must be selling 
second-hand typewriters. Also if he 
bought a typewriter of them he would 
have no assurance that some other fel- 
low, or half a dozen other fellows, for 
that matter, had not already had _ that 
same typewriter and each used it for thir- 
ty days. He would not be foolish enough 
to think that when a trial typewriter is 
returned for some reason or other that 
the company is going to put it into “cold 
storage,’ so to speak, and then send out 
another new one. 

Time does not constitute an abuse of 
the trial privilege. I have known persons 
to only keep a typewriter two or three 
days and thereby “abuse” the trial priv- 
ilege. Cases of this kind are frequent 
with transients with plausible stories 
Again one of the most satisfactory sales 
I ever made was to a mechanical con 
cern who kept our typewriter over four 
months before deciding to purchase it. 
Their acceptance of the typewriter was 
accompanied not only by their check, but 
by one of the broadest, strongest and 
most convincing testimonials | ever re 
ceived. 

“The privilege of trial has been a fea 
ture of the Fox typewriter since its first 
inception.” “Simply write us and say: 
Send me a Fox typewriter for examina- 
tion and free trial.” “We want to place 
a Fox typewriter in your office for exam- 
ination and free trial at our expense—it 
will not cost you a penny to try it.” So 
say our advertisements and so they have 
been saying for years. ()n this point our 
company stands the same as it did twelve 
years ago only at the present time we are 
trying to make the fact of a free trial 
more universally known than ever be- 
fore. 

Personally, I believe the free trial is 
the right of every honest intending pur 
chaser of a typewriter. 

Breadth vs. Time Privilege. 

Certain classes of goods make them pe- 
culiarly adapted to trial privileges. 
Among them may be mentioned, Pianos, 
Organs, Sewing Machines, Phonographs, 
Adding Machines and Typewriters. The 
object in leaving the first three men- 
tioned articles on trial is to create a de- 
sire, and often the salesman is obliged 
to resort to some kind of ruse in order 
to do so. Hundreds of thousands of 
Pianos and Organs, and even Sewing 
Machines, have been sold in past years 
to persons who would probably never 
have purchased had not a trial been actu- 
ally forced upon them against their will. 
The fourth on the list, the Phonograph, 
appealed so strongly to the curiosity of 
the people that they investigated more 
voluntarily and now a demonstration 
usually suffices to make a sale. The Ad- 
ding Machine and the Typewriter are 
both sold by first proving their adapt- 
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ability to a certain class of work and 
their ability to execute the same in a 
superior manner to any other machine 
built for a similar purpose. 

In a recent conversation with the sales- 
manager of a well known Cream Sepera- 
tor Company I was interested to learn 
that a large proportion of their sales 
were made through “trials.” He stated 
that often six or seven different com 
panies were represented in these trials. 
| asked him if his company always won 
out in these competitive tests and he 
said: “Oh, no, that would be improbable 
if not impossible.” But why impossible 
ix you are building a superior Cream 
Separator? “Because,” he answered, “all 
the conditions are sometimes favorable 
to the sale of some other separator.” 

In other words some salesman had 
created such “favorable conditions” for 
the sale of his machine that it was al- 
most impossible for any other company 
to step in and take the business from him 
no matter how superior an article they 
had. 

[ have now reached the two opposite 
points in the compass of successful sell 
ing: “The ability of creating favorable 
conditions,” on the one side and, “Sales- 
mtanship capable of rising superior to 
conditions, on the other. 1 venture to 
state without fear of contradiction that 
any typewriter company having in its 
employ a force of really high grade sales- 
men who, by persistent hard work, have 
created in their territory favorable condi- 
tions for the sale of the typewriter they 
represent and then by continued hard 
work, and persistent effort, not only keep 
those conditions favorable but by exer- 
cising such a thorough knowledge of the 
principles of salesmanship are able to 
combat salesmanship with salesmanship, 
will not lay awake nights worrying 
about the “trial question” but will rather 
feel that the greater number of type- 
writers these salesmen have of necessity 
placed on trial the greater will be their 
volume of sales. 

\ concern with a reputation which 
reaches around the world was ap- 
proached time and again on the type- 
writer question, but always when a new 
typewriter was wanted a _ requisition 
would be sent in for the particular kind 
they had been using for a dozen years or 
more. 

One day while in their record depart 
ment I noticed an operator trying to 
write on the extreme bottom of a filing 
card. He couldn’t do it on the typewriter 
he was using. This was my long looked 
for opportunity for a trial, or a “demon 
stration,” as one of our friends against 
the trial calls it. I secured their per- 
mission, although most reluctantly, to 
allow us to submit our typewriter espe 
cially for this one specific purpose. As 
a typewriter for card work the purchas- 
ing agent agreed that ours was a com 
plete success, but he had a thousand and 
one objections to it for any other pur 


pose, or at least he claimed he had. This 
trial typewriter gave us a footing we 
had never heretofore been able to get. 
The typewriter they had been using had 
been a part of their office equipment for 
years and it seemed just like introducing 
a stranger into the family to take on a 
different make of typewriter. 

I did not even suggest the purchase of 
the trial typewriter but gave their op- 
erator plenty of time to get accustomed 
to it. 

(Ine day | approached the purchasing 
agent on the subject of billing and got 
him so interested in our system of billing 
and charging at one operation that he 
gave me permission to submit an espe 
cially equipped typewriter for this pur- 
pose. A week later he let me send over 
a gothic type machine, with a number: 
of special characters, for making out fa: 
tory orders \ few days later our of 
fice received by mail, unsolicited, their 
regular order for the three typewriters 
About thirty days later, immediately fol 
lowing the San Francisco disaster, we 
received a rush order by ‘phone from that 
company to ship a typewriter to their 
branch office at that point. 

Who will say that the placing of these 
three typewriters on trial was not using 
good busines smethods? 

There are many persons to-day in the 
territory of every salesman who believe 
that they have as good a typewriter for 
their work as there is built but, like the 
above mentioned concern are simply 
waiting to be shown. The trial privilege, 
and good salesmanship, will convince 
them differently and get their business 

The old saying: “A bird in the hand 
is worth two in the bush,” or, as an ad 
vertiser recently had it: “A fork in the 
beans is worth two in the soup,” is a de 
cidedly commonsense one and there are 
none of us going to force a trial period 
on a customer if his order can possibly 
be obtained without it as, unfortunatel) 
for the individual typewriter manufac 
turer and, fortunately for the trade at 
large, no company has as yet been able to 
secure a monopoly of the best salesmen 


CONCRETE TALKS. 
By “The Mixer.” 


They say cleanliness is next to Godliness 
but we don’t all live near a bathing b 

This near-dog-day weather should pr ke 
enthusiasm, as it makes the blood bol 

Keep plenty iron in your constit 

Keep sweet, but don't acquire refrigerat 
atmospher« 

Opportunity knocks in hot we 

but don’t send a servant to nswer the 
door 

The sessions of Experience Scl id 
less and its pupils never grad 

Shirt sle hustle buy 
coats 

Thunder storms make us re 
not bosses of the upper areas 

Cast a line into the fall business p NOW 

Hot weather trade missionary work brings 
a bountiful harvest of fall convert Midland 
Trade Winds, Wm. J. Mullin, | 
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Some Hints in Window 


HERE is a tendency among deal 
ers and merchants to seek loca- 


tions on the ground floor for the 
city office, the reason being that there is 
an opportunity for window display on 
the street position which is a valuable 
asset to the business. It is a valuable as- 
set if used in a convincing and attractive 
manner. No mistake is made in paying 


excess rental for good window room if 
advantage is taken of the opportunity for 
publicity, but a poor display or one that 
is not attractive is worse than nothing, 
for it leaves a poor conception of the 
progressiveness of the house. A _ mer- 
chant or dealer is known by the window 
he keeps. 

Publicity and education of the public 
to the merits of the house product is the 
object to be obtained, and to do this 
something must be done that will first 
get attention, and secondly hold the at- 
tention long enough for the observer to 
get a favorable impression. Such impres- 
sions are suggestions, unconscious, per- 
haps, but suggestions neverthéless, and 
it is this suggestion that will make a cus 
tomer out of an observer whenever the 
need of one’s goods arises. 

To begin with, it must be assumed that 
to have a good window display it is go 
ing to cost something. It is not necessary 
to have a professional window decorator, 
for one of the men you now have may 
have originality enough to make a very 
good window man. So give them all a 
chance to use their ideas. But do not 
hamper them by telling them that there 
must be no expense connected with the 
display. Nowhere else may a small in- 
vestment be made so profitable, though 
the direct results are not always trace- 
able. Here are opportunities to educate 
the people in the details of the wares 
your house carries. It may be a type- 
writer or a loose leaf system or an ink. 
It is all the same. There are things that 
are not known about them, and these 
unknown and unthought of details are 
the things that arouse the curiosity of 
the multitude. The satisfaction of this 
curiosity leaves an impression that is re- 
called again when a necessity for the par 
ticular line of goods is needed in the of- 
fice or home. The strongest and most 
pleasing impression does the most edu- 
cation 

Essentials in Display. 

It is a fact beyond reasonable dispute 
that motion in a window will attract at- 
tention quicker and more often than any 
thing else That is the point; have your 
window so attractive that one person will 
second time to see it. Notice 
the crowds that gather about a window, 
and it will be the window with motion 
that is catching the eye of the multitude. 
It is not a very difficult task to think of 
of your goods that 
to people. and the 


| 
stop the 


some motion-picture 


would be interesting 


Certain Features That Must Be Ob- 
served if the Window Is an Ef- 
fective Publicity Agent. 


expense of a motor to operate it would 
be small in comparison with the good 
that might be accomplished. Some few 
years ago a typewriter house hit upon a 
plan that attracted much attention and 
gave them much publicity. The manage: 
secured the services of an Indian Chiet 
and placed him in the window, dressed 
in costume and paint, and had him op 
erate the machine. The chief drew the 
crowds not only one day but many days. 
People who had seen him told others, 
and, they coming, saw and told others in 
turn, until nearly every person in town 
had seen the Indian Chief operating a 
typewriter, and the typewriter was bet 
ter known thereafter. Whenever the type 
writer was mentioned the name of this 
typewriter was used, and it proved a 
source of unending publicity. In this 
case the attention became so great that 
the crowds blocked the sidewalks, and 
the manager was threatened with arrest. 
Newspapers used the fact as a matter of 
news, resulting in more publicity. 

There are several good points suggest- 
ed in the above that are almost always 
true and applicable to window display 
The Indian Chief himself was himself an 
attraction which would always secure at- 
tention. But the incongruity of an un- 
educated aborigine, operating a machine 
that is a child of education and advance 
ment, was so unexpected and unthought 
of, so different from the common idea of 
the typewriter that it immediately caught 
the curiosity of the public. The public 
likes to be reminded of the incongruous 
if cleverly done, and whatever is uncom 
mon and unthought of, is interesting un- 
til understood. It follows, then, that the 
uncommon and original is the first great 
factor in making a good window display. 
Here is the opportunity to use the cre- 
ative quality of the brain, and there are 
many men who have the faculty in un 
common degree. The gist of the matter, 
then, is to have a motion picture if poss 
ible, and have it out of the ordinary and 
not in accordance with the everyday ex 
perience of the people. Something that 
will make them stop and figure it out, 
and if it is at all apropos it will result in 
educating the people up to the value of 
the goods you have to sell. 

This same typewriter company some 
time later had another good display 
which was a winner. It attracted atten 
tion besides utilizing that best of all fa 


‘ : . Se sae 4 1 . 
ors for advertising, namely, suggestion 
\ clever sugeestion is as strong a factor 

7 
as a good talker. This particular window 


1 1 


had a large American eagle with out 
stretched wings flying away with a type 
writer in its talons, which it had with 
discrimination selected from a bunch of 


ther typewriters of different makes, 
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Display 


while in the distance whither he was fly- 
ing was the land of hope and business 
prosperity, all to be had by simply using 
this particular machine. This suggestion 
of the benefits to be gained from the use 
of the machine, and the discrimination of 
the eagle in selecting it was very clever 
and strongly put, and it is certain that if 
a person who had seen it ever found him- 
self in a position to select a machine he 
would have a very decided tendency to 
select the one which had been so forcibly 
impressed upon his mind in a suggestive 
way. 
Other Important Things. 

Another good display that was noticed 
recently was that of a loose leaf ledger 
house which wanted to give the public 
a notion of the binding power of its 
ledger binders. A full book was selected 
and about the center of the book one leaf 
was taken and used as a means of sus- 
pending the whole, thereby showing that 
the leaf was so firmly clasped by the 
binder that it was impossible to pull it 
out by tearing it through the perfora- 
tions. ‘That was a point that the user of 
binder would ask about and demand 
of a ledger which he was purchasing, 
and here was an ocular demonstration of 
the fact that it would support many 
pounds simply because of its strong bind- 
ing ability. It was an uncommonly good 
way to show strength and consequently 
carried conviction. 

A demonstration in the window is a 
very good thing, and many manufactur- 
ers are themselves taking the responsi- 
bility of such demonstrations, and it 
would be poor policy to refuse one if it 
is offered by the manufacturer. It re- 
lieves the monotony of the ordinary, be- 
sides giving your window man a day or 
two off, for it is no easy task to think of 
some new idea every week. But it is a 
necessity to have frequent changes. The 
public quickly gets tired of the same 
thing and will not stop to see. But in 
making the changes it is best to have 
some point of familiarity, something that 
will identify the house with the goods in 
every display. Let it not be necessary 
for the observer to have to search for 
some familiar sign by which to identify 
the house. 

Simplicity, concentration and force are 
three factors that should enter into every 
window display, and of late years they 
are being more and more emphasized. 
Herein are the elements that have tend- 
ed to make window dressing an art. It 
is the man who pays heed to them that 
becomes the most valuable asset to the 
firm. Complexity, overdisplay and frip- 
pery are the results of a lack of discrim- 
ination and they show lack of taste and 
art. Art will be simple and attract, while 
lack of it will distract the attention and 
leave a poor impression of the house 
which allows poor window displays. 
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European Calculating Machines 


UST as the United States may properly be 

regarded as the home of the typewriter and 

its sister, the adding and listing machine, 
Europe, and especially the German sections of 
Europe, which include Austria and Switzerland, 
must be considered the home of the calculating 
machine, and more particularly of the multiply 
ing and dividing machines. Both with regard to 
the period during which this industry has first 
been developed, the quantity, quality and vari 
ety of the machines produced, etc., Germany 
easily ranks first, while Austria is a close sec 
ond. 


A brief historical and introductory sketch 
may serve to emphasize this assertion. Leib 
nitz, the great German philosopher and in 


ventor of the differential and integral calculus, 
completed as early as 1673 a machine capable 
of performing the four operations of Arith 
metic, which can still be viewed at the Leib 
nitz Museum at Hannover, and which becam¢ 
the model or “Vorbild” of the machines 
made and known as the “Thomas System.’ 
Then followed Poloni in 1719 and Leupold in 
1727, the latter describing in his “Theatrum 
Arithmetico Geometricum,” his own improved 
computing machine and those of his predeces 


now 


sors. 
Early History. 
At the beginning of the last 
computing machine of the English mathemati 


century the 


cian Charles Babbage created a sensation in 
scientific circles. In 1823 he began the con 
struction of a large machine for the British 


government and continued the work until 1833, 
when operations were suspended on account of 
the heavy expenditures involved, which then 
amounted to $15,000. The finished portion, 
shown in the accompanying cut, is about the 
size of a square piano and can still be seen in 





BABBAGE’'S CALCULATING ENGINE 
the library of King’s College, London. This 
renowned but unfinished machine was not in 


tended for the execution of the ordinary arith 
metical operations, but particularly for the 
computation and printing of special tables. It 
is based on a arithmetical 
principle. The the 
cessive amounts in the table are employed to 
construct the table itself. For instance, in a 
table of square numbers: 1, 4, 9, 16, 25, 36, 49, 
64, etc., the successive differences between the 
first and second, second and third, etc., are 3, 
5, 7, 9, 11, 13, 15, ete. This series. of first dif- 
viewed in a similar manner, presents 
us with the remarkable series, 2, 2, 2, 2, 
The cubes 1, 8, 27, 64, 125, 216, etc., give the 
first differential 37, 61, 91, etce., 


very interesting 


differences between suc 


ferences, 
etc 


series 7, 19, 


By Henry Goldman. 


the second 12, 18, 24, 30, etc., and the third 
6, 6, 6, etc., again repeating the same number 


Now it is found that almost all numerical 
tables, when thus analyzed, result finally in 


very simple series, which by addition will pr 
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numbers of the required table. 1 

accomplish this by mechanical means Babbage 
-onstructed his “Differential Calculating En- 
gine,” composed of three columns, each con 
taining six The dials bear the figures 
U0 to 9 on their edges and revolve upon verti 
Toothed wheels behind the dials, 
bolts acting on these, wedges to withdraw thx 


all the 


duce 


whee Is 


il axes 


bolts, shoulders regulating their action, etc 
make up this extraordinary combination of 
complex mechanism. To give some idea of 


Babbage’s eccentric genius, it is reported that 


he believed his machine to be endowed with 


ilmost human faculties, particularly evidenced 
by its carrying mechanism, through which 
each wheel “remembered not only when to 
turn,” but “knew beforehand when its turn 
ume.” He also referred to the machine as 
‘calling for a table when it needed it” and 
“refusing to accept the wrong table from the 


attendant.” 
Babbage’s Difference Engine served in turn 
is a model for a Swedish Calculating machine, 
commenced by George Scheutz of Stockholm 
in 1837, and completed with the assistance of 
his son Edward in 1843. It was brought to 
England in 1854, received a prize at the Paris 
Exposition in 1855 and afterward bought 
x the Dudley Observatory at Albany, N. Y 
rr $1,000. The British government auth 
red Donkin to construct a similar machine 
which is reported by Airy to 
ind stereotyped in one hour and fifteen min 
a table, the completion of which 


was 


have computed 


required 


utes 


two. hours and fifty-five minutes in ordinary 


omputation 
First Practical Machines. 


The Arithmometer of Thomas of Colm 


Upper Alsace, was the first practical multip); 
ing and dividing machine ever produced 
Though complex in its construction, it was 
easily manipulated, uniform and durable in it 
perations and readily understood. It is about 
twenty-two inches long, nine inches’ wid 
weighs about twenty-five pounds and is oy 
ited by means of a number of pointers and a 


small crank According to capacity it gives 
results ranging from ten to twenty places 
Che working mechanism consists of a series 


of cogged wheels, which are engaged by pins 
stops, attached to pointers, which are p 

jecting buttons in slits, called figure grooves 

lo operate the machine each pointer is set 


its slit the corresponding figure 
1 1 4 


registered, ind by setting 


opposite 
the number to be 
and turning the crank, we add 


iften di 


the machine 


subtract the given number as 


Che constructi and operation 





+ 





| 


Arithmometer was fully described by Reu 
leaux in a manuel published at Freiberg u 
1862. Simil machines were construct by 
A. M. Hoart Paris and Julius Mass« ( 
Rudolf Dobesch of Vienna 
\t the present time the Thomas m i i 
being made in a number of varieties 
many modifications and improvem W 
particularly mention the “Unitas” of S; & 
Co., Berlin, ntaining a double reg he 
“Saxonia,” made by Schumann & ( he 
“Burkhardt” and “Archimedes,” all Glas 
hutte, Saxony, the “Peerless,” n if ired 
in the Black Forest; the “Bunzel,” “Austria” 
and “Multaddiv” of Vienna; the “Payen” 
France and the “Tate” of England 
Another machine of somewhat sim 
struction and manipulation, but smaller 
Oe reece XASRRNEEY 
Hee DLL Ae 
Scoala : 
THOMAS ARITHMOMETER 
sions, 1s the vention of Willgott The 
vitch Odhner, Russian, who peri it 
1878. This machine is still being 
tured and sold in the Russian Empire. In G« 
many it has become favorably know: é 
the name of the “Brunsviga,” it being 
factured at Braunschweig. Machines of simi 
lar appearance are the “Berolina,” “Duplika- 
tor,” “Monopol” and “Triumphator,” ng 
in a number of important details, but 
the same general characteristics 
The “Millionar” Calculating Machine 
ented by Otto Steiger, manufactur it 
troduced by Hans W. Egli, Zurich, rej t 
unquestionably the most complete ty; ‘ 
multiplying ichine ever produced [1 
general appearance it resembles the n é 
of the Thomas system. But it offers tl 
lowing dvantages The repetiti 


BRUNSVIGA CALCULATING 
rank m« ment is saved by 1 
nd dial, which indicate the nun 
in an t laced in the m 
taken | ¢ ( rriage moves if 
he ne S nas the p 
t the s been « 

1 numil been placed in t 
gures £ S Wi be 
line | ! ilizes the 1 
ultip table, registe ne 
nd the unit terwards, and 
mary other machines, w 
the result by rept ited additions 
tions [The manufacturer, dw 
point, states: “It can as little 
that s er multiplying macl 
be invented, as it is unthinkable 
system of multiplication will b 


M 








it based upon the multiplication table.” Of 
course this machine can also be utilized for di 
vision, though with less advantage.” 

Special Features. 

n this nnection the “Autarith” of Rech- 
itz¢ Viennese inventor, is deserving of 
special and favorable mention, a multiplying 
and dividing machine, also resembling the 


but being operated by electricity, 
yblems of multiplication and di 


[Thomas type, 
performing pri 


vision with almost human intuition. To watch 
its working is both mystifying and inspiring! 
Imagine for a moment machine, arriving at 
the conclusion that 2768 is contained in 18469 


CALC 


MILLIONAIRE 


times, correcting the mistake automatically 
ind exbitiein the accurate answer 6 and the 
remainder 1861 ithout the touch of a finger 
Inventions of this kind may almost be re 
garded as being on the borderland between 
natter and mind. The machine, however, pr« 


sents a complicated manufacturing problem, 


nd the inventor is finding it difficult to inter 
est the needed capital to manufacture this won 
- derful contrivance. 
2 \ variation of the Thomas system is th: 
y \dsumudi” (Addition, Subtraction, Multipli 
ition and Division) calculating Machine, in 
vhich the rotary crank movement is replaced 
by a repeated lever pull 


In contrast to the above 
stands the “Gauss” calcul 
distinguishes itself 


I idial arr 


described machines 
iting machine, 
through its small 


which 


size and 


nent of 





for 
tion 
the 


no machines 
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addition or which perform other opera 
s as well; Machines which carry and reset 
zero automatically and machines which are 


at all. 


Of single column Adders, the “Adix” has had 
a wonderful sale. Its moderate price and at 
tractive appearance have secured for it many 
purchasers, while its practical utility may be 
regarded as limited. The same is true-of the 
‘Adder” Adding Machine \ step forward is 
represented by the “Heureka” Adding Machine, 
which, while adding only one figure at a time, 
is supplied with a carriage, carrying the c 
imns automatically up to any desired capacit 


loving the c 





LATING MACHINE. 
\ Machine, similar in its arrangement, 1s th¢ 
Mercedes,” a single column adder with mu 
tiple carrying capacity 
The “Union” Adding Machine is a circular 
vice, containing a spiral mechanism, carry 
ig two columns up to the capacity of 999 
The “Ideal” Calculating Machine is a device 
similar capacity. 
The “Conto” Adding Machine is composed 
a series of separate dials, representing th: 
different denominations, the figures being reg 


red by the turning of a hand, placed in th« 


r of each dial. The carrying is done au 
ically, the wheels underlying the dials 
decimally connected A larger device 


vement, 1s the “Sun 


ircular m« 








inge! parts. It is being oper 
ited with a central crank and exhibits the ré 
sult in circumferential openings. The reading 
the answer is therefore not as convenient as 
in other machines 
In conclusion we wi to call attention t 
: ler di tended f computing pur 
ADIX MACHINE 
s’ Adding Machine, having a capacit 
ght columns, two figures of which are being 
gistered at one time 
\ small computing machine of great 
ity, capable of performing arithmeti 
4 perations, durably and reliably constructed 
- et erate in price, has been a “consum1 
a devoutly to be wished” by desiring t 
themselves from the “drudgery of figur: 
machine has at last beet 7 nstructed 
5 They may be classified from different is now being offered under so name 
ewpoints Machines, which carry only a \rithstyle-Contostyle-Arithmachine, brief 
| ingle column at a_ time r which carry al the “Contostyle,” on account of th 
| lumns simul eously; Machines which are ntlike apps nce of it perating 
; ng ipt b ight or circul e, the s llest, fastest heapest, pract 
t it; J es WV re adapted onl) b nd 1 b ting machine é 
is AU \ Co) peepee ‘oY 
od 06e 5 . 
~ 7703) 
e1 , 7 “09° 06° 
er PATENT 4 QUMUND, INGENEUR, 
CONTO ADDING MACHINE 
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produced. Its range of work is wonderful and 
its manipulation so simple that a child may 
learn to use it without difficulty. 

Finally circular and cylindrical tables with 
mechanical features would be deserving of 
mention, which are particularly suited for tech- 








ARITHSTYLE-CONTOSTLYE. 


nical or scientific computation, involving multi- 
plication, division, involution and evolution. 
We mention particularly the “Tacharithme- 
tikos,” the “Universal” by Daemen-Schmid, the 
“Cubimeter,” “Multimeter” and the “Zeus 
Rechenwalze” or “Computing Cylinder.” 





NEW MONEY-COUNTER. 

The Bank of England is experimenting with 
a remarkable money-counting machine, the in- 
vention of a Swedish engineer. The apparatus 
counts and sorts money into paper tubes or 
bags at the rate of 72,000 coins an hour. Four- 
teen expert cashiers in the Bank of England, 
working all day long, are only able to count 
$50,000 of silver coins. The new machine is 
expected to do so in a fifth of the time. 


Worked by electricity, the apparatus sets 
about its task in a fascinating way. An assist- 
ant first pours a great bag of mixed coins into 
a receptacle at the rear of the machine, and 
the operator takes his stand in front of it. 


A movement of a lever brings up a heaped 
trayful of several hundred coins, which are 
tipped over by a rapid mechanical action. They 
fall with a musical jingle upon a polished met- 
al plate. 

This is tilted downward at one end, and 
broken up by raised metal rules into exactly 

hundred squares, which may be so altered in 
size that any desired coin slipping into them 
is held firmly in its place. As the coins fall 
upon the plate mechanism hidden beneath it 
causes it to move rapidly to and fro with a 
sievelike motion. The result is that should it 
be desired to abstract sixpence from a heap 
of larger money all the bigger coins which fall 
upon the moving plate are in the space of a 
few seconds “sifted” off it to return to their 
original receptacle, while in each of the hun- 
dred squares lies sixpenny pieces. 

3y mechanism even more ingenious the hun- 
dred coins which have been caught on the 
plate travel through metal channels into pa- 
per tubes, and are stacked without the chance 
of error in twenties, forties or sixties. 

A contest was arranged between this won- 
derful machine and an expert cashier. In the 
magazine of the machine were poured nearly 
1,000 pennies, while before the cashier, who 
sat at a table, was a large bag of similar coins. 
\t a given signal the machine and the man be- 
gan to count out 400 pennies. In 20 seconds 
‘om the start an electric bell at the side of 
he apparatus rang softly. The 400 coins had 
been counted out into 20 neat tubes, each con- 
20 coins, while the cashier, laboring 
had counted out exactly 81 pen- 


; 


taining 
heroically, 
nies. 
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The Dealer and The Typewriter 


HERE is money to be made by the type 

writer dealer, although there is a very 

large percentage of failures in this line 
Nearly all failures, however, can be attributed 
to one or two things. A large majority of men 
starting in this line of work do so with little or 
no capital at the beginning. Under such circum 
stances it should not be a matter of surprise 
that all of these do not succeed. Again quite a 
number of typewriter men, who find it dif 
ficult for various reasons to secure or hold 
profitable positions, enter this field as a last 
resort Naturally such men have little or no 
business sense or executive ability Chis ts 
the second reason for failures 

Where a concern starts with a reasonable 
amount of capital almost invariably the ven 
ture proves successful There is a concern 
which started business in one of our largest 
eastern cities some six years ago. There was 
less than $2,000 capital paid in in cash during 
the first two years. Today they have a work 
ing capital of $30,000, the bulk of which rep 
resents the net earnings of the company. At 
the last directors’ meeting a semi-annual div 
idend of 6 per cent was declared and the 
auditor’s report showed net earnings for six 
months of something over 27 per cent on a 
capitalization of $30,000 It would be hard 
to find a concern in any other line of business 
that could make so good a showing in so short 
a time with so little original investment 

Many illustrations could be given to show 
the possible profit in this line under favorable 
conditions, but it is unnecessary, for the many 
successful progressive money-making con 
cerns scattered all over the United States and 
in foreign countries are living testimonials to 
the fact. 

The following are qualifications and condi 
tions that make for success in the typewriter 
dealership field 

First. Capital in proportion to original ex 
penses to be incurred 

Second. Thorough knowledge of the typ 
writer handled and absolute confidence’ i: 
same. 

Third. Work—constant 

Fourth. Inherent honesty of purpose and a 
determination to satisfy customers at any ex 
penditure of time or money. 


go-aheadativeness 


Fifth. Sufficient business ability to plan 
work in accordance with capital and condi 
tions. 

Sixth. A liberal contract with the manu 
facturers of the typewriter handled 

First—“Capital.” 

Taking up the first item mentioned, “Cap 
ital,” much depends upon the amount to be 
invested A prominent newspaper man and 
politician, who has brought himself and the 
cause he represents prominently before the 
people in a very short time and in doing so 
has spent enormous sums of money, was asked 
by a friend if he could not have accomplish 
ed the same results with a good deal less ex 
penditure. His reply was, “Yes, but it would 
take a longer time and I do not expect to live 
always.” 

This general principle is applicable to the 
typewriter business \ young man, especially 
if he is a combination repair man and sales 
man, can start out with reasonable expecta- 
tions of success, although he may have very 
little money to put in the business. The re 
pair man is the backbone of the typewriter 
business and therefore a necessity In this 


By J. P. Daves, Sales Manager Remington- 
Sholes Co. 





case there would be no repair men’s salary to 
be considered Neither would there be 
salesman’'s salary or commission to be figured 
in the gross expense account His office rent, 
incidental expenses and personal living ex 
penses (which he can make as large or as small 
s he pleases) are only to be considered Che 
rrowth of his business naturally must be com 
paratively slow, but with other necessary qual 
ifications he is almost sure to win out 

Some thirteen years ago a young man en 
tered the southern typewriter field as a dealer 
with no capital except his knowledge of repatt 
work He did a country business almost ex 
clusively, avoiding the large cities. Within 
seven years he had built up a business which 





J. P. DAVES 


hing 


howed an annual book profit of somet 
over $12,000. 

It is not absolutely necessary for a man with 
onsiderable means to have a technical knowl- 
edge of the typewriter. Neither is it essential 
that he be a salesman in order to prove suc- 
cessful in the typewriter line, so long as he 
has the other necessary qualifications and 
works under the necessary conditions as out- 
His money will command good 


lined above 
repair men and salesmen and his capital will 
enable him to do a large enough business fr 
the start to justify the expense 

Under the most favorable circumstances the 
path of the man building up a successful busi- 
ness is not strewn with roses. There are many 
unexpected elements of loss and _ worry 
Prominent among these difficulties will be 
found the exchange problem, and the securing 


of competent help, especially in the selling 
line There are unlooked-for expenses on ev 
ery hand, and unless the business is very cars 
fully managed the gross expenditures and 
losses will equal or exceed the total profits, es- 
pecially when pushing the sale of a new ma- 
hine vigorously on the average contract offer 


ed by manufacturers of standard typewriters 
Provision has been made against loss by 
the most successful retail concerns in two 


ways. 


that they feel certain will give their customers 


good service, and securing a contr le 
manufacturers of this machine that vw en- 
title them to a price sufficiently low to leave 


ample margin to cover losses and a very heavy 


selling expens¢ 


To a man not thoroughly familiar with the 
inside workings of a typewriter concern, it ap 
pears naturally that there should an 
enormous amount of profit in the business 
when he considers only the individual profit on 
the sale of a single machine In all probabil 
ity such a man has been accustomed to and 
has knowledge of business concerns lling 
staple goods oft times on margins running as 
low as one to five per cent He d t at 
once take into consideration that stay good 
ire sold in large quantities and with very little 
selling expense, while typewriters eing a 
specialty, are sold in small quantit 5 
rule with a selling expense seeming | out 
of proportion to the volume of busi S se 
cured. 

Second, provision has been made against loss 
by the establishment of exchange departments 
Competition in the typewriter field today 1s 
keen, a g proportion of the machines being 
sold by branch office organizations [t is 
well known fact that branch offices estab 
lished not for economy, but for the purpose ot 
controlling and increasing the volume of bus! 
ness This being true the companies furnish 
their salesmen with exchange lists, which as 
i rule place an excess value on second-hand 
typewriters to be taken in part payment for 
new machines By excess value no reference 
is made to intrinsic value but to mmercial 
value. Furthermore it is generally understood 
in branch office selling organizati that in 
case of competition they can secure by “special 
dispensation” a lee-way of $10 or more on al 
lowances, which means that a larg 
tion of old typewriters exchanged 
taken in at from $10 to $20 more than they are 
ictually worth in cash on the who mat 
ket 

The exchange department ibove referred t 
takes care of this for the dealer, wl n many 
cases is forced to at least meet br I 
competition if he expects to secu $s 
of the business 

Old typewriters thus taken in at « $s 
uation and thrown upon the wholes m t 
would be the source of consideral year 
loss If placed in an exchange department 
they can be repaired or rebuilt and placed in 
stock for sale or for rent Such stock car 
usually be sold or rented at a profit so that 
by the establishment of an exchange depart 
ment one source of loss is turned 


Second. 
“Thorough Knowledge of Typewriter Handled 
and Absclute Confidence in Same.” 


If the proprietor of the typewriter blis] 
ment has this knowledge and l 
will be in position to instill it int selling 
force This expert knowledge uses his cus 
tomers to place a high valuatior judg 
ment 

Ther s e sn th-tong 
ulous ‘ have the 
ing abl sell anything, but 
ness l over the w 
based nfidence It is t 
selling 1 ine to have ni 
know! re f the t king 
ie tums er. but also a tec 
ical | He s ld 


the 
en- 
ave 
avy 


make tl simpler stments on his ma 

ne 

\ successful typewriter dealer in the west, 
vho solicits ry b ss almost exclusive- 
y, made t statement that he attributed his 
success largely to his 1 nical knowledge 
f typ ind also those of his com 
petitors He stated that when he or one o 
his sale ed to k the trade in 
town in his territory t he or his salesman 
called on every old customer and examined 
their 1 I If any adjustments were out 
the troubles were remedied instantly Hy 
gave ( ration recent occurren: 
which ran about as follows He called upo 
Mr. Allen found a comparatively new typ 
writer he had sold him out of commission du 
to trouble with the escapement He remedi« 
the troubl with the turn of a screw and 
tho ghly plained t e owner of the ma 
chine the cause of the trouble and how it was 
remedied The owner had put up a pretty 
stiff complat but when he saw how simple 
1 mat vas he ft shamed of hims« 
nd p | 

After making the rounds of his old custot 
ers this dealer started in to solicit new trad: 
One ot the s men ipproache d. a Mr 
Brown, stated that he was going to purchase 
Li new n hine d had expected to purchas: 
the speci ke this dealer handled, until 


learned from Mr. Allen that the machine 


had purchased of this make had given “all 
kinds” of trouble. Of course, he did not want 
to buy a machine that would not give him sat 


and he had therefore decided 


isfactory service 
to buy one another make¢ He had an ap 
pointment with the salesman of the “other 
kind” at 3 o’clock It was then half past 
two Our dealer was prepared tor the situ t 
tion He 1ested M Brown to phone’ to I 
Mr. Allen and ask him what he thought of th 
machine now He could hear but one side oft 5 


conversation, but as near as |] 
nformed Mr. Brow 


that the machine was all right now and giving 


the tel phe ne 
could judge Mr 


excellent service—that trouble he had wit! 
t was caused by ¢ screw becoming 
loose if he had looked into the mattet 
himself he could have fixed it in half a minut¢ 
The outcome was a sale on the spot betor: 
the time for the other salesman to arrive 
Without mechanical knowledge of his machine 
which enabled him to make this adjustment 

stantly ithout h g to look for tl 
trouble, brought him a new sale which other 
wise he would have lost He claims that tl 
s only « case out of many where he |} 
ictually s¢ d new tomers in this way, t 
ay nothing of the many sales doubtless du 
to his bet b to « rr machines sold 
vithout r g th the custon 

ice 

Third 
“W ork—Go-aheadativeness.” . 

It 1s hardly necessar to elaborate on tl 

int s constant unrelenti york is ne 

y tot plishment of any fixed 4 
f 

| arrest tae ¢ 

a ! } 
- 

P 

‘ 
Phe 

‘ } ] 

} 
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tf typewrit ealers as W s sales 
iK i rest vy and the esp< ¥y alte K 
ing a sale { i little large oun 
sual. They do not seem to think o ( 
iny day ahead This spirit is entirely it 
iccord with the spirit of Success 
Fourth. 
“Inherent Honesty of Purpose.” 
man is seeking at all times a new c 
bor honesty would not be so essential t 
s ss as the man w s seeking 
pl ly i stricted territ \ 

Che reader may have in mind ipp 
ption t general rt Nests 
best policy but if you will W i 

V vears the ireer oft a 1 that « c 

| fairly with its cust you W nd 

t such mcern will « tually be ft d 

Oo dist inue business Honesty in the typ 
vriter business is particularly mecessary b« 
us¢ e article sold is a mechanical sp ty 
1 ‘ iverage custo! I KNOWS 
ively littl He must rely on the 
some friend or dealer The man in 
the p pl have Wi | t 
t the cust eve | 
noe nis SLUU ‘ it! 1 
Fifth. 
“Business Ability to Plan Work.” 
concerns have failed for the cl 
ger with this ability than for any oth 
cause The man who starts 
ll way must plan in a small way 
who starts on a large scale must nec« 
ly plan his campaign accordingly 
In one of the middle Western States 
of exceptional selling ability started in 
big things on his own account He lacked 
his quality and made his plans larger than his 
nk account He either could not or would 
see into the future He hoped in a vagu 
rt of a way that collections would come in 
fast enough to meet all expenses He 
rying a financial load all out of prop 

his capital. The result was inevitable I ¢ 

t not only his opportunity establish 
in business but also the savings ( 
Ss During these e v¢ he was the 

d selling typewriters for bt t 
ition Had he planned well there is no 

ubt in the world but what he would 

de Sut ( Ss T ‘ ib ( ted d 
pti 1 se ig ability | b 
enced by the fact that e ye is 

rage sal 1 “sever , t 

Sixth. 
“A Liberal Contract,” Etc. 
r ol ly 
hac <mvenianl d 
\ I h n 
vo ; ee 3 , 
the \ In o I busine 
elr t ( 
P hed thi 
1. + 
| bh 
; ; 
ls 
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ufacturers of the typewriter they handled. 
Chey thought they were getting a good con- 
tract, but no contract however liberal on its 
face is good unless there is a wide enough 
margin between the cost price and selling 
price to cover the selling expense and leave a 
margin of profit. A small profitable business 
is far better than a large unprofitable business. 
‘Mien do not or should not conduct a business 
simply for the glory there may be in it. Ev- 
eryone likes to see large sales being recorded, 
but large sales are not of primary importance. 
Profit is what we all want, and if we can make 
a profit selling a few machines and lose money 
selling a large number of machines, there 
should be no hesitancy as to which of the two 
ro choose. 

This special concern mentioned above was 
offered a contract by another manufacturing 
concern that was not on its face quite so lib- 
eral as to terms, but had they accepted it they 
would be in business today, for their gross 
profits on the total number of machines sold, 
as shown by their books, would have amount- 
ed to something over $5,000 more than they 
ctually realized. This $5,000 represents the 
difference between the price they paid for the 
machines they sold and the price they could 
have secured on the other contract. 

Many experienced typewriter dealers who 
have worked on various contracts state as their 
experience that it is best for all concerned to 
pay cash for goods purchased. In this way 
they secure the largest possible discounts. It 
is absolutely essential to success for a dealer 
to secure the largest possible margin of profit. 
It is best to pay cash even if the dealer has to 
order his machines in very small quantities. 
If the condition under which he works is such 
that he is required to sell machines on month- 
ly installments he can go to his banker and 
borrow money sufficient on time contracts to 
not only pay the manufacturer’s price for the 
goods sold but also to give him a sufficient 
margin to keep him going. The usual banking 
arrangement as made by dealers all over the 
country is as follows: Money is borrowed at 
regular rates of interest on notes, secured by 
time sale contracts. The banks usually loan 
two-thirds to three-fourths of the face 
value of contracts according to how much 
money the dealer has invested in his business. 
\ny dealer can ascertain by a few moments’ 
calculation that such an arrangement as this 
would be very advantageous—and would put 
sufficient capital into his business to enable 
him to pay cash for goods and thereby secure 
the largest possible margin of profit. Success- 
ful dealers state that there is considerable ad- 
vantage in paying cash for goods aside from 
vetting goods at the lowest possible price. 

They state that under such circumstances no 
excess stock is kept on hand and what they 
have does not become shop-worn or second- 
hand in appearance. Trials are looked after 
closer and trial periods cut short. The great 
dvantage of this is that it prevents the ma- 
chines from becoming second hand in appear- 
nee and what is of more value still, the dealer 

as less competition. Long trial periods in- 
ite competition. If a machine is sold on 
demonstration competition is absolutely shut 
uut, and where trials are necessary, the shorter 
the trial period the less likelihood there is of 
ompetitors “getting on” to the deal before it 
in be closed. A good salesmah does not in- 
ite competition, although when necessary he 
ccepts same cheerfully. 

In judging the value of « contract it is abso 
lutely essential that price be considered second 


nly to the machine 


from 


quality of the 
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Adaptability of Steel Furniture for Office Sy stems 


lf there is one predominating tendency ap 

parent in the modern office, it is the rapid 

ly increasing appreciation of the value ot 
system in recording, filing, indexing, and class 
ifying the vital data and facts of a business \ 
corollary to this obviously well founded stat: 
ment and one which is equally demonstrable is 
that while a great deal of thought, tim: nd 
expense are devoted to the development, in 
stallation and maintenance of these highly d: 
veloped, modern systems, comparatively littl 
thought in many cases is given to. their 
adequate housing and _ protection Phe 
subject of keeping 
ports, data and 
non-inflammable, fire-resisting, 


correspondence, ri 
records in equipment 
which is 
and proof against the ravages of rats 


mice and vermin seems in many cases never to 


eposit Ticket and eral Cap Combinatior 
Check File tnit 





have been considered, yet the great expense ot 
installing and maintaining these systems and 
the difficulty of their replacement is certainly 
sufficient to justify definite action in installing 
equipment which is protective as well as con 
venient. It is as needful to preserve modern 
systems as to install them. Hence Steel Equip 
ment has double adaptability to modern sys 
tems 

First, because from the very nature of its 


iterials 


and construction it derives the chart 
icter of non-combustibility which ts las king in 


WW rod W ood ad Is fuel to the flan cs ind t us 


Legal Blank Units 


orrespondence d " 


oten Unit 








Some Pertinent Facts on This New Art dexing, inv s, mercantile report ns, 
—— tracings, blue prints, legal blanks 
be mes a positiv menace to its contents blanks, cancelled checks, notes, drt 
Steel. on the contrary, minimizes the lability ilso comb t its for two or 1 
nd consequences of interior hires, resists and f filing, sucl s: letter filing and card . 
retards their spread and correspondingly prt ing in a gle unit; deposit ticket 
tects its contents. Correspondence, documents hling; invoice ling and card indexing 
ind data entrusted to its care are safer and indexing and storage; lega ip docun 
better protected, and the real ends of system ing and card indexing, etc.; there are 
ire thus better served in a tangibly important with roller elves; with cupboard 
way 
Secondly, as now available, Steel Equipment 
meets all requirements of modern office sys 
tems, a tact perhaps not as yet generally un 
derstood and appreciated but one which may 
readily be demonstrated This has been a 
ymplished by gradual development and in 
provement 
Achievements of Steel Furniture. 
t, and originally, by the product 
pecially designed or built-to-order equipmet 
S ndly (and more significant to the 
ge user) by producing standard « t 
lesigns f cases and units for all rdi 
y requirements, thus largely d g 
it the necessity tor specially built d ‘ 
$ in extent, in fact, has this deve 
ment be carried by one company, The B« 
g Mfg. Co., Canton, Ohio, that any ordi 
' S iper OT cards to be filed, f1 
3"x5" to in vertical filing ind f 
et t up to 22”x34” may be et 
‘ S } 'reReT ‘ I T 
tively accommodated in standard desigt Ll, VERTICAL UNI 
Steel Equipment, so constructed on the unit a 
id , , vardrob ! provided with coat 
it successive additions may be mad ’ ; 
Pag TH hooks, a1 suitable lock. Witl 
uired for other classes of filing or to securé 
' ; ray of Filing Equipment as this 
-reased filing capacity required by growth of . ee 
F torm in da gn and alignment, it 1s 
e business, and yet the system kept h: ° — , 
: : A how the flexibility of the systen 
eneous and uniform in appearance throug ; “ne 
. ; : itself to 1 st any condition or ci 
ut Summed up briefly, therefore, the : 
=. , (one ri nm start with Ll singls unit: | " 
ievement of Modern Steel Office Equi ' ‘ 
, iS requir: transfer any of thes sf 
er is this . ' , 
: : =F ther departments at any time and y 
[It not only successfully eliminates the nee ; . 
: , ever tw I I t these units are t DY 
r using combustible Filing Equipment a1 - ; ! 
side wi und a ing system ul nd 


n 
urniture, ‘eadnees the fire risk and affords 


sed protection to correspondence and r 





but, witl provides every conver 
the various exigencies and expansive ft 
‘ ents Mo n Office Svstems and 
g needs 
faking, to more ck \ strate this st 
+ the ter r ne f \e ndard C+ el Pili 
ment bove referred \ nd that 
) divided into three distinct classes 
ne I separate cast ind cabi 
tt ling lexing 1 docun t 
nd. the Berger syste! f Se 1S ; 
ting t inter ngeable rizont S 
r various kinds g, and s 
d that they v be erected 1 ¢ I 
¥ ns ble sf cks 
tly has been added varied >I N RAWER UNIT 
Units, providing for the filing 
iety of sizes and kinds of papers, thes Sis \ 
being uniform in widt nd dept ente! 
tive I per gniment \ en p sid greater protection and securit t 
( » the bustibl re 
tte tw lines in 1 t lit e cl e. st tio! 
irranging or exp ling of t ing S lo [ 
y time, yet 1 nt rt wv t t this sy 
Tain ad Wantiads ties: Sor mpl ters vert by the nume 
not only standard files for rti ing ird in umes and addr 
rrespondence, but also units respectively hases, t tart with, combinat : 
f Ided documents and vouchers, card ir vhicl s three verti 





ub rd index drawers. His filing and 
dexing 1s : plished in a single 
essible ntaines Later he wishes 
ncreas¢ ing syste but does not need 
idditional card capacity; this time he gets 
Vertical unit No. 54, which contains four 
drawers for rrespondence, but no card files; 
iter on he wishes to install a complete card 
index system for mailing list purposes, using 
4”x6” cards He installs unit No. 46, which 





DEEP BASE FILE 


contains six double card drawers and a large 
box drawer for storage of cards; he success 
ively adds other corre spor dence files; a docu 
ment file unit No. 42, which contains twelv« 
files for folded documents or vouchers, and si 
on. Smith, on the contrary, also starting 

ling system, does not wish to 
fle numerically, but 


vertical letter 

his correspondenc: 
hi ally, and needs n 
card indexing; he gets unit No. 54, containing 


; 


four vertical files for c 


alphabetically or geograp 


rrespondence only; hi 


~ 


later adds invoice unit No. 47, containing fiv« 
vertical files for invoices, bills, orders, etc. H«: 
adds a legal cap combination unit No. 50, con 


taining three vertical cap-sized files, two docu 


ment files and two card index drawers: 
adds roller book shelf unit No. 59, and cuy 
board unit No. 60, with other files for cor 
respondence as requirements demand Smith 





‘ but Brown places the unit 
back to back, forming double row, while 
Jones grouy them in tl form of an enclos 
ure, facing in, thus pract lly forming a sep 
cate wet re , cessib! ling room 
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Flexibility and Adaptability. 


Substantially the same flexibility is obtain 


ble in the Berger Steel-Sect system of inte1 
igeable horizontal sectional goods Che 
ntal units or sections comprising this 
system are of uniform width and depth, indi 
y complete and self ntained, and yet 

sO af©! inged that they may be erected, one 
ibove the other, in the form of stack, a spe 
connection be ing pr yvided for use when so 
ranged Both Deep and Shallow Base Se 
tions e provided, the former being deeper 


than the standard units, thus forming a con- 


venient shelf or ledge. Deep sections are mad 
ith open base, of the sanitary type, giving ac 
ess for removal of dust or dirt from undet 
ieath; also preventing the unsuspected pres 
ce of letters, papers, etc., underneath. Shal 


w base sections may be had with either open 
closed base as desired The user of these 
sectional goods may start his filing system 
with a single section and place it on desk top 
table As his filing needs increase, other 
sections may be added; and, by the addition of 
base and cornice sections, a complete stack 


may be built up; or, the system may be start 


I 
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MODERN FILING ROOM, SHOWING 


Steel Stacks Against Walls i Ver 
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sect system embraces sections for all kinds of 
filing, such as: letters, legal cap size papers, 
bills, orders, folded documents, canceled 
checks, drafts, etce.; index cards of various 
sizes; for filing correspondence, reports, etc., 
either vertically or flat; also, plain and roller 
shelf sections, pigeon holes, scoop file sec- 
tions, locker sections, box drawer sections, 
sliding shelf sections, etc. The system also 
includes a truck capable of holding three or 
four steel sect sections, and convenient for 
handling them to and from vault or between 
the various departments. 

There are also stock designs of Vault Om- 
nibuses, provided with various combinations, 
such as Check Files, Deposit Files, Roller 
Shelves and Document Files; Tables, Steel 
Transfer Cases, Waste Baskets, etc. 

This means steel equipment for ordinary of- 
fice systems need no longer be built to order. 
Any office, whether its needs be large or small, 
can have them taken care of with a flexible ex- 
pansible system, which can be enlarged as the 
business grows or as filing needs increase, at 
the same time preserving a homogeneous sys- 
tem of uniform appearance, always complete 
yet never finished. 

Thus it may be said without fear of success- 
ful controversy that Steel Office Equipment 
now available embodies not only the character- 
istic protective advantages of steel construc- 
tion, but also affords every convenience and 
complete adaptability to the requirements of 
the most advanced office systems and methods. 
Thus the ends of modern system are doubly 
served for the elimination of combustible filing 
equipment is accomplished without sacrificing 
convenience or adaptability to modern office 
needs. 





ANOTHER AUTOMATIC CARRIAGE IN- 
VENTION. 


An automatic carriage for typewriters, mak- 
ing possible automatic spacing on the copy at 
the same time the _ carriage is shifted, and 
which promises to work a great change in 
modern typewriter construction, is the in- 
genious invention of Arthur Smith of Spring- 
field, Mo. Mr. Smith has been in the employ 
of various typewriter manufacturing companies 
for the past twelve years, and his invention is 
the outcome of long experience in this line. 
The inventor has gone to New York in an en- 
deavor to interest parties to finance the 
scheme and place the invention on the mar- 
ket 
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SE OF BERGER STEEL EQUIPMENT. 


al Units Grouped in Interior of room. 














Aiding the Employment Bureau . 
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Cc. E. SCHAFFNER GOES TO LONDON 


» ffner, who has been genera 
manawer I! \ \ Weeks H« SKI ( 
An Opportunity that Cannot be Overlooked. pany since they.opened their big store at 354 
b lway New York, about a y« 
; | Tv — : »d lalf ago, s for London, Eng! \ 
HE past two months have wit writer business. The manager of the de a oo tiny ee Fin 
4 Loti ( t I ota ine ial 
nessed a marked change in the partment can single out the class ol a. elena: Gales 3 duties as gene ; 
so-called “employment bureau.” Sitions and follow them up with splendid ocr 2 tal fu 
ain er : -e < , ‘rve o ne at R | 
There has been a revolution almost in Tesults. pegs na tel aghesge. Sowtinag nq it Europ k Compan) 
a . nt - ¢ “¢ > company an AO aE Oe te wii 
methods and public opinion respecting tention ol the applic int 1€ co | i tuarters wi + 26 H I \ 
; r , . the machine in such a forceful way as t don office of the Roneo Company 
agencies that seek to aid the unem- 7 thes ft 
Th: insure big returns. tensive 1 niture business ( 
ployed. his has been brought about by . , , pany r t h its numerous Lurop 
$f ¢ “. \ little advertisement in this way P#"), © b I 
virtue of the questionable practices oi 1] ‘ 
which does not cost very much will get 


one prominent agency. However, there 
has been a disposition on the part of the 
better class of people to pass these bu 
reaus up for the last two or three years 

The only exception is the employment 

department of the typewriter companies 
Chere has not been in all the history of 
this adjunct of the typewriter industry 
scarce an objection; at least the 
panies themselves have had no complaint 
entered. Because of this fact, the em 
ployment department is now come to be 
the recognized and reputable agency for 
the stenographer and typist. If it were 
possible for the typewriter companies to 
extend the field of this department they 
would do so and it would not take long 
for the employment department to out- 
rank anything of its kind ever estab- 
lished. Unfortunately, the field is limited 
to the stenographers and typists, not a 
small field by manner of means but 
too small to affect very largely commer 
cial enterprises 

In view of this state of affairs it now 
behooves the typewriter companies to 
exert every possible effort in order to get 
the most out of the opportunity. In fact, 
it may be stated that the employment de 
partment of typewriter companies is now 
looked forward to by the stenographic 
applicant almost entirely. Many of them 
had invested their “$5” as a subscriber 
to the other kind of bureau only to get 
nipped. It is sad indeed to recall the 
large number of young lady stenograph 
ers who have “bit” at this proposition. 
(One agency in the middle West had on 
its rolls over two hundred stenographic 
applicants and kpet them running there 
every day for several months, frequently 
giving them a “bum steer” on some job 
that never existed in the first place. 

No such practice was ever thought of, 
much less attempted, by the typewriter 
companies. This is shown in the almost 
200,000 situations that have been secured 
by the combined typewriter companies 
the department was inaugurated 
without the charge of a single cent. This 
is pretty good business, is it not? 

his is the time of the year when the 
demands are made on the em 
ployment department. And the demand 
this year is far in excess of the demand 
this time a vear ago. The op 
therefore, is this: re d 


r every 


com 


any 


since 


greatest 


watch tl 
possible class 


omes within the purview of the 


more direct replies than any other form 
of general advertising. Only recently, 
the manager of the employment depart 
ment of a large company saw the “want” 
of a certain party who lived two hundred 
away. He wrote him making in 
quiry as to just what he wanted and 
what his experience was. The applicant 
became interested. He went to the office of 
the branch and registered. A position was 
found for him in two weeks. Shortly 
after that he purchased the company's 


mules 


machine. Here was a sale made at a cost 
of not to exceed $1 and very little tims 
Here was a new client, so to speak, and 
there is little doubt that with careful 


nursing he will get others. 
It is a grand chance for the typewriter 
npanies. The employment department 
is in its infancy. It has hardly removed 
Its swaddling clothes. Because ot its | 


esty of conduct and purpose it has 
grown to be a decidedly important fa: 
tor. But it will get bigger in a short 





while. If the opportunity is carefull 
looked after there is nothing to stop it & SCHAFFNER 
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‘Reaching the Consumer 


-17. HE specialty field is a singular one. 
In all the wide range of commer 


cial utilities there is none perhaps 

that is so fraught with direct and tell 
ing responsibility as the field covered by 
the different specialties. This is so in 
all probability because t 
ness man is open to a labor-saving mech 
anism; or which will cut 
down expense and increase facility. He 
depends on either the avenues of pub 
licity or the dealer for his information 
concerning the utility or device. It is 
obvious that he cannot get enough infor 
1e advertisements. It 

therefore, that he 
keep in as close t with the dealer 
But he will not do so of his 
There must be something 

| his own action to impel 
he investigation or to ascertain th 


le average busi 


something 


mation by reading tl 


is quite ecessary, 
contact 
as possible 
own volition 
ndependent of his 
merit of the article 
\ recent query from a dealer in 
southern city brought the not very chee 
ng information that some of the special 


ties he handled were not so well-known 
in his locality Chis, notwithstanding 
the fact that he had done all in his power 
to bring the article to the attention of 
possible users He had advertised; h« 


} 
had written letters but for some reason 


there was mnething lacking. Further 
investigation showed that one salient 
reason for the situation was the fact that 
the user seemed slightly to discredit 
what the dealer said, not that the user 
believed him dishonest or was attempt 
ng to deceive him. There seemed a d 


sire for first rmation from tl 
manufacturer 


A Splendid Opportunity. 


This is a conditi that may or may 
ot be just true It seems as if ther 
might be extenuating circumstances gov 
erning this one pe: dealer. However 
must be confessed that manufacturers 
of different office devices have seen thi 
wossibilities of the field and have en 
deavored to make the most of it; in man 
espects most satisfactorily 
All of ich prompts the propositi 
at tl f should co-operat 
th the utmost. In so di 
o he ible to reach 1 
msun ves it all tot 
le do it all 
inno e manufa 
act d f \nd ma 
init s h ed the slog 
We ( e dealers 
t aone i 
oniti 
S alership 
' 1) yA 
( t it can sa 
1 tact 
e cons 
y way, 
I 


Trade Stimulation Depends on _ the 
Heartiest Co-operation With 


the Dealer. 


he change in things that has brought 

ut the last view—the new plan. It has 
worked admirably, judging from the re 
ports received within the last few 
months. 

Co-operation is a slogan in 
neans more than appears at first blush. 
(he representative who enters the store 
of the dealer and presents his proposition 
has now got to take his “co-operation 
with him. He must show be- 
yond all doubt that his concern will c 
operate to the limit. It may be state 
without fear of exaggeration that three¢ 
fourths of the dealers over the 
buy this and that specialty with the ut 
that the manufacturer 

co-operate with him in its sale. He 
loes so because he realizes that withou 

-h help he will not have so easy a 
in making sales. What does 


plan mean 


itselt It 


nanerse 
papel 


COUNLTY 


rost ce ynfide nce 


id to how 
operation 
Ways of Co-operating. 
step in co-operation wit I 
found in National advertising 
marketed in an ethical 


he first 


Lif is 


1 ; j 
Tanaed goods, 


ire given such wide publicity 
nediums of general distribution that 
names, their attractions and desira 


become universally 


Known such 


as tO mak 


il advertised si 

lly apparent their quality, 

guarantee. It is made plain 
purchased only of ré 1o 


lucts are 
workman 
p and 


thev can be 


red dealers carrying a stock of 
handise and that they are not prt 
able from mail order houses so-call 
(o-operation will thus have alre é 
tablished a_ prestige for the ooods 
ated a demand for them and madi 
hem the first choice of the peopl 
The firms who consistently practic¢ 
yperation with their customers, will 
ot claim any monopol of business 
dgment or systematic methods of e1 
larging their output. They will, hov 
be keen observers t C 
1 ( intile DI ¢ 
o benefit the ( 
( VW | SSil¢ ie 
~ ed 1 rT oy ¢ 
4 ls. bool S ) 
res na escript ne oross 
ted l ch Wa th the list 
—s clearly set 
hiae4 ' 
ead 
ship at 


factorily as from samples. The book it- 
self will be printed in the best style of 
typographical art and on superior paper ; 
it will be creditable, distinctive and con- 
vincing. 

Further Steps. 

But the manufacturer can go much 
farther in his plan of co-operation. He 
can get the user’s mind in such a favor- 
able attitude that the dealer need not 
have to enter an educational campaign. 
lhis, of course, is part and parcel of the 
general advertising propaganda, a part 
of the National advertising. But the 
point this article would emphasize is to 
induce the user or consumer to call at 
the store of the dealer and make an in- 
vestigation. It is up to the dealer’s sell- 
ing force to close the business but there 
is a distinct lack of interest, so some 
dealers say, in some specialties. 

No one would deny that all speciaities 
would sell just alike. That would be un- 
natural. And the dealer should not ex- 
pect to have a bang up sale on all his de- 
vices. All brands of flour do not sell 
alike. Neither will all kinds of devices. 
Lut the interest in specialties can be ma- 
terially augmented under a stress of con- 
stantly bringing to the attention of the 
possible user the value, the importance 
and the merit of the device. Continual- 
ly suggesting to the mind will in time 
have its effect. 

There is a large percentage of possible 
buyers of office appliances who do not 
much of their utility. They see 
the advertisements; they hear people 
talking about them. But they have not 
had them brought practically and com- 
prehensively to their attention. This is 
understood to be a part of the general 
educational scheme that is more or less 
operated by manufacturers of devices. 
Indeed, it is a question if they are not 
doing as much as is possible along this 


know 


line. 

But the dealer is face to face with a 
big problem. He cannot handle it only 
through the active co-operation of his 
manufacturer. It is the only way of 
reaching the consumer, also. If the deal- 
er is left to do it all failure will result. 
Because, no dealer is justified in main- 
taining his store and selling force and a‘ 
the same time institute a campaign of 
education on the outside. But the two— 
that is, the dealer and the manufacturer— 
can swing the proposition and vastly aid 
the office supply man. So much so that 
the field of office appliances will find it- 
self making a progress not now regarded 
as possible. 

Hearty co-operation is the key to trade 
stimulation 

ON TO NEW YORK! The tenth annual 
Business Show opens in Madison Square Gar- 
len October 17 and runs until October 24 in- 
‘lusive. Make your reservations now. 
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A Visit to the King of Spain 


HEREWITH give you an account of my 
interview with the King of Spain 
I had been notified that I would be 
called upon to explain to the King the manip 
ulation of the Underwood that had been sp 
cially made for His Majesty, and on the 10t! 
inst. I received a visit from one of the secre 
taries, who handed me a missive informing 
me (translating literally) that the Marques of 
Torricilla, Majordomo Major to His Majesty, 
kissed my hand (nothing alarming about this 
being merely the official form of address in 
Spain and the threat is never carried out) and 
advising me that I would be received in pri 
vate audience on the following morning by 
His Majesty in person with the object of 
demonstrating the Underwood to him 
Next morning, duly conscious of the import 
ance of my mission as ambassador of the 
mighty Underwood organization, with a smal! 
screwdriver in my back pocket prepared tor 
emergencies, [| presented myself at 11 o'clock 
at the palace 
Making my way through the gates to th 


great quadrangle in front of the main entrance, 


which is “La Plaza de las Armas,” where tw: 
companies of artillery and the palace guard 
were going through the usual morning cer 
mony of relieving guard in the presence of a 
numerous public, and on presenting my not: 
to the guard I was allowed to cross the squar: 
to the main entrance. In view of subsequent 
experience that morning, I may here mention 
that over the main entrance there is a larg 
clock with a stone face or dial and this clock 
has only one hand, which marks the hours i: 
truly palatial style, no vulgar minute hand 
being needed there 
The Entry. 

On arriving at the Majordomia or Steward’s 
Office, an elderly porter in charge informed 
me that the King did not receive until 12 
o'clock at the earliest, and it would be well if 
instead of waiting I took a walk around the 
palace grounds. This advice I followed and 
passed the hour by walking around the tet 
races and watching the troops maneuver in 
the great square. At twelve o'clock I made 
my way to the lift which takes one up to the 
reception saloons, and on stepping out two 
halbardiers all resplendent in gold lace and 
dangling medals met me After examining 
my credentials they passed me on to a third 
who was on duty at the entrance to the pub 
lic reception saloon After referring to his 
list and finding that I was down for audience 
that morning, we entered into conversation 
He explained various little points of palatial 
etiquette, such as the ungloving only of the 
right hand the placing of one’s hat on the ec: 
tral table, the handing of one’s card to the 
ficer-in-waiting, etc., etc 

From thence I passed into the public recep 
tion saloon, which is an immense room of 
about fifty yards square furnished in wh: 
fulfills all preconceived ideas as to truly regal 


¢ 


style. People began to arrive and all of them 
either in uniform or in the obligatory frock 
coat and dark colored trousers 

After waiting in this saloon for about half 
an hour, an usher came through one of th 
doors and requested everybody to come into 
the private, or as it is called, “familiar recep 
tion room.” On entering I met the Marques 


of Torrecilla and on my asking the reason of 
this passing from one reception room to an 
other, he explained that the inner room is 


Demonstrating an Underwood Under Exalting 


Conditions. 


By M Silver, Member Underwo d Foreigt 
Staft 


intended only for the reception of Grandees 


if Spain, life Senators and the higher nobility, 


but as he did not wish to appear to slight any 
if the people present by making any differ 
ences, he had invited all present into the f{ 


miliar reception saloon 


from this saloon, at intervals, those pre 


ent, as their turn came, were ushered into 
the King’s private room, where the royal pres 
ence awaited them While waiting I noted 
some rather curious incidents. I happened t 


be standing facing the door, when it opened 
and there entered three young ladies escorted 
by two middle-aged dames. Judging by th: 
wav they fidgeted about they were evidently 
excited at the prospect of the forthcoming 
interview wfth Queen Victoria Ena of Spain, 
to whom they were to be presented 

There also arrived a little old gentleman 


vith a bundle of documents under his arn 


He was the new Minister of Finance, and th 
bundle under his arm contained the budget 
estimates for the coming year, which were in 
tended to be submitted for the approbation 
the Congress during the present sitting 


ne to consult with the King with referen 


H 


to this, and all audiences were suspended ut 
til the Minister had terminated his visit, s 
that before it came to my turn it was well upo 
past two 
Getting Up Nerve. 

Meanwhile I naturally had a good look 
round. Well! If the front room was regal, 
this second room was the Arabian Nights 
No mistake about it; it 1s very beautiful in 


deed 1 he w ills are covered with yellow silk 
tapestry with crimson’ flowers embroidered 
n this background in relief Even the blue 
marble slabs on each side of the porticos matcl 
ich other almost exactly in the watering. The 
irchitects must have gone to infinite pains to 
obtain pieces so simular Life size portraits 
f the King’s father and mother are hung at 


each end of the chamber, both of them works 


ol rt In the center is a large marble tabl 
ibout five feet diameter, the top of whicl 
is composed entirely of mosaic work The de 
sign is of different colored flowers with leave 
nd stalks [The particles of colored ston 
ised are so tiny that the design appears at 
sight to be enameled \round the f 
f this table and between the marble suppo 
ré spidestras plants in moss colored recep 
tacles. The ceiling is superbly painted with 
ke ri scenes, from which depend 1 
cent chandeliers. Facing the entrance are tw 
rs in which the Royal Consorts are seated 
sions of ceremony 
\t st my turn came and t t ! 
vaiting asked me to step into the King’s pt 
ipartment. On entering this | u H 
Majesty quite alone, standing facing the d 


with his arm well extended out offering 


d We shook hands and he wished 1 


I replied that was so, but that 1f His Majesty 


preferred we could speak Spanis] No. 1 ’ 
said he “We will talk English It 1s very 
good practice for me.” I then proceeded to 


demonstrate the machine, and His Majesty 


e me dismount the carriage and explain 


e escape t and typebar mover 
which purpose my small screwdriv 
in very handy He asked me if we did good 
business in Spain and I replied that we we 
doing nearly much as all our com; 
put together He mentioned that he saw 
first Underwood that was brought into S; 


by the Marquis of Urquije, but that thi 
ent machine was a vast improvement 
other He sked me if the mechani 
ny different to the ordinary commerce! 


chine, and | explained that it was t 


and all the better for that, as experien 
proved which was the best—the differer 
only .in the decoration He wished to } 


the why and wherefore of everything 
sured me that he intended to use the Unde 
wood for his personal writing, especially 
was convinced that there was no need 
both hands to lay hold of the machinery 


time a new line had to be started, a t 
paper feed 5 very practical and conve! 
He particularly desired me to convey hi 
thanks to the manufacturers and to Mr 
niger of Barcelona 
Impression. 

\part from is exalted position and 
from an ordinary standpoint, my imp 
of His Majesty was that of a tall, keen 
young man, well groomed and dress 
light gray lounge suit, collar rather hig! 
dark blue scart Height five feet nine 
half, wiry ctive build, head well dev: 
about the upper portion forward, long deep 
chin, eves deep set, a bit red about t 
as if he had a deal of mental work 
through He keeps looking straight 
the whole time and gives one the imy 
of a very strong personality And as 
ner, I may say that in all my experie: 
Spain, whose people have the reput 
being the politest on earth in regards t 
intercourse, | have never met any one 
was as courteous as His Majesty rie 


to take exceptional pains to put one 
the half hour I w 


mile never left his face 


and during 
presence 
He speaks English very correctly w 


slight accent; naturally he has 
trifle slowly and now and again ts 
lso speaks French and G 


pressions I judge that | 


word He 
From my 
intellig nee 
:, 


ne would term in everyday languags 


above the ordinary 


wide-awal young man 

I was very pleasantly surprised with t 
ception received. It was not at all stiff 
formal, as might expect under the « 
stances, and I hope that the result 
n the best typewriter in the world w 

His Majesty one of the many U1 
enthus! 
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Mash sident and treas t 
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Burroughs Advertising Methods 


H i centration Pays. . R 
6“ HE greater amount of office appliance ow the Policy bal vane — y of over 125,000 possible buyers with whom to 


ising,” said E. St. Elmo Lewis. Concentration Always Pays. keep in touch, you will understand that we 
ttising manager of Berrous! +s a re ; . cannot afford to issue general catalogues or 
sing I ine! O OURS ¢ verag¢ OMCé specia idvertising cam ' e,8 . . 
; Machir Cc ie moe 7 deal in many generalities of any description. 
ding Lachine mpany. Ss oO spec palgen ity a . 4 + 
oe ; Rey Se Dees X : rT , :' oe Concentration means increasing the work 
enougi i eitner uKS over or undae 1¢ I ne policy ot concentration Will aiways pa e + 2 
‘ her , . Th ; P ‘ete kee ra ee beers . of Of the advertising department at least three 
ests t ] man who gets 1 ie othice ap { S asec O a er simpic¢ rincipie O | ‘ 
:, , ;, 1undred per cent, but I am assured by our 
yliance man too often entirely forgets the lay uman nature \ manufacturer does not.care aed « , t eo A h Pod : 
to whom he must SELL his commodity vhat a machine will do for a retailer, but he ‘“©°TSS eS ee ee er pe enenrervted 
, ee siete laa ae, ie cen nina saleias ll him of fift ote ness out of all proportion to the work involved, 
yrder t throw nsternation nto ‘ 5 l interested en © tel hit O I een W. Ss . . 
| e hated r ‘Is 1 talks it his adie t Rurroughs Style 7 Split nd Norn | will and that = compensation enough for the hard- 
cea ae? a i ae eae FO ee bes. ca P eee vol "est work on the part of any properly consti- 
he Lf ; ans “Thi liv .. , sta age cn f tuted advertising department. 
in oF ¥ I here we issue abou seventy nis specialization extends t atures on . ° ee 
PO ogee 3 : tie a she ; ie ad ey daa * Sa ‘ble eusten It was said at the Chicago Advertising Asso- 
‘ < ent F ( ais ( eces ) ac tan | 5 1! n< Ss. que ‘ poss I ustom 


ciation rooms the other day that the Bur- 
roughs Adding Machine Company and _ the 
Sherwin-Williams Paint Co. were the two 
largest producers of high grade advertising, 

pips eg ee the size and number of the employes of the 
or an: inmene 7 Be paling ag Re ey advertising departments considered, in the 

a 7 a country. It may be interesting to note in this 
connection that Manager Lewis of the Bur- 


wants a machine that will do certain specific 

things, besides the various things our regulat 

ines will do. Perhaps he wants a ma 

ine to handle an eighteen-inch-wide sheet of 
pet We have Ider | 


} 


“Here again we meet the demand for the 


xhs Variable Split nd Normal Ma ‘ . “eae 
neg ee RD pe , ge roughs has no fully equipped printing depart- 
ee eee eee / 7 ee on ment like the Sherwin-Williams concern, to 
m one to many combinations of . , . . 
‘euaapcecneas help him break records for diversity, grade 
greatly facilitating the use of the . , 
d “ and quality of output. 
‘ ¢ } ndling railroad transit < mpany : ee 
\\ Our representative had the privilege of ex- 
T corp tion rep ms \ . " . 
is 7 ee ~ amining the system of handling the details of 
issue speci circulars on the application ot — 
hd PI z the Burroughs advertising department, and he 
is machine in ch department ta railroads e uy 
_ - . ~ remembers nothing that approaches it for 
rk, for instance These folders must talk eg: : ; 
; ; that WE ut thoroughness and power to extract the adver- 
na yt \\ . . P F . Tr 
: q1S het vg S tising juice out of the work in the field. The 
( Pil. work ( i now ) eC 


principle of concentration is carried into every 
bit of the work, and Manager Lewis’ advertis- 
ing machine culls selling points from every- 
where as automatically as a threshing machine 
extracts the kernel from the wheat. 

How? Well, that is another story we may 
tell you later. 


Here again is a machine that handl two 
ils by means of a duplex total counter, 


1e Duplex Burroughs. By this we are 





EXAMPLE OF CONCENTRATION ON_ ONI ig &£.. 
SELLING POINT—DOING ADVERTISING BY ils 
THE BURROUGHS =" 3 ; 
THE BURROUGHS | . ay rg pi ay | MRS. BRYAN—STENOGRAPHER. 
Tt, ch and every one has a sepa his machine is the only one on the mar sane . ‘ 
1 year. Each and ry one ha I : Mrs. William Jennings Bryan is the only 
woman on record who has invented a stenog- 
raphic system, and there is nothing impractical 
about the method, for she has proved its value 
in acting as setretary to her husband. Of 
course, in the event of Mrs. Bryan becoming 
. kind hi eels alee ale ! whieh dies cate CO mistress of the White House she will re- 
esman ()ther nas ) o -_ ‘eC S y are ri¢ ( Stomers adou nes Of Vnhnich hie Ca - . ° 
man her ki Ss our acveruisimg 8 mc sign the work to a staff of secretaries of the 
Loeb order, but it is safe to predict that not 
! . - ” aman will be found to give the same satisfac- 
vestigate our claims on his business sens« 65,000 users to look after, it our demands : . ’ 
b Ba Cr arene , tion to the Great Commoner. Mrs. Bryan’s 
We have succeeded in this attempt beyon require tnat we keep retweel eignt ind ten : e I h f d -_ 
belief of th ian who -d to handlin thousand l, tl have a lis system ” the growt io 8 nen yeats, OF 
ener O —* > - 2 since the stirring day in 1896 when her hus- 
band won his first Presidential nomination by 
wae, > ae i ons his “Cross of Gold” speech. At that time the 
The Sign NoDollats in vourlocke i 
1e EN olV0 dryinvour LI il sryan purse was so lean it denied the luxury 
tated OD cco cece tor 
be | ae 





l 


te and individual muissio1 cet that can do work of this kind. It opens 
Some of our advertising is intended to be up big field of application and must have a 

ndled entirely by the salesman, and such ad vhole booklet to itself 

ertising is written and illustrated in a man “So I might go through fifty or sixty other 
to get the possible customer to ask ques machines, showing the necessity for this con 


tions, and to support the selling talk of the centration in order to avoid talking to poss! 





‘signed to enter the possible buyer’s office by 
ail, to attract, interest and persuade him t “When you ¢ 










of a paid secretary, and Mrs. Bryan elected 

he herself to the post. At first the work was slow 
and discouraging, but gradually Mrs. Bryan 
invented a stenographic code, until now she 
easily follows her husband in his swiftest mo- 
; ments. Bryan is one of the quickest talkers 
thurvomache before the public, and his wife’s success seems 
eg almost impossible to expert users of the Pit- 
man and other standard systems. Only one 
professional stenographer has been found 
equal to the task of reporting accurately all of 
Bryan’s words on the platform, and this man 
is put to a harder strain than Mrs. Bryan. 
Every morning after breakfast Mrs. Bryan 
takes dictation from her husband, then when 
he busies himself with other duties she runs 
“s a typewriter with nimble fingers. It has been 

Burroughs Adding VI CoD lichigan, U.S. A said that Mrs. Bryan has refused a_ large 
amount in cash for a complete chart of her 
system, the chief merit of which lies in its sim- 


he 
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The ‘Remington With Wahl Adding and Subtracting 


HE very important announcement 
has been made that hereafter the 
Wahl Adding and Subtracting At 
tachment for the Remington typewrite1 
will be marketed by the Remington or 
ganization. It will bear the regular Rem 
ington guarantee, and will, of course, be 
made exclusively for the Remington 
typewriter. The significance of this an 
nouncement requires no elaboration. It 
means that the alliance of the Remington 
typewriter and the Wahl adder is now 
complete both mechanically and com 
mercially. It also means that all the re 
sources of the great Remington sales or 
ganization will hereafter be devoted to 
the marketing of this combined mechan 
ism. It goes without saying, therefore, 
that the Wahl attachment of the Rem 
ington will hereafter figure conspicuous 
ly before the commercial world 
The Wahl Adding and Subtracting At 
tachment has a great future before it, not 
only by reason of its own intrinsic merit, 
but also by reason of the immense sales 
organization which is now enlisted in the 
task of opening up a field of usefulness 
for it in every corner of the earth. Un 
der these circumstances a more detailed 
description of the device and its merits 
will have a surpassing interest to ever 
man who is interested in the office appli 
ance field. 
What It Is. 
It should be said at the outset that on 
of the happiest features of this combined 
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Attachment 


A New Era Has Been Opened in the 
Typewriter Industry. 


machine is the relation in which the wri 
ting mechanism and the adding mechan 
ism stand to each other. The Wahl At 
tachment is just what its name implies 
an attachment of the Remington type 
writer. And as an attachment it occu 
pies exactly the relation to the writing 
mechanism that an attachment should 
occupy. 

The Wahl Adding Machine will do 
everything that any adding machine will 
do; it supplies every need whatsoever ot 
the adding field ; at the same time it is so 
constructed and so operated that it offers 
no obstacle whatever to the use of the 
tvpewriter for any of the ordinary pu 
poses. The effect of this relation is that 
the combined Remington Typewriter and 
Wahl Adding Machine can be used sim 
ply as a writing machine when desired, 
or simply as an adding machine, or as a 
writing and adding machine combined, 
he changes in each case being made with 
perfect facility by a single touch on a 
lever. The combined Remington and 
Wahl mechanism, therefore, represents 
an office appliance universal in its scope 
of usefulness. 

However, it is the writing and adding 
in conjunction which furnishes the prin 
cipal field for the new mechanism and the 
magnitude of this field is well understood 
bv every office appliance man no matter 





whether he has approached the subj 
from the writing machine or the adding 
machine end 

Every salesman of a general writing 
machine knows how he could increase his 
business if his machine would also add 


ind every salesman of an adding and 
listing machine knows how he could in 
crease his business if his machine would 
also write \ machine like the Reming 
ton-Wahl, which will both add and write, 


which will do either or both as the ope 


ator wills, is a tremendously impor 
adjunct. 
The Important Features. 
Che illustrations of the Remingtor 
typewriter equipped with the Wahl At 
tachment, which are presented herewit! 
are excellent in their self-explanatory fea 
tures. The parts which pertain strictly 
to the Remington typewriter are she 
in a light neutral color, while the adding 
machine attachment and all the parts pet 


taining thereto are shown in a darket 
shade. Thus the typewriter mechanisn 
and the adding machine mechanism ar 


clearly distinguished in the illustrations 
It will be seen from these illustrations 


that the adding mechanism is located 
rectly in the front of the machine and 
directly before the operator. Broadly 


speaking, the Wahl Attachment consists 
of two parts. The first of these is the to 
talizers, or adding mechanism proper, ot 
which there mav be one or several ai 
cording to the number of separate col 


Fe VI 1T@ 


TOr, 


REMINGTON TYPEWRITER AND WAHI \ \CHMEN tI I 
WITH ONE TOTALIZER Wi 


(On all Remington typewriters « 








umns to be added on the same sheet 
[hese totalizers are set on a truck and 


movement of the 
he second part is 
mechanism which is 
nected directly with the ten figure keys 


cOon- 


1 the upper row of the typewriter key- 
board Che entire mechanism 1s really 
operated by means of these ten figure 
keys. This fact serves to illustrate its 


extrem«¢ y from the standpoint of 
the operator he keyboard of the typ 
writer suffices both for the printing and 
the adding, consequently an operator hav 
ing any knowledge whatever of the typ 
writer. find the operation of the 
adding attachment as simple as A, B, 

The disconnect lever is located at the 
ht of the actuating mechan 
ism. When the adding mechanism is dis 
keys operate }ust 


simplicity 
l 


extreme 


onnected, the figure 


like any other typewriter keys—that ts t 
say, they print but do not add. Ever 
vhen the ng 1 anism is connect 
the figure kevs will not add except 

he | passes over the drivi 
wheel « ictuating mechanism. JT] 
driving wheel, of course, is located 
the writing center, its position being 
dicated by the small dark pointer in 
enter of the Remington top plate r] 
striking of the figure kevs when the 
talizer 1 ver this driving wheel caus 

is whe e the number 
notches corresponding to the number 
the key used \s each addition is m 

he I ] e« ra lina register I 

mn t f t er directls 

s of The R 

net l il i or coursé 

butes g ly ipid operat! 

( A nee enable s 
yperato he h ot a single 

» bring 9 the exact wv 
int in ne nn 

r] ers iserted on the 
of the movable truck, and are instant 
1eOUS a stab »any desired positi 1 
n the scal This capacity for th 
stantaneous adjustment of the totalizers 


than one way to thi 
mechanism. Wher: 
different kinds are used on thi 

same machine, the adjustment of the 
talizer or totalizers necessary in chang 
ing from one form to another may be 
made in an instant This feature als 
permits the writing of side totals on bill 

etc., with no loss of speed whatsoever 


contributes in more 
efficiency 


forms of 


of the ent 


j 


The fact that as many totalizers maj 
be used on the same truck as the wv 
requires. one totalizer being used for « 
olumn added figures, is another 
ture of grand utilit The Wahl Att 
nent will add not one column onl 
1s manv colum: s as the paper wil 

resp f ation of these 
sniaienin n its complete adaptation t 


1d the Wahl 
hanism 

city. 
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A Special Capa 
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essary accompaniment 
ple, that greatest of all fields for the com- 


bined 
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the importance of which demands special 


emphasis and this is the subtracting fea- 


ture. The Wahl mechanism has, in fact, 
two unique distinctions. It is the first 
adding mechanism ever placed on the 
market as an attachment of a general 
writing machine, and it is also the first 
adding mechanism ever placed on the 


market which will subtract mechanically 
as well as add. The subtracting feature 
of the Wahl is a veritable triumph ot 


nechanical skill, not the least part of the 
triumph being its perfect simplicity. 
Reference cannot be made to the sub- 
racting feature as a mechanism, since 
properly speaking there is no subtracting 
echanism The subtracting is done 
simply by the reverse action of the add- 
ing mechanism. ‘Therein lies its extreme 
simplicity. The same keys are used in 
the same way, whether adding or sub 
tracting. 
Che adding and subt1 ng lever oft 
he Wahl Attachment ts ana yous 1 1ts 
ition to the m1 ilé 
ington typewrite1 self \ ole 
vement of this leve ( ma 
c] e he | e1nbt - 
l s< i new 
\ be imme { ipp.< to 
( ( Th | l ny the ~ ‘ >‘ 
y i es OF : 
ng yr} \s a 1 S 1¢ 
Yy corre on ¢ 1 ( 
. f n the ope the 
ke i — val > 1 1¢ t] = 
( to add ng o©r y kin Phe 
I 1 always be ected by sim 
Si 1echanis ike he 
t ing feature. | ng es 
g this feature the s no ! 
| = lly practica y of ( ( tiny 
) it all This considera n ol 
Si shows that the Wahl sub ting 
marks a tremendous advance in 
practical evolution of the adding ma 
hine 


Some Vital Things. 
lLlowever, this is not all 
r adding, in fact most forms of commer 
ial adding, involve ting as a nec- 
Take, for exam- 


Some forms 


subtrac 


be e a 
writing and adding machine- 


namely, typewriter billing The sub- 
tracting feature is essential in such work 
for the insertion of discounts, credits, 
freight allowances, and_ so _ fortl To 
nearly all other forms of adding tl! ume 
eneral needs apply It will be readily 
herefore, tf] of 
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The total when written is thus subtract- 
ed out of the totalizer, which is thus 
“cleared,” that is to say, returned to ci- 
phers, and ready for the next work. This 
method of writing the totals renders it 
absolutely impossible for the operator to 
write a total incorrectly without the fact 
of the error being immediately recorded 
in the register. 
As to the Future. 

The appearance of this first complete 
adding and subtracting attachment on the 
Remington typewriter is a fit occasion 
for some thoughts on the. past history and 
the future destiny of the typewriter busi- 
The world has had the typewriter 
now for exactly 35 years, the first Rem- 
ington having been placed on the market 
in 1873. It has had the adding machine 
for about half as long, or for 17 years, to 
be exact. Although for a long time, 
therefore, it has had both the writing ma- 
chine and the adding machine, neverthe- 
less up to the present it has not had 
something which must be recognized as 
greater and better than either and which 
could only come from a union of the two. 
When it is considered how vast an 
amount of commercial typewriting also 
involves adding, there is realized the 
grave deficiencies of the writing machine 
by itself. Likewise the greater portion 
of commercial adding also involves writ- 


ness. 


ing, and thus is realized other deficien- 
cies. The truth is that the commercial 


writing field and the commercial adding 
held are so interwoven and inter-related 
that it has come to pass that neither ma- 
chine will ever fulfill its natural work un- 
til it also includes the field of the other. 
llow great is the field common to each 
and which neither can successfully in- 
vade unless accompanied by the other is 
clearly indicated by all recent develop- 
ments in the typewriter business. For 
several years the country has been fa- 
miliar with the “billing typewriter” and 
every announcement concerning such ma- 
chines asserts that the ultimate field for 
machines designed for billing, order and 
other tabular work exceeds in greatness 
the field of the correspondence machine. 
\nd so it does. 

Hitherto, however, the billing typewri- 
ter, for all its progress, has been opera- 
ting only on the outer fringes of this 
field. With the mating of the writing 
machine and the adding machine as rep- 
resented in the Remington typewriter 
equipped with Wahl Adding and Sub- 
tracting Attachment, it may be said that 
a new period has opened which wil! wit- 
ness triumphs of this new and complete 
office appliance far surpassing any of the 
achievements of the past. 

It is fitting that the Remington, that 
early aided in blazing the trail of the 
tvpewriter, should again be in front in 
the opening up of this new period in 
tvpewriter history. 

ON TO NEW YORK! That's the rallying 


ry now The dates, October 17 to 24 
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Thoughts from the Dealers 


HE second article in the above 
series is divided among three deal- 
ers—Edward Foy & Company, of 

Dallas, Texas, Parkin-Longley Company, 
of Little Rock, Arkansas, and the Ottum- 
wa Stamp Works, of Ottumwa, lowa. 
The first article which appeared in the 
July issue by Benjamin F. Calkins of 
Butte, Montana, awakened considerable 
comment—quite favorable, and demon 
strated clearly that the dealers over the 
country are alive to the necessities of the 
trade. It is hoped that the series of arti- 
cles will prove beneficial and bring out 
some points not before known. 

By Edward Foy & Company: 

There are so many vital and essential 
conditions, that we find absolutely neces- 
sary to the successful handling of a line 
of specialties that it is a difficult problem 
to properly classify them. 

The first consideration perhaps should 
be the selection of a line of meritorious 
articles (one or more) as on this selection 
the whole building structure and con- 
tinued financial success of any specialty 
business depends. In our own business 
we have considered it absolutely neces- 
sary to give much earnest personal 
thought and consideration to the details, 
both from a mechanical and selling point 
of view, keeping always in mind that 
without merit, no article can successfully 
withstand the knocks of a multitude of 
revengeful and deceiving customers. 
Quality and result, together with a 
steady growing clientage of satisfied cus- 
tomers is essentially the foundation stone 
of any progressive specialty business. 

The next most important question is a 
liberal and explicit contract covering the 
sale of said articles or lines, fair both to 
the manufacturers and dealer, one that 
protects in detail the rights of each and 
at the same time makes their interests 
mutual financially, as the success of one 
depends to a large measure on the other. 
We deem it wise and for their mutual 
good that the parties to any contract 
should know each other personally, for a 
dealer can’t even sell a meritorious article 
without the hearty co-operation of the 
manufacturer. 

These things being settled, the next 
serious question arises, that of selecting 
a desirable location, all details consid- 
ered. After a decision has been made 
much earnest thought should be given to 
proper arrangements in order to make 
the store or office as attractive and clean 
as your finances will warrant, as we con 
sider the well kept shop the most vital 
factor in our sales force. 

Neither the proprietor or any of his 
representatives should ever misrepresent 
an article to make a sale, as to do so 
means that you must shun the customer 
in future or take the time and trouble 


to resell him every time you visit him, 
as an article sold by misrepresentation 


The Second of a Series of Articles From 


Dealers Over the United States, Be- 
ing Expressions on How Best to 
Stimulate Trade. 
never stays sold, notwithstanding the 
fact that you may have long ago received 
full payment, and each and every custo- 
mer should be made to feel and know 
that he has not been deceived, when he 
will be a live wire in directing others 

to your establishment. 

We might say in this connection that 
one of the most important features is to 
drill your salesmen to get away from 
placing machines on trial, which as a rule 
is very expensive and unprofitable. Each 
salesman should thoroughly master his 
line, know the goods so well that when 
you have a prospective purchaser you can 
put ginger into your talk, make a demon 
stration, deal in facts and round out ex- 
planations so convincingly that your 
prospect will be led by gradual stages 
from interest to desire for ownership, and 
when the psychological moment arrives 
get his signed order. 

Parkin-Longley Company: 

We feel deeply interested in this sub- 
ject as we feel that our trade needs all 
the stimulating it can possibly receive. 
We have tried circular letters and have 
sent out 1,000 of them and got one reply. 
We took a 10-inch double column ad in 
the newspaper, advertising three heavy 
specialties and we were unable to get a 
single reply in consequence thereof. We 
hired several salesmen and not one sold 
enough goods to pay his expenses. We 
got out 3,000 small catalogues and re- 
ceived a handful of replies and never 
heard from them again. 

We believe a good show window dis 
play and a good display of goods and 
articles in the store is the very best and 
least expensive advertising, unless it 
were possible for the owner of the busi- 
ness himself to go out and personally see 
his trade. But this is not possible among 
many who have to look after the buying, 
the details of their correspondence and 
the sale of the heavier specialties and 
generally manage the business. 

\bout the finest thing we know of to 
stimulate trade is to buy goods at a suf- 
ficient discount so that a dealer can af 
ford to keep salesmen out. Whenever 
the dealers learn to show the front door 
to the manufacturer’s agent who dares 
insult them by offering them the “mag 
nificent” opportunity to take the “ex 
clusive” agency for his “impossible to 
sell” line of goods at a discount of 25 
per cent, delivered, and when the manu- 
facturers put their prices up so that the 
dealer can get twice that discount, thus 
enabling him to maintain salesmen, then 
will trade be stimulated. 

By what reason manufacturers of arti 
cles which absolutely will not sell them 
selves and which require a big invest 


ment, can ofter the dealer one-half the 
discount offered dealers on similar goods 
which absolutely sell themselves, it is 
beyond us to see. We are not pessimists 
nor experimentists. We have simply cut 
our eye teeth 

Ottumwa Stamp Works: 

Specific window displays, changed onc: 
a week or so, together with personal calls 
on prospects and the sending out of e1 
velope stuffers are methods of 
stimulating the business. We find it 
advantage to have something new added 
to the list of supplies as often as we can 
when circumstances permit. 

Another thing of importance we find, 
is to keep the goods in clean, bright 
shape, displayed so as to attract the cus 
tomer’s attention and make him please: 
with the general outlook. We often find 
a customer calling out of mere curiosity 
and after looking over our displays he 
invariably takes something away with 
him or leaves an order for something to 
be delivered. 

Another point we think is that of hai 
dling only the best lines procurable and 
if obliged to handle a cheaper line in or 


good 


‘der to meet price it is well to state to the 


customer that “the goods are cheap and 
we sell them as such.” 

We find that by square dealing and 
guarantee to back up our goods that ws 
have no trouble in winning and holding 
the confidence of our customers. 

NEW DEALERS FOR HALIFAX, N. S&S. 

Pearl O. Soulis and Will H. Newsom: 
nounce the establishment of the firm, S« 


Newsome Typewriter Co., as sole dealers 


the L. C. Smith & Bros. typewriter, and su 
cessors to the Maritime end of Newsome & 
Gilbert, Limited. The firm will also conduct 


a general typewriter supply business, rent 


repair writing machines, and handle ret 
typewriters makes. 
Of the new firm, Mr. Soulis, who has been 


fourteen years, in 
Halifax, is president and 


in association with M1 


engaged, for nearly 
typewriter trade in 
general manager, and, 
Newsome, for many years intimately c 
ed with the typewriter and 
will be better equipped than ever bef 
attend to the requirements of patrons 


Stationery 


The firm have secured E. E. Batty 
expert typewriter demonstrator, and als 
in expert harge of their mechanica 


It is their purpose to give the people 
fax and the Maritime Provinces a better tyy 


writer service than was ever previous! 
known in that locality, and with them 
effort the | C. Smith & Bros. Tvyy 
Company will heartily co-operate 


A NEW ZEALAND OPPORTUNITY 


The Le Grove & Laurence Company 42 
Lambton Quay. Wellington, New Z 
mn the lookout for agencies for 
ties Th mpany does not « 
writer agencies as this department 
vided for, but there are a large numl 
ther tt vices in which the g 
Imposing e inte ed 
] hy 
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4 2 ° A 17. L. C. SMITH & BROS. IN EUROPE. 
What a ngenuily Has ccomp ished There has been considerable mystery as to 
Ol es ' Soin ot Auman & f the “rebuilt” id 1 . on ee the flying trip across the Atlantic and back 
A oats se eatabliched in’ Chi, oo ie ; ee alle by M. S. Eylar, Foreign Director of L. C. 
) ae eerie? oY Smith & Brothers’ Typewriter Company, with 

, eae et angie rs \lax Mugeli, of Zurich, Switzerland. 

+ , & Ames cad DW Piles saat errs . Mr. Muggli is probably one of the best 
; ; , rege is rigte wn typewriter men in Europe and has just 


ge ‘. ib aa ho a — Biren: rs . “sth completed a visit, covering a period of a year, 
ma te ‘ ; ee an ee ae wre in America, where he has been studying the 
stiian tat Pewee 8 , “““ details of the typewriter business. He had re- 
iS 88 inge ae & ently returned to Europe. Shortly after his 
t j ey 


rrival he departed for America, April 29, on 
ng tae plat cs the steamship Cecelie, the North German 

d beet 5 me ; lloyd record breaker, spent five days in Syra- 
use and returned to Europe on the same 
steamer 

The representative of Office Appliances 
illed upon Mr. Eylar shortly after his return, 
ng so satis! rm tw ort, ut was unable to secure any information as 

patented pt for grinding | ' to the results of the trip. It now becomes 
t known, however, that Mr. Muggli has taken 
the exclusive selling rights for the L. C. 

Chicas Lat t t Smith & Brothers’ Writing-in-Sight Typewriter 

8 Center street ds fis ts | t ior all of the continent, and has opened a gen- 

332 Dearborn street Denver  cral depot of distribution at Basel, Switzerland, 

1649 Champa street. The « any vhich is a beautiful city of over 200,000 in- 

strictly neutr is not affiliated wit ny habitants, located geographically in the center 

ny, s not i mpetit of Europe, just upon the German border. At 

he de It is t nly exclusi 1s Basel Mr. Muggli has opened a most com- 

plete depot with facilities for carrying in bond 

try. large number of typewriters in the various 

-uropean languages. From this point the L 

C. Smith & Brothers Typewriters will be dis- 

tributed to the various commercial centers of 
Europe 

Our correspondent endeavored to see Mr. 
Muggli, but found that he was in North 
Western Europe making contracts for the sale 
of the machine in those parts. 

We are safe in saying that Mr. Muggl’s un- 
dertaking is by far the largest that has ever 
been attempted in the typewriting machine 
business. Undoubtedly L. C. Smith & Broth- 
ers are to be congratulated upon securing 
of the services of so valuable a man as Mr. 











. : Muggli, who is thoroughly acquainted with al! 
e opened s of the conditions surrounding the European 
‘ enve business, and is thoroughly versed in all of 
lis I y y he Continental languages, and having had a 
‘ fr. An g DD most valuable experience in the typewriter 
\ ort peri business, he is undoubtedly the ideal man to 
‘ New Yorl take up such an important work, and if money 
a ; ' = nd brains count for anything, he should make 
a . he enormous sale this machine must have in 
s wer ; such a country as Europe, where the splendid 
yenve S —s improvements incorporated by Messrs. L. C. 
The N Smith & Brothers in their latest production 
: 108 re very much appreciated. 
1 t g I It is understood that Mr. Muggli has already 
\\ cured a most efficient organization and is 
pidly arranging for a selling representation 
York all of the principal commercial centers of 
( Bont 
‘ le When M. S. Eylar, General Foreign Di- 
2 a ) ector of the L. C. Smith & Brothers Type- 
: g vriter Company, was seen at 49 Queen Vic- 
x ria street, London, and asked for details in 
’ ‘ rence to this matter, he smilingly said that 
; is entirely satisfied with the representa- 
that L. C. Smith & Brothers Typewriter 
: had secured in Europe 

agai AN INK-TIGHT JOINT. 
lf the threads in the rubber connection of 
n, t ntain pen are worn a little the joint will 
, ’ Rae tilying that t E eak enough to soil the fingers. Dry the 
Pe : ns to t gent an threads with a blotter and cover them with 
; wal blisht I t melted paraffin. Turn the nozzle into the bar- 


hile the paraffin is still warm and you 
ink-tight joint 
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Recent Patents 
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No. 891,766 


No. 891,766, Stenciling Machine, Patented June 23 by Benjamin P 


Leaf Binder, Patented May 12 by Albert E. Chatterton of Toronto, Canada: No. 888.428. 


19 by Frank W. Sickles of Hartford. Conn 
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Recent Patents 


Cor patents « nt Wi A ‘Sones a i. sa berg Calculating Machine Company, 4 
ae aes , ts in stamps to | 293.179. Ink-Stand Cove ' ah: Bak corporation of Ihnois. ; 
a ; Suite No, 33, N. t AT. * \ rk i 893,7 21. Calculating Machine. Hyman E. 
Baile : o tw ae pe Gear Ag es ; m . Goldberg, Chicago, lll, assignor to Goldberg 
Of \ ioe sae ea gprs ; =" Calculating Machine Company, a corporation 
59} 40. | I I Edmond Four o ee a C : ne § h se Mich, a ( so “4 of Saas. : : ; 
a egee Seales lias! Whale ee ee ; ian 893,722. Calculating Machine. Hyman E 
801 262 5 oie matin apoli nae. esaaam ies > . : Goldberg, Chicago, Ill., assignor to Goldberg 
: ie Sates Wtasths ee ee 5 aes ee peat v2 ( alculating Machine Company, a corporation 
: 7 4 , — , $4 yea Ke “ of Illinois. ig. 
991.27 . ; . er 2. Loose-Leat Binder Willian . 893,723. Calculating Machine. Hyman = Gold- 
Ponta CN. Richards. D ildon, Bostor Mass signol oe berg, Chicago, Ill, assignor to Goldberg 
Mi. ane Bureau, Bostor las 1 Cor t Calculating Machine Company, a corporation 
201277. Sealine Machine lohn A of New 2 rsey | | ) . . of Illinois. } } 
AT Loe. W p \ ne : 3,227, Envelop. David | lavies, Stock 893,724. Calculating Machine. Hyman E. Gold- 
901 387. | “ldin Ml vell, England | : berg, Chicago, Ill., assignor to Goldberg 
ohn T. S . —" 893,256. 1 rinting Point fh tor r ilyp Calculating Machine Company, a corpora- 
orien. BM ‘A Tae a vriters \lva May, Macs nia ow as tion of Illinois. ’ ; ag 
Brookts signor to The Oliver Typewriter | pany 893,725. Calculating Machine. Hyman E. Gold- 
201.453. 7 met en Edw Cl go, | 1 Corporatio1 nojs berg, Chicago, IIL, assignor to Goldberg Cal- 
ies A - . ies 0 7 93,264. Swing Desk-Stand. William H. Rey culating Machine Company, a corporation of 
- Fcmemenls Bosca oon nolds, Toledo, Ohio, assignor to 7 Mei [llinois. — ; art 
3 Aas ts Nr, . Mel link Manufacturing Company, Toledo, Ohio, 93,726. « alculating Machine. Hyman E. Gold- 
Y i? ‘ Wel corporation of Ohio berg, Chicago, Ill., assignor to Goldberg Cal- 
. : Ss ; —_ 919 tLnces-teaf Bink ] 3 C. Daw culating Machine Company, a corporation of 
291,701. Stamp A k L. Je St. Louis, Mo., assignor to Siebert & ost ‘ ; a 
Philad " p ) Py asil: Mamelashactines @ . Cory 893,727. Calculating Machine. Hyman E. Gold- 
Charles T. W a. e Mic berg, Chicago, III, assignor to Goldberg Cal- 
991702 ay ; sicna: Beater 393,355. Display-Package for Pencils and the culating Machine Company, a corporation of 
a. ™ * agora like. Thaddeus McIntyre, New York, N. Y., | ROSS. hs 
. r Wright. Car ssiocnor to Eagle Pencil Compat New 893,728. Calculating Machine. Hyman E. Gold- 
pola ge ial ci York. N. Y berg, ¢ hicago, IIL, assignor to Goldberg Cal- 
RQ] 766 S Benjamit p 93.367. Pencil Robert P herger. i culating Machine Company, a corporation of 
= : shana tem 0s gheny. Pa [Ilinois. ae : 
nae a, Wa eal 893,373. Type-Writing Machi: hor J. 893,786. Sectional Stacked _ _Letter-Tray. 
- } 4 airs Dead Beidecnent. Caen. selene os Calas George Collis and Oliver D. Collis, Dubuque, 
‘ Peneusiner Comnany Seceen Ci , , lowa, assignors to The Collis Company, Du- 
891 806 writins in George “' eaeniiee: alt Medes Mae buque, lowa, a corporation of Iowa. 
Sieb, Sy P igi to The Mor 203.421. ] le ee Binder Rie, Minted req 893,817. Typewriting Machine. Arthur W. 
Lypewriter Compan} cath dliaiaaad Banke Demsekises ote ean Mh. Mesneed Smith, New York, N. Y., assignor to Yost 
New York es Seen iaen Writing Machine Company, Ilion, N. Y., a 
92,611. Envelop dian S.  Northr 202 199 . Ty nie, lalalias Machis Edwin ] corporation of New York. 
Denver, Col S cue, Man. a we cnor to The 893,826. Typewriting Machine. Oscar Wood- 
9 £12 : eri Vj att > * 4 , ’ , . , . P 
R92 .¢ R 1 ype vritit ‘ ine ae Hy “7 yie ete [ ypewrite Cor ny. S ise. ward, New York, N. | = assignor to Yost 
+ eee or Agree ees * : ei ee N. Y., a Corporation of New York W riting Machine Company, Ilion, N. Y., a 
pany, 9) Ise, 203.407. Loose-leaf Binde: Williat corporation of New York. 
: v York Heffner Benton Harbor, M 893,827. Typewriting Machine. Oscar Wood- 
92.627 Herbert H 203 £44 Re LP eee eS ward, New York, N. Y., assignor to Yost 
Steele, S , assignor to TI er ee ce 2 oe. ; Writing Machine Company, Ilion, N. Y., a 
Monarcl pewriter mpany, Syracuse, } ms weed corporation of New York. 
Y.. a Cornoration of New York 93,564 Typ Writing aS. — 893,828. Typewriting Machine. Oscar Wood- 
892661. B for keeping Carbon Paper. Fred b iggs and Wi vonage pe HC] a = ward, New York, N. Y., assignor to Yost 
erick C. Gottschalk, New York, N. Y - Zap AHSIQNOTS tO WyEOE, Oa = Writing Machine Company, Ilion, N. Y., a 
907704. ¢ ‘lating Machine. Tobias Bauerl edict, i101 .. 2 1 Corporation oe corporation of New York. 
co CG » Corman a —_ Oi ase. ) 893,829. Typewriting Machine. Oscar Wood- 
2907794 J writis Panta tens Allin “W SFI 4 e. | ateee> " ward, Montclair, N. J., assignor to Yost 
iH ae ; NJ Jenar to Wrekoll on, St. Loui vi é 10 8 r « Writing Machine Company, Ilion, N. Y., a 
g, ; Benedict. Iilion. N. Y., a Cort russ ig. {O., a ' sana _ corporation of New York. 
tj Mow ¥ soul s 893,947. Front Strike Typewriter. Charles 
on ane Ee, ee ee ae wo Sen Ss ii , ' Spiro, New York, N. Y. 

Oa eta pene YY ete om Fe tay 894,081. Safety Envelope. Henry G. Taylor, 
207 Off , : 979,099. Faste Cul vital :' Milton, Mass., assignor of one-half to Peter 
. art Evasetes a ale | King, Milton, Mass. ; S 
207064 < Type /, ‘Fas Jr., Cincinanti, Ohio, assignor to Globe Wer- 
agg , ’ G Li nicke Company, Cincinnati, Ohio, a corpora- 

' tion of Ohio. 
\A ce . 894.488. Writing and Marking Device. John 


\. Enright, Columbus, Ohio. 

ry noIs 294.497. Writing Machine. Edward B. Hess, 

; j Oni. 8. lati John j New York, N. Y., assignor to Royal Type- 

, . tomatic PD not t ne writer Company, New York, N. Y., a cor- 
nts M poration of New Jersey. 

I] 894.519. Fountain Pen. Henry G. Mills, Mil- 

vaukee, Wis. 


2 IR , \ Mall 804.550. Adding Machine. Jesse G. Vincent, 

y mt ' Detroit, Mich., assignor to Burroughs Add- 

19 | Pat , Willias M 13.7 ( ’ ng Machine Company, Detroit, Mich., a cor- 
ag 7 a ares a t Idber to | poration of Michigan. 
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OFFICE APPLIANCES 





Modern Office Appliances in Factory Management 


Y THE employment of modern office 
l . 


appliances of nearly every conceivabl 


type the office work of th 
Time Recording Company of New York has 


[International 
become so systematized that the efhciency o 
the force has been brought to the highest state 
No person is employed to do anything that 
a machine will do as well In this mannet 
the brain force of the employes 1s empl ryed 
in work of the highest grade and the drudg 
eries of accountancy and bookkeeping elim: 
nated 

System, backed up by automat 
chinery, has done wonders in reducing labor 


om ma 


to a minimum and assisting the management 
in conducting the business along lines of thi 
least possible resistance 

Routine work moves right along whether the 
department head is present or absent and the 
departments are so arranged that should an 
e>traordinary matter arise it can be disposed 
if promptly from the information at hand by 
the next higher ranking office without inter 


ference or friction. This, of course, 1s due to 


Some Interesting Things About the Interna- 
tional Time Recording Company’s 
Factory. 


By Captain C. S. Conner, Assistant General 
Manager. 


being time stamped upon receipt and uy 


each action taken so that there is an exact time 


record of its uurse through the thee and 
ctory This tact prevents delay, as ich 
rk knows his work has such a check on 
nm vs no delay on his desk 
Following the Order. 
Let's tollow an order for a time recorde: 
through the establishment Upon eipt i 
es to the assistant general manager in charge 
f that department. If regular it goes to tl 
t the order department, w kes t 
ecessary record and passes it to one of the 


rder clerks, who, on an Elhott-Fisher Bill 
Machine, at one writing makes the factory or 


1 


er, which goes to the final inspector, the 


shipping bill and tag which goes to the shy 


: : , ping clerk, the invoice and envelop whicl 

the fact that each departme nt head 1s an ex a . ie. . - 
, rg yoes to the customer by mail, the journa 
ecutive capable not only of carrying his work . +s : . 
eet na edger sheet which gyoecs to the 


from day to day, but of planning it so far 
ahead that his subordinates are in constant 
touch with his ideas and wishes Proper of 
ice arrangement and business tools do th 
rest 


Our automatic house telephone system keeps 


jactory and office department heads in clos 
touch and eliminates the thousands of useless 
steps that consume time, energy and money 
Long-distance telephones and the private telk 
graph office keeps the establishment in 1 
stant communication with the outside wor 
Freight and express offices ar« 
door doing away with drayage and its delays, : 
ind postoffice clerks sort and forward the ad 
vertising mail direct from the factory mailing 
room 

Incoming mail the moment it reaches the 
office is sorted by our mail clerks‘and delivered 


to the proper department head or his stenog 





kkeeper and is placed in loose leaf binder 
nd from which is posted the agent’s commis 
ion account and the daily sale record—th« 


vhole thing done inside of five minutes fron 
he time of its receipt 
N let's take the course t a production 
er through the factory The genet mat 
re issues an order, say, to build 500 n 
hines of a particular pattern he origina 
rder goes direct to the superintendent The 
uperintendent turns this order over to hi 


lerk, who makes out a series of requisitior 
howing the number of pieces of each kin 
juired and the departments which will pet 
rpm the work on these pieces These requi 
itions are, in turn, sent to the cost depart 
ent, where a separate order is issued for 


ich piece to the several departments working 


on it, and also one to the “Finished Stores” 





rapher and gets instant attention, each piece department [his order bears the s 
ee on eee T — 
| | | n> | 
of! | 
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‘ ‘ i ‘ - 
Kept st department I 
As the 
11 sp lh S is 
ie ba il 
st dey 
: 
As ¢ partment t 
pletes I the di 
the dey stamps the order s 
shed gethe with the dat 
the irtment, at the 
pertes turned out Wi 
< — ‘ thy | irts 
Finished Stores” department, whet 
gain counted and the quantity e1 
the ni tores keepers copy 
then ret to t cost department 
s thi st department receives t 
the or I the nished stores k 
issues t to the assembly depart nt ft 
issemble t e hundred machine 
complet whol st 1 g I 
hine ‘ I vhicl goes to the ¢ 
tion and hipped upon orders from t rde: 
department Kach step is time stamped and 
no del ted 
Of course the typewriter plays a n t i 


portant part in all departments, wl 


I 
multigraph does the work of a hundred 





in the advertising department, whet 
thousands f etters are mailed 
Roller piers, check protect 
bookkeeping, card and loose leaf | 
cabinets nd printing presses are a 
expedit the thee work ind redu { . . 
pense ot lministration 
Arrangement of Executive Department. 
Che arrangement of the oftice is id ‘ 
be s the accompanying sl} 
matt { n rotation fron to t 
next t e retracement st 
necess dling The « t ; 
g 1 manager, H 
is me e auditing and « 
ment tric call buttons sur 
rdinat tantly The genet 
perv epartments and pay 
tten e sales and advert 
One istant gens I fe 
the s : rder depart t 
aep t t he s etary I ft 
LiS¢ ( t ve 
unt ( ecting | 
manag s after t dy 
ms ci t1or \ 
( 1 the office p 
I the cost departn t 
t ting i 
te ff the help, wl ‘ 
! t veek, as t R 
vst d pay-ro 
n t k W 
her Shae aie 
| ; ment is 
rything 
t \ 1 Save 
S ~ ily b 
: vy mat 
nbrok ( 
T td 
7. Sy } 
1) 





OFFICE APPLIANCES 


Value of the Business Show 


HE Business Show! The Business 
Show Yes s right. There 
is » mistake about that; it’s 


spelled properly; it's written properly 


ut is that st n spoken in 
Dusiness circies Im the ircles covered 


by office devices? It certainly is, and has 


been for several years 


And that brings to mind at this mid- 
summer season the thought that while 
the business show is not a new institu 
tion, 1s it really and oroughly under 


stood! In all the ountry over, does 
he business man, after hearing the term, 
after talking about it to his confreres 
and others, does he catch its true import! 
Without reflecting on his knowledge o1 
business matters and the purposes act 
him in the of his line 


wide 


uating exhibition 


ot goods, it may be stated that the busi 
ness man fails to grasp the one valuable 
thing to be gained at the Business Show. 


Digressing for the moment, a 
was heard recently that is an excellent 
prelude to the point of this article. Two 


gentlemen were seated in the cafe of a 


st Ty 


1 


large city not long ago discussing the 
business show held at the Coliseum in 
Chicago. One said: 
“I d t | Georg hether that 
do not know, George, whether tnat 
show did us any good or not. We spent 


our good money; we had a force of six 


people up there day and night. I, per 
sonally, was there the greater part of the 


time, but the results were not nearly 
what we expected. For the life of me | 
do not see any good in it.” 

“Why, Frank, | surprised,” said 
his friend, “to hear you talk that way. 
Your booth was alive with people. You 
seemed busy enough What’s wrong?” 


“T know all that, George,” he rejoined, 
but I was looking for actual business.”’ 
“Oh, I see,” replied Frank. “You ex 
pected to get the business right on the 


spot, didn’t you: 
“Yes, I did,” spoke Frank. 
“But that’s vour. mistake.” — said 
George It is not actual business 
uu do d g¢ the sl but the publicity 
ou give your goods. Believe me, Frank, 
L he mY ynallv ar number of people 
mmenting on your device I dare say 
there were a thousand individuals who 
s ntin knowledge of what you 
| 1g 1 the n who, pr vious 
knew but littl That’s the point 
tblicits The sales will come later.” 
The Point is Clear. 
t is the point, Mr. Business 
Mar True, you di several hun 
You go to all 
: You eme and plat 
beautiful and 
S t eno 
( how, vou ¢ 
S B there is 
( O 


The One Essential Thing to Consider. 


he man who never gets business and 
man who does. 
Publicity is to-day the crying issu 
[he political parties have g 
m record, through the mouths 
o leading candidates, in favor of | 


icity of campaign expenses and contri 


butions. Belasco’s star, soon to begin 

her winter tour, is spending hours 
njunction with her managers and 
ess ent in an endeavor to get betor 


Che large packing 


Chicago maintain a press bureau, unde 
a pseudo name, to be sure, the purposs 
of which is to get as much favorable 


\ certain 
West gave up much of 


origination ol 


‘stuff” in the press as possibl 
minister in the 
his time to the 
bearing on live topics in order to get his 
name in the paper. And the papers stand 
for all this. But it is publicity. 

Now, what of the business man? Is he 


epigraims 


considered because he 
Not one whit. True, 
men and 
that Some do not 
some do. The 
advertise 


inv the less to be 
is a “business man?” 
there are business business 
men, for that and 
need any publicity 
Goods Company in its 


Jones’ 
ry 
ments gets all it wants, and so do similar 


concerns. But there is the man who has 
a specialty to market He is the one 
bove all others who must have publicity 
nd lots of it He has gone to an enor 


mous expense to perfect his device; to 


rganize his company and otherwise get 


ready for the market. but he finds it 
slow work What should he do? Get 
publicity. Che quicker he gets it the 
nore he gets, the sooner will his success 
} 


\ll business men get active on the ad 


ertising proposition But there 
mighty big difference between newspa 
per and magazine advertising and what 
is here meant by “publicity.” And right 
there perhaps the mistake made; they 
use both discriminatel Neither 
be dispensed with Both must be 
ised But use them rightly; thoroug! 
telling] 
The Value of the Show. 
his leads up to the chief point 
less shi s the ve! that ne 
blicity that is pro i i 
ble ( } special mat | 
the tvpewriter, the ad mai ( 
uplica the loose leaf bool ; 
Im at stylo pt I H 
one wl ets th H 
Geors p 
Pe c ] her hy, 
s js 7 
ub ‘ 1 th, 
| ] ‘ ; 
’ iT) ¢ 
ri ; ly 1 
1 T).<t7 


at all times alike. It does not reach its 
objective alike. But it ramifies all things, 
striking at one point first, another point 
second, and so on, until it has covered 
its immediate field. Without this vari- 
ableness there would hardly be any need 
for publicity. If it struck in one place 
all the time, few would seek it. And be- 
ing sort of a diversified industry it ful- 
fills many wants. 

he publicity gained at the business 


show is great and variable. You walk 
into Madison Square Garden in New 
York, for instance. You turn to the 


right and pass down the long line of 
booths. Presently you come to the booth 
of a man who is advertising a small 
check protector, as an example. His 
booth is tastily and attractively deco- 
rated. On the stand are many forms of 
advertising matter. You inspect the mat- 
ter and pass on. That was the first time 
you ever saw a Check Protector. You 
will intuitively think of it then and 
again. 

This man goes to other exhibits. From 
one to another he takes a knowledge of 
what he has seen. Naturally, he tells 
others. Before one can count the time, 
as regards this man and others who at- 
tend the business show, the device has 
been advertised over all the hall. The 
intercommunication of spectators and 
exhibitors forms perhaps the widest and 
most potent means of reaching the great- 
est number in the shortest time now 
known. 

That was one of the chief considera- 
tions moving the gentlemen who orig- 
inated the business show idea—get as 
many people together as possible who 
will have an opportunity to see as many 
different things. Obviously, it meant a 
vyreat saving of time and money. Why, 
then, should it not prove a success? It 
has and for this reason. 

So the business man of to-day who 
looks upon the business show for the 
breadth and extent of the publicity he 
will get is after the right angle. It is the 
one essential thing to be considered in 
arranging for an exhibit. Once the name 
of his specialty or article is laid before 
the many spectators it will not be long 
before thousands will have a passing 
idea of what it is. The only thing to 
be done in such a case is for the inter- 
ested party to look the concern up and 
make a detailed examination of what it 
actually is. 

ne business man said the other day: 

“T do not want to make a single sale at 
the business show. Of course, I would 
not refuse to make one but I do not care 
to make one. Give me the crowd and I 
vill do the rest.” 

That’s publicity 

engeance. The business 
afford to shun it. 


with a 
cannot 


working 
man 
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What Makes a Salesman * 


By B. C. Simmcns, Pres. Simmons Hardware “ 


FACTORY NECESSITY 
By an Old Timer. 


Co., St. 


Louis. Screwd 


Says Mr. Simmons in Buck's Shot for Jun 


[he qualities of a salesman have been so a 
often written up that it seems superfluous t \ st ter I . \\ t 
recite them, but in simple language | would t l was n su $s bling e ty 
say he must be \s wise as a serpent and } asked if | could te hit { t ‘ ug ‘ 
harmless as a dove Hie must have « ipacit tter i replied | cant tell, but j not b 
health, industry, integrity nd be an early d look y er—maybe | cl ; 
riset Industry is essenti because ' d d | \ R d a 4 
can possibly succeed lara measure 1 t time int back ofthe ot ‘ 
hardware business—wholes retail—u something twe n 
he is a worker. It is a business of s F t eap ind working QO 
detail that he must work hard—r« hard Get out « this—get 





go to. the nancial graveyard Healt K—put it me the ir = 
necessary to enabl im to do the work 1 owl ustomers . e! t . 
quired, and integrity must posses hit b I Then ¢ ‘ K t vait t \\ 
cause if he is untruthful, he cannot com: K persona ntact t ( 
the respect and contidence of customer \ re trying . 
without that his success will be s1 l t © Pp . l 
these qualities must be added dip ( 
macy He uld never « lict stor - I ‘ 
er—it never pays may fi : ‘ 
without contrad ne He b t 
mixer and cultivate s b d 
conversation will 1 ke m vi ! lead 1 lgher 1 I r 
wherever he g S d t bette: | x ( I 
n general toy is | t t 
more welcomes I \ t 1 ns i 
| would impress up ' t ' 
value of good talk e | 
iS a most impe mt p to iy ¢ , 
nean thi t ’ 
vell as the r ! 
My favorite 
me who hel; 
it the retail. 1 loes ; 
impossible it is { : EGAN’S BODY IS FOUND 
w the sale the 
so interlinke« t \ 
| say that a ‘ . 
vho does \ | : y 
customers S 
r who 1s t b 
is a foo | | 
One ot the | ‘ \ » 
me this reply t ‘ ar 
nsidered ‘ s 
Know S \" 1 : I 
There's a w sermon t \ tit < 
Know your goods and show them intelligently d taken his own life by 
|! recall an incident of nly i tew vears ag . sc h eved t } 
when I went into the st u - by ee 
tomers, and found him on dder countins cei tie meme of “8 fae ( 
or taking stock of his tinwar He greeted n ‘ail key rit : 1. ‘ t mar 
‘ \ g 
with “Good morning nd kept with hi s hanging t the « pse the duti t 
work; that was ll right, but lew minut Since Eagan’s dis ppearan : , ‘ vay nce tor impr e! 
later two ladies entered and he called down t “<2 ert my « 3 eA a ass ng nd th t 
them from his ladd¢ We what is it t a eff ‘in 3 t sults 
morning One t ladies sal ‘ Lande eas th 
six-quart milk p I plies W ¢ ; : age ' . wry 
ny, and kept o1 unting his tinware : . ‘ , ~ 
the ladies went a t r , - : : ' ’ , . a 
aoe AEE epee , t r« 7 : HANDY LITTLE PATENT 
years ; % ' ! 
Chere S 5 s . My ' \ 
innot ttemnpt aac . 
‘ ' . 
umber tr ft i | ‘ 
; you ft , ws e ‘ 
your stor \ :; . “ 
ve | 
wite hal e ¢ hosp 
meness vet < c4) ~ 
! a) 
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. ” ° ih ms the personal direction of the world’s renowned 
An Outing of the Rig t ort sportsman, Arthur Fletcher, and his able as- 
, ae ae sistant, Jack Hicks, who handed out beautiful 
the ISTE? It s of a Saturday, the 18t Ahe ballad renege. one Leen Saag 0 prizes to the lucky ones. Baseball by the 
r™ L t 3 st, that the writer was seated rows Wee eee vey \tla - Remington-Sholes nine, dancing in the pavilion 
zzing past Atlas vhere it Nad spent the day to the delight of the multitude and other 
Park in ( ‘ He noticed an unusuall bei or on a nquisitiy url or sports, too numerous to mention, were in- 
rd, but in Chicago this is mind, asked the good natured conduct dulged in. “Jolly Max” Frahm, as usual, did 
sae more than his share of the heavy work. 
unde He seated himself at the rear in ordet man, ug ne, “you must ve CON rom Needless to say, all kinds of refreshments 
ind go of the cor I nd t you Vv thats the were served gratis. 
ie ductor and the st the crowd. And t nd-up of the Remington-Sholes pi . he photos, taken on the grounds by Mar- 
%5 1} forward It was eaving jokes aside, judging by u ‘ vin Cramer, the company’s official photograph- 
lous ident to sucl natured crowd (between 406 1 UU 1 er, speak for themselves and show only a part 
nass of 1 nygers lrowned i t] met nd children Tine rd bound of the crowd. 
seiteaiaietilien el luates men who were ning of that eventful day, | ture f \mong the number present not already men- 
onions 1 pleasure-bent From them more enjoyable time could t be nat tioned were the following. 
well-rounded yell gushed t Not satisfied with the little | d see President C. Norman Fay. 
se and ll in period ne set and then at rd, | made inquiries y ft Treasurer Chas. B. Price and wife. 
ht 1] 1 tl Superintendent Marshall B. Sargent and 
wife. 
Purchasing Agent Harry W. Carpenter. 
\uditor William Bryer. 
Foreman Max Frahm and family. 
Foreman H. C. Painter. 
Foreman M. Pfau. 
Foreman C. J. De Mere and wife. 
Chief Draftsman Robt. A. Lachmann 
The event proved to be such a success that 
was decided to make it an annual affair. 


alt 


the prov erbial S 

















ANOTHER VIEW OF OUTING 


REDUCTION IN BRITISH POSTAL 
RATES. 

Following the announcement of the institu 
tion in October of penny postage between 
Great Britain and the United States, the Post- 
master-General (Mr. Sydney Buxton) has is- 
sued a statement to the effect that arrange- 
ments have been concluded with the United 
States for raising the limit of weight for par- 

PRES NT FAY, SUPERINTENDENT AND St OF THE FOREMEN OF THE REMIN N cels transmitted by the official parcel post be 
| a as Ree wa eee tween this country and the United States from 

; W stu t ul uit the t ‘ 4 lb. 6 oz. to 11 Ib. 
be re, W 250 of the best mechanics to be had are work The rates of postage for parcels sent by 
al ¥ pe Sage strenuously to suppy t €1 one this service from the United Kingdom are 
k hepsi 2 t the most modern typewrit on t mar now as follows: 

: sting lince se ployes an outing hi ld be For parcels not exceeding 3 lbs..........1 6 
do we car ng remembered or parcels not exceeding 7 Ibs...........2 6 
_ From I m. to 10 p.3 sort es For parcels not exceeding 9 Ibs.......... 3 6 

les For parcels not exceeding 11 Ibs.........4 6 
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Founpep py Grorce H. PatTerson 


A MONTHLY JOURNAL 


DEVOTED TO THE INTERESTS OF MAKERS, SELLERS AND USERS 
OF OFFICE DEVICES AND SUPPLIES. COVERING THE FIELD OF 
ADDING MACHINES, TYPEWRITERS, TIME AND CASH RECORDERS 
‘OO8B LEAP SPECIALTIES, PAPER GOODS, OFFICE FURNITURE 
AND FIXINGS. OFFERING A MEANS TO GUIDE THE MANUPAC- 
TURER, OFFICE APPLIANCE DEALER, COMMERCIAL STATIONER, 
THEIR SALESMEN AND REPRESENTATIVES, AND REPORTING NEW 
INVENTIONS IN THEIR RESPECTIVE LINES. 


> he gaat PUBLISHED BY 
THE OFFICE APPLIANCE CO., (Inc.) 
HOME OFFICE, CHICAGO, ILL., U. S. A. 
303 Dearborn Street : : Telephone, Harrison 3698 
Cable Address: “Applico—Chicago."" Western Union Code 


CHICAGO, AUGUST, 1908 


Vol. VIIL. No. 3 








NEW YORK OFFICE: 508 Tribune Building 
FRANK E. TUPPER, Eastern Manager 
FRANK RUTHERFORD, Special Telephone, Beekman 536” 








FOREIGN REPRESENTATIVE 
H. E. Robbins, 69 Milton St.. London, E. C.. England 





SUCCEEDING AND EMBODYING 
TYPEWRITER JOURNAL AND Orrice Systems (New York) 
THE OFFICE APPLIANCE JOURNAL (Chicago) 
TYPEWRITER TRADE JOURNAL (New York) 
Tue Orrice (Franklinvilie, N. Y.) 
(The purchase of other suitable publications will be considered 
at all times. Correspondence solicited ) 


MEMBERS OF 


National Association of Stationers and Manufacturers 
Chicago Trade Preas Association 
Chicago Advertising Association 
Chieago Stationers’ Association 
Chicago “Boost’’ Club 
New York ‘Boost’’ Club 
Stationers’ Association of New York 





SUBSCRIPTIONS 
will be received for “Orrtce ApPLiances” at the Home Office of Tus 
Orrick APPLIANCE Company, 305 Dearborn Street, Chicago, U.S. A. 


SUBSCRIPTION RATES AS FOLLOWS 
PAYABLE IN ADVANCE 


United States and |} Year 2 Years 3 Years 4 Years 5 Years 


its Possessions, ) $1.50 $2.75 $3.70 $4.50 $5.00 


Canada and Mexico 


Great Britain, English Colonies, Australia, France, Germany 
Beigian, Holiand and all other Foreign Countries the Equivalent 
of @2.00 a Year, in Advance. (American Gold.) Subscriptions 
must be remitted by Post Office or Express Money Orders 
(American Postage Stamps) or Currency, if sent by Registered Mail. 
ANYONE WHO IS NOT A SUBSCRIBER TO THIS PAPER AND 
WHO WANTS TO FORM A JUDGMENT AS TO ITS VALUE, WILL 
RECBIVE, ON APPLICATION, REGULAR COPIES OF “OFFICE APPLI- 
ANCES” FOR THREE MONTHS AT 25c POSTAGE PAID 
Subscribers may have their mailing address changed as often 
as e 


ADVERTISING RATES, $2.20 AN INCH 


Column wide per issue for recular issues. Time discounts quoted 
on application. The publishers reserve the right to reject 
advertisementa. No advertisement taken for less than two inches. 


Readers in Any Part of the World Who Wish Advice 


on matters pertaining to their line, who wish to be informed con- 
terning manufactured articies, or who desire to increase the range 
of their business, are invited to make their wants known to the 
publishers of “Orrick APrPLIANces " with the assurance that their 
inquiries will receive prompt and careful attention. If they desir: 
eatalogues or price lists on any line, or if they wish to secure the 
names ot responsible manufacturers in any branch of the office ap- 
pliance industry, the required information will be furnished 


WITHOUT CHARGE by our INFORMATION BUREAU. 


“OFFICE APPLIANCES" is absolutely independent and open to a! 
Ita policy and ownership is vested in no other person, firm, corpor 
ation or association except the undersigned. We court a fair dis 
russion of all trade matters and topics of interest to the industry 
Wewille print opinions and answer questions to the extent of 
our ability mission of this journal is to offer a medium for the 
exchange of ideas which will constantly improve conditions, as we! 
wk those interested in touch with each other. If you know the 
b write them and offer your suggestions. If you don't 
them write anyway 
Commanications invited from practical men 
Live topics solicited at space rates. 
Corre: pondents must give their full name and address not ne-- 
@marily {cf prblication, but as a guarantee of good faith. 
Unus 8 reanarcripts will not be returned unless postage to cover 
co Tapa: it me. ‘ 
THE OFFICE APPLIANCE COMPANY 
EVAN JOHNSON, Editor and Gen'l Mer. 


ome _—— 
“Orr cB Apriiances”™ is registered in the United States Patent 


O@ we. Washington. D. C. 


» by the Office Appliance 


Contents covered by Copyright, 1907 
er y. All Rights Reserved. 
entered as Second-Ciass Matter July § 1905. at the Post Office as 
Ciicago Lilipoia, under Act of March 3, 1879. 


OFFICE APPLIANCES 


HE Fourth Annual Convention of the National Association of Stationers and 
Manufacturers, held at Boston, July 20th to 24th, will be a memorable event 
in the history of the organization. The attendance was larger than that of 

any previous meeting. The closing banquet was a culinary and an intellectual treat 
and the entertainment of the week a source of delight. All of these things contributed 

THE something to the success of the event, but the most impressing feature 

NATIONAL of the week and the factor that counts most for the real success of 
CONVENTION the meeting and the perpetuity of the organization was the interest 
in the practical side of the convention—the papers read, the matter discussed and 
addresses delivered. The inclination to ‘‘get down to business’’ was apparent at the 
opening session and continued through the week. A wide range of topic affecting the 
conduct of the business in its various branches was freely discussed, and many valuable 
suggestions were offered by men who have made enviable success in the trade 

The object of the association and its conventions, that members of the trad 

may have the advantage of friendly intercourse and meet once a year for the inte: 
change of ideas that may lead to the elevation of the standard of the business and thi 
increase of legitimate profits, was realized at Boston 


T has established a fraternal spirit among men of the same craft who were former] 
unacquainted with each other, which has resulted in delightful acquaintance an 
enduring friendships and achievement worth all that organization has cost. 

By eliminating the personal feeling in competition through making competitors 
acquainted with each other, it has elevated the business to a higher plane 

WHAT Through its conventions it has given opportunity for the 
ASSOCIATION pression of the culture that pervades its ranks, thus giving an ade 
HAS DONE dignity to the business throughout the country 

In calling the manufacturer and retailer together in common 
eliminated the abuses that affected the business. 

It has acquainted the unsuccessful with the means employed by the successful 
for all have given freely from their store of knowledge. 

It has extended the horizon of the men who have engaged in its deliberations 
in the true spirit, making them broader of vision, higher in ideal and more determined 
in the nght. 
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FFICE APPLIANCES congratualtes the National Association of Stationers and 
Manufacturers upon the selection of officers at the Boston Convention to presidé 
over the destinies of the association during the ensuing year. 

There is cause for congrautlation. The central theme in the work of th: 
national body of stationers and manufacturers has been to cement all interests and to 

NATIONAL unite all sections of the country. President Gerry, who comes fron 
ASSOCIATION New York City, represents the eastern section; First Vice-President 

OFFICERS Irving, the western, and Third Vice-President Courts, the southern 
section. Each of these gentlemen is a most capable representative and will bring to 
the organization a dignity and prestige that assures a splendid administration. But 
in addition to this fact, it very thoroughly coalesces the different sections of the countrv 
which is the basis of all sound and progressive work. 

The Central West is represented by Mr. Stevens of Chicago, whose work for th 
Association and whose interest in its expansion is second to that of no other member 
In Mr. Sperry, an indefatigable worker for the organization, is brought the great Nort! 
west, in which section the Association spirit pervades the atmosphere of the trade 

The other members of the directorate are from the stationers, and each typitie 
force and capacity. . 

HE Fall season is almost upon us. In a few weeks we will have come to the mil 
post of that financial bugaboo about which men have prated with considerabl 
gusto for several months. Money sharks and snappers who could find nothing 

else to enveigle the unwary have inflamed the popular mind with a false and utter] 
despicable notion of “‘bad times."’ We can scarce find in all American history a sing! 
THE instance that approaches the one in question for base motive, nefari 

PROSPECT twixting and malicious design 7 . | 

But we have come out of it with commendable pride. We 

some of us, refused to bite at every ripple, and as a result we are now pretty near! 
on safe ground again. The typewriter companies, the adding machine companies 
and other specialty manufacturers say with one voice that the prospects for the coming 
season were never brighter. The domestic demand is more than normal: the foreig: 
demand greater than ever before. If the balance is had from these two sources hov 
else can we but conclude that the men are still ready to reason sanely and t t 
disc reetly? 

There are no hard times, men 
machine or a duplicating machine or what not now, would not have bought it b: 
this panic business started. Therefore, there is just one thing to do, keep pluggi1 
Do like William L. Douglas, the shoe manufacturer of Massachusetts did, when ask 
by his advertising and sales managers what they should do in view of the depressi 
‘increase the advertising appropriation and put on more men.” 


Those who will not buv a typewriter or adding 
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Around New York 
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ind glad to do so. We certainly expect to see 
numbers of machines in the large hotels about 
the country, and one at least in every respect- 
ible hostelry in the United States. If each 
machine only earns $1 a day there is money in 
it. The Underwood Co. are to be congratulat- 
ed in putting this most useful device on the 
market 

Window demonstrations are always most at- 
tractive. We observed a crowd of people 
around the Monarch window quite recently 
and on inspection found that a youngster of 10 
or 12 was busily operating a Monarch. There 
was nothing extraordinary about his writing. 
He was not a touch operator, but all the same 
drew a crowd, which advertised the Mon- 
irch. Manager Scholes, while admitting that 
the lad was not a fast operator, stated that his 
work did good, because observers remarked 
the youth of the lad and stated the Monarch 
must be simple in operation if a boy like that 
could run it! Good advertising! 

Typewriter salesmen seem to be listless 
creatures for they are always shifting around. 
(One must in fact be pretty active to keep in 
touch with all the movements of men even in 
New York City. To such an extent is this 
shifting around carried that it is not an un- 
usual question to ask of any typewriter sales- 
“Well! Who are you with now?” This 
is a condition of affairs that, we veuture to 
think, does not exist in a like degree in any 
other trade or profession? Cannot there be 
1 little more stability? Is it the fault of the 
men or the managers? The question is an 
open one and debatable from both sides. One 
would think that there is little to learn in 
the selling of typewriters and that Tom, Dick 
or Harry can master the rudiments in one les- 
Is that so, or is it not a reflection on 
the typewriter salesman? Surely it is as much 
of a business, as any other line of work. Then 
why this instability, this constantly shifting 
around? Surely men will do and can do bet- 
ter work when they know they have the sup- 
port of their house. How can one expect the 
best from any man when he knows that at 
the end of any month he may be discharged, 
not because he has not tried for business, but be- 
cause the business through various causes was 
not forthcoming? Other lines of trade are not 
run on this principle and why the typewriter 
trade? Cannot a little heartfelt sympathy for 
the men be ejected into the typewriter busi- 
There must be and always will be some 
times. Can not the typewriter trade 
this as well as other lines of en- 
If not, why not? 
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WILSON AGAIN ON THE MOVE. 

R. B. Wilson, president of the C. S. & R. B. 
Co., returned to Chicago after the Boston con- 
ention, and found the brand of weather which 
Professor Cox has been supplying a little too 
much for his constitution. He has therefore 
again forsaken his lares and penates and has 
gone to California for his annual fishing trip in 
the West, surrounding the Catalina Islands. 

Mr. Wilson says that he can take this vaca- 
tion in perfect freedom from care at the pres- 
ent time, as the late additions to the C, S. & 
R. B. line make it complete enough now to 
cover every want of the trade. 
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American Case and Register Company 


HE American Case and Register 

Company is now building a new 

plant at Salem, Ohio, that will 
complete a corporate organization that 
means much to the specialty field. The 
company is one of the best known and 
has a line of product that will greatly 
enhance the efficiency of office and store 
equipment. 

Some idea of the size may be obtained 
when it is stated that the main building 
has a frontage along the Pennsylvania 
railroad, of three hundred feet and two 
hundred feet frontage along the adjacent 
highway, containing a floor space of over 
sixty thousand square feet, there being 
about one and one-fourth acres otf 
ground under roof. The buildings be 
ing composed almost entirely of con 
crete, steel, and glass, are as near fire 
proof as it is possible to make them, and 
the concrete blocks being given a rough 
cast, the buildings present the appear 
ance of being constructed of granite. The 
buildings being constructed on _ the 
ground floor plan will permit of the most 
modern factory methods being put into 
use, the raw material all being delivered 
from the cars at one end of the factory 
and advancing through the _ various 
stages of manufacture until the finished 
article is delivered to the shipping room 
at the other end of the factory. 

New Idea in Construction. 

The illustration shown here will give 
a splendid idea of the new plant. The 
building will soon be completed and will 
mark a new era in concrete construc 
tion, as they will probably be the largest 
buildings constructed entirely of this 
material in the United States. The desire 
on the part of the company was to round 
out a new idea in factory work and 
the concrete idea seemed to be best 
adapted for this purpose. It will also 
prove the efficiency of the material in 
withstanding the strain and of meeting 
the demands of a large factory. 

So much has been said relative to con 
crete construction for factory purposes 
that the American Case and 
Company determined to adopt the mate 


Registe! 


An Important Addition to the Specialty 
Field. 

rial and in consequence is building its 

plant entirely of concrete. 

The location is ideal in every respect; 
Salem is a good town and Ohio a splen 
did state for such a concern. There is 
little doubt, from all indications now, 
that the company will have more than it 
can conveniently care for when it gets 
into its new building. Inquiries have 
been great and the foreign demand 
promises to be equal in other respects. 
The executive organization is strong; 
the men back of it being thoroughly up 
in every detail of specialty construction. 
There will be no lack in this regard for 
efficient management. And with such a 
propitious start there is nothing to ap 
prehend but a most successful business. 

The Company’s Product. 

The American Case & Register Com 
pany, which is building this plant, was 
incorporated in 1904 with a capital stock 
of one hundred and twenty-five thousand 
dollars and immediately commenced op 
erations. ‘They placed upon the market 
a line of show cases and store fixtures 
which become very popular, but during 
this time they were testing out by actual 
use in the offices and counting rooms otf 
professional men and merchants scat- 
tered over the country various styles and 
forms of account registers, case record 
ers, account keeping systems, complete 
desk Systems, stenographers’ files, ete 
until they have at the present time over 
three hundred forms and styles of ac 
count registers and case recorders adapt 
ed to the use of professional men and 
wholesale and retail merchants. 

In the fall of 1907 the company had 
perfected so many patents of their own, 
together with what they had acquired by 
purchase, that increased capital was nec- 
essary to properly produce the articles 
and place them on the market This 
was obtained by increasing the capital- 
ization of the company to five hundred 
thousand dollars. The sales force was 
gradually increased, and at present the 
company is represented in almost every 
state in the Union. About three hundred 


persons are employed by 
and as soon as they are located in then 
new plant this number will be largely in 
creased, as the demand tor their account 
registers and case recorders is 


of their present capacity. 


THE HOUSE OF ANDREWS. 


[The Washington Times of June 25, contai 
1 most interesting sketch of thi 
paper and stationery house of R. P drews 
Paper Company, of which that affab d es 
timable gentleman, R. P. Andrews, is 1 he 
In part the article says 

Washington can now boast of ot 
teatures, than the tact that it is the ¢ 
and the most beautiful city in ¢t Unit 
States 

It has now the distinction of 1 ntaining 
the largest single business organi it 
kind south of New York. 

This establishment is known as tl R. P 
Andrews Paper Company, manut iret 
wholesalers, and retailers of paper ar tatio 
ery. 

Some idea of the immensity of its trans 
tions may be gained in the information that 
wholesale as well as a retail busin: f bu 
ing and selling paper and stationery is « 
ried on by the firm. 

R. P. Andrews Paper Company 
tically every business house of import 
this city ofhce supplies, wrapping paper, twin 
etc. They also furnish a number of widely c1 
culated trades papers with materi besides 
supplying the Government with the | 
otheial stationery and paper that hipp 
ind distributed all over the world 

The retail stationery department presents 
inother revelation in present day eft 
operation. Under the direct superintende: 
f O. P. Merryman, this branch of this gig 
tic business is one of the most <« 
stocked and outfitted departments in existenc: 

It astounds one at first sight to learn tl 
this is but a branch of a larger busin: 
not a single enterprise operated independent! 

From the finest of linen and bond 
to the lowest priced note paper, everything 
this line is shown here in a wider a 
than can be found elsewhere in Wa igtor 


So widespread a respect is held f 
of this branch of the R. P. Andrews Paps 
Co.’s organization, that a well-known expr 


rg 


sion among active buyers of stationer lt 
like is: “You can find it at Andrews.” Thu 
firmly is their reputation for handling t 
largest assortment of goods b] 

minds of the trade and public 
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CONTROL CHANGES IN UNIVERSAL. 


The news came on the rning of July 16th 


that the Universal Adding Machine Company, 
St. Louis, had passed into the control of en 
tirely new interests. This immediately started 


bunch of rumors, most of which, as 
isual, proved to be untrue, particularly when 1 
was said that the Burroughs Adding Machin« 
Company, ol Detroit, with whom the parties 
who purchased the controlling interest in the 
Universal are associated, had purchased the St 
Louis company. 

From those who have generally been familiar 
with the Burroughs policies it was gleaned 
that the Burroughs company has in no way 
assumed any responsibility in connection with 
the Universal Company with its machine, 
nor for its debts or obligations It is inter 
esting to note, in view f rumors that “the 
Universal machine could now be sold on 
moral guarantee of the Burroughs people’ 
that the Burroughs Compnay does not in any 
way stand behind any guarantee that may have 
been given by the Universal Company or its 
agents covering repairs to Universal ma 
chines or their correct operation. 


The principais in the syndicate purchasing 
the controlling interest in the stock of th 
Universal ar¢ Joseph Boyer, president of the 
Burroughs Company; \lvan McCauley, its 


general manager; E. P. Wenger and A. J 
Lauver, all of Detroit; and J. O. Kroeger and 
G. A. Buder of St. Louis It has been given 
out that the syndicate has acquired about 
three-quarters of the capital stock of the Uni 
versal Company and bought up a $300,000 bond 
issue which was outstanding The details of 
the actual money consideration, however, are 
withheld, but a statement is made that these 
figures do not approach t total indebtedness 
of the Universal Company, which has not been 
a financial success, although it has been op- 
erating almost continuously for a number of 
years, the first machine having been marketed 
about ten years ago 

It is pretty generally understood that no 
plans have been made for moving the Uni 
versal business to Detroit, or annexing the 


Universal business in any way to the Bur 
roughs Company, which is a $5,000,000 con 
ern, and has been one of the most conspicuous 
successes in the office specialty field for the 


past sixteen years. 


New officers for the Universal Company 


vere elected is follow (y \ Buder, St 
Louis, president; Mr. Alvan Macauley, vic« 
president; Mr. H. A. Hoagland, secretary; Mr 
J ©. Kroeger, treasurer Mr. ¢ H. L. Flinter 
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The VALUE of any Merchandise 


must be gauged according to the rep- 





utation of the maker and the standard 


of his goods. As goodness and cheap- 





ness can never affiliate buy the best 
trom the maker of the only best. There 
in “‘our line.”’ 


>®> 1s great “‘value 








az Typewriter Ribbons and Carbons 








Our goods DO appeal | 
to the most discriminating 
user. 


Their quality and rep- 


utation have made a 
positive market for them. 








5 All of this means a REAL LIVE 
a, ADVANTAGE to the DEALER. 
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NEW DEALERS FOR ADRIAN 


Godkin Brothers is the nam« w fit 


Offices in which has opened a Stationery 


| Offices in , 7 fear aguead «tae 
Principal Cities ce supp!v store in Adrian 








rm 1 omposed of Don R. G 
a | 





| Principal Cities 


ham L. Godkin, both young 1 

In aggressiveness, and who are 
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Advertising The Same 
by Machinery Girl Can 
Gets Tura Out 
Prospects 20 Times 
for Your as Much 
Salesmen THO GELLA COT Ft. CQ Work 
100 PURCHASE ST 
BOSTON MASS, 
! 
i oe cs ce | 


IN YOUR BUSINESS you have occasion to do addressing 
THE ELLIOTT SYSTE! 
WITH YOUR MAILING LIST the Elliott Addressing Machine will enable 


you to keep in the closest possible touch with the man vou want 


is a speedy, accurate and. easy method of doing it. 


to reach 


new life in the 


ITS EFFECTIVENESS IN GETTING PROSPECTS puts 


selling end. 


PRINTS 2000 ADDRESSES PER HOUR or 


with unerring accuracy. 


Elliott Addressing Machine Co. 


99 Purchase St., Boston, Mass. 


anything and everything 
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The Handy 


Hammerless Tack 


White and colored Celluloid Heads for 
Pictures, Decorations, Curtains, Signs, Dens, 


etc. Also numbered, lettered and special 
imprints for advertising. 

Brass Heads for Artist's Schools, Dress- 
makers, etc. Brass Embossed Numbers for 
Window Screens, etc. Steel Heads for ordi- 


nary use as a handy tack. 


Hawkes-Jackson Co. 


38 Murray Street, New York 
On Sale at Stationery, Hardware and Art Stores 
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Do You Know 


The longevity of most Carbons 
and Ribbons is caused by 
excessive inking. 


BUT IN 


PEEREESS 


Carbons and Ribbons 


This end is attained by the QUALI- 
TY rather than Quantity. 
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PEERLESS CARBON AND 
RIBBON MFG. CO., Ltd. 


176-178 Richmond Street, West 
Toronto, Canada 
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What Becomes of All the Repairmen 


you can seldom find anything said, for o1 

against the repairman, never a_ cheering 
word, only once in a great while a kick or a 
knock, 

What becomes of all the repairmen that are 
broken in, in the multitude of typewriter shops 
throughout this country? Why are there so 
few really good men found in the different 
shops today. It is true that by looking, and 
hunting around, the seeker will find managers 
who started their career in a repair shop, but 
before they could hope to be anything but 
repairman they had to throw that calling as 
and start over again as a typewriter salesmar 

Then supposing that the repairman is a 
really good repairman, he will generally find 
that there is no territory, that can be found 


¥ ALL the writings of tyepwriter news 


1 


ic 


to be open, or the one that is open, is the one 
where the manager puts the salesman, w 
is slated for a blue envelope, but it is nec 
sary to hold him under the company’s contre 
until his past deals can be straightened out 
Now the repairman, after his interview wit 
the manager can go back to his work, and by 
sticking at it will some day be made forem 


in this exalted position, he has béen told, he 


can rise to the extent of twenty ve dol ; 
per week, with a possibility of more, but | 
have found that twenty-five dollars is consid 
ered the limit, and very hard to get While 
some other man has been picked up and giv: 
a try out on a territory, suddenly opened, w 
knows nothing about a typewriter heat 
nerves, and some of them | have found cou 
not remember which way to turn a screw, t 
tighten or loosen, long enough to remove 
little tension from a machine, to satisfy an 
operator, drawing ten, sometimes fifteen do 


lars, often for months before it is found 


that his trial re still trials, getting the 
enamel worn nd knocked off the corners 
making a very hard job to ever put the ma 
chaines in a salable condition again Chet 
coming in and throwing up the job, saying on 


the quiet, “I only took the job to hold me ove 


while waiting on another,” which he had watt 


ing for him, but was not ready to fill 

This sounds as though written by a sor 
head, and most salesmen and some manager 
will class it as such, but as I have heard in 
museum I used to visit as a boy, when the lec 
turing was describing a freak, “It may sound 
strange but nevertheless it is a fact.” 

Classifying the Men. 

Now for what has become of all the repair 
men who have started in and learned to repair 
machines, most of them have some other trade 
which has temporarily failed them 
men we need not class as repairmen; they de 


} 


not look on the work as amounting to thei 
consideration, and of use only to keep them 
going until their regular trade brightens up, 
but on account of this kind of workmen the 
These men never do 


These 


wages are helped down 


make a man who knows anything mors 
to tear down and put up; if they happen on 


something they don’t understand they ask th 
foreman, and then forget all they were told 
immediately if not sooner Then there is the 
tramp repairman who travels from town t 
town, working any place he gets job 


mostly for less than good repairmen can worl 
for and support themselves and _ possibly 

family 
as a rule they are men who know how to us: 


These men have to be considered— 


their heads, and when they have the neces 


Sary material to work with, can do first class 


work and if it should h ippen th if the \ mea 


In Which a Repairman Gives Some of the 
Side Lights Connected With a Repair 
Shop—Learning to Repair, and 
Being a Repairman. 





By Doctor Val 


broken or worn part which ought to be 
placed, and not have the part t 
with, I have seen them repair the old pi 


displaying ingenu 


replace it 


tting it back te place, 


it would do credit to any trade or protes 
S101 Their knowledge picked up trom p 

place gives them insight to the different 
vays of working, and by keeping it under his 
nat can apply it when needed, but they can 


not be depended on to stay on a job very long 
These repairmen I have called tramps, ar 


not, as the word suggests, bums It is their 
love for roving that keeps them moving m 
lace to place, and gets them the name, and 
gain they cannot stand to stick in one shop 
ry long, as working on the same ma 
er and over gets monotonous, t t 
soon hunt up other jobs even in thi 
town, with the exception of in a second-] I 
shop, where they handle any mak 
“hing It is seldom that winter 
vhere sun eft then 
l und more this class epairni i 
Ne York City tl ! invw eis | ( 
hey < on iin < a ) ( 
t 1 could mentio1 ind we stly Fe 
retting b somewhere S< I 
vhere they \\ King, ane I ari t 
the 
The Real Talent. 
Now there re the boys who start 
ub boy t ( repairing as trade Lere 
material I like to deal witl t 
bitiot nd xious to learn it l 
} these bovs should be given t 1 
ep he ( but I V tten ft y c 
t I ive seen places wher bov le ng 
eld back and often discouraged fron 
taying at the work long enough to get va\ 
m the scrubbing bench, and even sticking 
they were given the wrong directiot 
king the fine and close adjustments, si 


is far as | could reason it out, to k 
them trom becoming too good on the work 
There exists the hazing; that exists in every 
kind of shop for an apprentice, but I have 
noticed it is not carried on to as great extel 
s in some other trades I was sent to an 
rtificial limb store to get 
self, but I was wise on that and went out as 


f I did not know any different, going to th: 


paper nnger, my 


ball game, returning late in the afternoor I 
vas not sent out hunting anything iny more 
but here [I am getting personal and off n 
ad, something to be avoided. é speciall 1! 
learning to repair typewriters It is a case of 
k t t and the boy who has what I will 
mechani ead, and will learn t se 
hy stickin . the wet ; Siilie 
vl h he can . ! rv roe t 1 tnis 
de salt % ided he can speak tl 
. ngeuages wwhere ; thic t 
1 \ 
The Making of Men. 
\ + mee f these b 
\ ves ery t t \ 
| nough to be ' ' 
] mediately think that the, wht ¢ 
, = 1 » nay as some ‘ ‘ re 
vho have been working for vears at tl york 
1 start to kick f more money, wl they 
1 Hy et ntil every three 1 t 


think th: ught to get a raise in salary. They 
will not ten to reason, and finally t al 
start out as helpers or apprentices 

other trad which they tind 

are times when the weather stops 

and for various other reasons, at the end 
year they have not received nor earned ne 
as much money as they would have receiv: 
at a typewriter repair bench l am glad t 
say there are some that stick, and | know 
several who are foremen today, with famuili 
ind supporting them, besides saving mone 
every week, who started in as scrub boys 


1 have mentioned money several times du 


ing my tale as that is what we are all work 
for and need to make ends meet with, but 
not think that money is all there is in t 
world to work for, for the man who 
thinks of pay day and quitting time, need 
expect ything else, and very ral y 
thing more than what is coming to | 
The hal watching the c 1 dr 
ping \ t s on the minute, while it ts 
necess rk longer tl t 
ery ne that is found y shoy 
Stop t k, were you on t ) t 
minut morning Has b 
times at hich you were sick for day 
longer, and the firm paid you f full week 
Cher n it does happen that t 
1eed elp a little longer t 
puir dont you think t - 
that you help him out P 
Making it Worth While. ‘ 
rf things, little things, that go | 
nd the s ( 
Heari ertain 1 or 
ce! ll nec c 
that the tim« Lon = 
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Vil ked t their b st t 
nd t the events requiré K¢ 
rl} Té where the 
fron nd to be a foreman, wl things I 
keeps orders up to date and work moving 
is nec sary r him to understat tl v t 
from the bottom up; they cannot stop tl 
but must apply their knowledg: 11 ble 
use it whe required. If aft t if 
i foreman things fall off in \ 
is bound to be a new man on tt b | 
Mond rning. He has to} } ' 
dies 1 the ills of the 1 
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A BIG SOUTHERN INSTITUTION. 
Standing in the very forefront of the 
South’s commer 1 institutions is the Brandon 


Printing Company, of Nashville, printers, 

lithographers, engravers, stationers and blank 

pot ners eddon co's Une ef oes o to the Man Who Handles 
The company was organized 24 years ago in 


gl lpaden elgg bghe P< the Correspondence 


| 

The original quarters were on Second avenue, 
north, just across Union street from the pres 
ent commodious premises The capital stock 
was $20,000 and the first officers were C. D 
Longhurst, president; O. M. Yeargin, secre- 


tary, and C. H. Brandon, treasurer and man 
ager 

In a few years the management found that 
the original location was far too small to ac 
commodate the fast expanding business, being 
a house only 24 by 100 feet, and the present 
site was purchased and on the ground of the 





old St. Charles hotel the company erected a 

large, neatly.appointed building, six stories 

in height [he progressive step required the 

increase of the pital stock to $50,000, and the a ; 4 

removal was made in 1902. The officers of th Perhaps he has been waiting from 8 o'clock until 10 for 


company at that time were J. N. Brooks, presi 
dent; H. A. Meyers, secretary, Mr. Brandon 


pemasming in the position Of manager ‘ane Maybe he is staying after hours reading and signing 


a stenographer who is tied up with yesterday’s work, 


treasurer Mr. Meyers w ifterward suc : : 3 : 
ceeded by John R. Frizell | letters brought to him just at closing time, 
Already the company covers the territory | ; ; ; 
embraced in the states: Southern Virginia. Pe ssibly he is re-dictating all of yesterday’s letters be- 


North and South Carolina, Southern Ken cause nobody can read the notes of his absent stenographer, 


tucky, Georgia, Florida, Tennessee, Alabama, 


a neteguentitcr “i Lasige +) o Pggre | Or maybe he is dictating and trying to think what 
Nine men e required to « er this held, this | F ; ; : : : > 
number being on the road constantly to look answers he had in mind at the time of opening and reading 


ifter the interests of the establishment his mail 


I 


The company employes an average of 300 


people and its pay roll, exclusive of salaries, 


imounts to over $14,000 | month. One of 


Every dictator’s day is filled with delays and annoyances 
the chief reasons of the great success of the of this kind and such conditions insure a welcome to the man 
company is the pride that the employes of th who comes to them with the story of the 

house have in their work. The company never , 
had a grievance that originated within its es 


\ 7 2 
Pee ae Se ee Edison Business Phonograph 


with the house 





To enumerate the character of stock and the We want dealers in all cities to equip business houses 


coccargpes f Ser teed aatane thie anc. eae with the Edison Commercial System, particularly men now 

sho “s -, dees ‘ a + Se engaged in the sale of office appliances. 

pe acer ee psig Baewe “2 The Edison Business Phonograph is now an established 

ae bis dit g, b ie te k making, iob heir sselaiag office necessit) and 1s proving its worth in hundreds of large 

sveoedle a ~~ shorey ie ee pata mercantile institutions throughout the country. Only estab- 
g bels and othe lished, high-grade dealers will be considered. Write for 
mie l g by all know 


Dre position. 


von |e soso" 1 Edison Business Phonograph Co. 





TRADE MARK 
A CLEVER CATALOG. Q Edivon. 
Byron Weston Comt s new catalog is 
ust issued ving sa list, sizes Main Office and Factory, 205 Lakeside Ave., Orange, N.*J. 


‘ . “nf nam f d . : R, Beate cae 10 Fifth"Avenue, New York 304 Wabash Avenue, (next to Auditorium) Chicago 
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Plant Your 
Capital Right! 




















Ever notice a type- 
written porearar® begin- 
ning with a capital letter 
away out of place? 


Looked badly, didn’t it? 


Probably the operator's fingers 
were tired shifting a heavy carriage. 


There’s no carriage-lifting with 
the NEw MopDEL 


L.C.Smith&Bros. Typewriter 


The types, themselves, are ad- 
vanced to capital position by an easy, 
ball-bearing ‘lypebar Segment Shift. 

Printing point stationary — insures 
a clean impression. 

There's also a Shift Lock which gives 
you all capitals when you want them. It's 
right in the keyboard—handy. 


All about it in the Free Book. 
L. C. Smith & Bros. Typewriter Co. 


N.Y., l 


SYRACUSI S.A 













Head Office for 
Europe, Asia and 
Africa: 

# Queen Victoria 
Street, 
London, I. ‘ 


ALI 
the 
writing 
ALWAYS 

in sight 








A ROLL-TOP DESK Made a Convenient Typewriter 
Cabinet by attaching the 


U J DISAPPEARING STAND 
With U J, a roll top or other desk is addi 
tionally atypewriter cabinet. U J is new 
U Jis useful, but is nota user of floor or desk 
space. Solidly attach typewriter base board 
to stiff platform frame of U J and the type 
writer may be swung quickly and easily into 
position for use, and swung as readily be 
neath the desk, back of the kneeway and 
out of the road Act to-day in getting in line to 
handle U J. U J is a live proposition for live dealers. 
Descriptive literature of U J on application to 


The DISAPPEARING STAND CO., Toledo, O., U.S.A. 
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SHORTHAND BY MACHINERY. 
In yet another field of activity mere manual 
by 


machine has 


is. threatened with dispossession 
At last a 


dexterity 
mechanical ingenuity 


been devised for writing short-hand—a ma 
chine so simple that anyone can master it, and 
so efhcient that even the highly-trained sten 


ographer cannot hope to do more than rival 


it. The “Stenotyper,’ as this wonderful con 
trivance is called, is in bulk and weight a mere 
fraction of the standard typewriter, and can 


ré idily be worked on the operat r’s knees It 


is just six keys, and by permutations and 
combinations of these six keys, taken two 
three together, a complete alphabet is built 
up—an alphabet of dot and dash, similar in 
kind to that of the Morse code. The learner 
has simply to commit this alphabet to mem 
ory, and the machine will do the rest 

















THE STENOTYPER 

With less diligence than is often devoted t 
the acquisition of a mere parlor-game, any or 
dinary person should be able to write “steno 
typy” at quite a serviceable speed. This new 
shorthand is not based on phonetics. Its units 
ire not single sounds, but syllables, many of 
which can be formed by one touch of the hand 
on the keyboard. As if playing the piano, the 
operator simply strikes a chord and imprints 
i character decipherable to the trained eye at 
i glance. Unessential vowels and consonants 
can be dropped out, for the grouping of the 
symbols indicates how they are to be read 
Thus the second conspicuous advantag: 
the Stenotyper is attained—that the “note 
vhich it writes is legible, not only to the oper 
tor, but to anyone else who has mastered thi 
ilphabet There have been shorthand writers 
in the old way who could not ways read 
their own notes; and few have been those wh 
ould read the notes of oth rs, tor the reaso1 
that the stenographer invariably “adapts s 
system, until it becomes a mass of m 
less arbitrary and corrupt outlines meaningless 
to any eye but his own 

Willful idiosyneracies and accidentally in 
perfect outlines can not be introduced t 
stenotypy The note its necessarily correct 
in form and, therefore, legible t ll sten 


typists and at any distance of 


great advantage of the machine its that it 


be used with equal facility for any languag: 

provided that the operator knows that lar 
guage At a private demonstration the é 
day, the same stenotypist correctly reported 
unfamiliar or improvised passages dictated 1 
English, French, German, Latin 1 Hebrew 
With pain and travail the ordinary phono 
graphy can be adapted to other tongues; but 
this machine is, so to speak, a natural poly 
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THE WRITERPRESS COMPANY. 
Report Writerpress Company indi 
| growing business in spite of 


dull s¢ 


It is rumored that the mpany has recently 
paid a dividend, which, in face of the recent 
business depression and the natural obstacles 
to be overcon in establishing a new busi 


ness (and the i 
were sold only a little more than a year ago) 
is a phenomenal rec: 

We are informed that there are more that 


eight hundred Writerpresses now in us¢ Not 
only in the United States is the demand grow 
ng nstantly, but foreign uuntries are tak 
ing large numbers Germany and England ars 
placing regular monthly orders, and several 


South American countries have been opened 


by representative dealers vho will push the 
Writerpress there r} Philippine Islands, 
Mexico, New Zealand and Austria are all re 
ceiving regular monthly ipments 

The improved Writerpress with the tubular 
steel stand, highly nickeled and enameled, 
makes not only very useful office printing 
1achine, but also adds largely to the attrac 
ive nee equ nent 


css ‘?) < i hil i 
rhe Writerpress Company is to be congrat 


FIRST ANNUAL OUTING OF GLASGOW 
REPAIRMEN. 

0th of June, will long be re 
nembered by the typewriter repairmen 

Glasgow as marking a step towards unanimity 

by the men in Glasgow employed in this work 

Mr. McEwan of the Elliot Fisher Co., and 

campbell of th fammond, going on 


H. C. Camp 
their own initiative nd prompted with the 
good advice of several other men in the trade, 


low workmen together to join 
1 an excursion and picnic to Loch Lomond 
The day selected was an ideal one, seldom do 


we find it excelled in Glasgow, so with the 


weather at its best a gay party representing 
In very machine s |! in the city assem 
bled at the Central Stat I t 1:45 \ special 
train had been engaged. t!] boys were soon 
iboard en route lor Ba | and Loch Lom 
nd Arriving there, a visit was first made t 
tel, wher rrangements had previously 
made bv Mr. McEw for our comfort, 
nd the S] Ci | ground iT rded ample scop¢ 
imu | then select 
| pre 1 double key 
} n game of for 
ba I I r side would 
n Ler I ] d to offi te 
ré one, the ful 
yl ( 11 12-4 defeat 
s of variou 
1 b Wa Nl de 
and brusl 
t 1 substant 
‘ } d rved in 
2 M i ( \ 
t d with 
iv. a 
,? _ «Sy 
+ i ot (y v \ 
hi epli re en b 
les Mf { pbel d M 
€1 
\ red i | 
eT g d + 
k at this time 
p ne shad VS 
left I mond in tl 


t that the first W riterpresses 
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THE SAUNDERS SEALER 
IS A SMALL ONE-MOTION 
DEVICE WITH 
WHICH AN 
OFFICE BOY 
CAN MOISTEN 
AND SEAL 

2X \ENVELOPES 
Spon ane eres AS Re eee ee 
AS WITH A BIG MACHINE 








T carries its water supply in the rubber fountain in 
the handle and applies the required amount of water 
to the pad on the metal extension to keep it at an even 
degree of moisture. It can’t gum up, leak, rust or 
corrode. It is made of brass, heavily nickel-plated and 
beautifully finished. The pad can be renewed for a 


few cents. 


It Seals Envelopes, Packages, Catalogues. 
Moistens Stamps, Labels, Tags, Etc. 


Retails for $1.50 


Dealers who have taken the agency are 
getting big results. Don’t delay. 


IT IS THE ONLY PERFECT SMALL ENVELOPE 
SEALER EVER PUT ON THE MARKET 


VJ ed ai here on receipt oO} price 


BIG DISCOUNT TO THE TRADE 


WOODSON L. CRAIG COMPANY 


SOLE MANUFACTURERS 
693 Mission Street, SAN FRANCISCO, CAL. 
ALFRED HALL, Sales Manager 











SS ee Qs ke 





62 


OFFICE APPLIANCES 





| Simplex Automatic 


HAND 


Western Electric Co 
Borden's Cond. Milk Co 
Cluett, Peabody & Co 
R. G. Dunn & Co 
Merganthaler Linotype 
Company 
Success Magazine 
Illinois Seed Co 
South Bend Watch Co 
Office Appliance Co 
Plumber's Trade Journal 
Parker Pen Co 
Spencer, Trask & Cy 
Colorado Tel. Co! 
Chatt'a Brewing €o 
Nat’) Bank of Commerce 
Nat. Copper Bk.(N.Y.¢ 
Henry Bosch & Co 
Rex Co. (Austria 
Bank of Montrea 
Lawrence Barnam & (: 
Hungerford Brass Cé 
Fels & Co 
Niles-Bement- Pond 
The Royal Tailor: 
Redmond & Co 
}. E. Linde Paper Cx 
Baldwin Loc'm'tiveWks 
Central Union Gas. Co 
US. Pidl’ty & Gr'n'teCo om 
Inter. Stock Food Co SIMPLEX E&ECTRIC 
Fourth Nat. Bk. (N.Y. READY FOR WORK. 
Nat. Com. Bk.(Albany) | ™ . 
Clarence Whitman & 





A successful machine must 


Envelope Sealer 


Used and Recommended by People YOU Know 


ELECTRIC 


Marshall Field & ¢ 
Montgomery Ward 


Co 
Pennsy ania R. R.¢ 
U_S. Dey of Ag 
ture 
S. Dep LU) 


General Electric ( 
Colgate & Co 
Curtis Pub. ( 

Phelps Pub. C« 
A.G. Hyde & ¢ 
Geo. Borgfeldt & ¢ 


Inter Tex K ( 
Hapgood's, I 

Nassau Bank (N. Y.¢ 
tm Se ( 
Chicago Tel. ¢ 

Be Tel. Co. of M 

S. V. B. Dry Goods ¢ 
F- WW ‘ ( 
Ws't'r \ ( 
Hartt Fire | ( 
N.W.M Life { 
Da C. Cook | ( 
> b Ma 5 

Co 

‘irard Na | 

4. D. Matt " 

L ~ ( 

( tis-Bla 

I " Ir ( 


handle its work in as 





nearly a human way as possible 


The Simplex 





moistens the flap, closes the envelope and holds it 





under pressure until it is dry 


There is no other ma- 





chine on the market that does this If you want a 





Sealing Machine you must buy the Simplex. 





90 West St., NEW YORK 


The SIMPLEX MFG. CO. 


108 La Salle St., CHICAGO 


FACTORY; GRANBY, CONN. 








Old Valley Typewriter Papers 








Are Always uniform. Write for Sample Book and dealers’ discount 


THE RANSOM-PARKER CoO., 


Selling Agents, 


57 WARREN STREET, N. Y. 


Also Valley Congress Linen Bond and American Ledger. 








THE FOLLOW-UP LETTER. 


By C. Vermilyea, Winnipeg. 


An important item in the advert g cam 
paign to! lirect orders is the follow-up let 
ter. Every man reads a personal letter, and 
the success of the circular follow-up depends 
largely upon the quality of work turned out 
by the printer of the circulars These circu 
lars must be made to match the work of the 
typewriter in order that the address may be 
filled in without leaving a means of detecting 
that the letter is a circular Chis s been 
tried with more or less success some 
time, but with the new inventions now on the 
market it is quite possible to tur it circu 
lar letter that will make a perfect mat wit! 
the work of the typewriter Ch fact, 1s 
being done by firms in many Amer n cities 
as well as firms in at least two Canadian cit 
ies, nal y, Toronto and Winnipes 

The difficulty of getting your prospect t 
read your advertisement 1s overco1 by this 
pert tched circular, whicl 1] 
tents ( urposes pet l} 
probl securing readers ft 
tisin re solved, it 1s ne n y 

nsi ding of that t 
he ( to wl 
vill a 

l g piece of 
mat not try to ¢ 
erl l in that machi 

t ( vors to build 
1gnt ndled Ss p I 
en é 1 d tre t 1 
the ie 1 
tio ! 
the prospect impre 
point is desired shot b 
work utho t the cir 
prosp only 1 that 1 \ 
impre | his mind, but 
p \ 1 W res I 
zood has been accon p 
is not yet; when you have the ord you have 
only started Upon the quality t goods 
ind t honesty and dispatch 
ders are handled, depend the cust er’s 
den the house, especially 
tior by ma 
| ( red ine « 
Sati ( custome 
SI g back wit 1s l 
y‘ p is not good é 
n id reap t é 
ta ¢ \ eft 
~ 1 ~ | ry } 
( T \ ¢ p 
ti k 
ne Ww 
City of Wi 
d every 
t sking 1 
d ey 














he 


surely pay big dividends on the money invest- 
ed in stationery, time and postage. The ordi- 
nary kind of circular will, of course, find 


v 

the majority of business houses, but the prop- 
crly matched imitation typewriter letter will 
be read, at least, by someone in _ authority 
“What's worth doing is worth doing well” ap- 
plies with force t the circular letter. In 
matching a circular the typist should bear in 
mind the fact that a heavy stroke on the key- 


board gives a deeper color to the work and 
vice versa. It is, therefore, a simple matter 
to vary the color of the address to match any 
slight variation in the color of the printed cir- 
cular. Another point to watch is the comas 
and periods In the printed form these d 
not punch through as they do on the type 
writer, and 11 rder to overcome this it is 
necessary t give a very light touch when 
making these characters in filling in the ad 
dress, thus leaving the back of the paper un 
der the addré ! sn tl is that of the 


printed porti 


J. V. WILLIAMS INVENTS AIRSHIP. 


Watching miniature ying machine was 
the exciting sport provided last month by J. 
Newton Wi ms, the inventor of the Will- 
lams typewriter and of the helicopter which 
bears his nai nd which Mr. Williams confi 
ently belie, is the: t practical flying ma 
hine that ver lifted itself off the ground 
Mr Wi il < xp! ine to the denizens 
lowest air stratum that a helicopter was a 
lirect lift” 1 ne, a rt of whirligig, which 
bores its w rticall I bliquely at the 
vish of the perator in the air like a huge 
I eV 
Mr. Willias r the 1 t year has been 
irking at mmondsport, N. Y., where the 
Curtiss motor cycle 1s made, and where the 
\erial Experiment Association, of which Dr 
\. Graham Bell, the inventor of the telephone, 
is head, has been making flights for the last 
Mr. Willias has « tructed a full-sized 
ichine whi lifts it f and a light-weight 
n, but just ittle 1 f power 1s needed to 
ive é rolonged flight 
The motor 1 used 1 4{)-horsepower Cur 
s &cylinder, weighi: nly 147% pounds 
vithout the flywheel, or about 160 pounds with 
t 1 t led I rbureter is used 
Che full-sized machin 
ighs arout 500 pounds, and this light mo 
| ercial mot 
\ S ( ims 
Fre lifted it with 
lly from the 
ground int preset many witnesses It 
r of n 


CHANGE IN MAGAZINE MANAGEMENT 





eaceful repose in the w iste paper baskets of 
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THE BAIRD 
CHRONOGRAPH 


An Automatic Calculating Time 
Stamp. Indispensable for Timing 


Jobs in Factories 
“ “ Machine Shops 
“ Printing Shops 
“ Foundries 
Telephone Toll Conversations 
Wagon Deliveries 
Billiard Games 
Bowling Games, Etc., Etc., Etc. 


The type of dial to the left indicates the money 
ilue of elapsed time at 40c per hour, 





A Superb Machine at a Ressonable Price. 
W rite for Bulletin No. 257. 


Baird Manufacturing Co. 


1596 Briar Place, Chicago 











“The Capitol” 


iandsome 

















Ink Sta r home or 
tructed 


pies 














a broa flat base to 














£ a yanda 
grace lome-shaped 7 i 
- nt . . id the | No. 6 Two Pressed Glass Stands 
’ 


a , ap aye aaa and Base,. «ois. ef 
Pressed Gla 50 a No. 7 2 Cut Glass Stands & Base 3.00 


Pr ted b from 
Air a Dust, the Ink 
! er Evaporate 

I ! always 
ler ear and fluid 


ast drop is 
1 
smaii 


un- 








theright | No. 25 Capitol Inkstand, with 

f ime All-Glass Pen Rack....... $ .75 
- ; € No. 26 Two No. 25 Inkstands on 
0 Capital inkstand ° <0 Oak or Mahogany Base.... 2.50 














Send for Catalogue of Office Specialties and Trade Discounts 


Cushman & Denison Mfg. Co., 240 W. 23rd St., New York 











BUY A BURROUGHS 


ne, but who does not want to pay the price for 

I nt t Rebuilt Burroughs for ten days’ trial. These mac hines look like 
es and cost only a fraction as much, Don't 

ife in the meantime, but buy a REBUILT from 





JOHN A. DOUGHERTY, 3/2 Equitable Bullding, ST. LOUIS, AC. 
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Designers and Engravers 


Halftone and Zinc Illustrations, Wood 
Cuts and Electrotypes, High Grade 
Booklet Printing, Steel Die Emboss- 
ing and Copper Plate Stamping, &c. 


Samples and prices on request. 











—— 





‘ 

















MILWAUKEE, WISCONSIN. 

















BUSINESS IS INCORPORATED. 


For mparatively one of the younger 


cerns blishment 
is more 


the Ny« 


ving of favorabl: 


Welty Company, wl 


cated in Suite 1302, Hartford Bui 

This mpany has had spl ndid 
from the start, which has steadi 
in volume, until now, in order to ke { 
with the same, and increas¢ faciliti 
been found advisable to organize 
company \s a result we have the } : 
Company incorporated under the 
state of Illinois, with a capital of $10,000 
the purp conducting the manuf 
sale of ynnery and office supplic t] 
aforesaid ition, but on a larger scale tl 
before I president of the compat E. 
L. Nye, Wm. A. Welty, the v 
dent, and Gi B. Holmes, secretary and tr 
urer, are experienced men in this 
tivity, wil have won success be 
have They stand deserved £ 
in trade and business circles, and are 
men wil every representation 
plicitly relied upon 

The Nye-Welty Company are repres 
the Sawdon-Mears Company of Galesburs 
who manufacture a fine line of enve 
among them being the Peerless Safety Er: 


velope, made of a good grade of rope paps 


stock; it has unique, patente d 
fastenin without sealing Since tl Nye 
Welty Company is handling thes: 

its sale |! increased extensive 
manufacturers are busy in turning 

ders They are also western repr 

of the New England Envelope ( 
Worcester, Mass., who manufacture i 
in the way of envelopes. They |! 
agency of the Educational Tablet (¢ B 
ton Harbor, Mich., makers of a ( 
tablets, ster iphers’ note books, 

school tablets, spelling tablets 

thing that is made in paper, in this 
Commer Paste Company of ¢ ( 
is rept ted by the Nye-Welty | 


Their manufacture 
cilages, glues, et 

the Welty Fountai 
Dep Sit Sit File 
Leak” 
the Clinch Clips, 


liam A. Welty Co 


xX’ 
VOCw 


addition, t y place « 


speciait nd nove 


“SUPERIOR” 


Their own pr 
Ity Ink 
Wel 


n 


embraces off 


Pens, We 


& Binder, 


Idea” self 


and 


those mad 


of Waterl 


; 


W 


PAPER FASTENERS. 


The St Manufacturing ( S 
Ohi ing a ready marl 
fastene This is being augme 
vertis gn in i numb 
tions mth is showing 
ver p ecords Chey ar A 
1 mi n and 
rate 25 SU per ¢ é 

The s itages cl 

' 
peri s that it 
securely y ier, being 
prongs gripping the paper 
ind preventing pivot action of 
They be used repeat 

Tl good fas 
bett lay when t 
vices I 5 n influe 
people We p 
perior Mi ( continued g 
pre SeT T t té 

? 





UNDERWOOD SUES FOX. 


[The Underwood Typewriter Company has 


instituted two new suits against the Fox Type 

. writer Company, of Grand Rapids, for in 
fringements of patents No. 633,672 and No 
811,183. The Underwood also has a suit for 
damages involving the Gathright tabulator pat- 
ents which is set for argument in Grand Rap- 

ids September &. 

@ The Underwood company refused to make a 
statement at this time, preferring to wait for 
further developments on which the company 
is now at work. The Fox company, however, 

: spoke fully as follows 

: “The suit on the Gathright tabulator patents 


has been set for argument at Grand Rapids by 
Judge Knappen on September 8, 1908. The 
two Gathright patents are expired patents, and 
the only question involved beyond infringe- 
ment is the assessment of damages on account 
of the use of the tabulator device. We are 
very confident that the suit will be decided 
favorably to us on the question of infringe 
ment. We do not think that an accounting 
will be ordered. In the event that an account 
ng is ordered, it seems to us that the amount 
yverable as profits and damages must be 
very slight, because of the tabulator feature 
veing such a minor feature of the machine, 
id the Gathright patents being merely im- 
ements in tabulators 
[wo new suits have just been brought by 
Underwood Co., the subpoenas being re 
turnable on the first Monday in August. One 
f these suits is U. S. Letters Patent No. 633, 
672, to H. L. & F. X. Wagner, Sept. 26, 1899. 
We undérstand from communication with our 
ittorneys that claims 17, 22, 23 and 24 are in 
> sisted upon. We are not using the device r« 
cited in the claims, as we understand them, 
ind further we are advised by our attorneys 
hat the claims are probably anticipated so far 
anything involving invention is concerned 
“The second suit brought is on Patent No 
$11,183 of January 30, 1906, to B. C. Stickney. 
[his involves the construction and use of a 
sand bag cushion for the type to rest upon 
Special cushions for this purpose are very old 
ind appear in the very earliest typewriting 


iachines.” 


PERFECTED “NEW PROCESS” WIDE 
RIBBONS. 

[t's our new process and the new process 

uurs” is the slogan that partially explains 


steady growth of The Dodge Company, 
Syracuse manufacturers of inked ribbons 
r every machine 


By their “new process” methods of inking, 


1ey have been able to produce a typewriter 
bbon tl for a long time has steadily grown 
favor, 1 now sold exclusively by som: 
the most important dealers throughout the 
untry firms that exp! it nly the best 
I line 
\t first 1t was not possible to manufacturé 
by their “new process” wide ribbons for the 
Multigraph, Writerpress and similar machines 
but since late in February extensive experi 


ments have been conducted. special new ma 
hinery built in their factory. and now The 


Dodge Company invites | dealers to become 
juainted with their “new process” wide rib 
on, the result f th xhaustive tests, 
ribbon they guarante: t properly do the 
vork for which it is intended Being made 


rom the same formula, the wide and narrow 
ribbons match perfectly, | this feature ap 
peals to every progressive dealer 
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For Forty Years Discriminating Buyers have 
Voiced Judgment in Favor of Weston’s Ledger 
and Record Papers. 

A book made of ‘‘Westons’’ for use on your file 
desk, or for sale on your counter, will enlist you in 
‘“‘Weston”’ majority. 

From the selection of the stock in the rag room 
through duster beater, Fourdrinier, calender and cut- 
ter—throughout the entire complex process of man- 
ufacture to its preparation for shipment—Weston 
product shows the influence of our 40 years ex- 
perience. 


‘ > 
Through their use the perpetuity of the records DE 


of the nation — state -county — municipality and 
business of every kind, are assured. 


By common consent of users and makers, of 
account and record books—both the ‘“‘old-line”” and 
“loose-leaf’’ record and ledger papers are divided 
into two classes 


Westons—and the Others. 












a ee 


WHITE—BLUE—BUFF 
mG 
































 Byron-Weston Co. 


Dalton, 
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AN OFFICE SPACE SAVER. 


























In g over the many mos 
anc bserver be 1 
Typewriters Sie ios viet bay forse: ades 
e It d lat ve ( 
To t the Trade little ha | v1 
matt gs] id 
Only too, 1 +] ct tha 
office } re cos ly 
Large assortment of er | | n 
all makes,in the rough — the n 
or repaired, at low Phat be 1 
: Ot sp 5 nd 1 1 g 
prices ble “a vid ; 
Orders promptly filled. Write to-day for price-list on machines wanted. a ~ be a ae ; - put 
; “A spa economizer tor the b 
B.D. UNDERWOOD TYPEWRITER EXCHANGE | ow i be | 
. S22 t.aSalie Street Chicago, ili., VU. BS. A 154 N u street, New York, and 
: hich 1 t Hai-Le 1) 
: has I nst d 





eceeena Se cws | FP ORS 2.460 
Sheets Per Hour 


—— NOISELESSLY = 
@ ACCURATE, NEAT, UNI 
FORM. 

@ Will fold 4, 6 and 8 pages, all 
sizes from 5x5 to 9x12 inches. 

@ Raw hide gears make it noiseless. 
@ No belts. Direct motor drive, 
any voltage. Either direct or alter 
Assembled on Base of 18x84 Inches. 16 Inches High nating current. 

@ Connects to lamp socket 











Nothing in machine but absolutely necessary parts. No office complete with- 
out one. Sold at Medium Price. Liberal Discount to Dealers 


The National Folding Machine Company |} s:..0: :9: sn. x6 6 syne 
SIDNEY, OHIO, U. S. A. Siads seveshitidielh in albeilibe wibdiblon ve the wi 


fice furniture 
Any roll top desk equipped with t “Hi 
| Lo” Attachment No. 3 can bi stantly 


gap al S Everlasting 8. SR Pe 


Can be instantly attached to any grade of paper, even tissue paper ne desl aa rh : 
Have two to four times more “grip” than other tabs and will not the desk contents © aava 
tear the paper in attac ching Made of FINEST GERMAN 


































tachment of this kind are obvy 
















SILVER in five sizes with various ce Huloid coated printed : , . iy : , 
headings or with writing blanks that can be easily remov ; sity for a special bookkeeper’s d is don 
ed or changed. Also supplied with transparent celluloid awav with and when throug! wit } VOT 
shields folde = over me writing Mis nks. Try them and you / t] . ; ; rolled 
“= send for more. Everyone is pleased with then yo ne att ment can De rolled up 
HEAPEST, BEST and MOST USEFUL ryote In an instant and the roll { 
e+ CHICAGO BU santas SYSTEM CO., C, 100 Van Buren Street, Chicago. : use Phe “Hi-Lo” is placed on t ‘ deck 
6 does not interfere with the 1 rt 
Meaker” Coin Cashier aha Toogese ig 
books, papers, etc., the same 
a No bolts « nal 
; "4 the 1i-] when 1 
Five reasons why— i oe tectiget alr ph 
UVELLT iy | desk 
‘Sprin S Handles a smooth 2 a} 4 £ I vr Rey 
g coin perfectly and is . i S 3 “Hill “"¥ a sia aa N 2 
Screws not effected by dust, oo ew Y Www a, fair ide f just what the d 
NOG Trouble has very quick action. we bookkeeping it is especiall 
Waiting The most rapid change = where t asi 
machine in the world $30 00 eget ‘4 
. Ss be s 
Mistakes regardless of price. Price, = desk 











A Little Practice on the “MEAKER” Makes an Expert Pige 
Made by the IRELAND & MATTHEWS MFG. COMPANY, Detroit, Mich. «i. 

















| The areal Julius Caesar 











commenting on a campaign that school books will never cease to chronicle, 
reported to his people in these words 


VENI VIDI VICI! 


and so long as time shall stand, those victorious words will thrill youth and 
cheer the faint-hearted. For as long as time endures, there will be campaigns 
on business battlefields; men will oe forward into new fields. Many will 
lose and many must win. But like Caesar of old 


WE HAVE WON OUT 


The path of our pioneering has brought us to the goal of recognition, 
which is but another name for success. That this is true is attested by the fact 
that reposing in our safe (for it is very valuable) is a letter written by one of the 
largest typewriter manufacturers in the world today: 


AND THIS IS THE VERDICT 


‘¢In regard to the Rebuilt machine it would, of course, be true if the 
machine is properly rebuilt and all worn out parts were replaced with new 
ones. that it would be practically as good as new, but it would be advisable 
that you should know the Rebuilding has been properly done.” 


This is PROFESSIONAL Testimony 


and professional testimony is expert. The firm who wrote that letter knew the 
ins and outs of the typewriter business. Thus they professionally admit our 
great contention, so often repeated, that GRADY-REBUILTS are as good as 
new. Not all rebuilt machines are good, however, for there’s a good deal of 
chicanery practiced by the imitators (another great compliment to us—the pio- 
neers) ) and the typewriter public are learning that only the GRADY-REBUILT 
is the ‘‘real thing.” If you do not carry Grady-Rebuilt you are losing sales 
and jeopardizing your standing. Get in step vith the real money-makers of 
the business. Our selling plan isa wonder. Others know it—to their profit— 
and you ought to. Its free for the mere asking. May we send it to you? 


2EBUILT TYPEWRITER GOMPANY 


J. B. GRADY, President 


37 Dearborn Street  GHIGAGO 
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Accuracy in feeding, accuracy in 
folding, and accuracy in conveying 
are the prime essentials in a folding 


machine. 


Withoutevery one of these essentials, 
a folding machine is a dismal failure. 


If the feeding is not precise, the fold- 
ing cannot be precise. If the feeding 
is accurate, and the conveying of the 
paper through the machine is in- 
accurate, then the folding will be 
inaccurate. 

These three essentials are so inter- 
linked that if one is defective, all 
are rendered useless. 


An automatic mechanical feed, that 
is simple, precise, speedy, capable of 
handling all grades of paper under 
varying atmospheric conditions, is 
one of the strong features of the 
Universal Folding Machine. 


Metal contact conveying rolls carry 
the paper with unhailing accuracy 
through every operation of the ma- 
chine, keeping the sheet in exact 
time withthe cam movements of the 
“chopping knife’? and the folding 
rolls. The absence of tapes, belts, 
or gravitation asacontrolling force 
in the handling of the sheet, elimin- 
ates the difficulties heretofore com- 
mon to every folding machine. 

“Chopping knives” timed through 


cam shafts in mesh with connecting 
gears, makes the act of folding not 





S Folding Machine Essentials * 


less accurate than the feeding and 
Conveying of the paper. 
Combined with these essentials is the 
most remarkable simplicity, noise- 
lessness in operation, large capacity 
of the feeding frame, insignificant 
cost of operation, compactness, light 
weight, high speed, capability of 
making a diversity of folds, and 
adjustability to the highest degree 
to meet variations in grades or 





changing conditions through at- 


mospheric influences 


It wil! handle from 7,000 to 9,000 
pieces per hour at a cost of about 
one cent per thousand. It is a time 
Saver, a space >a te mone 
saver, and a distinctly effective 
equipment for neatness. 


Write for Descriptive Literature 


UNIVERSAL FOLDING MACHINE CoO. 


36 PLYMOUTH PLACE, CHICAGO, U.S. A. 











(Continued from page 66.) 

their profits, the “Hi-Lo” Desk Company has 
a proposition to make. They will put the 
“Hi-Lo” attachment before the public through 
various advertising mediums and want to have 
reliable dealers and specialty men everywhere 
to supply the demand. They recognize the im- 
portance of placing their goods in the hands of 
the dealers and are prepared to make it inter- 
esting enough for the latter to induce them to 
push the sale of “Hi-Lo” attachments. 


THE USE OF THE TYPEWRITER. 


One of the greatest inventions of the age, 
in the line of farm improvements, is the type 
writer. It enables the newspaper man to get 
close to nature while he sits in a steam-heat 
ed office It enables him to tell how every 
farm in the county should be run, without 
breaking his back over a hoe handle. It en 
ables him to patronize the men who do the ac 
tual work on the farm and to tell them how 
they may accumulate debts speedily. For that 
reason we feel fully competent to discuss glib 
ly this most important of farm probems on 
Puget Sound, the clearing of logged-off lands 
The typewriter is the machine par excellence 
for doing this kind of work. If we had to dé 
it with a grubbing hoe, giant powder or even 
a steam engine, we would quickly retire from 
the field, but being equipped with this great 
labor-saving device, we have no hesitancy in 
showing the farmers how it ought to be don 
We therefore cheerfully second the efforts of 
the commercial organizations in this direction 
The waste places should be made to produce 
But some of this stump-laden acreage present: 
an almost insuperable barrier. The average 
man doesn’t care to mortgage his future in 
order to get it cleared. After he has flattened 
his anatomy against a few cedar stumps he 
begins to think that he will do the second 
generation a great injustice if he deprives it 
of all opportunity to do honest labor. The 
trouble with the plan of the commercial clubs 
is that it proposes to do the big end of the job 
first. The work should proceed rapidly, it is 
true, but by easy and natural stages; and this 
brings us down to the text of this tract on 
agriculture. Instead of laying the land bare 
in large areas why should we not first—we are 
perfectly willing to contribute the use of our 
typewriter—subdue it sufficiently to make good 
1, and then pasture it? The dairy 


yusiness can be made more profitable than 


pasture 
} 
ny other department of farm work on Puget 
Sound, and it can be made profitable on land 
only partially cleared. Instead of wading int 


demolished forest with donkey engine and 


dynamite, why not w the fertility of th 
land gently with a match, a brush scythe and 
sack of red clover seed Let the formidabl 
stumps remain, but cut out the brush In 
Skagit county. wher bulous crops of oats 
have been raised on the flats, dairying, with 
the aid of creameries nd condensaries, has 
been found to be more profitable than gr 
But Whatcome county land, although studded 
with stumps, would be just as valuable 
dairving ; land that has been cleared t 
expense of $150 per acri The county need 
ttle and more cattle and then better cattl 
With more cows will come better facilities f 
indling cream and therefore a better market 
which is not likely to be exhausted Let the 
land-clearing schemes proceed on the basis 
that this is to be a cow unty, and much 
bor will be saved and much wealth derived 
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(By Special Correspondence.) 


Augusta, Ga. 

The many friends of L. J. Henry are con- 
ratulating him on the receipt from the Remington 

ypewriter Company of a beautiful gold badge in 
commemoration of his ten years’ service with the 
company. Mr. Henry is proud of his badge, but is 
more proud of the success he has enjoyed during 
all of these ten years in the sale of the Remington 
Typewriter. Thanks to Mr. Henry's efforts the 
Remington today is first in the Augusta territory, 
and there is no second, 

Augusta, Me. 

H. A. Langdon of the Monarch Visible Type- 
writer Company is bouming business in this vicin- 
ity and consequently =“ that business is very 
get Mr. Langdon has his headquarters in Bath, 
e. 


Bath, Me. 


The Monarch typewriter will be represented in 
Bath and Sagadahoc County by H. A. Langdon, 
with offices in the Trust Company Building. 

Boise, idaho. 

J. R. Morrison, formerly of Spokane, has been 
laced in charge of the business of the Underwood 

ypewriter Company here, Mr. Lawrence, who has 
been here for the company, having been trans- 
ferred to Seattle to assume the management of 
that office. 

Boston, Mass. 
(By Our Special Correspondent.) 

The Ellicott Fisher Company are just opening 4 
new office at 17 Federal street, Boston. Cc ft. 
Reed, for years manager of the Baltimore and 
Washington offices, has been appointed district 
manager for New England. The new office opened 
its doors on the Ist of July with a very full staff 
of good salesmen. Several of the men who repre- 
sented Messrs, Durand and Kendall, the former 
agents, have been engaged, and the prospects for 
new business are very bright. 

7 . > 


Charles McLaughlin, formerly with the Under- 
wood Typewriter Company, has accepted a position 
with the Elliott Fisher Company at Boston. 

. . . 


The Boston office of the Royal Typewriter Com- 
pany reports pee business. Sales have been in- 
creasing monthly and all hands feel very gratified 
at the outlook. Success has been brought about 
largely through the sppotatsent of P. J. Ritter, 
who is now manager. fe is a strong man, pleas- 
ant to meet and is already making his presence 
felt here. May success be his. 


M. V. Connor, formerly with the Monarch, is 
now one of the hustlers for the Royal. 
> > . 


H, E. Perry, formerly of city territory, has been 
transferred to country territory, and is sending in 
quantities of orders. nice 

G. T. Perry, formerly with the Underwood Type- 
writer Company, is now handling the Royal type- 
writer for New Hampshire and reports business 
very good and lots wf good business in sight 

Birmingham, Aja. 
(By Our Special Correspondent.) 

While there is not a great deal of activity among 
the agents and branches, a sale is reported now 
and then. With the furnaces opening up and the 

radual return of good times, an excellent fall trade 
8 expected. 

> > . 

H. Lund, city salesman for the Remington Type- 
writer Company, has just returned from a vacation 
abroad. Mr. Lund had the time of his life with 
relatives and friends, but says he is glad to get 
back to Birmingham. 

. . 

T. W. Allen, the Oliver representative, says busi- 
ness is good and prospects fine for a big fall busi- 
ness. Jack Aird, city salesman for Mr. Allen, 
is gradually recovering his former good health, 
after a severe illness with typhoid fever. F. B 
Eberhart, who travels this territory out of the 
Chicago office, is frequently seen in Birmingham, 
and says business in the territory is good. 

. > . 


The Monarch agency is located on Twenty-first 
street, with a very attractive shop. Their repre- 
sentative is frequently seen exploiting the merits 
of the Monarch. : 

. . . 

_ Bate-Myers Typwriter Company, agents for the 
Underwood under the Myers Manufacturing Com- 

ny of Nashville, Tenn., report a good business 
or the past month. and prospects for a large fall 
business were never better. Harry Page, trav- 
eling representative for the Myers Manufacturing 
Company, with territory in Tennessee and Ala- 
bama, reports good business on the road. Mr. 
Page is at | ae working with the Bate-Myers 
Typewriter ompany, looking up and landing or- 
ders for Underwoods. Mr. Page has instructions 
to locate new headquarters for the Bate-Myers 
Typewriter Company, their present location being 
too small). 


Buffalo, N. Y. 
(By Our Special Correspondent.) 

The Remington Typewriter Company report that 
June has broken all previous monthly records for 
machine sales for tne Buffalo territory. Among 
the most notable sales for the month were 20 
machines sold to the Hurst Private School and 12 
machines sold to the Buffalo Forge Company. 

. 


The “Back to the Remington’’ movement, which 
has been reported all over the country, has reached 
this city. ‘rank M. Saunders, formerly a RKem- 
ington salesman under the Buffalo office, has just 
been re-engaged by the office in question. Mr. 
Saunders will return to his old territory in south- 
western New York. Mr. Saunders’ friends are 
glad to welcome him back and Mr. Saunders him- 
self is equally glad to be back with the oid re- 
liable. 

> > . 


The Remington office here recently enjoyed a 
visit from their general superintendent, Thomas 
F. Crean, who has charge of all the domestic of- 
fices. Mr. Crean’s visit at this time was mainly 
in connection with taking up the sale of the new 
Wahling adding and subtracting attachment 

Butte, Mont. 

Frank De Rango, formerly of Ilion, N. Y., and 
for several months assisting the district manager 
in Butte, has been placed temporarily in charge 
of the Remington Typewriter Company's sub-office 
in Butte, and has D. F. Stanley, formerly of 
Spokane but recently of Billings, as his assistant. 
Mr. De Rango’s many friends wish him well and 
are pleased to learn of his advancement. 

Carthage, Mo. 

Alonzo Morris, who for the past six weeks has 
been associated with H. C. Griep in the typewriter 
business, will leave tonight for Butte, Mont., 
where he has accepted the city agency for the 
Oliver typewriter and the Standard adding ma- 
chine, 

Chicago. 

The colony of ten-year bonus men in the Chicago 
office of the Remington Typewriter Company has 
grown to the number of four. Until this year A. 
J. Lamb has been the only recipient of the semi- 
annual bonus distribution. This year Charles 
Wentzel, Frank Jochmus and Joe Collins also re- 
ceived $50 in gold before starting on their vaca- 
tions. 

. . - 

The Emerson Typewriter Company has opened 

offices in Chicago in the Marquette Building. 
Cincinnati, O. 
(By Our Special Correspondent.) 

N. E. Hightower has just been appointed man- 
ager of the Remington typewriter branch office in 
Cincinnati. Mr. Hightower has been only a few 
years in the Remington service. During that time 
he has shown distinguished abilities and his rise 
has been very rapid. He first entered the Reming- 
ton service as a salesman in Texas, where he 
achieved such noteworthy success that he was 
subsequently promoted to the position of district 
manager of the Remington office at Columbus, O., 
under the Cincinnati branch. His appointment as 
Remington manager in Cincinnati followed as a 
consequence of his fine work at Columbus. Mr 
Hightower’s friends believe that he has a future 
before him in the service of the old reliable. 


J. H. Blodgett, local manager of the Underwood 
Company, reports the sale of 48 machines to the 
National Cash Register Company at Dayton, O. 
Mr. Blodgett says the National Cash Register 
Company is now using, about 300 Underwoods. 


Geo. W. McClellan. district sales manager of the 
Underwood Typewriter Company, recently visited 
the Cincinati office. He reports an increased busi- 
ness throughout his territory. 

. 


G. M. Kilgour is a new man taking the field 
for the local Blickensderfer organization. Manager 
S. G. Myers reports a material improvement in 
business. 

. > * 

Cc. F. Barber, the local Remington Typewriter 
Company manager for a number of years and who 
is a pioneer in the business, having ‘been in it for 
24 years. has resigned.Mr. Barber will leave for the 
Pacific Coast, where he will engage in a fruit en 
terprise at Medford, in the famous Rogue River 
Valley, southern Oregon. Mr. Barber's successor 
will be N, E. Hightower, who has been transferred 
from the Columbus office 

. . . 

Manager W. W. Killen of the local Oliver office 
reports the addition of H. W. Nichols to his selling 
force. Mr. Nichols was formerly with the Under- 
wood Typewriter Company in Louisville. 

. . . 


The Hammond Typewriter Company is about to 
close its Cincinnati office, which it has operated 
for a great many years. It is reported that the 
sale of the Hammond will be handled hereafter 
through a local dealer 

. . 

R. R. Buswell, manager of the Cleveland office 
of the Elliott-Fisher Company, is looking after 
the local office in the Andrews Building formerly 
taken care of by Edward Track. 

. . . 


F. H. Malich, 403 Commercial Tribune Building. 
is representing the Royal Typewriter Company in 
this citv. Mr. Malich believes the Royal will come 
into demand when its merits become known. 

> 


W. W. Hunter of the Typewriter Inspection and 
Repair Company is the local representative of the 
Standard Folding Typewriter Company 


Edwin Track of the Elliott-Fisher Company has 
been transferred to the New York office. The local 
office will be under the direction of the Cleveland 
office and will have no resident manager. 

. . 7 


G. L. Steineu has been transferred from the 
Cleveland office of the Blickensderfer Company to 
the local office, which is under the management of 
S. G. Myers. 

Cleveland, O. 
(By Our Special Correspondent.) 

Mr. Armstrong, that grand old veteran of the 
temington typewriter sales force, recently made a 
sale of more than usual interest. The purchaser 
of this Remington is John K. Davis, who is tutor 
of the grand children of the old Earl Li Hung 
Chang. and the machine is to be used for instruc- 
tion purposes within the palace inclosure at Pekin 
It would certainly be a sight worth seeing—these 
diminutive grand-children of the famous old China- 
man daily tapping out their lessons on the Rem- 
ington typewriter. 

John Hammer, formerly one of the pupils of 
Mr. Keller, the efficient foreman of the Cleveland 
repair department of the Remington and who has 
recently been appointed foreman of the repair de- 
partment of the Oklahoma office, is spending his 
vacation in Cleveland. Mr. Hammer reports that 
the typewriter business in Oklahoma is booming 
and making more rapid progress than Oklahoma 
herself. 

. © . 

W. R. McDowell, formerly connected with the 
Detroit office of the Remington and lately in 
charge of the Multigraph office in Toledo, has re- 
joined the Remington ranks as a member of the 
Cleveland sales organization. 


Ralph Stevens, who has charge of the adding 
machine department of the Remington, spent a 
few days in Cleveland with the salesmen demon- 
strating the stunts of the new Wahl adding and 
subtracting attachment. 


Miss Helen C. Cook has taken charge of the em- 
ployment department of the Remington, vice Mrs. 
Holbrook, resigned. The strain of satisfying the 
many calls for stenographers proved too much for 
the health of Mrs. Holbrook and she resigned by 
the order of her physican. | 


Miss Anna Slaminka, Manager Smith's efficient 
assistant in the Remington office, has just re 
turned from her vacation, spent in and around 


Zanesville. 
. . > 


The Underwood office has entered on 
tion season 


its vaca- 


. . . 
Manager McAlpin of the Underwood reports a 
very material increase in billing machine business 
and business in general very good for July 
> . . 


F. C. Kloepper, Smith Premier cashier, has just 
returned from his vacation. Some of his enter- 
taining fish stories remind one of the story of the 
farmer, who, in digging a grave for a dead cow, 
found a pot containing $5,000 in gold. On investi 
gation the story was found to be true except in 
three slight particulars: The cow had not died 
the grave was not dug, and the pot of gold was 


not found. 
* . > 


The June business of the Smith Premier, which 
showed such a substantial increase over that of 
the previous months, was completely eclipsed by 


the July record. 
. . > 


R. B. Buswell, district manager of the Elliott- 
Fisher, spent a few days at Harrisburg last month 
attending the meeting of the district managers of 
the company. 


* . > 
B. C. Berger, formerly in charge of the Detroit 
office of the Elliott-Fisher, left there July Ist to 
take charge of the Cincinnati office Mr. Berger 


has been with the company for several years and 
is thoroughiy appreciated as one of their most suc- 
cessful salesmen. 

. > . 

An automatic typewriter operator has been in 
vented by Fred F. Main, 8911 Lorain. Twelve of 
the machines are being used successfully at his 
workshop, Lorain and W. 92d Main has been 
working quietly upon the invention 15 months 
Patents have been secured. Dr. E. L. Dial and 
Theo. Quere, druggist, 8816 Lorain. are financing 
the project According to Dial, Main's invention 
consists of a small machine operated by means 
of a perforated slip of paper somewhat after the 
fashion of an automatic piano player. Holes in 
the paper cause the typewriter keys to be oper- 
ated. Perforations in the paper are stenciled on a 
separate machine Electric power is used. a suffi- 
cient current being obtained from the wire of an 
ordinary electric light. The operator may be ad- 
justed to any typewriter with a single shift key- 
board. The new machine will furnish any num- 
ber of genuine letters at small cost Each is print 
ed separately and at rapid rate. All patching and 
matching are averted 

Columbus, Ohio. 

W. E. DeRango has been appointed district man- 
ager of the Remington typewriter office in this 
city, succeeding N. E. Hightower, who has just 
been promoted to the managership of the Rem- 
ington branch in Cincinnati. Mr. DeRango has 
been in the Remington service for several years 
during which time his advancement has been 
steady. He first entered the Remington employ 
in the mechanical department of their Cincinnati 
office Subsequently he achieved great success as 
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a traveling salesman for the Remington typewriter 
in a territory in West Virginia, and his latest pro 
motion has measa_! 1 consequence 
DeRango's friends all itulate him and w 
him well 

Dallas, Texas. 

The Smith Premier Sales Company has had tw 
mair ffi the stat f Texas, and these two 
offices have ¢ consolidated under one manage 
mer! Begir g July ist all business in this stats 
has | n ] ] t Dallas office 

° > 2 

Fr k fF s { manager of the Smit! 
Premier Sales Compa Houston, Texas, |! 
left that point d will take charge of the Smit! 
Pre el c'vpewr ( ipany’s branch at Mir 
nea} s, Mir temporarily. relieving Mr. Gibsor 
for tw ir three months Mr. Gibson's health has 
peer ng some t e and he asked to be r¢ 
lieved If her ve s he th sufficiently wit! 

a few mor e will return to Minneapolis, but 
not Mr. Sr will pr i remain there in cl 
of the office permar t 

« > > 

H. W. Hixson, f vears foreman of the mechani 
cal departmer J. J. Pastoriza, former dea 
er for the S emier typewriter in Texas, 
now charge H ton office, which will be 
moved on Ju ror Congress street to 80 
Fannin street 

7 > > 

Business xas en increasing rapidly 
and every r t ss g substantial gains 
the rres ing m s in 1907 This is not 
bad for a ur nsidering the fact also tl 
nea the w e of th half of the st 
has re tly been swept damaging floods 

> > > 


Miss 


former cashier at _ the 


Houston office of the Smith Premier Typewrite! 

Co., has beer transferred and succeeds Wm 

Manek«s s ishier in the Dallas office 
Davenport, la. 

Miss Ruth M. Drysdale was one of the five w 
ners in a preliminary typewriting contest held 
Davenport, Ia The contestants came from about 
a dozer states 1 the middle west The result 
this contest places Miss Drysdale in the finals 


The 


of Brow 


prize Ss a 
by G. W 


t 
ns’ Business ( 


silver cup 
own, of Jac 


valued at $100, offered 
ksonville, Ill., proprietor 
lege of Rockford Miss 


Drysdale has been a student at the Daver 
college since September 
Decatur, Ill 
J. A. Me ‘ orm sistant business mar 
ager of the Decatu J il, is now representing 
the Remington Typew r Co. with headquarts 
at De itur | 
Denver, Colo. 


Business 


Manager 
er Com] 


fice of this 
in the average 


months 


previous 
west, es 
of the r 


of the cx 


depressior 


machine 
a very 
selling « 


(By our Specia 
nditions lt 


Hancock of the 


many ire very ive 


ompan) é 
monthly 


of 1908 against 


Denver 


the entire 


Correspondent.) 

as reported on by) 
Smith Premier Typewrit 
rable The Denver of 
to report an increass 
business for the first six 
business of the 


ible 





year There is no question but that the 
pecially the middle west, felt the results 
noney panic less than any other section 
untry ind are recovering from the slight 

idly Business along the £ 

especially good, which seems to be 
f le ind tion that merchants are 





r the would 


need such an equipment 





> a2 > 
At the annual convention of the National Asso 
ciation of Credit Mer ! 1 at the Brown Pala 
Hotel in Denver, June 23d ith, 25th and 26th 
Smith Premier Typewriter Company exhil 
their line of billing machines at the conver 
hall and furnished free stenographic service to the 


many hundreds of delegates 
The exhibit was ir 


vention 


don of tl 


N. Y 
Hancock 


tentior 


he billing ma 

ind the 
The display a 

The stenogray 


preciated by those deleg 





lox al mat 


who attended the cor 
charge of H,. I. Sed- 
e department, Syrac 
lager in Denver, G. E. 
ttracted considerable 
service was gzreatiy i} 
es who had reports ar 


use 


speeches mak Ni ther typewriter companies 
exhibited 
> > o 

Fred A. Busl b-office manager at Fresn 
Cal., for the S er Typewriter Co., passt 
through De th en route to his home 
in Michigar r Mr. Bushee stopped at 
Denver \ t @ Ss Premier manager, Mr 
Ha } % start in the typewriter game 
nearly thr years re 1 he was one of the 
mer vor der Denver branch in 190¢ 
wl t ffice won International Trophy for 
ine : nd t ifterward was pr 
m d t ( s fT which he has su 
fu rn Pe since 

Des Moines, la. 

Aft I ‘ gz the Various n 
of typew Ww ew to extending t 
ilreac ] pn that department, t 
Capital { Commerci l which has here 
tofore ‘ ex ely invisible writir 
typew ! just ed a contract with J. R 
He f Underwood Typewriter Compar 
for went Une d machines TI 
partme f ‘ olle is long been noted f 
its efficient students with the addition of tl 
new equipment it will be more able to meet 
de nd of the business public for Underwood 
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TYPEWRITER NEWS.—Continued. 


Duluth, Minn. 

J. C. Deardorf, formerly resident salesman for 
the Underwood, has been transferred to a country 
territory out of Minneapolis. G. B. Casler (for- 
merly with the Smith-Premier at Kansas City) 
succeeds him at Duluth. H. C. Casler, also former- 
ly of Kansas City, has left the Smith-Premicr and 
now has a city territory in Minneapolis for the 
Underwood. These gentlemen are brothers. They 
were with the Smith-Premier for several years 

Eimira, N. Y. 

A. H. DeWitt of New York City is in town dem- 
onstrating at the local Remington salesrooms, 306 
Steele Memorial Building. the late model Reming- 
ton typewriter equipped with an adding and sub- 
tracting attachment. There is no question but that 
the Remington billing typewriter as now equipped 
with the adding and subtracting attachment will 
revolutionize the writing of letters 

Evanston, Wyoming. 

Frank Arnold, son of Attorney John A. Arnold, 
has opened a typewritnig office in the Harrison 
block in the room formally occupied by Dr. W. C 
Cunnington. 

Galesburg, Ill. 

The Chicago Writing Machine Company is work- 
ing the largest force for the month of July ever 
known in their history. 

Grand Junction, Colo. 

Accused of stealing typewriters from the office 
of the Crane Company in Chicago, where he was 
employed Louls E. Bergeron sought refuge in 
Grand Junction, Colo., -where he is under arrest 
awaiting the arrival of an Illinois officer, who will 
take him back to Chicago for trial. Extradition 
sapers were signed by the governor this morning 
or Bergeron who, according to the reports filed 
with the attorney general, took the typewriters 
from his employer's office and sold them tu per- 
sons advertising for second-hand machines. 





EXPRESS DELIVERY BY UNDERWOOD 


Ilion, N. Y. 
(By Our Special Correspondent.) 

At Utica, Wednesday, June the 10th, occurred 
the marriage of Ernest Braum of Ilion, the effi- 
cient representative of the Remington Typewriter 
Co. in Richmond, Va., and Miss Minnie Ehresman, 
a handsome and talented young lady of that city 
They will reside at Richmond, Va 

>. > > 


E. 8. Parsons, Mechanica! Engineer of the Rem- 
ington Typewriter Works, took unto himself a 
bride on June 3, when his marriage to Miss Cora 
Jeanette Chamberlain, of this city, took place at 
the home of the bride's parents at Hannibal, N. Y 
After a few weeks stay in the Berkshires they re- 
turned to take up their residence here. 

> . > 


Morris Johnson, of Ilion, for many years con- 
nected with the Remington Typewriter forces, in 
lion, New York, Chicago and Boston, has been 
appointed traveling demonstrator on the Wahl 
adding machine attachment to the Remington 
Typewriter. His territory will include the princi- 
pal cities of the United States, Mexico and Canada 

> + > 


A ball game between the Foremen of the Rem- 
ington Arms Co. and the Remington Typewriter 
works, played at the Typewriter park on Saturday, 
June 27. was attended by a large crowd who en- 
oyed seeing the amateurs at work All the plays 
nown to the game were pulled off and many 
never heard of before. George Oliver was the 
mainstay of the Typewriter team and Barney Car- 
roll the Captain. The result was 17 to 4 in favor 
of the Gunmakers. It tended to bring about a 
better acquaintance between the foreman of these 




















encil 


Transparent 


Carbons 


We would like to interest every dealer in carbon 
Papers in the country in our transparent pencil 
and pen carbons. 


These papers differ from ordinary pencil carbons 
in that they are far more brilliant, more durable, 
more sensitive and less smutty. Notwithstand- 
ing all these advantages our price is less than 
most manufacturers charge for the ordinary kinds. 


An inquiry will bring you a sample book contain- 
ing the following varities: 


Our Quality No. Weight Grade 


1009 
706 
705 
707 
757 
756 
754 
854 
853 
855 
902 
952 


4 Ib. Soft 

7 Ib. a 

7 Ib. Medium 

7 Ib. Hard 
10 Ib. Soft 
10 Ib. Medium 
10 Ib. Hard 
14 Ib. Soft 
14 Ib. Medium 
14 Ib. Hard 

7 Ib. Full Soft 
10 Ib. * Soft 


Suitable for 


Pen or Heavy manifolding with pencil 
Pen or Pencil 
Pencil 
Clean Pencil (1 or 2 copies) 
Pen or Pencil 
Pencil 
Clean Pencil 
Pencil 
Pencil 
Clean Pencil 
Pen or Pencil 
Pen or Pencil 


From the samples in this book a carbon may be 
selected to satisfy any legitimate requirement. 


These papers are increasing in popu- 
larity with railroads and salesbook 


manufacturers. 


There is a reason. 


Remember the sample book is yours for the asking. 


Neidich Process Company 


23 2: NEW JERSEY 


BURLINGTON 
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celebrated works, which cannot help but bring 
forth good results After the game a dinner was 
served at the Country clul which was attended 
by the teams, officials and friends 

> > > 


The eleventh half yearly bonus distribution to 
Remington Typewriter works 
30th Fourteen thousand dollars 
in gold was buted among 280 employees, se- 
lected for dillige ency during the last 
six months and whose periods of continuous serv- 
ice at these well known works ranged from ten to 


the employees of 
took place > 








thirty-five years Ons hundred and _ forty-five 
thousand dollars in all has ow been distributed 
under the bonus scheme The prizes and certi 
ficates for good suggestions adopted during the 
year were awarded at the same time 
> > > 

Every year the factory mmittee from the Rem 
ington Typewriter factory gives an outing to the 
young lady employees, who assist in the pageant at 
the annua lay given by the employees by the 
company This ye the affair was held at Rich 
field Springs i near-by r t. and at an early 
hour on July 11, the gir t the number of fifty 
accompanied y the Remington Typewriter band 
went to the Springs where the day was pleasantly 
spent in boating, fishing, roller skating and danc- 
ing The band gave two fine concerts on the lawn 
of the hotel, which were enjoyed by not only the 
picnikers it the guests of the house It was 
near the midnight hour w n the party arrived at 
their homes this village 

> > 

A grateful pliment was tendered on July 16 
to two mer: who nave been connected with the 
Remingtor [Typewriter industry during its exist 
ence in Ilior ind to whose efforts in no small 
measure is due the magnificent business of today, 
when the Remington Typewriter glee club seren- 
aded W. K. Jenne at his home, and later I. Clark 
Seamans at the home of his sister. Miss Cornelia 
Seamans, on West street The club was delight 
fully entertained by Mr. Jenne, assisted by Mrs 
e. E. Jenne and her daughter, Miss Helen Jenne 
and Miss Seamans, always a charming hostess, t 
gether with Mr. Seamans and his friend Mr. Mar- 
ble, left nothing undone that would add to the 
pleasure of the evening The club easily the peer 


of any organization in New York State, was in un 
usually good voice and its splendid singing was 
thoroughly enjoyed by those within doors and many 
without who were attracted by the music. The 
club are greatly pleased with the opportunity of- 
fered them to render so well deserved a compli- 
ment to these men, who are not only recognized in 
their own towr but in every country where the 
Remington has found a ready sale. 

The club appeared at the 38th annual state con 
vention of the Superintendents of the Poor of New 
York State at Richfield Springs and received the 
following well deserved complimentary notice ne 
the first appearance of the Remington Type- 


was 
writer Glee club at this place and at the conclu- 
sion, unstinted praise was accorded the men for 


their superb singing The leader of the club, Gil- 
bert B. Pelton, is to be complimented and congratu- 
lated, for surely the club shows the effect of skill- 
ful training. The last number rendered by them, 
with Miss Pelton as an accompanist, a cantata by 
Dudley Buck, was a masterly theme and their ex- 
position of it was most enjoyable.”’ 
r > > 

The Remington Typewriter Band, under the effi 
cient leadership of Director P. H. Putnam. is rapid 
ly rising to the front in musical circles in this 
state and is being engaged for concert programmes 
at the leading pleasure resorts of the state. 

. o 

Baseball is the all important subject discussed 
about the Remington Typewriter works these days 
The series of league games between teams from 
the various departments of the shop is well ad- 
vanced, and much interest taken. The ALL-TYPE- 
WRITER team numbers among its players some 
of the best ball players in this section of the stats 
and they are defeating all comers. A _ series with 
a team representing Llions other large industry, the 
Remington Arms Co is attracting much atten 
tion 





Indianapolis, Indiana 
(By Our Special Correspondent.) 

J. R. Fletcher, formerly with the Minneapolis 
branch of the Smith Premier Typewriter Company 
has accepted a_ positior s branch manager under 
Indianapolis office of the same company with head 
quarters at Terre Haute, Indiana. 

> > > 


G. E. Fiscus has changed from Underwood to 
city salesn for the Smith Premier Typewriter 
Company it Indianapolis, Ind 

* > . 

W. L. Stickney f Svr s New York, is now 
‘ity salesman for the Smith Premier Typewriter 
Com] ipolis, Ind ind reports some 
thing doing ever n ite 

> > > 

W. W. Hendrix. former of Chattanooga, Ter 
nessee, is doing some spe selling work for the 
Smith Prer eT Typewriter Company at Ind 
apolis. Indiar in the surrounding territories and 
reports ver : 1 business From the activity of 
the Smith Pr er office at Indianapolis we st d 
judge that times were anything but hard 

Jackson, Miss. 
(By Our Spe Correspondent.) 

J. G. Knabe. who opened up an office for the 
Remington people, early in May, is not with 


any more ing closed his office 
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Don’t Lick Your Envelopes! 


THE GUMMED FLAPS ARE DIRTY 


If you ever saw envelope glue made just once 
you'd be cured of the habit for all times. 


Ideal Envelope Sealers 


eS Moisten the flap by one stroke as shown. Fold 
flap and roll down byreturn stroke andit’sdone. 







Sent anywhere in U. S. on 
receipt of price. 

















yet Automatic Machine Saver 
Automatic Ribbon Saver 


\T ER \ Sanitary Steel Cushion 
ewR Automatic Touch and Speed 
TYP ATTACHING SYSTEM{ — Improver 


The only AUTOMATIC ATTACHING SYSTEM ever applied 
to the typewriter. The only SANITARY cushion. No excuse for 
dirt accumulations under the typewriter. Typewriter noise reduced 


25% to 75%, according to the kind of machine and the way 


previously attached 
When customers complain that ‘‘your ribbons don’t last” sell 
them a set Automatic Typewriter Cabinet Attaching System. There 


will be NO MORE RIBBON COMPLAINTS, as this system 
extends life of ribbon 50% to 75%. 


Send jor Descriptive Booklet. Dealers Wanted. 


TYPEWRITER ECONOMY COMPANY 


411-429 Tribune Building, New York City 
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Ditterent From Others 
Of course, your business is different from the 
other fellow’s. It takes a mighty fine typewriter 
to meet all the requirements of everybody’s 
| business, but the MONARCH VISIBLE 
| TYPEWRITER does it. Try it and see 
how it works in your office. 
The Monarch Typewriter Company 
Executive Offices: 300 BROADWAY, NEW YORK CITY 
Branches and Dealers throughout the World 
JUST IS8SU D 
No. 11 Supplementary Price List 
AND SPECIALTIES 
oo 
LD s F fr f 
Li0ip ¥ Math lonpany 
COMMERCIAL STATIONERS 
OFFICE EQuiPPERS 
64-66 FRANKLIN ST. ~ 
Lvl. 
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Harry L,. Peter with local headquar 
for the Underw d out of Memphis, w 
th early part of July Harry was 
more than a week, but he is out again, looking 
business-lik is ever 

* > > 

John D. E. Boaz, trave 2 - 
the Oliver d Wes and M re 
two days at Bon Aqua Springs last wes 
only two days to spare at a noted 
sort, at tl eason, looks like there i ng 


doing in his 


Mrs. I M = il agent f 
Dover I loubtless' the 
igent r } I territor Ss 
successful t hav g pl a 
machines since she became the age 
1908 

Kansas City, Mo. 

Berney W Rosenoerger, 26 year old ! 
night at home 911 East Ninth st M 
Rosenberger was the manager of the r @ 
partment of the L. C. Smith & Bros 


Company 


Lewiston, Me. 


H. A. Langdon has been in tl I 
looking for presentative to s« M 
Visible in t territory His he t 


Lincoln, Neb. 


The Smith Pren Typwriter Com; 


the sale f twenty-five typewriters in Ju 
‘thers the sold the following in Li: I I 
Lau Co G VW Kline, the City N nh 
George W Be ‘ Board of Put ; 
Buildings, the Conservative Investment 
the legal department of the C., B. & Q road 


the city att the Union 


rne Fire Insu 
and the Beatrice Cre ‘or 


pany ! amery (¢ 
Little Rock, Ark. 
(By Our Special Correspor 
George \ McLeat who has beer ected 
with the Atlanta branch of the Underw ! pe 
writer Co has been transferred to Litt I in 
in charge of the branch hers Mr. McLea is ex 
pected within the next week or ten days 
> > > 
George McLean, who left Little Rocl " 
year ago to enter the ranks of the I erw 
out of Atlanta, has returned to Little R t 
charge of the Underwood office in pl B 


Shields, who has resigned 
> > 


. 
emier office, which went u ‘ the 
thwestern Typewriter ¢ hav 


ffice in Little Rock and 


The Smith Pr 
name of the S« 
given up their 
Memphis 


> * * 
oO. C. Ludwig, a bright young mar 
age has the local agency for the Olive and 
Royal. 
* «. . 


The Parkin Longley Company of Little Rock has 
given up the agency for the Fox Typewriter Com 
pany and has assumed the sale agency for the L 
C. Smith Visible The Parkin-Longley C \ 
carries also some very fine agencies r office 
equipment supplies and furniture and wit their 
now complete line should continue ! 
success which has been theirs up to the | 

London, England. 

From the head office of the Barlock pe ite 
Company the report is sent out that the <« tract 
for the supply typewriters to the Z and 
government had been awarded to Le Gr e & 
Laurence Ce Ltd., general agents for the Royal 
Barlock Visible Typewriters and a firs 
one hundred machines has already bee 
This makes hundred Barlock 
in use by the eg of New Zea 


Cal. 


three 
vernment 
Los Angeles, 


(By Our Special Corresponde ) 
Miss Beulah Padgham 1 Smith Pren i 
erator employed by the city attorney a LA Ar 


geles, recently compiled a referees rey 
to the values of certain lands 


Mission road from Eliso 


to widen I stre 
Los Angele One hundred and twent e par 
cels of land were written up and ds Ir 
checking up this work it was r ‘ t 
make three slight corrections Che 
is justly proud his stenographe 
> 
A. E. Ravens ft. forme f t 
partment for t Smith Prem ] ‘ 
pany it Los A le s |} 
position s i 1 | be 
untry te ding 2 } t S 
California 1 Ar His t 
assured |} good nt f l l 
sent 1 
Louisville, Ky 

Cupid was ist nth it 

ffice tr | The mart 

f Miss I G. Aller nd Mr 
gen. both of t Remir t f? M 
been \y ears the ‘ ] 
ington Typewriter Employment De 
Louisville nd Mr. Bergen is ons f the 

ity s les , 


Marshall, Mo. 


d pate! } 
Vardmar f this city on a type 
chine pertair ge generally t tl 
ticularly meters It i ils 
machines known as logometers, or word 
which are adapted for the purposs 
¢ 
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yords itor l as the ! be written on the 
typewriter I n a type setting machine 
Memphis, Tenn. 

The Smit Premier I ewriter Company, ré 

gnizing Memphis as the mmercial center of - 
the great Yaz Delta, } opened a branch of- 
fice ind secu 1 for tl ity salesman B. A 
Murrelle, formerly with Kennon Taylor Company 

n the same acity Mr Murrelle has an en 
viable reputa is a esman and his conne 
ion with the pany assures the Smith Premier 
1 leading pla imong the typewriters of Memphis 
> > > 
J. S. Huffm the genial manager of the Oliver 
"7 


Company s wearing his ial (won't come 
smile) and reports business good. 

Mexico City. 
(By Our Special Correspondent.) 

i with the Remington Type 

e in Mexico City is wearing 
days ind well he may, as 
pewriter is breaking all records 
iness Several big government 


writer Company's offic 





nes along, but in the mai: 
n ¢ tributed by the _ indi 
very d t “old reliable”’ 
on the Mexican market 
7 > o 
iter is eing handled here y 
I ! formerly of the firm of Busta 
mante & Rivero Norieg Mr Bustamante 
manager of tl npa d he reports a 


ts 


good business for the past month, 
. 


The American Book and Printing Company have 


closed the typewriter office in connection with the 
business of the company located formerly at 
Ave, 15 de Septiembre, where the Densmore, Sur 
and Victor Typewriters were handled The com 
pany has taken the business over to the branch 
which it maintains on Second and San Francisco 
where the company will s¢ Victor Typewriters 
. > . 


R. W. Crain, assistant Manager for the Reming 


ton Typewriter Company, has been in the Ameri- 
in Hospital for two weeks past, being compelled 
lay off on account of a bad case of pneumonia 

‘ * . * 


Rafael Calvez 1 salesmar for William Parker 
gent for the Oliver Typewriter Company, has 


arrested and put in ii being implicated ir 

a robbery case It is charged that he and an 
other fellow »bbed a bank in another part of this 
but most of his friends here think that 


he will be able to establish his innocence in the 
iffair as soon as the case ymes to trial 
* > > 

Ralph W. Crain, assistant manager of the Rem 
ington Typewriter Company) in this city, wh 
with ‘ has been spending a few days 
eturned to the city. 

Milwaukee, Wis. 
(By Our Special Correspondent.) 

The National Short! d Reporters’ Associati 

will hold its annual convention at Milwaukee Au 


a 
Le 


gust 18 to 21 and an exceptionally large attendance 
is expected Various typewriter dealers, sta 
tioners and general office equipment men are plan 
ning on making exhibit it the convention. Miss 
Rose L Fritz, the typewriter champion of the 
yvorld, will be one of the prominent visitors 
e gathering 
eee 
While the Milwaukee typewriter business i 
somewhat quiet in sympatl with other lines, deal 
rs say that usiness is exceptionally good for 
this period of the year and that total July sales 
will make a far better showing than those of the 
same montl ist year Demand for the leading 
machines seems ipidly nereasing over the 
ntire Wiscor ry 
> > a 
William C. Kreu president of the William C 
Kreul Cor ur 132-43 Broadway Milwaukes 
dealers ir ffice, store and bank furniture and re 
esentatives f t Oliver typewriter, is absent 
1 two weeks’ vacation at Del 
* * * 
Var T i ling a 
ed I Milw 
t ~ & | s. Con 
“ FR T gar al 
g t) sent m 
> > 
r seen 
] M pew f tra 
1; - ifvine 
J I ex 
7 tall 
bt 
] ist 
( s ith s 
r 
> ] > 
he tvnewr , usir e ] h - 
Milwaul , ‘ ' territorv was 
7 | +} NI er manager of 
M { 119 Broadw 
| I e sho v 
} i with t 
} ; ta 
i We hai 
, ted e 
l u Ww business 
> . > 
. 
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RIBBONS:=«CARBONS 


will insure the success of any dealer handling ribbons 
and carbons. 


@ We believe that the quality of the goods, the fair- 
ness of the price, and the method of treatment and 
and co-operatio! afforded by the ‘‘Union”’ House, is 
such as will sustain any Dealer in going after the 
biggest slice of business in his territory. 


What Proportion of the Business in 
Your Territory Are YouGetting Now? 


@ If you are handling other than ‘‘Union” goods, take 
thought of the morrow, with the prospects of some 
other dealer getting this line for your territory, and 
get acquainted with what we have to offer. 


I: Costs Nothing to Get Samples and Prices 


@ In the manufacture of our product, we employ the 
most skilled labor, the best material and the latest 
discoveries of our laboratories—the result is carbon 
papers and ribbons which will stand the test of time 
and wear. Impressions that will be legible for all 
time, and not simply bright records which will fade 


away in a few months or years and be indecipherable. 


Best of All There is a Good Margin of Profit 
That You Can Conscientiously Make on 
Your Trade While Giving Them Satisfaction 
If this Ad does not persuade 
REMEMBER 
A TRIAL ORDER WILL CONVINCE 





Union Ribbon & Carbon Co. 


9th and Thompson Sts., Philadelphia, Pa. 
Chicago Office: 324 Dearborn St. 
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I believe the reason I am not doing 
business with every buyer of rebuilt type- 
writers in this country, is simply because 
those few whom I am not selling don’t know 


my proposition, or don’t understand 


It is not a question of machines. I have 
them all. It is not a question of quality. 
I build them over as good as the day they 
left the factory. It is not a question of 
standard, for I rebuild expecting to have my 


machines in a class by themselves. 


Moreover, every ‘“‘Ramer”’ rebuilt carries 
with it my fullest guarantee. The line 
equips you to compete for every order in 
your territory, and to make a fair margin 
of profit beside; takes you out of the class 
of “second hand,” and elevates your business 


to the plane of legitimate enterprise. 


And one thing more. I don’t sell you 
my machines and then enter your territory 
and sell tothe user. I sell to you, a dealer, 
only. I sell them rebuilt like new, or in 


the rough. 


Write me to-day about it. 


W. W. RAMER, 


President Wholesale Typewriter Company 
108-110 Duane St., New York City. 
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& Bros. Typewriter Company in the Matthews 


en are now complete An exceptionally fine 
li of office furnitur will be handed by J B 
Lanigan, the new Wisconsin manager of tl n 
| any, besides a complete stock of the L. ¢ Smith 
& Bros.’ machines ne dt r Seven 
salesmen wi be ke dl it in the Wiscor ind 
Upper Michigan territory by Mr. Lanigan a soon 
as all arrangements are completed At the pres 
ent time the three men wh are out are meeting 
with fine results 

“We are just starting in our new locati d 
J. B. Laniga it we are finding t > 
is proving t ‘ very satisfactory.” 

> > : 

Clarence I Sholes, sermerty with the Reming- 
ton Compar Milwauke and later ected 
with the Smith-Premier in magnon, has been s¢ 
cured as cit salesman for th Monarch Com- 
pany in Mil ikee Mr. Sholes is a brother f 
Manager Sholes of the New ‘York office f the 
Monarch Mr. Sholes will later cover one of the 
territories outside f Milwaukee 

* * @ 

J. M. Blodgett, Cincinnati manager of the U 

derwood Typewriter Company, recently stopped 


over in Milwaukee on his way to spend his vaca- 
tion in Northern Wisconsin 
o 7 . 


_ Fe Coad Milwaukee representative of the 
Fox Typewriter Company, has given up the agency 
and is now connected with the Milwaukee offi 
of the Monarct ‘Company is city and outside sales- 
man The Fox is as yet unrepresented in Mil 
waukee. 

. > . 


Thomas. F. Cream, of New York City, American 
sales manager of the Remington Typewriter Com- 
pany, was a Milwaukee visitor the past week and 
made a thorough study of the Milwaukee field 

. . 


> 
S. W. Crandall. preside of the Monarch VI 
writer Company of an at, Ye rh recently visited the 
Milwaukee offices of the comp \ Mr. Cr dall 
gave the sales forces a series of lectures on differ- 
ent typewriter topics and pr nted various sta 
tistics to show the enormous onl experienced by 


the Monarch during the past vear 
. ° > 


D. E Judsor one of the old time typewrit ind 
oun e furniture men of Wisconsin, is now con 
d with the William C. Kreul Company f 
Milwe 1uke 
> > > 
The machines, part of machines } 
equipment left by the Visible Typewriter ( n- 
pany at the plant at Kenosha, Wis ire being 
gathered together and will be placed upon the 
market it is said The stock was purchased re- 
county at a sale in the federal court The estate 
f the Visible Company as a bankrupt concern 
is still in the hands of the court and the report 
that the Kenosha piant of the company would 
again be used as a typewriter factory is s ited 
by those who have been closely connected with 
the settlement of the troubles of the cor ny 
The old Visible plant has been oceupled } 
Earl Motor Car Comp iny of lat and th entire 
assets of this concern were seized recently by 
the sheriff to s itisfy 1 ju dement and the type 


writer plant is regarded as somewhat of a 
in Kenosha 
Minneapolis, | Minn, 


(By Our wpecsa Correspondent 
J. W. Rowland, representing the Oliver |f 
ests at Owatonna, Minn., was in Minne 
cently and states that his city is being r 
populated with Oliver users His succes 
derful 
> . > 
Oliver typewriters are becoming quite ul 
in Minneapolis The other night i W t 
Oliver typewriter user cut a small hole r wir 
dow near a 100! I the | f M 
Percolator Company reached his hand thr igt 
the hole. unlocked the door and carried off er 
typewriter, N 21.829 The above named 
cern would | very much interested 
tion leading to the recovery of the ma 
>. > > 
It has been reported that the grand ] 
— penpe lis which was a contestant 
Ame in ball I ice held ir the Twir 
July isth carried far above the clouds an Oliver 
| typewriter, and uy to tl s time report } bee! 
eceived stating tha y da image I ippened 
transit Suct s the Oliver's reput n for dur 
ability 
. 7 > 
Thomas A. Highberger has opened up the O 
igzer in S P Minr and with Ton 
tl ver z f r i St. J 
tl Is t mu kelihood fa 
ness getting away from the Oliver ps 
New Haven, Conn 
(By Our Special Corresponden 
W. H. Barne cit salesman for the Ren gt 
Typewriter Company has heer transferred t 
he Washing ? ffice ‘Bill t U 
things i New Haven ., m 
rs and Wa neg n is to t K 1 } 
ts gz 1 rt securing hi H 
nily w mm r At 
> > > 
A window ex that is attracting £ dea 
f t nt he Sitors t ‘ yy 18 
i t} J typewriter at t tl 
Remingté Company I 
say that y I had t had s T 
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mencement and the students departed for their 
vacation, a large proportion of the visitors would 
be young Japs Certain it is that the picture of 
the Japanese girl operating the Remington would 
not be overlooked 

* > > 

The local office of the Remington Typewriter 

Company has just celebrated its tenth anniversary 
It opened t LSYS At the resent time, under 
Manager Fitcl the force and the business has 
reached large proportions 

> > 7 


All the Connecticut members of the Remington 
Typewriter Company's force with their families 
joined in a shore dinner on the 17th of June. The 
occasion was that of bidding farewell to W. H 
Barnes, the New Haven salesman and his family 
who were removing to Washington, D. C The 
force presented Mr Barnes with a gold signet 
ring with a suitable inscription as a token of their 
esteem 

New York City. 


(By Our Special Correspondent.) 

Robert A. Wilson, formerly salesman in the Lor 
don office of the Monarch, is now in New York 
City, and has a New York territory. He has 
come to New York to complete his training as a 
typewriter salesman, and according to reports from 


Manager Sholes he will make good. 
- > . 


J. A. Whitcomb, who was once in the typewriter 


business, has once more taken up the reins by 
becoming treasurer of the Standard Folding Type 
writer Sales Company James Hoyle is_ sec- 
retary and Mr. L. I, Myler president These gen- 


tlemen report that the demand for this wonderful 
little machine is so great that they are unable to 
keep up with it 
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BLICKENSDERFER Typewriters 





Inter- 


Visi 
_— changeable 


Writing 


Light 
Action 





NEW No. 8 MODEL 


Equipped with DECIMAL TABULATOR for which no charge is made 





SEND FOR CATALOG THIRTY-TWO. 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 
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J. 8S. STEWART 
New York City Manager for Royal 


J. S. Stewart, the new t manager of the Royal 
Typewriter Company gained his first experier 
in the typewriter usiness with the Remingtor 
Typewriter Compar Whilst occupying the posi 
tion of assistant state treasurer of Illinois he pus! 
ed tl <= f R tor Cypewrite ind 
rel . } ime agent 
Rer t! hed the sales 
t M i tie Ww 
Ol t ¢ he ] 
th taf rh ad sj 1 
r through t w 

Ka I H was s 
< e Phi } 
tad wl nos 
held f £ work he 
the . his selec 
for the sitior Ww 
‘ . R : F 
New \¥ i P 
iiread he Royal w 
yery in t crew Y 
rl 

I } + | ¢ 
W 4 \ is ow 
staff of t Adding M ne Department of the 
R ingt wr \ 








“The Carbon and Ribbon Manufacturers Supply House” 


S. J. ROSE & FRANK 


201 Wooster St., New York City 








Importers and Manufacturers 


Onion Skin 





and ' Decorated 
Feather \~ O Ribbon Boxes 

Weight ——_ 
Typewriter Lithographed 











Papers. = — and 
Manifold ice Somes. : Plain Spools 


mewr OF BEFECT WE wu 
MEPL ag (meme. 





Papers. 


—— 


SOLID HUB UNDERWOOD SPOOLS 


CARBONIZING PAPERS. ALL WEIGHTS AND 
GRADES FOR ALL PURPOSES. 
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E, Spalthoff, who was salesman at Washington 
| under Mr. Reed f the Elliott Fisher ¢ iny 
has returned to New York to take up a New York 


territory for the company 
al 


‘8 > 
| 
| writer companies discloses the fact that there a 


decided improvement in business All appear to 











be in fine spirits and confident that as the summ 
| decreases, business will be on the increase his 
2 has been the rule for many seasons past and there 
| is every indication that matters will not be differ 
ent this seasor A hopeful feeling perme es all 
in the typewriter business, and all are of nion 
that the coming season will be on a par wi 
prosperous times of the past 
+ > > 
It is reported that an association of ste ‘ I 
ers has been formed in Brooklyn. whose n t 5 
‘“*‘Equal pay for equal work Further details a 
given in another imn Owing to the epher i 
life of the tenographer generally stated t 
| about two years, when the good ones eit! ge 
married or die young, it has hitherto 
possible to organize the thousands of stenog 
ers into an association Another difficulty has a 
ways been that when a position offered there were 
| always scores of applicants willing to accept the 
berth at a few dollars less than the em yers 
originally offered If the new association ca! ff 
1 panacea for such wrongs as this, it will be doing 
| a great work 
* * * 
The promoti ist of the Remingto: f 
honor during tl present month again illust tes 
the world-wide extent of the Remington organiza 
| tion. 
Among the gentlemen who have entered 
fifteen year g is J. R. Mendelayeeff, Reming 
OrFice APPLIANCES, ton manager at St. Petersburg; among those « 
: “a tering the ten year group is James Waterhouse 
Gentlemen:—Replying to your request for ‘‘Ad”’ copy, we are bus) Remington manager at Cape Town; and, in the 
; ; a, ‘ five year group, W. R. Crain, Remington sales 
Our gain in July was 334% over July 1907. man in Mexico City, while the additions 
c . dy . . United States are scattered all over the « 
We have orders for more Graded Rebuilts booked ahead, than we sold from the Atlantic to the Pacific. 
in the twelve months past. Four orders alone call for 3,900 to be delivered Among notable promotions in this mont! 
, ington roll of honor list is that of D. B. 8} 
monthly shipments. comptroller of the board of directors, wl enters 
« the fifteen year group 
We thank the dealers for their recognition of the honest value, honest Bes 
? : oi : The Remington Typewriter office in t 
price, honest discrimination between character and values we have worked has recently received advices from the Remington 
, aa , : , branch office in Bombay, India, that . lid 
hard to establish unqualifiedly in our three grades of rebuilt typewriters progress has been made during the past month it 
, P peas a 7 the sale of the new Marathi Remington A lares 
What with filling orders from all over the world, increasing our capacity number of the purchasers have been native India 
: / : ‘ : - princes, among them potentates no less distinguisl! 
constantly to meet demands, and close attention to each detail of every ed than the Maharajah of Baroda and the Ma 
, ; : . ” harajah of Gwalior The sale of these new Mar 
dealer’s need and wish, I have no time to write a ‘‘Catchy Ad. othi, Devanagari Hindi and Urdu Remingt 
: the native population of India is one of the most 


We are still b Oking orders and we are going to fell them and fill them interesting of the recent developments of the Ren 
, . ington business Incidentally it might be mer 
right. Yours truly, tioned that the Remington Typewriter is = 
. . . — ly supreme in Indian with all buyers, Eur 
\\ H. BEARDSLEY ; Manager and native 4 




















The new circular issued by the Remington Types 
—— _— writer Company with regard to the Wahl Adding 
ind Subtracting attachment is most artist ind 
| elaborately gotten up The addition of the adding 
machine to. the Remington business marks r 
epoch in the life of the typewriter, and ope 
| a wider and enlarged sphere of usefulness 
| Remington. 
> * * 
The King of Spain recently purchased 
| derwood for his own personal ust« The k ! 
| agent in Madrid called and gave his Majesty his 
| first lesson on one of the most beautiful mact 
| ever turned out from the Underwood factor 
was furnished in white enamel, and gav« 
most satisfaction 
* > > 
An officer of the Union Typewriter C 
says that the company expects to be doing 
mal business | fall This is the 
and the ratio of improvement noted 
months is not holding just now 
The export business, extending all over I 
is fully up to normal 
All the factories are in operation and w ng 
full time The product is being place ! tore 
for the expected improvement in the f é 
raw material of the company is being purct ed 
with cash, as the company is among the 
| est in that There is no floating debt 
The flag of the Assistant General Manager f 
a the Oliver Typewriter Company was ‘ ? 
floating over their building at 310 Broadyw 
t several days last week The introductior f the 
flag for the fficials of the Oliver 7 writer 
General Typewriter Exchange J (52% os 
row in the t 
> > > 
Henry T Meyers Assista Manag 
Rebuilders, Wholesalers, Exporters ieee, F. Mepers, Adaeinas 3 
of his vacatior in New York ( y 
visit friends d quaintances in P! le 
21 Murray St., New York ss 
"hs 4 > * . 1 - ) ‘ 
Cable Address Gentype, New York Everett N. Brown, salesman for the ¢ 
writer Compa ( izo whose wort! 
ee * innot be i from his size has he 
Specials” on large orders for present (and future) delivery. tine te k City and suburbs f 
week _ 
> > 
W. R. Priest. Assistant Manager 
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TYPEWRITER NEWS.—Continued. 


[ypewriter Company New York City has just 
tnuY f t s vacatior n the mountains, ap 
Sire 
. . . 
Miss May Banta, Manag Employment Depart 
t the O ewriter Company, a York 
ity is st eturned fron er vacati spent 
at Lake Mem, magog Vermont. She “reports 
t} t} ‘ ver was the typewriter she saw 
Ww 
> > 
rhe immens¢ zn on t Oliver Typewriter 
iilding iway, ~ ist een refinishea 
wit silver lettering and green background rhis 
gs a very ! me sig l tracts a great deal 
itt { typew er district 
> . . 
G. W. Ga d, Manager New York Supplies De 
irtment the ( vel I ew er Company, was 
t to be f t his des e past week It is 
te s zg t Bachelors tetrea 
| 2 
= 
It would ear that The Girl Question is soor 
to be discusse nd settled in New York—if not 
it 10 Broadway n the bus Employment De 
nartmer! f e Oliver Typewriter Company, it 
surely will be t Wallack’s where “The Girl Ques 
tion’’ opens on August 3d A very pretty display 
window 1dvertising both of the above mentioned 
ympanie is t e found at the Oliver office, it is 
earned that xteen Oliver typewriters will 1 
ised in staging this play in New York. 
> > > 
William M manager of the Detroit branch 


fhe Hammond Typewriter Company, has recently 
eturned f 1 trip throug Northern Michigan, 
visiting several towns along the lakes, including 


Alpena, where the Alpena Business College are 
now using thirty Hammond typewriters. This 
- ks we the Hammond in the north, 
> > > 
Walter Joice, salesman, Cincinnati branch, The 
Hammond Typewriter Company, recently resigned 
s posi n and has joined the Hammond force at 
Detroit wit territory in Northwestern Ohio. Joice 
ears the reputation among the ‘‘Typewriter Fra 
rnity is being a hustler nd a business getter 
oe. 6 


4. L. Osborne, head adjuster at Detroit branch 
he Hammond Typewriter Company, is at pres 


ijoying - catior Mr. Osborne has bee 

ected with the Detroit branch for many years 

he has ibilit s i Saiesn n as well as in the 

mecha al line nd recent received very fiatter 

> > o 

George R. I gbrake of Bryan, Ohio, has recent 

: oined the Hammond force it Detroit Mr 

Longbreke 1 it a Hammond salesmar 

nd handling |} favorite typewriter is sure f 
i 4 i sl Ss 


Ir 1 recent issue of Office Appliances it was 
tated that H H Hester 1 severed his conne 
n with the Smith Premier Typewriter Company 
had taken a position with the Underwood 
iy writer (¢ i y 
The source f information for the report seems 
ha I ! rong is Mr Hester in a recent 
letter states that he is st with the Smith Pre 
mier Con I ind is now in charge of the sul 
neh office in Norfolk For the past two years 
3 n tr ling in Nor Carolina tl 
I ! s ‘ July was g 1 his 
= | pos 
Ottumwa, lowa. 
me 4 Hardest salesman for the L. ¢ Smit 
& Bros. Typewriter } een doing some good 
business in this vicinit juring the past few 
eks He has bes turr e in some good order 
hat are sting hts sale ‘ rd way up and 
ikes it appear that he is getting his share of the 
es 


Philadelphia, Pa. 


(By Our Specia Correspondent.) 
The Smitlt Premier Q kers in organizatior 
ymposed of the salesmen and departmental heads 
of the Philadelphia off f the Smith Premier 
Typewriter Con ns tendered a banquet to W 
W Walter, who was ar ted manager of the 
Scrantor ffice f the § Premier Typewriter 
y J e &th la 
r. oH. Paist resented M Walter with a hand 
mie k we ] } : a token of esteen 
W. Yerkes, mar 
acted as toast 
ery one prese 
I ke of his 
z w sales 
- i 
I ff Ss h Pren 
i good siz 
counties 
¥ 
Smith Pr 
i ia, ire 
] 1 ho i 
¥ Ww he o is 
‘ 
yl. H M nted inag 
! I ng Nh I nt the | 
Q Pren r Typew 
* 
‘ Ww YY y ¢ he 
sub-s he } } hia flice f 


















QUEEN 


YPEWRITER DES 


Afford the user more conveniences and 
economy and the dealer more profit than 
any other line on the market. 


No. 500 
QUEEN 


42 in. long, 24 in. deep, 


32 in. high. Clos:d No. 500 QUEEN 


The Designs Combine Every Factor of Convenience 
The Construction is of the Highest Possible Standard 
The Stock is Carefully Selected Seasoned Oak 


@ Dealers who are unacquainted with THE QUEEN 
LINE should get our Catalogue and Prices at once. 
They mean more profit for the Dealer—a greater 
source of satisfaction to the user. 


The MARYSVILLE CABINET COMPANY 


MARYSVILLE, OHIO, U.S.A. 





The FAUST Improved Shading Pens 


Are absolutely the best on the market— 
make better show cards and are faster 
than brushes. 
THE FAUST AUTOMATIC FOUNTAIN 
ATTACHMENT makes your shading pena 
“ fountain pen, thus — you much time 
‘ i method of filling Auto Pen, two Alphabets, full instructions and the Fountain Attachment all for $2. 
pore Pens. without attachment, any size and style, |Sc each, 7 for $1.00, Send jor our complete catalog of Card Writers’ Supplies. 


AUTO PEN & INK MFG. CO 40 Dearborn St., CHICAGO 











YOU WILL ADMIT 











The $1. 00- Yale Adding Machine 


1 over 3,000 postoffices and have over 36,000 
NEW MODEL Just Out. 


Write and secure agency jor your localtty 


YALE MANUFACIURING COMPANY sd Newark, N. J. 
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TYPEWRITER NEWS.—Continued. pany of Chicago as superintendent, has accepted  ton-Sholes visible typewriter, arrived in San 
a very lucrative city territory in connection with Francisco a few ivVS ag 
Smith Premier Typewriter Company, has been ap wd I on office of the Underwood Typewrite ” : : * * ° 
pointed manager of the Scranton office —e i ; The Geo, Borneman Company is s 
Sen a J R Bierma one of the most efficient typ ful bidder r in er of typewriters t be suj 
The Philadelphia office of the Smith Premier writer adjustors nag an ee mtil re pee a i — Educ ut s I 
Typewriter Company has had a handsome Mosai aentty been @ith the Underwood Cc smit CISC he xX mat laving bee j 
tile entrance placed in front of their place of ‘Ny pewriter Com at ies “in ‘} tts! has bee pe s 
business. No one can get past the place without aided ‘te the ae force od pris P< rtland office The Geo. ¢ hornema Con iny, zZ l nt 
noticing the large ‘23’" in the center of the en- ~ t) — nderwood “‘Typew wits - C mi any ' : for the Fox and Blickensderfer tvpewrit« 1as 
trance. i Riverside, Cal _ tag aoe ired its permanent quar = I ity 
. 7” : . ‘ . ! is looKing for a large place « Mat 
The salesmen of the Philadelphia office of the ,,% M. Turton. the well known typewriter mam It has so far been impossible to find a suitable | 
Smith Premier Typewriter Company say there is comaas e “a ; ‘Off A Ei ee A nanw of 446 cation, but as several large buildings re eing 
no such thing as “hard times." They are work- Broadw J L. - i rel ~ - ata Gor ; *M ; hel completed, the company expects to f t it 
ing so hard that the shipments of machines from typewriter — offine “gpeciaities aria wants in a short time Chas. H. Je 
the factory are sold before they reach Philadelphia Rochester, N. Y. of the company, has just returned 
Pittsburg, Pa. Charles V. Oden, special representative of the ern part of the stat ind says tl i 
One of the best-known men in Western Pennsyl- Underwood Typewriter Company of New York it good condition in that sectior 
vania, in the typewriter world, is C. E. Blick- gave a demonstration of typewriters, tabulators , 2 
ensderfer, manager of the Blickensderfer Manu- and billing machines before the Rochester Busi W. A. Scott gent for the Colum! odueiitns 
facturing Company. Since the advent of Mr ness Institute Summer School Tuesday, July 14 has returned after an absence of about tw veeks 
Blickensderfer in this city through his courteous Mr. Oden is regarded as one of the ablest dem * ¢ * 
and genial manner his friends are legion, so that onstrators in the typewriter business, and is pet The Smith-Premier Typewriter Compar _— 
today the name of Blickensderfer is not only popu fectly familiar with all makes of machines Dur erly located on Sutter street, betwe | i 
lar with manufacturers and operators, but with ing the demonstrations Mr. Oden answered questions Van Ness avenue, now occupies moré¢ lious 
ministers and clerks as_ well This gentleman regarding the construction, operation and durabil- quarters at 31-33 Sutter street 
has been located in the Lewis block for the past ity of typewriting machines. and an excellent op a. -. 2 
four years, and during that time he has placed portunity was afforded those present to secure ré The Typewritorium on Montgomer street 
several thousand machines in his territory, which liable information from an acknowledged expert. made quite a hit recently by a display of the Bur 
embraces the western portion of this state Rockford, Ill, lingame typewriter, which is expected to work won- 
Portland, Me. M. A. Zook has reopened the Remington Type- ders in the telegraphic world 
H. A. Langdon, who has been resident manager writer branch in Rockford ie has his head- . = 8 
for the Monarch Typewriter Company, has given quarters at 203 West State sireet, where the com- Wolf & Isenbruck, who have been located for 
up that position and moved his office to Bath pany has been located for several years some time on Devisadero street, are pla ng to 
where he will assume the work of directing the San Francisco. Cal. move down town in the fall 
sales in the territory surrounding the city He (By Our Special Correspondent.) . ¢ 6 
will have easy access to Lewistown, Auburn, Another well deserved promotion has occurred R. E. Revalk & Co.. the popular Und wood 
Augusta, Waterville and Rockland His successor in the San Francisco office of the Remington Type- agents, report more than good machine sales tely 
at Portland has not yet been named writer Company Alfred Williams, Jr., formerly among the big deals in competition where the Un 
Portiand, Ore. Remington representative in the Fresno territory, derwood won out were twenty-six t D ham 
(By Our Special Correspondent.) where he made a spendid record, has just been Carrigan & Hayden Co., ten to the Fresno County 
J. R. Morrison, one of the best typewriter sales advanced to an important San Francisco city ter- Abstract C¢ eight to the Eilers Music Co 1 not 
men in the employ of the L. C. Smith Typewriter ritory He has started right off the reel to considering the numerous sales of one and two Ir 
Company, Portland office, has been engaged by the make good dividuai users which only shows that they are get- 
Portland office of the Underwood Typewriter Com- a 1 ting there first with an Underwood. Dick, as every 
any to cover their Southern Idaho territory, with This is the dull season in the typewriter busi- body calls Mr. Revalk, stated that they re begin- 
eadquarters in Boise, Idaho. ness, and none of the local houses have much to ning to look for permanent quarters very soon as 
_ oo report in the way of business this month They the lease whi they had to sign up shortly after 
A. B. Cole. who was for many years connected consider the outlook good, however, and are get- the fire will expire and they would not continue if 
with the Smith Premier Typewriter Company of ting ready for a lively time at the end of sum- they could get rent free in the old schack, but in 
Chicago, as expert adjuster, city salesman and mer tend to nut the Underwood in the best a inted 
later as assistant manager, and who was more re Pee and equipped typewriter store in San Franciso 
cently engaged with the Rebuilt Typewriter Com- Mr. Davies, the sales manager for the Reming- where it should have been long ago But 
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STANDARD FOLDING TYPEWR 
a the writing P on a ne" mr 





The Typewriter of the Age 


A light, Folding portable machine, that combines all the good fea- 


4 


tures of the highest priced ones, including Visible Writing, and 
some good new features never before incorporated in any typewriter. 


The Only Folding Typewriter in the World 


and the most visible machine yet invented. Carrying weight about six pounds. 
Made of Aluminum. To be fully appreciated the “LITI LE WONDER” 
must be seen. Therefore, we want dealers everywhere to represent us. An exceptional 
opportunity for good, live men. No competition—something unknown with typewriter 
dealers heretofore. Write mow and get our proposition before your territory is taken. 


Standard Folding Typewriter Sales Co., vi: w°von 

















FOLDED 
’ TRADE 
Abolishes the THE DEXTER MARKER 
Marking Pot MARK 
Makes Easy the Work of 
Marking Boxes, Packages, Crates, Et: Ideal for Grocers’ and Butchers 


Sign Writing 
; b rs that writes on wood, paper, 
A Fountain Marking Device iron or burlap. Filled easily 
can't clog—won't leak. Pump feed supplies ink constantly at marking 
point ; motion of marking insuring an even flow. INDESTRUCTIBLE 








DURABLE—PRACTICAL. Made of brass, heavily nickel-plated 
Every concern can use one or more 


Retails $1.50. Big Profit for the Dealer 


A. J. MAIER & CO, 234 La Salle St., Chicago 
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TYPEWRITER NEWS.—Continued. 


ditions were such that the owners of the place 
would ne i gate the lease for they knew no on¢ 
se wanted it; pretty tough for Dick for he ce 
“ s to g way from it 
* * « 
rhe Smith Premier Typewriter Company, whi 
shortly te the earthqual ind fire took temp 
rary quarters at 1211 Sutte street, has now mov 
permanent and ver mmodious quarters 
Sutter street TI practically the old lo 
ion before the fire M iger Bartlet has fitte 
his offi very handsomely ind declares wher 
! g through he will |! ‘ ne of the most ar 
t ‘ flices the whole west. 


spe il billing macl 


Mr. 0. H. Johnson, t 

ma of the Smith Premier lvpewriter Company 
has been scooping things in his ling He sold the 
White House tour Carbon Roil and Tally Roll ma 
chines complete and sold Messrs. Baker and Han 
ilton, the big hardware concern, eleven billing ma 
chines He has also sold many individual carbor 
roll and tally roll machines and as typewriter 
people of San Francis know all his work | 

been don¢ notwithstanding the fiercest kind 


competitior 
Saratoga, N. Y. 

A communication of July 11 from Saratoga has 
this to say regarding the new automatic type 
writer invented by Harry Bates: A new feature in 
the typewriter business will be brought before the 
public at the national convention of hotel men 


which will be held at Saratoga next week. This 
is the Underwood Automatic Typewriter Pay Sta 
tion, a typewriter attachment which was invented 


by Harry 3ates, a former newspaper man of this 
city, who is now secretary and general managet 


of his own company. rhis company is an auxi 
iary organization to the main Underwood Cc 
The new devise permits guests in hotels, and the 
traveling public generally, to obtain the use of a 
typewriter for a half hour by dropping a dime in 
a slot, and the purpose is to make typewritine 
more genera At the Saratoga convention Mr 


Bates will be in charge of the exhibit and will be 
assisted by Miss Rose L. Fritz, champion typist 
of the world, who will use the new automatic in 


her speed demonstrations The new company has 
already closed contracts with various hotels in the 
United States, but at Saratoga next week the new 


company will make its first bow to the publi 
Seattle, Wash. 
(By Our Special Correspondent.) 

Manager Warren, of the Oliver Typewriter Com 
pany, is now the proud owner of a launch, whicl 
plys the waters of Lake Washington He also 
owns a bird dog St. John, of Minneapolis, must 
look to his laurels 

> > 

Manager Warren, of the Oliver Typewriter Con 
pany has gathered under the managerial wing 
here quite a number of his old salesmen. War 
ren has a wonderful faculty of getting results fron 
his salesmen and they invariably swear by him 
Among the men who have served under Mr. War 


ren out of Kansas Cit) is J. D. Welch, Indiar 
Territory traveler; C. E. and W. M. Beach, R. G 
Wileox and E. L. Warrer J. H. Howerton, the 


cashier of the Seattle office, also served under Mr 
Warren at Kansas City 
Sioux City, la. 
One of the biggest individual sales of typewriters 


ever recorded here was consummated this week by 
E. B. Dunaway, local manager of the Smith-Prem- 
ier Typewriter Company The deal involved the 
sale of 50 machines ill in a lump’’—to the Na 
tional Business Training School of Sioux City It 
may be well to say that this is also an unusual 
purchase as well as an unusual sale The type 
writers were all delivered this week. They were 


irravyed on a wagon especially arranged and dec 
orated for the occasion and carried over the prin 


cipal streets Hundreds of people stopped to view 
the float and to comment upon such abundant evi 
dence of prosperity, both for the Smith-Premier 
Company and the National Business Training 


School 
St. Louis, Mo. 


(By Our Special Correspondent.) 

G. ¢ Augustine is one of the new members of 
the Remington sales force out of St. Louis. cover 
ing the Southern Illinois and Southeast Missouri 
territory 

* « * 

Paul G. Keeler, formerly employed by the Multi- 

graph Co., is now traveling the suburban territory 


for the Remington Typewriter Company out of the 
St. Louis office 
> > * 

J. A. McCormack, one of the prominent members 
of the T. P. A for ten vears on the selling force 
of the Remington Typewriter Co. at St. Louis, at 
tended the National Convention of the T. P. A. at 


Milwaukee this month Mr. McCormack is one of 
the Remington hustlers in the St, Louis office 
Spokane, Wash. 
(By Our Special Correspondent.) 


ce E React who represents the Oliver Type 
writer Company) n Ida} nd East Washingtor 
recently met with a seriou iccident at Spokane 


He was leaning over the desk at the Madison 
Hotel, watching the night clerk prepare a chafing 
dish luncheon when the ileohol stove exploded 
with great force scattering the burning liquid 
over Beact His face ind hands were so se 
verely burned that he hae heen laid up three 
weeks, but we are pleased to state that he w 
ot be permanently disfigured 
S724 
W M. Beach wl s for the Oliver Tyr 
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OUR PROPOSITION 


IS SOLELY FOR THE BENEFIT OF 


THE 


TYPEWRITER 
DEALER 


Or the Person who desires to become one. 
EVERY STATIONER—EVERY DEALER IN OFFICE APPLIANCES— 
EVERY AMBITIOUS MAN EVERYWHERE-- 


-THE WORLD OVER——=>=> 


— y . . . Vd 
should. have our proposition. We ship machines daily to all parts 
of America and abroad—why not some to you? 
By recent contracts we have received a large number of 


Factory Rebuilt 


Typewriters, with new office case, etc. These machines are practi- 
cally new and absolutely the best stock for a Dealer to handle. 


GET OUR PRICES on these machines—it will pay you. 


TYPEWRITER EMPORIUM 


Established 1892 33 $2 92-94 Lake Street, CHICAGO 































U. S. RIBBONS AND 
CARBON PAPERS 


NON-FILLING NON-FADING NON-DRYING 


OILS, ERASERS AND PENCILS 


ESTABLISHED 1899 








We claim our ribbons to excel those of all other manufacture 
in the following detail: 
1.—Most intensely jet black records. 2.—Most brilliantcolors throughout. 3.—Most 
durable. 4.—Non-drying. Absolutely unaffected by cold, heat or atmospheric conditions, 
5.—Greatest copying strength. 6.—Strongest and best for Duplicator and Hektograph 
work. 7.—Ink automatically distributes itself by capillary attraction, always presenting 
an evenly inked surface and ensuring uniform results. This feature also admits of goods 
being inked clean and yet giving good, clear, strong copies to the extreme endurance limit 
of fabric. 8.—Tested and in constant use bv United States and British Governments, 
Bi-Chrome Ribbons a Special Feature 
Large Contract Work and Manufacturing 
Imprint Goods for the Trade a Specialty 
Inked Ribbons for Adding Machines, Time Recorders, Etc. 
Wide (2 to 11 inches) Ribbons made to order 
Write For Prices Giving Dimensions Wanted 


U. S. Typewriter Ribbon Mfg. Co. 


New Factory Address: 


Sansom and Eighth Sts., Philadelphia, Pa. U. S. A. 


Cable Address—Mustr, 
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TYPEWRITER NEWS.—Continued. The Spokane office of the temington Type Company, is spending the summer months in the 
writer Company has just completed a census of all country territory and is much pleased with the 
writer Company in North Washington, has pur- the machines used for instruction purpos¢ s in the change, as it gives him a good outing and at the 
chased a cottage home in Spokane Rumor hath schools of the territory controlled by the Spokane same time satisfactory business. 
it that “Bill” is to become a Benedict soon. office of the company rhe census shows that Syracuse, N. Y. 
» = 6 of nearly 500 typewriters used for this purpose . ce ; ; 

Frank Benson, formerly with the Minneapolis 73 per cent are Remingtons. This speaks well _ Fred Fisher salesman for the L c Smith & 
branch of the Oliver Typewriter Company late for the Remington strength in the Spokane ter Brothers Compan) asked tA. ness b “3 said 
working in Idaho for the Seattle branch, has been ritory I ~ getting mit e I do not know about t e th - 
transferred to Northwest Oregon 7 = e1 OS. And e wore a smile that was a 

, @ 9 The two upper floors of the building occupied forced one. ae 

R. G. Wilcox, former traveler for the Oliver in by the Remington Typewriter Company were re : . : Ss ee fC ates 
Indian Territory, is now traveling for the com- cently gutted by fire, but the Re mington store o1 I. ( . Barber, th exer utive force of 1e lon- 
pany in South Idaho under the Seattle office the ground floor escaped with little injury, save arch Company ; New Yo K as been s] ding 

_ ie, a. i slight water damage The fire occurred during his vacation with his parents in Syracus 

R. E. L, Shore, an old Remington salesman, later the night, and the next day the Remington store . & « 
with the L. C, Smith Company, is now traveling was opened for business as usua S. S. Morrison, who some time ago gave up the 
for the Oliver in Oregon = typewriter business and engaged in the hon 

, ee C. F. Travis, who is the Remington traveler graph exchange, has sold out and gone to Chicago 

Mr. Kinsey, manager of the St. Louis office of the Palouse country has returned to his field Mr. Morrison is a typewriter man from the ground 
the Oliver several years ago, is now doing cit) after a week's illness and reports business quite up and has held many responsible positions 
work for that company in Seattle active oo” a 

s,s e 8 Ek. F. Crews, who has recently been transferred L. B. Wyckoff, manager for the Monarch with 

W. R. Gilbert, formerly of St. Louis, is now from the Montana territory of the Remington offices in the Roseland building stopped long 

traveling out of Seattle for the Oliver ypewriter Company to Spokane, is now devoting enough to sa lI am more than pleased with 
- & his entire time to city territory and reports pros the July busine 

J. D. Welch, the Oliver traveler in East Oregon pects as being very good for business during the * *¢ « 
and Washington, recently staged it into Wallowa usually quiet summer months, both for himself L. W. Crandall, president of the Monarch Type- 
county a hundred miles over the mountains and and the Remington writer Company, was in Syracuse and vicinity last 
placed Olivers in the most unlikely places. Welch = > month. While here Mr, Crandall made a tour of 
says the scenery in that remote section outrivals O. E. Draper, who has for the past two years inspection of his farms which are among the best 
Switzerland and that climatic conditions are ideal been city salesman for the Remington Typewriter in central New York 





147 CENTRE STREET, NEW YORK 
MANUFACTURERS OF THE BEST AND MOST COMPLETE LINE OF 


Carbon Papers and Typewriter Ribbons 


ON THE MARKET. WRITE FOR SAMPLES AND PRICES. 


os The DITMARS-KENDIG COMPANY 





















The Best Seller we have Ever Offered. 


“ZENITH” Stenographers’ Note Book 


Costs no more than the ordinary note book. The leaves can be turned 
easily and can't flop back. Every inch of writing surface can be used. No 
copy-holder 1s required—the book stands upright on its covers. 


: 





= oe ad 
Leaves Always Perfectly Flat Saves Time. Nerves, Money 
No Bulging or Curving Pages. 

Complete outfit includes covers, rings and twelve sets of leaves for refilling. 
Made in two sizes, 44x8 in., and 54x84 in. Price, $1.00. 


The paper is adapted for 


pen or pencil. 
Write jor terms to the trade. 
. American Business Supplies Company 
147E Congress Street Boston, Massachusetts 


DEALERS SELL OUR RUBBER STAMPS 


AND MAKE 100° WITH NO MONEY INVESTED. 


OUR LINE ..i. STOCK STAMPS 


ARE PUT UP SO AS TO ATTRACT ATTENTION AND BRING ORDERS. 


SPECIALTIES jt trHat maxce EASY MONEY 


QUALITY, PROMPTNESS and PRICE are interesting 
Write for particulars 


AKRON, OHIO 














For the dealers are our particular hobby. 
We fill special orders in 2 hours 


THE GCIBSON-ALLING CO., Incorporated, 

















TYPEWRITER NEWS.—Continued. 


During the last week in June the typewriter 
business was very light with all companies. It 
looked as if ‘‘presidential year’’ was having its ef 
fect The several companies had arranged to clos: 
down their factories for two weeks, taking advan 
tage of the conditions to give their employes thi 
first vacation in several years, but had to recall the 
order as business rapidly cked up Now, the em 
ployes will have to be satisfied with one week 

. © > 


The Monarch made the largest shipment of type 
writers during the week ending July 18 that has 
been made since the panicky days of last fall So 
fast have the orders come in that works have 
run as high as 55 hours a week 

> R. Fitch has taken hold of the Monarch at 
Binghamton, which is under the Syracuse sales 
office 

Toledo, Ohio. 

The Remington Typewriter Company put its 
best foot forward on ] oO ision of the recent 
annual convention of the National Association 
Local Freight Agents held in this city. They gave 
an elaborate demonstration of the Remington 
freight billing and expense billing machines, the 
forms used illustrating actual work done by such 
railways as the Atchison and the Big Four and 
naturally the demonstrations made a deep impres 
sion on the delegates The Remington Typewriter 
Company demonstrated on this occasion that they 
have a line of special machines, adapted for freight 
billing and way billing and all the special needs 
of railway work 

Waco, Texas. 

W. Petersor the Smith Premier salesman 
cated at Waco, Texas, left for Indianapolis or 
July 5th for a visit with his mother, whom he has 
not seen for 3 years Pete is “The Terrible 
Swede in the Waco territory and he keeps h 
competitors dodging 


Walla Walla, Wash. 
By Our Special Correspondent ) 

E. E, Young, the genial Remington salesman 
this territory, announces the arrival of a fine baby 
boy at his home Mr. Young states that business 
was fairly good in June Of course, he had to 
take a little of his time playing with the boy 
but he expects to make up for it in July. 

> . . 


Frank Foster, formerly with the Whiting Com 


pany s now traveling for the Walla Walla Pape 
and Stationery Company Washington and Ore 
gor 
> o > 
J. D. Welch, the Oliver man, recently traded 


1 No. 1 Oliver at La Grande, Oregon, which |! 





been in constant use for fourteen years without a 
cent of repair cost The machine was in perfect 
alignment and would no d bt have gone on for 
number of years without going amiss 


Waterloo, la. 

Harry Pickering of Kansas City, formerly mar 
ager of the Smith Premier Typewriter Company's 
office in Waterloo s here visiting friends for a 
few days 

Wichita, Kan. 
(By Our Special Correspondent.) 

T. E. Hancock, the genial manager of Kar 
sas City branch of the Oliver Typewriter Com 
pany, was a welcome visitor at the Wichta sub 
branch office during the last month Notwith 
standing the extreme hot weather Manager Har 
cock stirred ur enthusiasm sufficient to make Jul 


one of the best months of the past year for the 
Wichita office 


. * * 


Miss Ernestinge Parsor stenographer for the 
Oliver Typewriter Company is spending her we 
earned vacation at Lake Geneva, Wis.. visiting 
Kansas City and Chicago en route Miss Parsons 
has been with the Oliver Typewriter Company at 
this point for going on two years and has done 


some very efficient work for the company 


S. M. Swope, in charg f the Wichita office 
f the Oliver Typewriter Company, is still doing 
business at the old stand, 112 S. Market street 
ng exceptionally good 


Rusiness is reported as be 


for the summer months 


H. D. Westhoff of Kansas City, Mo., has tak« 
the position of manager of the sub-branch of the 


Smith-Premier office Mr Westhoff takes the 
place left vacant by H. E. Cassler. who was ons 
of the company’s old employes Mr Cassler re 


signed his position in the city to take a positior 
of a similar kind in St. Paul He was well know 
in the business circles of the city and was one 

the best typewriter men in this part of the cour 
try Mr. Westhoff comes to Wichita with a s 
did reputation as a typewriter agent He has be 


in that business for several years 





The L. C. Smith Brothers’ Typewriter offi 
the Winne building to 154 


has been removed from 

North Market street Cc. B. Holland, the manager 
for the local branch of that company, found his 
quarters in the Winne block inadequate for the 
business of the firm which has largely increased 
within the past year It was decided to take t 
offices , 


North Market street which are larg 
and better suited for the purposes of the cor 


pany 
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(By Special Correspondence.) 


Alton, II. 


R. Houston, manager of the National Cash | 


Register Company in this city, has been trans- 
1 to the Texas field, and his place will be 

led by R. F. Johnson of St. Louis. Frank 
Laff rty of Alton has also been added t the 


selling rorce 


Brookston, Ind. 
The Van Camp Register Company has been 
ncorporated in this city with a capital of $25 
00. The directors are Edward Van Camp, C 
E. Holwarda, J. W. Moody, FE. T. Roadruck 
d C. E. Balkema 
Chicago. 
EK. W. Russell, sales agent of the National 
sh Register Company of this city, has re- 
ened. G. G. Blake of Buffalo, district man 
iger of Wisconsin, Illinois and Indiana, will 
be his successor 
* * . 
G. W. Edwards, office manager of the Chi 
ro office of the National Cash Register 
Company, has resigned to take the sales 
agency at El Paso, Texas, and will be succeed 
i by C. T. Walmsley 


Canton, Ohio. 











The McCaskey Cash Register Company, 
gh its president, A. C. Diley, is having | 
; prepared for an addition to its factory 


Cincinnati, Ohio. 





P. and P. W. Gilligan e loca “¢ 
the National Cash Register Company, have 
signed their positions with that company 

will take up their residence in cag 

re they will represent the Angeldile Scale 
Company of Elkhart, Ind 
x * « 


James Dale, manager ot the N itional Cash 
Register Co., reports that business was par- 
tlarly good in July. They secured an order 
cently from one concern for 21 registers for 


1 


heir various stores Collections also have 


he en good and closely approa hed those ot the 


best months of last year. 


a 
\ good indi ition T tl nm ide nce le ca 
ste 7} in the ett prosperity is 
4 * 
fact that they are trading out their small 
registers for large and more expensive ma 

es 

« * 

C. A. Snyder, formerly district manager in 


Philadelphia, has been transferred to the Ohio 
d West Virginia district 
* - * 

[The National Cash Register Co. took out 

additional lease of five years on their pres 

nt quarters in the Palace Hotel Bldg. They 

making alterations in the store front and 

ling, which will make their store put up a 


‘ \ 
ittractive ippearance 
* * * 
; 1, general manager < the Glob 
ister | has just returned I trip t 
Easte branches of the ympany. Mr 
| 1 } e noted 1 mu better feeling 
g Eastern business tha n his last visit 
ks f better business conditions the 
West | 











CARBON 
PAPER 


We want to emphasize 
the fact that our Car- 
bon Papers are actually 
the ‘‘nicest.” The 
coating is so perfect- 

the colors are bright 
and beautiful and the 
paper itself so free 
from _ imperfections. 
Each and every sheet 
speaks for itself. 
Three qualities that we 
are particularly proud 


of are, 


“Classic” Light Weight 
“Duplicating Gauze” Med. 
Weight. 


“Pinnacle” Standard Weight 


We will furnish any of 
the above in either 
plain or branded boxes, 


Write 


us today and samples 


as you desire. 


of mentioned qualities 
and prices will be 
promptly sent. 


COLUMBIA RIBBON 
& CARBON MFG. CO. 


(Originators of Perfect 
& oated Carbon) 


W. Broadway and Reade St., NEW YORK 


FOR EUROPE 
Hornergasse 10, Zurich, Switz. 
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THE 


ENSIGN 


ELECTRIC 


does not require the services of an 
experienced and expert operator to 
obtain accurate results quickly. 


This machine does all the think- 
ing and most of the work, always 
indicating just what has been done, 


There is no guesswork. 


All keys are of “," depression with 
a light and uniform touch. 



















MULTIPLIES 
ADDS 


DIVIDES 
SUBTRACTS 











AND PROVES ALL RESULTS 
Capacity from 1 xX 1 = I to 
999,999,999 x 9,999,999 


9,999,998,990,000,001 


ENSIGN MANUFACTURING CO. 


24 Milk St., Boston, 
Factory, Waltham, Mass. 
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Steel Filing Devices 





We make a complete line of steel 
office furniture and will be pleased 
to send catalogues and price-list 
upon request. Q Our Vertical Let- 
ter File Sections cost the same as 
corresponding grade of wood cab- 
inets and never shrink, bind o1 
warp. Send for svecial circular. 


Imperial Steel Cabinet Co. 


816-822 Fulton St., CHICAGO, ILL. 




















SUB Ne. 2—For holding hooks of record, ete., with line finder 


THE DUDLEY 


Loose Leaf, Book, Pad 
and Copy Holder... 





= 
] ¥ } ? hin 1] Ibe 
Made for the efficient handling of all kinds 
ot « K The only holder devised f 


© Send for cir- 


wil books of record. 


lar describing full line. 


The Dudley Manufacturing Co. 
Marion, Ohio, U.S. A. 











CASH REGISTER NEWS—Continued. 
Columbus, Ohio. 
\t the plant of the American Cash Regist 
Company in West Broad street almost 2% 


nen are being employed on full time 


‘ompany has orders enough now b 
keep the fact busy until late in Sept 
even if no more orders were to I 
However, the traveling men of the i 
nd its ag sending in new 
The pay roll now aggregates about $ 
every tw ks, and the West Si 

see the big plant in such succes 

on 

Dayton, Ohio. 

City oft s are taking steps 
Miami river eyed to carry out the | 
made to the National Cash Register ( 
to have the east bank of the river, extending 


long the npany’s property, strengthene« 
so as to make possible the constructio1 


When this 


several buildings on this land 


improvement is completed the company ill 
establish a foundry and from 1,500 to 1,80! 
will be added to Dayton’s population 
work is being done at present in Har 
Ohio 

The Boring Cash Register Company of Day 
ton was incorporated at Columbus Friday 


with a capital of $50,000, by Amos N. Burck 
hart, C. M. Burckhart, George W. Barr, Gr 
U. Van Arnam and Irvin P. Hyer 

The incorporators will manufacture cas! 


registers, d in few days will decide 
the location of the new plant It will prob 
ably be in Dayton. F. E. Boring has secured 
patents on new cash register devices 
* * « 
June was the banner month in the history 
| the National Cash Register Company Che 
| company shipped from the factory tl e 
| markably large number of 8,270 registers—a 


magnificent record. 
The sales during the month were 3,271 in 
g 


excess of those of June, 1907. The month is 


regarded as an encouraging indication of gen 
eral business conditions and the gradual re 
turn to normal industrial conditions, though 
in this particular instance the extraordinary 
business reflected by the sales during one 
month of 8,270 
of the highest and most substantial character 


upon the salesmanship of the big N. C. R 
hod 


cash registers, 1s a reflection 


force and the aggressive business n 
pursued by the company 
June, 1908, will occupy a conspicuous place 
in the history of the N. C. R 
Milwaukee, Wis. 


, 
, special department store rep 


H. S. Banwe 


resentative of the National Cash R ster 
Company, recently called upon the Milwau 
kee trade 
I I Wi ‘ ‘ 
sales gel Nation: ( i 
Cor Ip > ~ ‘ i \ bh) { 
Wilso be p 1 ! 
( () ep sent 
ed ( Scale Comyt 
alt we i] uD 
i M vy We S 
( ~ \T; " 
¢ \ kR { 
I bu 
x4 
{ + i \\ 
tories 
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CASH REGISTER NEWS—Continued. 
Port Huron, Mich. 


Fred Thompson, formerly connected with 
the Howard Furniture Company as secretary 


has resigned and has left for 


and credit 
Dayton, Ohio, where he has taken a position 

ling representative of the National 
Mr. Thompson has 
made a large number of friends in Port Huron 


who will be pleased to hear of his successes, 
but who will also be sorry to lose him as a 
citizen 


Portland, Ore. 


[he Pott Cashier M ifacturing Com 
pany has bee p cently and will 
have its head office in Portland The capital 
stock 1s $250,000 lr] incorporators are T 
Irving Potter, N. C. Oviatt and John K. Kol 
lock 


HUNTER LEAVES UNIVERSAL. 

C. H. Hunter, advertising and sales man 
ager of the Universal Adding Machine Com 
pany, tendered his resignation to the interests 
now controlling that company August l. Mr 
Hunter has not announced his plans for the 
future, but is considering several offers of 
considerable magnitude 

Mr. Hunter’s resignation removes from the 
Universal company, as it was known prior to 
its transference, one of its really strong fac- 
tors. He labored assiduously and successfully 
to perfect the sales organization, which had 
become one of the best in the specialty field 
In the advertising department, over which he 
had control also, he turned out some of the 
most striking and effective “copy” seen in 
many a day. 

Hunter’s friends regret his resignation. Yet 
they see for him a wide field, quite commen- 
surate with his singular capabilities. He will 
soon be found actively in the ranks again. 
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+. Underwood Pay Slations, 
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INDIA’S PATENT SYSTEM. 

In reviewing the operations of India’s pat- 
ent ofhee for the past year Consul-General 
Michael states that an improved 

is contemplated. He writes 
Che recent report of the Government on the 
itent ofhce at Calcutta states that there were 


, 
' 
615 applications made during 1907 for leave to 


William H 


le specifications, and that 508 specifications 
were actually filed The total number of ap 
plications under the Inventions and Designs 
\ct V of 1888 was 8,959 and of specifications 
6,916. The range of inventions for which pro 


tection 1s sought 1s said to be, as usual, very 
wide, and as in previous years, the railway and 
textile industries predominate 

One or two applications are said to deserve 
particular notice. One specially mentioned is 
that of an inventor in this country, 
spite of apparently insuperable difficulties, both 
practical, has attempted to 


who, in 


theoretical and 
duce a legible record of speech by a combi 
nation of telephone and typewriter with elec- 
tric selecting mechanism for the various ele 
mentary sounds, but he has been unable to 
complete his application. Drinking tumblers 
nade of ice, a motor car driven by hand pow 


er, and the usual perpetual motion are said to 


ve other proposals of varying interest. In re 
gard to applications for the registration of de- 
signs there were 34, of which 25 were allowed 
and 5 refused, the remainder now pending or 
abandoned. Several applications relating to re- 
ligious tokens or ornaments are said to have 
come from Delhi and Madras The Madras 
trade appears to have beem started by convert 
ing into jewelry French 5-franc gold pieces and 
it is reputed to have grown considerably in 
consequence. 

The amendment of the Indian patents act so 
as to bring the system of protecting inven 
tions and designs more into line with the prac- 
tice in England, is in hand, and a draft bill 
is under preparation. 
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THE ADAMS 
Carbon Paper 
PRESERVER 


Will keep Carbon Paper fresh and 


serviceable forever. Made of mineral 
fibre, brass bound, has six drawers, 
moistening pad in case. 

Besides being a carbon paper pre- 
server, it is a handy container for 
letter heads, bill heads, etc. It is 
64” high, 10” wide and 15” long. A 
handsome addition to the furniture 
of any office. 


WE WILL GIVE 
EXCLUSIVE 
TERRITORY 


To dealers who will handle our lines 
and push them. Liberal terms. 
Write us. 


The Adams Manufacturing Co. 
2232 Market St. 
PHILADELPHIA, PENN., U.S. A. 








Heavy 
Antiseptic 

Copier 

Cloth 










Silk stitched edge. Will not ravel or fray 
out. Makes legible copies. 








Brass Blotter Bath 


INDESTRUCTIBLE 
and SANITARY 


The Cleanest and Best Bath Made 





For an article always wet, 
BRASS is the one servic- 
able metal. 
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.H. BUNDY RECORDING CO. 


SYRACUSE, NEW YORK 


MANUFACTURERS OF 


CARD TIME RECORDERS 





For Registering the Arrival and Departure of Employees and for 


COST KEEPING PURPOSES 





Seuuie 
of shcielebelel lets see" 
Ti LiTieLtele 


OEDBEGEEEEESS 


ebe bel cbelebeletelel of elelelel olel .. 
wie . 


EGE 














IMPARTIAL RELIABLE ECONOMICAL 











The W. H.. BUNDY CARD TIME RECORDER increases the 
efficiency of the working force and exercises upon it a wholesome 
influence. It is unlimited in capacity and adaptability. 

Performing its functions with absolute fairness to Employer 
and Employee; disputes and annoying errors are impossible. 

Arranged for Daily, Weekly, Bi-weekly and Semi-monthly pay- 
rolls, and furnishes printed records of actual time of service. 

The W. H. BUNDY CARD TIME RECORDER is used in 
Every Line of Commerce, extending from the Municipal Departments 
of New York City, the New York Central Railroad, and hundreds of 
similar institutions, to the Manufacturer, Wholesaler and Retailer. 








Additional Agents of experience and responsibility wanted throughout 
the United States. References required. 

















TIME_RECORDER 





(By Special Correspondence 


Chicago. 
Jas. H. Hurd, western sales manage: 
the Hawley Time Register, reports that for 
the first six months of 1908 his sales are larger 
than for the entire year of 1907. In addition 
he says that the prospects for the rest of the 
year are most flattering In view t these 
facts he has no complaints to make regarding 
business 
* * * 
W. M. Johnson, long known as a su ssful 
time recorder salesman, lately with the Bow- 


ser Oil Tank Company, has joined the sales 
force of the J. H. Wilson Co 
Dallas, Texas. 


Arrangements have been made by Ed. Foy 
& Co. of this city to represent the interests of 
the W. H. Bundy Recording Company of 


Syracuse, N. Y., in Texas and Louisi 
Endicott, N. Y. 

Rumor has it that the plant of the Dey 
Time Recorder Company is to be moved from 
Syracuse to this place in the near future. At 
the same time the rumor is to the effect that 
the plant or t 
also be moved 


he Syracuse Time Recorder will 


New York City. 

Among the interesting labor-saving é ces 
in use at the New (Twelve Million Dollar) 
Plaza Hotel, visitors are shown the W. H 
Bundy Card Time Recorders, which 
sidered indispensable in registering the arriy 
al and departure of the hundreds of hands en 
ployed. These recorders are used in many 
of the important hotels throughout 
try. 

Philadelphia, Pa. 

The W. H. Bundy Recording Co. has estab 

lished an office in this city at No. 908 Walnut 


street, under the management of Mr. Grove 
P. Mitchell, Jr., who formerly represented the 
company in Cleveland, Ohio Mr. Mitchell 
has commenced an active campaign of the 


Time Recording field of Pennsylvar 


TYPESETTING BY WIRELESS. 

\ recent newspaper dispatch from London 
states that a Danish inventor has announced 
that he has perfected an apparatus by which 
typesetting in New York can be operated from 


London by means of a wireless telegraph sys 
tem. The inventor says that he will publicly 
demonstrate his new wireless typesetting in 
vention within a few weeks, and has already 
had the first machine constructed, which has 
proved successful, setting 3,000 words an hour 
at a distance, just as if the operat vere 


working the machine. 


The following hits pretty hard, but g 
NOTICE 
All requests for leave of absenc: wing to 
grandmothers’ funerals, lame _ back, house 
cleaning, moving, sore throat, turning _ the 
wringer, headache, brain storm, cousins’ wed 


ding, general indisposition, etc., must be ha 
ed to the manager not later than 10 a. m. on 
the day of the game.—The Wrriterpress Cor 
pany, Buffal 
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EMERSON FACTORY LOCATES AT 
R MOMENCE, ILL. 
[The Emerson Typewriter Company last 
mont concluded a deal whereby the com- 
pany’s factory will henceforth be vcated at 
Momence, IIll., fifty miles from Chicago, and 
in all respects ideal plac 
There were a number of towns bidding for 
the new company’s mechanical department, 
but Momer1 proved tl most charming 
for George M \. Fecke, president and general 
for manager of the company, announced to a rep 
ger resentative Of Appliances that every 
ion facility known t 1 large town was available 
the at Momence, and some not included in the 
ese representations of commercial organizations 
ing f the cities [The Emerson Company has a 

tract of ground enty-two acres, a part of 


which has been platted and will be sold to the 





















































ful factory employes In this way the company 
w- is starting out on a plan that will prove un- 
les usually attractive to factory men and at the 
same time yield the company an asset not 
ordinarily taken cognizance of 
Momence is ideal. Being situated fifty miles 
ov “4 , 
“a from Chicago it can be reached in a short >. “ : 
Oo 3 —— 
t . Be “se —_ — 
ot 7 
A few good territories are open for 
ley 
ym 
At 
lat 
il ' 
who are producers, not “promisers,”” We have recently increased our factory 
capacity, and are planning to put on, about September Ist, a few specially good 
es men in territory not at present covered 
r) : . 
Hi If you are selling typewriters, adding machines or any other kind of an 
el office appliance now and making $150-$200 or more per month, you are doing 
= so against the hardest sort of competition 
m- ° ° ° ° . ° _ 
er ’ Selling Multigraphs is NOT like selling Typewriters. There's only one 
mi Multigraph—it has no competition at all—as is the case with selling type- 
writers, adding machines etc., where you have dozens of competitors, and yet 
THE EMERSON TYPEWRITER our field is as large as theirs. 
ast oe ther ver trunt 1. on tly AT Typewrites 3,000 to 6,000 copies per hour with an office boy or 
through the town whict iftords actically W : . : . i 
—— “at DR ripeness mt H girl as operator—every letter a perfect ribbon printed original. 
ve suburban service The town has all the water, : 
- gas and other improvements necessary to a IT Prints all kinds of office forms, statements, card index Supplies, 
. te factory. The shipping features also are shipping tags, etc., in any style of type desired and at one-half the 
e root ; . be CE ‘ ge: 
si eo 100 ’ DOES cost of job printing Multigraph printing 1s good printing, too. 
The company w employs about men, 
mut will add to this force by fall. There are We have offices in seventeen cities, and if you are open to a live proposition, 
irge number of machines being turned out write us and we will refer you to our nearest Branch Office where full particulars 
m ch day in order to mect a cemand that was may be secured. We will also send you samples of Multigraph work. 
~d not reckoned with at the outset. The foreign : 
C 
ah lemand, particularly, is heavy 
h Seren saa orcitae wit be otto | THE AMERICAN MULTIGRAPH SALES COMPANY 
m . 9 _-- " ol i 
a d [There wi be a number of field repre 
i sentatives wl luty will be to keep in touch 1804 Case Avenue, CLEVELAND, OHIO 
‘ vith the dealers, but in its general aspects the 
n- ; ~ ge ade P 
a g plan w ve along dealership lines 
1s “he general fices are | ited in Chicag 
a n the Marquette building \ suite of three 
© | ome itn the seen of ey ones: | 95 YEARS EXPERIENCE 
- ie Dacha te lo hain ant te ee CARBON PAPER AND RIBBON 
eS ae ee 1 = en “eat Gives us an advantage in 
some plans A be give out in a later 
ws APG aan Soest | REBUILT. TYPEWRITERS 
mpany nd tli new tf tory, Mr Feck«e 
said Let us Prove it to you 
( ——— | — ymence j Vv PLATENS aes ; 
i a Pade RE W at Mon we ae Jae tesek Hard Finish Carbon Machinery 
e s the hect i the countrys e recognize 
- ee am oe a ag pee iar * : Capacity One Platen a Minute $ F y 
5 eee eee vee Serene oe We oe We use the best air cured rubber which re 15 years’ experience 
1- tivity in the United States and geographically tains its elasticity indefinitely P 
1- ideal for tl dealer Since this conclusion IT WILL PAY YOU TO KNOW US. 
~ was reached it became only a question of The ST. LOUIS TYPEWRITER EXCHANGE JOHN WALDRON COMPANY 
. pote pada tore neneecadbnn bong so 812 Olive Street, ST. LOUIS. MO. NEW BRUNSWICK, NEW JERSEY 
St to ( cas yiomert rovet the lucky 
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COMMERCIAL STATIONERS’ SECTION 





EVIEWING the Field of Specialties, 
Staples and other Office Supplies of 
particular interest to the Commercial 

a 








OF 
APPLIANCES” 


“OFFICE 





UIDING the modern Stationer in the 
sale of office appliances. Showing 
how to successfully handle such and 

other goods of the trade. 











Detailed Proceedings of Boston Conwvention 


HE Fourth Annual Convention of 
National Association of Stationers 
and Manufacturers came to a close 
in Boston July 23, after a four days’ ses- 
sion. The Boston convention, as was fore- 
shadowed in these columns, did a work of 
huge importance and reached a point in 
the line of national commercial bodies 
that was most conspicious. The conven- 
tion began its sessions at Hotel Somer- 
set on July 21, being called to order by 
President William J. Kennedy at 10:15 
a.m. Rev. E. M. Noyes offered the in- 
vocation. Immediately following the 
prayer, Governor Guild of Massachu- 
setts, welcomed the delegates and vist- 
tors, saying in part: “Seriously speaking. 
[ hope you have come to Boston not 
merely with the expectation of looking 
up the curiosities and historical relics 
that are here, but with the idea that you 
can compare our business methods with 
yours. 
' “And so, gentlemen, we welcome you 
to the Commonwealth. Our flag is two 
sided but our people are not two faced.” 
In the absence of His Honor Mayor 
Hibbard, Alderman W. D. Cotton, of 
Boston welcomed the members to the 
city. After the presentation of the gavel 
to President Kennedy on behalf of the 
Boston stationers, the formal proceed- 
ings were declared opened. 


Gavel Presented to President Kennedy. 


A. K. Pratt: Mr. President, in behalf of the 
Boston Stationers’ Association I present t 
you this gavel It is made of wood taken 
from our historic Old South Church during 
repairs, which were made in 1889. The wood 
that the gavel is made of was put into the 
church in 1727, when it was built. Mr. Pres: 
dent, I trust that in the years to come, as you 
look upon that gavel you will have pleasant 
memories of your year in office in the Na 
tional Stationers’ Association, and also of Bos 
ton. (Applause). 

The President: Mr. Pratt, and members ot 
the Boston Association, I desire to thank you 
sincerely for this token of your esteem and 
your many kind expressions. The sentimental 
and historical value attached to this emblem of 
authority will always render it of invaluable 
worth to me. I will endeavor to remember 
the ancient edifice of which it was once a 
portion and always try to wield it with equal 
justice and fairness to all. I thank you 

Mr. Spalding (St. Louis): I make a motion 
that the delegates be allowed to smoke during 
the convention 

The President 
larly moved and seconded that the delegates 
be allowed to smoke during the sessions of 
the convention. 


Gentlemen, it has been regu 


(The motion was adopted) 

The next order of business is reading the re 
port of the President, which I will proceed to 
do 

The President’s Report. 


Gentlemen:—The honor conferred upon me 
by our members assembled in St. Paul last 
June is one of which any man might be justly 
proud. I assure you, gentlemen, that I fully 
appreciate your kindness in electing me to 
serve as your president for the past year. I 
have endeavored to the best of my ability to 
discharge the duties incumbent upon me faith- 
fully and impartially [ have adhered closely 
to the policies established by my worthy pre- 
decessors and given every suggestion of the 
board of control and your executive commit 





W. J. KENNEDY, 
Ex-President National Association 


tee the fullest consideration. If in my humble 
efforts I have in any way advanced the pur 
poses of the National Association of Sta 
tioners and Manufacturers I am deeply grate 
ful; if not I trust you will be charitable in 
your judgment 

I am more than pleased to note the large 
number of delegates and guests present, which 
is an evidence that the spirit of organization 
meets with the approval and support of the 
trade 

It affords me great pleasure, gentlemen, to 
extend you individually a welcome to the hub 
The city of Boston has for 


; 


of the universe 
vears deserved the well-earned distinction o 
being the convention city of America. Boston 
can well be proud of her institutions of learn 


ing, her magnificent churches, a: many 
points of historic interest 


It was in Boston Harbor that t mous 
tea party was held, that marks tl ginning 
of American independence. It was in Boston 
that the battle of Bunker Hill, that meant so 
much for America, was fought and v , and 
where Paul Revere made his famous ride, 
events that have for years stirred t pa 
triotism of all loyal Americans 

Boston is famed for its handsome women, 
its courteous men, and its hospitality to the 
stranger within her gates. Its peculiar wind- 


ing streets, our friend Pratt tells us, were 
once cow paths. Owing to their widt 
inclined to doubt him, until he assured me that 
Boston has had to furnish Chicago's 
and they had to necessarily raise animals of 
extra large proportions. 

Judging from past experience | 
you that the city of Boston will do herself 
proud in making the stay of each persor 
ent a memorable one. When we leave for 
home I am certain that we will have nothing 


4 


but pleasant memories of Boston ar f the 
members of the oldest stationers’ association 
in this country. 

The St. Paul convention decided upon July 


13th as the date of our next meeting. In Sep- 
tember my attention was called to the fact 
that this was also the date of the convention 
of a fraternal order in which several of our di 
rectors and members of the Board of Con 
tro] were officers 

I was requested to submit to the Board of 
Control in accordance with Article 2, Section 
2, of our By-laws, a proposition to change the 
date of our meeting. On September 30th | 
called for a vote by mail and the ballot re 
sulted by almost unanimous vote in the selec- 
tion of July 20th for this meeting After 
date was decided on I notified all of the of 
ficers and members of the Board of Control 
and the secretary caused the announcement to 
be published in the trade journals 

In the past year new associations were 
formed in Buffalo, N. Y., Kansas City [ 
Detroit, Mich., and we have received their ap 
plications for membership. Pittsburg Book 
sellers and Stationers’ Association applied for 


reinstatement The Cleveland Booksellers’ 
and Stationers’ Association were disbanded 
during the year on account of the laws of 
Ohio being very stringent on the subject of 
trade organizations. Three of the Cleveland 


dealers have since applied for individual men 


bership 


We have added to our list quit mber 
of individual members during the year ll of 
which is covered in detail in the Secretary's 
report, and our treasurer reports that he has a 
substant! balance on hand, whi fact re 


flects credit on the foresight of the St. Pau 
convention in anticipating and prt ling 
sufficient fund to defray the cost tl 
nual convention 
The various committees appointed | me 
have been unremitting in their eff ike 
¢ 
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sure 
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ing 
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me 


ike 


memorable 


tn¢ rourti \ la Col ( if I a 

one [The Program Committee, composed of 
Mr. Milling kw Mr. Gilkey, an 
Mr. |! ed tor a num 
ber of interest uddresses t 
be y +R I ve W n 
fal and honor! tne ery trade. Che 
ki edg t re ined these addresses 
will be invaluabl nd will no doubt be highly 
appreciated by whi the privilege of 
hearing ( 

In the selectior of Mr ratt, Mr. Bailey, 
and Mr. Ward, Favorit sons of Boston, 
to serve on the convention committee w 
builded better tl we kni They have ar 
ticipated every inconveniet that usually a 
company gatherings of this kind so as to ren 
de sit to Bos joyable one in 
every respect making their preparations 
ior our recept d entertainment they hav: 
not overlooked providing for the many “Cor 
vention Widows” in atte ( In fact th 
ladies will be so well taken care of during th 
convention that our delegates cannot use them 
as an excuse even it they so desired for ab 
senting themselves from any ot our session 


Year Boo ( ommiuttec Cc 


Our : 
Bevins nd M 


Mr. Stevens, 


are entitled to every consid 


ompos¢ d 
r. Patterson 


ration possible at 


the hand of tl National Association for the 
highly creditable manner which they dis 
charged the duties imposed upon them. They 
had to overcome many apparently insurmount 


able obstacles 
an immense amount of ti and 
fruits of their industry | perse 
year book of which any org: 


well be proud Their work was ;% 
without any expense what r to 
Association 

I have taken the liberty of % 
Committee on Law that is not 
by our Constitution and By-law 


of Mr. Charles H. Mann, Mr. 
Lockwood, and Mr. Samuel 

duties will be to aid and assist 
framing motions and resolut 
sented for our consideration I 


rons 


to appoint 
fact tha 


PRATT, 


ABNER K 
t Assn. a 
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from Sta ners 





done so at the 


nization 





sacrifice ot 
labor. The 
verance is ; 
might 
iccomplished 
the Nation 


ippointing 
provided for 
Ss, compos¢ 
Millington 
Their 
members 1 
to be pi 


was actuated 
this committee by reason of the 
t a large number of our members are 


nd Director 
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wit ur laws, and frequently de 
ngs by introducing motions on 
( | 5 ct ] 
| 
sts p t ‘ 
siati supe L hie 
I T ') 
< J W b 
’ 1¢ 
N clatior ( 
( ( 
P - » 1 WS 
Stic measures enactec I seévera 
et this mmittes ‘ 
ne é 1 their duties de b 
S S embrace re 
tat nd federal | s that e a bearin 
erative trade « nizations such 
own 
this National Association is composed of 
ss en an t parlimentarians, I will 
to nstrue the usually accepted rules of 
S iberally t t each memb« nd gi 
be wed an opportunity to express hi 
1) 4 TY itteé pre ent d 1 ’ 
tion 11ess it appears th { ne S el 
r ul g 
hye mms ‘ hy pas 
ts 1 the opi n that we should 
r rie t ecret \ \y Tice? Oo 
} ( ( elieve your p ident ta 
Ss I 1 t : a rk, keep our r rds i 
tematic 1 ler, Maintain vlan of ! 
vy and stimulate w ing in ol 
be ler the guidances the president 
1tiv ommittee He uld represent 
N t Ass clati ns Wiiell 
president could not attend, and properly 
sent the aims of our organizations At 
sent the secre y performs t dutis 
fice after his day’s work is finished 


his employer's tin 


CHARLES H. 


c l nless his en 


« s ery 


MANN 


President Philadelphia Stationers’ Assn. and 


Director from 
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suggest that a man cannot serve two masters 
at the same time. 

During the year | sent out many personal 
letters to stationers and manufacturers, urg- 
ing them to enroll as members. I regret to 
state that the majority of these letters were 
consigned to the waste basket or filed away 
vithout attention. I followed these letters 
vith a post card and even then received only 
very few replies. : 

Che most popular excuse for not applying 
or membership was that the dues were too 
high and the cost of attending too great in 
proportion to the benefits derived. These deal- 
ers must have written thoughtlessly, as it 
would be impossible for any man of average 
intelligence to attend our sessions and not 
carry away with him an increased knowledge 
of his business worth many times the cost ot 
his attendance. 

Many of the replies received contained ex- 
pressions of deep interest in the work of the 
National Association, and wished it every suc- 
cess, but deferred applying for membership 
until some future time. 

I also find that several cities were organ- 
ized but not enrolled as members of the Na- 
tional body. They refuse to affiliate with us 
upon request, although admitted their success 
was due in a measure to the existence of the 
National Association. 

[ found upon assuming office that the Na- 
tional Association possessed no official min- 
utes, our records of previous conventions con- 
sisting of printed pages taken from Geyer’s 
“Stationer.” They abound in typographical 
errors, due to the fact that sufficient time was 
not allowed for careful proofreading and veri- 
fication. The energy of the publisher is to be 
commended, as he succeeded in placing a com- 
plete report of our daily sessions in the hands 
of the delegates on the following morning, 
but in yielding him the stenographer’s notes 
we are compelled to rely entirely upon the ac- 
curacy of his paper in the event that any con- 
troversy should arise. Deeming this course 


of affairs unwise, I have arranged to have the 
original transcribed copy of the stenographer 
repose in the custody of our secretary as our 
official minutes. 





JOHN A, SCHLENER, 
Treasurer Minneapolis Stationers’ Assn. and 
Director from Stationers. 
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; After consulting with the other mem 
| the committee, I secured the services 
; W. G. Rose, of Boston, to report the 
proceedings, commencing with the B« 


: 
: 
; two 


hundred dollars; Mr. Rose agreeing 
| furnish a complete transcript of our proceed 
t ings in two weeks 
, | With the foregoing facts in mind, I request 
y | ed the chairman on each permanent committe: 
; to make several carbon copies of their reports 
so that we could retain the other records 
the National convention. 
Before closing I desire to thank the men 
bers for the courtesy and promptness in re 
, plying to my letters and the many expressions 


of appreciation contained in sam 





eat or. ae EE se 


STEINMUELLER 
from Stationers 


THEO, A 
Director 





bers 


of Mr 


entire 


yard 


Control meeting on Monday, concluding with 
the banquet Thursday evening, for the sum ot 


b - 
: | 
> I also. desire to thank the trade papers fo 
4 the very generous amount of space allotted 
} the National Association during the year 
: } 
Every request of our secretary was promptly) 
} granted and the invitation extended to use 
r much more as desired. The publicity obtained 
through the channels of these trade publica 
tions has no doubt aided us very materially 
in bringing together this immense gathering 
of representative stationers and manufactur 
: ers from all sections of our glorious country 
i _ ies 
it : Report of Secretary. 
; Mr. President and Members of the Nationa 
{ Association of Stationers and Manufacturers 
I take pleasure in presenting to you the fo 
: . 
a lowing report 
; MEMBERSHIP 
ih : 1908 190 lr Ly» 
i H Baltimore Stationers Asso 
: clation ‘ 
: Boston Stationers’ Associa 
| Sn. cecbes bewbenee 65 4 12 
| Stationers’ Club of Buffalo 10 10 
Chicago Stationers’ Associa 
gg Pe Eta 52 séS6 
: Stationers’ Club of Denver 9 9 
| Detroit Stationers’ Club, new 4 4 
Kansas City Stationers’ Asso 
elation, new ‘ » 11 
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Minneapolis Stationers’ Asso 
ciation ae 16 1s 
Stationers’ Club of New Or 
leans . 6 lf 
Stationers Board of Trade of 
New York 116 116 
Stationers’ Ass'n of New York 114 104 
Omaha Booksellers & Sta 
tioners’ Asso'n 
Philadelphia Stationers’ Ass 
ciation o¢ 
Pittsburgh Booksellers’ & Sta 
tioners Ass'n, new 
St Louis Stationers’ Club 2 
~ P Stationers Associa 
Lion at 
dividua I r s s 
I B ' «& Ss 
\ é 
81 Net Gai 
I ti ror thie It evoing wure 
year 1908 closes with t m<¢ 
f si hundred and twenty-six 
this 1 a net gain over 1907 tf torty 
embers 
We have lost during the vear, by resign 
n, the Cleveland Booksellers’ and Station 
' \ssociation, with twenty-five members 
vho are now ming in as individual men 
bers 
The H wks-Jacks« n Ce ! New York re 
igned to join the Stationers’ Associati 
New Y ork. 
Millington Lockwood resigned as an indi 
idual member to join the Stationers’ Club 
suffalo 
Che following members | esignes 


ir1ous reasons 


New York Silicate Slate Co. of New York 
Office Supply Co Louisvill K\ 

H. H. West Co Milwaukee Wis 
Everett & Waddy Co., Richmond, V 
Fielder & Allen Co Atlanta, Ga 

\. O. Hurst, Toronto, Canada 

feuner & Co., Los Angeles, Cali 

W lL. Baker & Co., Indianapolis, Ind 


; 


me pleasure of announci 
Booksellers’ 
into the Nati 


members 1! ru 


ive the extr 
t the Pittsburg 





\ssociation has again come 
ssociation ind ir¢ now 
standing 
It also gives me 
Buffalo have 
nembership of ten, under the title of the St 
Club of Buffalo 


Kansas ( 


pleasure to report that t 
wit! 


tationers of organized 


tioners’ 
The stationers ot ‘ity, Mo.. wit 





JAMES T. LACEY 
Secretary St. Louis Stationers ‘| 





and Stationers 


cileven nave Organized 
me ot s City Stat 
n 
These Ssociati - 
ers or ft \ssoc 1¢ 
elega s t! 
W e | i\ > eCce | r 
dual ans te memb« 
I Ca H s Texas 
I es \\ ( Grand |! I 
H. E. | gt Fit irg, Mas 
rhe Twit ( Cincinnati, O 
Pelouze Scale & Manufacturing 
The Bro ( _& eland Ul 
Burrow | & ¢ " }. ela 
Ww. ¢ H I i & New Y 
Union P & Twi Ca. Gat 
W E. <¢ ! I re P 
R. S. Bi I Mass 
Class Period ( , Chicago, | 
W. E. Millig San Antonio, Tex: 
E. Spofir, Son & Co Beaumont 
Texas Printing Co., Fort Worth 
Chas. N. Bellman, Toledo, Ohio 
McMillan Book C Syracuse, N 
»-« Blair C« Huntingdon, Pa 


Hampshire Paper Co., 


er Co.. 


Albemarle Pay 
Morey-Merriam Co., 


Hargreaves Printing Co., Dallas Ts 
Hiram Strauss Co., Cleveland, Oh 
General Fireproofing Co Youngstowr 
The Inland Stationer, Chicago, II 


RECAPITULATION 


Club and asso tion 
Individual members 


Club and associatio 
newals, 1908 

Club anc 
1908 ; 

Club members restored 

Individual n nbers, 1 

Individual 1 rs 
Associate ‘ 


Total net eg 
Losses 

Resigned t 

Resigned ind 1 ! 7 


Loss in 


Gains 
Club and ass 
Individual members 
Club members rest 
Gain in clut embers 


Total ga 


Dues o i for the 
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Hadley F 
Richmond 
Seattle, 
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all 
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w Orleans 
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Mistakes Are Costly 


in any line of business, and not the least expensive are the errors made in the selection of 


Office Equipment. 
bie DON’T MAKE THE MISTAKE 


of adopting a loose leaf ledger because of some ‘‘catch-phrase’’ used in advertising it, or because 
of undue prominence being given some minor detail, 


\ overlooking entirely the two essential points —The 
Mechanism and The Binding. These features have 
always been our First Consideration—which accounts 


— : for the excellence of C. S. & R. B. goods. 
— ,, ie | IW 


> \ 
Ware ceil “2% Ghe Brown Aluminum Back Ledger 





" = 


UY 








Because of this, is easily 





FIRST in DURABILITY; FIRST in PRACTICAL VTILITY; and FIRST in the OPINION of the DEALER! 








Now, as a purely secondary considerat.on, we can give you 


A PIN TUMBLER CORBIN LOCK 
making the book of the type classed as “SAFETY . ry gaa 
LEDGERS.”” The Brown, without this equipment, , : \\ See 
is the handsomest ledger made, and with the lock 
it loses nothing in distinction. 


Please note the position of the lock— where 





there is no interference with the mechanism, and 
with no projection outside to catch on desk and break off. In fact, you’ll concede that, all round, 


Cc. S. @ R. B. LEDGERS ARE NOT CLUMSY, UGLY BOOKS 


because we find it costs no more to make them harmonious in appearance. 














Ohe Little Safety Lock 


is all right, and will do what it is intended to do—secure the 
sheets. It is operated by a notched, corrugated key, and in at- 
tempting to ‘‘pick’’ this lock, a person would have his own 
troubles. There are two high-grade lock manufacturers, and our 
lock is made by one of them. But we don’t charge you a fancy 
price for the name. We're calling it the C. S. & R. B. Lock, which is guaranty enough for 
most folks; but if you want more information, look on the key. 























Write us about our new TRANSFER BINDERS and a iot of other new things 


C.S.@R.B.CO., Inc., 22:32! CHICAGO, U.S. A. 
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Treasurer's Report. 

Mr. President and Gentlemen of the WNa- 
tional Association of Stationers and Manufac- 
turers: 

It has become a custom to hold this report 
open until the day of going into the conven- 
tion, for the reason that it is necessary to draw 
checks up to the last day and also to receive 


money. 
The balance on hand July 17, 1907, 


St. Paul to start the year with $ 249.24 
Received August 5, 1907, from St 

Paul Stationers’ Association . 207.90 
Received for dues from Mr. Jas 

Me, EMOOF cece ‘ 2,085.00 
Received interest on cash in bank 2.42 


$2,544.56 
During the year the following bills 

were received and paid 
Aug. 7, 1907. Expenses C. H. Mann 


i Mn” +¢eeveses es $ 95.75 
Expenses C. H. Marshall to St. Paul 128.70 
Expenses A. K. Pratt to St. Paul 99.40 
Oct. 24. Wm. Mann & Co., Memor- 

ials (Messrs Shea, Smith, 

Walker) cen eta 5.45 
Oct. 30, 150 Gov't Envelopes, Treas 

i geese ; ; ; 4.04 
March 5, Expenses W. J. Kennedy 

to Kansas City 24.00 
Expenses Cc. A. Stevens to Kansas 

34.85 


Co,, St. Louis . 24.50 
May 12, Woodward & Tiernan Prg 


Co., St. Louis : ae 9.75 
June 10, J. T. Lacey, Stamps 72.00 
June 18, J. T. Lacey, Stamps... 36.00 
June 27, Woodward & Tiernan Pr¢ 

‘. 10.00 


Co., St. Louis 
July 1, Exchange on checks .. 2.51 
July 18, Woodward & Tiernan Pre 


Co., St. Louis 128.25 


July 18, Kennedy ‘s & Pre Co. 67.95 
July 20, J. T. Lacey 98.65 
9 1,066.59 


July 20, J. L. Fairbanks & Co 194.7 
$1,477.97 
ABNER K. PRATT, Treasurer 
C. H. Mann: Mr. President and Gentlemen, 
I want before commencing to read my report, 
to in a measure apologize, and thank my pre- 
decessor, Mr. Stevens, for many thoughts 
which I have abstracted from his report of 
last year. 
Report of the Committee on Blank Books. 
Mr. President and Gentlemen: 
Appreciating the honor conferred upon me 
and realizing the duty I owe to your associa 





EMIL BEROLZHEIMER, 
Of the Nagle Pencil Company, New York 
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tion as chairman of the committee on blank 
books, I wrote to my colleague who resides 
in that “mile high” city of the West, where 
recently a would be f the United 
States was nominated, also to my 


president 
other as- 
sociate on the committee, whose business i 
located in the great Empire State, which gave 


us our dear de ighted Leddy,” and as neither 
of these gentlemen had any suggestion to ot- 


fer as to what particular lines of thought my 


report should cover, leaves me accountable 
for what follows 

lhe by-laws provide for certain permanent 
committees \t the head of the list is that on 


possibly for the reason that a 


blank books; 
much larger proportion of the stationers’ capi- 
tal is invested in this item than in any other 
one article of merchandis« It is to be re 
gretted that the committee on blank books is 
first on the list, because it is highly advisable 
at this convention that the reports should 
open with a more interesting and instructive 
paper than I have been able to prepare. I 
feel more like asking “leave to print” in the 
record, as is frequently done in our National 
Congress, than to consume your valuable time 
by reading what I have written 

No doubt every member of the association 
has carefully read the admirable report, or 


— ¢} 
1é 


more properly speaking, the address of tl 
chairman of the same committee delivered a 
year ago at St. Paul, a paper so full of inter- 
esting information; and the valuable sugges- 
tions contained in it, if taken advantage of by 
the trade, could not fail in bringing about 
excellent and satisfactory results. The whole 
ground of proper care of stock, profits, selling 
etc., was so thoroughly covered and handled 
so ably, that it seems to me, and also to one 
of my colleagues, that the subject of blank 
books was then exhausted, and very little, if 
anything, remains for your present committee 
to Say. 

There were 
Stevens’ report to which I desire to call your 
the n irking 


several suggestions in Mr 


ttention His advice regarding 





FRANK DAMERON, 
Pres. Dameron-Pierson Company, New Orleans 





on books the date when made or pu 
consider of great importance, and 
me that it had been the rule of the 
with whi { am connected to mark 
n the wrapper I ¢ ch b k \ 
trom the factory You can imag 
noyance upon my return from St. P 
that the rule, for some unexp i 
had been neglected for many mont 


I have mentioned my experie: 


size Mr. Stevens’ remarks, and to s 
easy way of dating, which I| ad 
several self-inking rubber stamps 
tour bands of figures; son tl 
in the bindery to stamp the date « 
leaf and outside wrapper, and sever 


scales department for the receiving 
tor stamping books that come in 
manufacturers, and for salesmen 


iside of t 


| 
side ¢ 


stamping the date on the 1 
when a wrapper is removed rhis t 
little time, as it is no trouble t 
to the proper date. For a bo 
of this year we set the stamp 
in December of last year, 1207 

quite unnecessary to designate the 
reason for this style 


Ni x7 - 


I» 





month 

obvious—your customer is not likely 
on,’ and it is therefore more prefer 
stamping marking the date in f1 
not only re-established the book 


but have also given instructions to dat 


same manner all packages or arti 

tionery on which a date can be affixe 

this seems almost, if not quite, as 
Referring to that part of Mr. St 


+? 


port about charging for lettering 


has convinced me that it causes dissat 
to state a price on a book and then 


customer that there will be an 
charge for lettering. It is 
case that lettering is not wanted 


books, and I think it advisable to fix 


ing price so as to cover ordinary 
lettering on back, which general 
firm’s name or initials and perhaps 


in except 


rience 
ction 
tell the 
iditional 


ynable 
bound 
the sell 

int of 
nly the 
year. 








ive 


‘he 


me 





I am quite sure that if any of you purchased a 
piece of silverware or jewelry and you were 
asked an additional sum for having your name 


or initials engraved, you would think it an 
imposition, and if insisted upon would prob- 
ably get just a little bit mad. We invariably 
make a charge for side titles and for lettering 
half-bound books, customers rarely objecting 


The prices stated last year for this work are 
about the same as those prevailing in Phila 
delphia. 

Excellent suggestions were made by my pred- 
ecessor regarding selling prices for stock 
books, and reference was made to special or- 
der work If you know hat it 1s costing 
you to transact business, and if you know the 
cost of a book, it is quite an easy matter to 
fix the selling price. The stationer who pur- 
chased his stock from the manufacturers and 
who has his special order work made at a loca! 


bindery knows to the fraction of a penny what 
a book costs, but I don’t believe there is a 


tationer present, who has his own bindery, 
that knows to a certainty the actual cost of 4 
job. The cost of two jobs exactly alike will 
vary. I have frequently compared cost tickets 
for different jobs of the same description, and 


found considerable variation in time of ruling, 
forwarding, finishing, etc The journeyman 
rulers, forwarders, and finishers are paid a 


nd although we en 


sitorm . 
unirorm sc 


deavor to procure only the best workmen, | 


' : , ‘ 
there are aiways some who can turn out more 


work than others. This is the only explanation 
to offer for the variations in cost. If you have 
furnished a book to a customer at a certain 
price, based on the time tickets of your quick- 


est workmen, you can scarcely ask a higher 
price if a duplication of the order should be 
handled in the factory by slower workmen. To 
equalize in a measure, this difference, I have 
found it expedient to add ten per cent to the 
time recorded on the job 
To figure the exact cost of books made i1 
your own bindery is litheult problem to 
solve, and I presume every manufacturer has 
his own metho I have known some wh 
foundation the tual amount ot 
I ey paid for the labor and material. Per 
haps this plan is as good ny if you add ten 
per cent to tl labor item for loss of time, 
al l add a large enough per- 
centage t ver fixed charges, expenses « 


conducting business, and whatever profit you 


desire to make Just what this percentage 
s] d be must be figured out individually, as | 
it will of necessity vary according to the vol- | 
ume of business, and the cost of your real 


estate or rent, which differs according to loca- 


tion. 

We have a method of figuring which I will 
briefly outline, as it may, perhaps, interest 
some of you l illustrate, I will take one | 
department of the factory, viz., the ruling 
room, in which we have some twenty odd ma 
chines. These are divided into three classes 


The actual wages of journeymen and feedet 
tor each machine is twenty-four dollars, twen 
ty-one dollars, llars per wee k 


forty-eight hours’ respectively for eac 


man, his a o utility boys 
vhich amounts boi cents per yu 
r each macl id le i Y 1 
I portior f salari the gener su 
perintends Ss assistants, stockroom d 
timek« er g ral ved +h 
actory é ( 
per hour m 


ure 
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iT’ 
NOTHING 
BUT A 

GAMBLE 












MISTER DEALER: 





A gamble on your future prospects with all the 
odds against you every time you furnish a customer 
with undependable carbons and ribbons. His first 
purchase is your opportunity to establish relations 
that may last for years, and bring monthly contribu- 
tions to your profits. 

You can only make the most of the opportunity 
by furnishing goods that meet the exacting require- 
ments of the uses to which they are put. The 
quality—the price, and the uniformity of both, are 
the only features that require your consideration. 
We can equip you to get the best results and put 
you in position to build up a profitable and perma- 
nent business. 















Keystone 
Carbon Paper Manufacturing 
Company 


Home Office and Factory: FRANKLIN PENNA. 
New York Office: 26 Broadway 

















TYPEWRITER 
RIBBONS 


CARBON PAPERS 


I. M. C. 














a eee 


@ New management, new 


. | policy, new machinery, 
oi] new processes. 
i @ Everything new and 


! up-to-date. 


tt @ Second to none in hard 
oi finish varieties of carbon 


paper. 





— 


: | @ Prices commensurate 
| with quality. 

| @ Pencil and Pen Carbon 
4 Papers, all kinds. 


| @ Ribbons of all kinds for 
all typewriters. 


ig a 
— fe 


oe 


@ Two colored and three 
colored ribbons a_ spe- 
cialty. 


@ Agents wanted every- 
where. 


@ Special attention to 
large consumers. 


q Price lists, and sample 
carbon paper, to responsi- 
ble parties. 


@ Write today—you may 
i forget it tomorrow. 











Indeliba 

Manufacturing 

Company 
Rochester, N. Y. 
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ty-seven cents, seventy-two cents, and sixty- 
seven cents per hour for each class respective 
ly. In this department we add nothing tor ink 
We buy the dry colors and the foreman or his 
assistant makes the ink. The cost of this item 
for an entire year is so small that it would 
add only a fraction of a cent per hour, 1f di 


vided among the twenty machines 


If a job takes six hours on one of the hig! 
est class machines we would figure it at seven 
ty-seven cents per hour, adding invoice cos: 
of the material, say $5.38, making a total of 
$10. We know the cost of doing business 
which has varied with us only between tw: 
ind three per cent for some years, say twen 
ty-five per cent, which was about the average 
shown at the St So if we 
wish to make twenty per cent clear, and abov: 
all expenses, we add fifty per cent to the 
estimated cost, making the selling price of the 
‘ob $15. 


Louis convention 


In the expense of transacting business 
should be figured all salaries, positively all re 
pairs, and at least an averaging of ten per cent 
depreciation annually on machinery, tools and 
fixtures I might add that one-half of the 
inachines in the department alluded to ar: 
equipped with automatic feeders. and in figut 
ing the cost per hour of these machines w« 
dd to the journeyman’s wages the 
would have to pay a boy feeder 


amount w 


Sometimes in figuring out the cost of mak 
ing a single book, the small items, such as gold 
leaf, thread, glue, paste, and bands are over 
looked, or are thought to be so insignificant 
as not worth while bothering about. For ex 
aniple, take a one thousand page demy, ends 
ind bands, with ordinary lettering on back 
these five 


items is about 


matter on a 


the total cost of 
twenty cents, perhaps a 
single book. but if you make a large number 
year the amount is considerable 


small 


luring the 


lo avoid overlooking these’ miscellaneous 
items we have an estimating blank on which is 
article used in making a book 


If you haven't such 


printed every 
nd every item of labor 


DE ee 
{ 
| 





WITTKE, 
Director from Manufacturers 


J. 8. A 












a form get one up; it will save you money. | 
will gladly send any member of our associa 
tion a sample of those we have adopted 
There is important matter on which | 
desire to say w words, and that is the great 
importance: educating your salesmen. The 
an genet distinguish the quality of the 
paper 1 by the watermark 
trequently t se when it com 
quality of binding I was forcibly impressed 
by a ca ich accidentally came und . 
observation recently. One of our salesmen (a 
new one juested an estimate for a large 
book bound ends and bands We figured 
using one of the best brands of American Rus 
sia, costing about thirteen cents per foot, and 
smooth or bark sheep on the sides. We lost 
the order by less than a dollar, the customer 
ordering elsewhere, and when he received the 
book was kind enough to let our salesman 
bring it to me for examination. The salesman 
thought it was “pretty good job,” except 
that the finishing was possibly not so wel 
done as our work. I was quite astonished 
his ignorance I don’t pose as an expert on 
eather, but blind man could have felt that 
fleshers had been used on the sides, and any 
one with “half an eye” could have seen that f 
the ends and bands a low price leather had 
been used, its only resemblance to Russia be 
ng its color. If this salesman had been prop 
erly educated the chances are that he would 


ave obtained the order No doubt many 
vou have had the same experience. If you ar 
so unfortunate as to get a salesman who “don’ 
know,” teach him all you can before 


sending 


him out to solicit orders. If you have your 
own shop, let him spend all his spare m 

inents in it and learn what is used in the make 
up of a book and how it is put together. It 
you are not burdened with a bindery of our 
wn, no doubt the shop that is doing your 


work or the manufacturers from whom you 
1 


are purchasing would be glad to have him in 
spect their plants 

Our President kindly 
labor saving machinery 


that Ll Say 


suggested 


something about the 


now being used in many binderies To at 
tempt a detailed description would lengthen 
mv paper t n extent that you w Id } , 

veary 





CHARLES K. WADHAM 
Director from Manufacturers 
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© THIS MACHINE WILL TIE 
~ PACKAGES 
~ BUNDLES 
~ & BOXES 


: SECURELY |. 
© QUQMLY 















This is Our New Model No. 2 


Handy Package Sealer 


Made ol Cast Iron, Black Enamel Finish 





ipped off as easily as short ones 





ice ever produced. 





@ Gummed tape costs but a fraction of twine, sealing wax or rubber bands 






I be used to greatest advantage with our 
machine Positively no waste, and labels are always handy for immediate use. They 
ff the roll 











have ordered machines and not yet re- 
remarkable demand resulting from our 










» prepared to make prompt 






does New aeeel No. 2 now ready, and we are 


deliveries in any quar 















g There is still some unassigned territory open to dealers. If you desire to share in 
le, 1 write for liberal proposition we offer. 












THE FRANCIS SALES CO. 


The New Method The Old Twine]Method 





2159 
Madison 
Avenue 
New York, 
N. Y. 
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readily be moved about from place to place, 
and far more cleanly than the steam-heated 
pots formerly used, which were hotbeds for 
roaches, the great pest of every bindery 

You all know the old way of making a 
back for a three-quarter or full-bound book, 


pounding the board in an iron form with a 
hammer. If you haven't run across one of 
the steam back making machines, get ac- 
quainted with one quick and put it in your 
bindery. They make a stronger and better 
back than the old way, and in one half the 
time. 


machine, 
work 
turn 


Another big time saver is the case 
operated by a man and boy, doing the 
of from four to five men. I have seen it 
ing out ten by twelve full duck cases, all fin 
ished, ready for inserting the books, at the 
rate of two hundred and fifty per hour, over 
four every minute, and much smoother work 
than done by the average forwarder. I have 
read the description of a casing machine which 
will place the sewed book in the case, pasting 
the papers and turning out the 
book complete, so that in classes of 
bookmaking almost every the work 
is now practically done by machinery 

There are many other machines 
proved tools too numerous to call attention to 


down waste 
some 


part ot 


and im 


I have mentioned only those which have come 
under my own observation 
Some of these labor and material saving in 


ventions can be installed to advantage in every 
makers, but 


comparatively 


bindery, and will be money very 
few blank book _binderies, 
speaking, outside of the large wholesale manu 
facturers, have work to warrant in 
vestment in several of these fast-running ma 
chines which | alluded to. They cost a 
great deal of money, and unless you can gath 
er in plenty of fodder to feed them so they can 
be kept going pretty much all the time, they 
don’t pay. 

It no doubt seems to you that a large por 
tion of my report has been directed more par 
ticularly to the retail manufacturers. It was 
so intended, and to those of our members who 
are “merchant stationers,” I would suggest 


sufficient 


have 








TALBOT, 
Manufacturers 


J. FP. 
Director from 
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that they keep fully informed on all new u 
ventions appertaining to the line of goods 
handled. It will greatly assist in both pur 


chasing and selling, if one knows how an arti 
cle 1s made 

Nothing having been referred or suggested 
to your committee during the year, indicates 
that the members of the association are 
satisfied with the wholesale blank book manu 


facturers. If the retailer could possibly sell at 


the list prices, the discounts given are quite 
sufficient to insure a “living profit.” 
Loose leaf devices continue to make rapid 


inroads on regular bound work, and I also have 


found the larger sizes of books slow sellers 
Formerly it was an ordinary occurrence to s¢ 

full set of mediums from shelf stock. Today 
the call for such books its rare, and it is advis 
ble to eliminate them from stock and supply 
them only on special order 

Pardon me for saying a few words in cl 
ing in reference to existing business condi 
tion During the past six or more months 
we, and I believe most of us, have had a “cork 
ing’ time Business has been corked so tight 
that sales have fallen off trom t ty to forty 
per cent or more 

| favor the “boosting idea,” and in cony 


tion with customers ende: vor to steer cleat 


any allusion to “dull times still there is 

disguising the fact, that business f the 

tailer for some months has been at the lowest 
mark, and in worse condition than experienced 
for a number of years The talk of some 
customers when soliciting orders from them 
vould indicate that they thought the “end of 
ll things” was fast approaching, and that 
they, and also the seller, would have to “close 
up shop” before long. “Hand to mouth” buy- 
ing has been the rule, and orders for large 
quantities have been “few and far between.” 


Truly a tremendous change since the last time 
we met in convention. 

sorry to see that this business depres- 
many to cut prices, in some 
instances to almost cost. In this 
and demoralizing should 


lowered unless goods are being bought 


l am 
sion has induced 
my opinion 


Prices 


JAMES A. DORSEY 


One of the Principal Speakers 


or manufactured at a lower cost. It is so easy 


to lower pr the consumer rarely appreciat 
ing your generous donation te him of a part, 
if not all, of your profits; and your troubles 
are sure to sme when business resumes a 
normal condition and advanced prices will 
have to be isked 

Newspaper reports and information from 
ther sources regarding business tions 
ire conflicting and not to be wholly relied 
upon Recently a Philadelphia paper ted 
that one of irgest plants had re-e1 yed 
twenty-fiv red hands. I inquire neé 

the « s othcials referred t ich 
vas the was intorme re 
vas 1 tr statement 

Mr. Van ( f St. Louis, pr f 
( Nat i LSs0¢ tion ol Mat ers 
I org whi h every I " eT 
hould be ber), in a circular lett its 
nembers, da June 30th last, makes tol 
wing st I t 

Re em] t d VS are « 
St. Louis ne 1 June Is en 
tl sand sons were put to w on 

far Q le the Pittsburg district will 

ve | June 6th, when every plant of the 
United §S Steel Corporation, t gest 
oncern t rid, in its field, 

peratior the remainder of the f 

tec p n, all over the country, it ex 
pected, wi be running by August Ist All 
the indepe steel concerns in the Pittsburg 
listrict, if uunced, will be at work with 
full for | the first week in August 

I trust the rrectness of this statement can 
be vouched | by some of our St. I ind 
Pittsburg friends It really seems t 1 t 
optimisti However, I don’t believe there ts 
any one present so much a pessimist s to 
think that healthy condition of afta vill 
not be reached before the year closes, pr ibly 
much sooner The time when we most need 
faith is when things look black all around us 
“Every cloud has its silver lining” is true 
saying, and prudent business men should get 
ready. Don’t let your shelves become empty 














Dire 





GEORGE T. SMITH 
tor from Manufacturers 
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THE PERFECT SERVICE 
WHIGH INSURES THE 


USERS SATISFACTIO 


» and the too%profit 
D>» they aflord Be 8 dealer 


TRIDER POSTAL. SCALES 


advantage over all others. They are scientifically perfect in princi- 
ple and construction. The double uprights insure absolute accu-. 
racy. The extended and the slanting dials make them easy to read. 


The few models means less stock for the stationer to carry. 
















SUPERIOR The perfection of the mechanical principle employed, the standard of 
Price $2.00 materials and the excellence of construction insures against returns, com- 






THE IDEAL (ame model). plaints and disputes. The large margin and the unchanging prices 
' Price $1 60 make them favorites with the stationers. We have the largest factory 





THE GER (ame medel). in the world devoted exclusively to the manufacture of scales. 
Price $1.25 













New Slanting Dial ORDER THROUGH YOUR JOBBER 
PRECISION 


Price $2.50 The Triner Scale & MIg. Co. 


aon eo bd a et 
odin of vision Pie- 


ore. Artistically popu- 1255-57-59 West 2ist St. 
Chicago, Ill., U. S. A. 




















New Slant in Dial 


MERCANTILE 
A Postal and Express Scale 


Capacity, 12 pounds by 4 oz.) 


Price $3.50 
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Report of Committee on Paper and Envelopes. 


When your committee sat 
time ago before the cabinet in 
kept the sample books and catalogues of paper, 
which they were about to tackle, they were 
simply paralyzed at the size of the contract be 
fore them, and being by nature unselfish they 
resolved to speak only of one or two branches 
of the others to future 
committees. 

There is no department ot 
our country today that has 
marked and rapid development than has that 
of the various grades of paper during the past 
half century Not to burden too mucl 
let me give you just a few figures. In the year 
1870 the capital invested in the manufacture ot 





down a short 


which were 


subject, leaving the 


manutacture in 


shown a moré 


you 


paper amounted to $34,500,000, while in the 
year 1905 the sum of $277,000,000 was em 
ployed. The value of the output in 1870 was 


$49,000,000, while the output in 1905 was $189, 
000,000. The remarkable 
ever, is shown in the five ye 
During these five years the capital employed 
increased from $167,000,000 to $277,000,000, o1 
over 65 per cent, while the output increased 


increase, how 
1900-1905 


most 


ars 


from $127,000,000 to $188,000,000, or 48 pet 
cent. This you will understand is attributable 
to the use of wood pulp, which is used now 
not only for the making of news and other 


printing papers, but enters largely into the 
composition of writing papers as well, the 
manufacturers to the notwithstand 
ing. 

As, however, some misconception may arise 
over these figures, let me say that in the five 
years, 1900-1905, the output of the five writing 
paper mills was in 1900, $12,000,000, and in 
1905, $19,000,000. This is entirely exclusive of 
printing or wrapping paper of any grade and is 
the paper in which we are most interested. It 
is only a few years ago that all our best pape: 
was imported, while today we are exporting a 
large part of our product and importing only 
those kinds which, either the 
rates of labor in foreign countries or the lack 
of raw material, cannot be manufactured here 
You probably all remember not very long ago 
when practically all the note paper used by 


contrary 


owing to low 








JAMES 
Director from 


DAWSON, 
Manufacturers 


yu dy friends was that known as “Fren 
with tl lines watermarked in the sheet to 
help the writer to maintain a straight lin 
Thos were also the good old days (of whi 
uu shudder to think) of ruled note paper wit 
the mill stamp in the corner. How much mi 
pleasant and profitable it is today to keep i 
stock the finely made product of our best mil 
So many shades of colors and styl S 
ni How much more attractive is the mod 
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stationery st 


re for this handsomely box 


play than the one of a quarter of a century 

ry} ne paper department of Ir mo¢ 
tore is a delight to the eye, with its hands: 

play of crests and monograms and its ¢ 

ived invitations to the various soci ! 

ns of the day 

Great credit should be given t u 

r making su varied and beaut 

ric upon which the stationer may work t 
iny artistic faculty he may possess, for in o1 
d to be successful, the modern stationer mu 
be an artist and connoisseur as well as a ¢ 
nechanic and business man; he must not only 
be prepared to furnish copy when reqvired 
but to advise in the selection of materia lr] 
tationer of today must be an originator in 
taste and an educator in suggesting the best 


{ 
’ 


vhich pays so large a percentage of profit an 
itisfaction as this fine paper department 


iper for special purposes, as in this way only 


h 
unhol 


Chere is 


iminate to a large extent 
y competition by which he is 


part of the stations 


t 


no 


the l a 

surrounded 
rs’ business 
nd 


and 


in these days of sharp competition in lines of 


goods 


ron 


that any competitor can 


t all goes to the buyer, while t 


vive 


furnish, the 
he poor sta 
g on stapl 
Fine papers 


working up 


} 


papers Wi 
estions will 
our custom 
the 


secure them 


them 


ire not 


gen 


busine ss to 


tioner who tries to make a livin 
oods only, has a hard time of it 
with artistic treatment in their 
ay, and a good line of unusual 
draw custom that you can get in no other way 
Strict adherence to these sugg 
make closer and better friends of y 
ers, because it first of all will 
itisfaction arising from quality, 
the goods they require, and which 
erally obtainable elsewhere, lift the 


MILLARD D. HEISE, 
Director from Manufacturer 

















i hig by causing the é 
partict specific in their d 
best, 1 give the dealer v1 
supplies these demands, a props ; 
tion for his time, money, and eff sé 
things 1 1alize 1 char s 
ness, the end make a 
vhile 

A creat t ‘ 
might e sai nf t i 
advertising printing if ! ved { t 
ly by the stationer, espe y 1s 
own printing office and can s«¢ t ype 
and ma This. brancl t per 
business | | think, been over! rgely 
by stationers, because they find it to 
make a printing office pay 
investment and they satisty thems vith 
printing such work as 1s require 
dinary business of making blank | : 
ind office stationery, overlooking t der 
nd more ative field of . 
lets, and the vhole field I I ting, 
which calls r the good taste which t st 
tioner w s a fine paper department sO 
apt to excel in. Try to cultivate 
whenever it is appropriate for the work in 
hand. Keep a sample case which will ude 
all the new and beautiful cover papers now 
manufactured so extensively, and f 
so large a variety can be selected ind make 
up your dummy, changing it until you get the 
best results before submitting it | your 
customer 

Text or inside paper is just as important as 
cover paper, and as many varieties d be 
found among your samples There trade 
papers which are of a great help in t par- 
ticular, which any stationer, whether vning a 


printing office or not, should re 
and critically, not to help his printi 


much as to cultivate his ideas on appropr 
ness of materials to be used. Coated 
may be used when profuse illustrat 
called for, and the cuts half tones, but n 
type work, because they are apt to cr 
binding and are harder on the eyes t 


tique finished or super-paper 


Continued on page 100 








GUS MEYER, 
Director from Manufa 
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This Is Intended For Sou, Mr. 


would like a plain 


Ik yo ] 


Mimeograph as 


a Business Getter, I can say 


to you that it is worth ten times its cost, 


and that, intelligently used, it will bring more 


dollars for every one spent in using it than any 


salesman or method of advertising one can employ. I speak from both pet 


sonal experience in using it to get business with, and from having sold hun 


dreds of them in almost every line of mercantile and manufacturing in 


dustry imaginable, where they have been, and are to-day, used for the same 
purpose. 

As a “silent salesman” a Mimeograph has no superior. It will get 
more business at less cost than by any other method I know anything 


about. As an advertising medium, one dollar spent in circular-letters got 


ten out on it is worth ten spent in newspaper or magazine advertising 


I do not ask anyone to accept my word for it, but I do challenge any 


one to disprove my statements or show that they are illogical 


largest mercantile and manufacturing concerns, busi 
Mimeograph to 


I know that th 
ress corporations and individuals in the country use the 
get business with, and I know that the small retail merchant and manu 
facturer who feels the value of every dollar he spends uses it equally suc 


It makes no difference whether it is the 


1 profitable place 


cessfully for the same purpose 
millionaire concern or the little country grocer, it finds 
in his business as a business-getter 


I will admit that there is one kind of a man who has no use for a 
Mimeograph—the fortunate individual who is not seeking more business, 
has all he wants or can take care of, and has no disposition to make more 


money. That man is an exception, but there is no other. I could never 


convince him. 
Whether it be the little 
the millionaire concern employing hundreds or thousands of hands, if there 


retail merchant in the small country town, or 


is a desire to increase business, there is use for a Mimeograph 


As | business 
are intelligent salesmen and successful advertising. 


ewers for both 


view the situation, the elements required to increase a 
The Mimeograph an- 
Give me a business where something is sold for money and 


there is use for the product to be sold, and with a Mimeograph, which is 
a good salesman and a good advertiser, I will increase it 
I would have little respect for the business judgment of any man whi 


with me on some basis the profits, if I, as a sales 
add $500, $5,000, or $50,000 profit to his business. I do not 


He could not exist. Neither 


would refuse to share 
man, offered to 
believe there is such a man in business to-day. 
to compensate me if I placed in his hands an advertising 
add doll 


will 


would he decline 


ars to his pocket. In these days anything 


it W yuld 
} 


proposition th: 


that will swell receive consideration 


usiness 


day by exchanging goods for cash, but to exchange 
them 


Money is made to 
finding 


The ways of 
Thousands of 


those goods for cash, buyers must be found. 


ire numerous, too numerous to describe here. minds have 


becn occupied for eighteen hundred years planning and devising new meth 


ods to reach buyers. Some of them have been original, others are modif 


while many are methods worn out and 


cations existing, 


of methods already 
threadbare with age 


in the largest 


methods, however, do not always originate 
+1 


Succe ssful 


enterprises having the highest-paid talent. I once saw is exemplified in 


the case of a small retail grocer in a little country town of less than eight 


I had my first dealings with him he was 
the most ive Mimeo 
standing I found he | 
The character of his 


hundred inhabitants. At the time 


an entire stranger He had ordered one of expe! 


graphs. On g his commercial had less 


investigatitl 


i 
than $500 capital, with limited credit. business, the 


population of his mmunity, and his small financial standing. led me to 


believe that he had made a mistake in his order, and that instead of 


! 
‘ 


ing the most elaborate and expensive Mimeograph, 


found « nly in the larger concerns, he intended to order an i xpensive 
machine used by the smaller business man. Instead of filling his order, I 
wrote to him explaining the difference between the two machines H 
inswer, confirming his original order, and accompanied by a check f 
amount, with instructions to ship as ordered, left no room for argument 


pinion of the A Letter From a Dealer and User Setting |! 
Forth the Merits of Edison Mimeo- 
graphs when Used as a 
Business-Bringer. 


Dealer 


shipped the machine. I was not through 
with the gentleman, however, and after a few 
months wrote him, asking what he used the ma- 
chine for and how he could make it profitable 
in his small business. There was something for 
“I make a practice of going to Chicago once a 
some one thing in large quantity to push as a 

Three months ago I brought home a cask of 
Now, I can buy a cask of prunes cheaper than I can buy fifty or 
one hundred pounds. When | got those prunes in my store I issued a 
circular-letter to every citizen in my town and within a radius of twenty 
miles, stating that I had secured an exceptionally fine lot of prunes at an 
extremely low price and that while they lasted I should give everybody a 
treat of better prunes for less money than they had ever known. I prom- 
ised to sell those prunes at cost, and kept my word. I would not say that 
everybody getting that circular came to my store and bought prunes, but 
for two weeks I was busy wrapping them up, together with other grocer- 
ies which they bought while there, and when my prunes were all gone I 
had made enough money out of other groceries purchased to more than 
half pay for my Mimeograph out of the profits. The next month I went 
to Chicago I brought back five barrels of beans, and everybody had beans 
that month, and they had them at cost. I don’t believe that more than 
cne barrel of beans ever came into this town at a time before, and then it 
My five barrels were sold within six weeks, and for 
a while beans were the Last month I did the same thing with 
ugar, and the people in my town got a pound more of sugar than they 
expected, and next month they will all have salt mackerel. My Mimeo- 
graph has already paid for itself, and if I could not get another I would 
It is a sure winner in finding trade.” 


me to leart He replied 


month. I invariably buy 
leader to attract business 


prunes 


lasted for months 


fashion 


not part with it for ten times its cost. 


That man had the right idea. Maybe it was 
original with him, maybe not. In any event he worked it to a successful 
conclusion and made money out of its investment. What would hold good 
with him would apply to any other retail merchant who will use a little 


Now that is enterprise 


brains in his business 


Now, another case, and one that is opposite in the extreme: One of the 
largest packing and provision concerns in the world keep Mimeographs 
This concern handles practically every kind of meat 

and they are seeking new business nine hours a 
lay, and every day in the year, and year after year. Thousands upon 
of circular-letters advertising their goods go out daily; a batch 
another one there talking “glue,” another “beef ex- 
“ham,” another “baked beans,” and 
others advertising something else. Nothing escapes them. They are look- 
ing for new customers for their goods, just as the little country grocer 
was looking for new customers for his. They believe in the Mimeograph- 
letter, because it says what they want to say to whom they want to say it. 
Now, nobody believes that they are spending money foolishly, neither does 
he believe that they are using anything but the latest and most up-to-date 
methods of getting business Sut here are two extremes: the little grocer 
‘apital of less than $500, and the millionaire corporation doing a 
| millions annually. If they have proven its value as 
a business-getter, there is nothing between these extremes that does not 
come under the influence of the Mimeograph for the purpose. I have seen 
merchant deprive himself in other directions to obtain 
and | have seen a millionaire concern haggle for a two- 
it is a question of business practice, but the Mimeo- 

w proportionately as much good as the big one, 
in using it to get more trade with as_ the 


coing all day long 
and provision product, 


housands 


here talking “soap,” 


tract,’ another “pepsin,” another 


with a 


isiness of a hundre 


the little country 
the Mimeograph, 
per-cent discount. Thi 


graph does the little tf 


that he cannot afford it. I say he cannot afford 
be without it. No merchant ought to say he has no use for it, because 
he has no use for more business or more money. 
has use for it, because he has not considered 
ut if he is enterprising and alive he has just as 
aph as he has for any other plan that will increase 
nore money for him, 

to A. B 


Ch ig¢ 


[te may not know that he 


Dick Company, sole manufacturers, 161- 
or 47 Nassau street, New York. 
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Tell me what make typewriting machines you use 
in your own office, mo matter where you are located, 
and the color typewriter ribbons and I will send you 
some Rothschild ribbons, express prepaid, for test. 


When you get them do this: 

Have your best stenographers put the ribbons on 
their machines and use them HARD for two weeks. 
Have them watch and you do the same. By the end 
of two weeks you will have seen that my ribbons are 
the cleanest, most even, most satisfactory ribbons 
you ever used, IRRESPECTIVE OF PRICE, and they 
will have developed so many “‘selling points” that you 
will have convinced yourself that they are a good pur- 
chase. 


Then (and not until then) I will quote my prices— 
which are positively the lowest for all ribbons includ- 
ing 8i-Chromes, Tri-Chromes, and ribbons for the 
Multigraph and Writer Press. And, remember—the 
samp'e ribbons will be taken from regular stock and 
that all future orders are guaranteed SAME HIGH 
QUALITY. 


My ribbons are fully guaranteed and if they don’t 
please you and your customers in EVERY way, just 
fire them back to me at any time within one year and 
your money will be instantly refunded. 


Now, isn’t that a pretty square deal? You have 
everything to gain and nothing to lose, because if my 
ribbons are not better in every way than I! have said, 
i have got to take them back. 


And if THEY ARE—then you are going to save a 
lot of money. 


Now hadn’t you better let me send you those trial 
ribbons to-day? You will be glad you met me. 








M. M. ROTHSCHILD, Tvoewriter Ribbon Specialist 











Fifth Avenue and Washington Street 
CHICAGO, U. S. A. 
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Ox 


rector from Manufacturers 


It will often add very largely to th ir 
ance of a | k or pamphlet to use paper with 
a deckle edge Line cuts lend themselves t 
the use of antique finished paper bette: d if 
illustrations required that cal ted 
paper, tip them in 

It i of some mills t in 
the magazines and newspapers, but tl 1c 

| tice, while no doubt increasing yout ess 
in those particular kinds, increases ti 
tion. Your own watermark will, if er 
has merit and is suited to its pury ire 
you the r at a better price he 
customer is satisfied, will result |i 
cate many times, securing you probab his 
business, while every sheet he uses 1 id 

| vertisement for you that will pay ré 

| turns 

While on this subject of watermar! ten 
tion should be called to the pract the 

| mills, their agents and jobbers, in fillir ders 

| from consumers to the serious det of 

| the stationer. This is more apt to b ist 

| when th nsumer wishes his paper ter 
marked; not only does the stationer the 
profit which the sale of the paper af- 
ford him, but he is often compel re 
the stock for the consumer, becau may 
have some part in its printing or on 
which he is supposed by his cust be 
making a colossal fortune; he 1 ve ti 
handle the paper and in many cases insure or 
otherwise be responsible for its entir« id ur 
injured delivery For these the 
customer will not pay, neither wi mil 
yet it may be a large item of expe the 
stationer 

In our 1 days we were taught ty 
four sheets of paper make one quir« venty 
quires ¢ ream.” These facts today e al 
most as much of a memory as t y 
though not so pleasant 

Paper is packed five hundred sheet the 
ream, There seems mn why 
ledger paper should be done up hun 
dred and eighty sheet reams, except t fac 
that it Iways has been done tha tha 
counts | nything Blank book er] 
were s by the quire, while t ey are 
sold by the hundred pages, which e best 
kind of a reason for changing the 1 ber of 
sheets 1 ream of ledger | Some 
mills now use this plan. Uniformit mod 
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Buying. 


Waterman’s Ideal is the Standard 


This fact is due not only to the perfection 
in manufacture, but to the simplicity of 
construction, and the technical perfection 
of each of the five parts. 


Every Dealer in the World 


who has room, or can make room in his 
store, for this fast-selling and popular 
line. will do well to stock them now. 


Follow the Reasons for 
Your Purchase of Waterman's Ideal 


first Made in the largest and best equipped 
ountain pen plant in the world. 


Necona Sold at the lowest possible prices consistent 


with therr qu lity. 
Thira Every part substantially guaranteed perfect. 


fourt/ Made in every conceivable size and style, 
ind with a vast assortment of pen points to suit 


every write! 


fifi The complete protection from cut-price 
competition, as the prices are maintained by 
ivreement throughout the United States. 


Sixt The individual Waterman's Ideal features 
the Spoon Feed and Clip-Cap made possible 


ts wonderful success and general use. 


Sevent The enormous advertising every month 


of the vear in every state, county and city in the 
country, constantly stimulates the demand 


hight All pens in good condition are exchange 


‘ i | 
ible or may be redeemed at purchase price. 


Nint The supplying of advertising literature, 
show case banners, electrotypes signs and sell- 


Ing instructions. 


Lent The favorable acceptance by the consum 


masses wherever shown for the past twenty 
rour vear©s Every pen now in use Is 1 purchasing 


recommendation. 








Juntaim/Pe 
Selling. 


Selling the Standard brings Credit 


Here is a modern necessity, which in- 
terests and satisfactorily serves School 
Children, College Students, Business and 
Professional Men and Women, Travelers 
and Home Folks, all alike. 








The demand for a good fountain pen 
will never cease ; on the contrary—owing 
to its absolute necessity—is bound to in- 


crease forever. 


Follow the Reasons for 
the Sale of Waterman’s Ideal 


First It disposes of the bothersome ink well. 

Necond Its perfect and safe combination of pen 
and ink into one, to be carried in the pocket or 
purse 

Third Its readiness to write at any or all times; 


whenever wanted and under any conditions. 


fourth: The risk of loss from the pocket reduced 
to a minimum, by the use of the clever Clip- 


kifth Its adaptability to all specific purposes: Sten- 
ographing, Bookkeeping, Manifolding and for 
Artists, Reporters, etc., etc. 


Sixth Its wonderful favor as a gift that is dignified 


and useful, and “‘fills every bill’’ for anyone. 


Seventh Its extremely low price, especially when 
compared with the length of service it gives. 


Eighth hat it can be exchanged until right, or 
money refunded. 


Ninth Its presentation to the public at each and 
every season in the largest and best advertising 
me di 1ttis 

Tenth Because the name —Waterman's Ideal — 


means a uniform quality, the best. 


Co.173 Otromdwery NY, 


Broadway “Tbe (pen Corner” Cortlandt Street 


Montreal London Mexico 






















Sizes and Styles of the Popular Cone Cap Holders 


Waterman’s Ideal Fountain Pen 


Straight and Taper Cap Holders made in Same Scale of Sizes 


(Illustrations actual size) 
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i Size 13 — . Plain Middle Band, 18-K Filled, No. 3 size gold pe 
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$4.00 No. lé 4.00 


N > $$). 50 No 
Si N ] oo 


No 0 No 
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‘ Sterling Silver with *Clip-Cay N 6 size g 


Size 4 per 
N 2) ] 6 rt s style nm six sizes show 
No. 412, I . $5.00 N ti4, I ‘. $7.00 No. 416. I s0.50 \ $18. F 
N ‘ t N ’ No. 4 b ; 5.50 No. 417. F 2 oo 
M Black or Car ul H Sterling S r ( 1 ) a r 


Plain Black, Chased or Mott 


See other side for actual size No. 18 in Mottled. For prices, see size 12. 





Our suggestions for stock assortments of various quantities, trade discounts, terms and complete information with 


illustrated catalogue of the entire line will gladly be torwarded upon request. 


Waterman's Ideal Ink 


is the best grade, for fountain pen or general use, that has ever been produced. We cordially invite your inspectio 


and desire the opportunity to forward to you our Ink catalogue. 


ry Co..173 nY. 


Broadway  TBe (pen Corner” Cortlandt Street 
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ern methods d that mills adopt it 
At the present time a guide book or catalogue 
is necessary in close figuring, as_ no stationer 

) remember these ¢ s 

[hese subjects should receive the attention 
of this body be use New England is the cen 
ter of the writing paper making industry, and 
probably 1 Ss aret esented here than 
t J SSI his assé tion may hold in 


In order 1 eary y vith a longer re- 
por nd be ‘ f the largeness of the ques 
ti your committee decided not to discuss 
, subi lopes this year, but would 
suggest that t ery important branch of our 
business be hereafter referred to a_ separat 

mmitte 


Report of Committee on Stationers’ Glassware 
and Hardware. 


Rea I H. Clark, of Memphis, on account 

liness of Mark Rider.) 

[The m jority I irticle classed as station 
rs’ ol ss ! nd | rdwat re goods that re 
1 en ] l l ) S W selle rs, anit 

put up 1 packag re bulky and un 
sig y and t greatest dust catchers in tl 
bus | splay that a fine line 

ks ‘ r t es what ordi 

ry blank | S é dum stock of t 

therefore, why 

should we t e a larger remunera 
tion for handling then Inkstands are not 
ed up bi t daily even yearly by thi 
iverage consumer Many articles can be 
ssed as stationers’ hardware, a list of which 
vill follow hereafter that are even more bulky 

d unp to t stationer than 

inkst Is 

Your committee find many articles are being 

sold at a small profit of from 20 to 33% per 
cent dis it [There are many patent ink 
stands, the quantity price f which forces the 
Statione uv a lares nd varied stock t¢ 
get 334% per cent or 40 per cent discount, 
tying up several hundred dollars. Considering 
that it cost 30 per cent to do business and the 
length of time it takes to retail the quantity, 
the retailer hardly gets 6 per cent for his 
money Proof of which for instance: If 
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itioner buys $100 list of kst ls c 
in kind to get the 33% per cent discount 
ere is $33.33 g ss profit t when 
Ss Si l he Say that t tak year 
Dp culatl t tne eres tne <¢ 
$66.664% 6 per cent is $4 ‘ 
i busi s, including freight, is $ 
b g $34 told, there is | a¢ 
.. ts f 5 per cel > 
to the divided ! Oui 
~. 
S it ot If he 1 t lg 
t 40 p* cent disci it ¢ ( b 
nd mut sun tf $6, breakag 
ys s disappe ces t 
~ . , e certain lines 
i nd tell you of the t s 
the ine to large consum«¢ I oad 
( ment ces (whi b 1 s l 
t f = tT é by the t t t 
ess figure than 40 per cent ft the 
expatiate on the immense sales d 
is pr s there will be the s 
i. I nine the 1, . cures 
? ‘ y ¢ W go i ( 
, S y lines “ es 
cf ‘ 
\\ V“ | r nl 1 t I nu 
| ] re s be 
r‘ . rease the unts re 
deale t least 50 pe ff 
st, | » doing he car I t d 
ct [ Singie | r té 
. kes 
St es pap S 
s d mn sn aft [ ON 
} T ¢ ¢ case bh } < 
yrs and punches, paper punches, | 
t files, board and tarboar« wire 
brass lips, nd wire « 
skets 
We believe that if such a basis of figur 
re inaugurated in the lines mentior 
ild tend to be a biessing both to the 
nufacturer as we Many lines |] 
ady been adjusted to the mutual sati 
if all concerned, and we nd cutting 
ice has been reduced to a minimum where 
is made by the manufacturer Wi 


CHARLES E. FALCONER 
President Raltin re Stat P 4 





103 


also recommend that steps be taken to stop 
he sale of above-mentioned goods to consum- 
ers by manufacturers. 


Repcrt of the Committee on Inks and 
Mucilage. 

Mr. President and Gentlemen: Preliminary 
to preparing this paper your committee care- 

illy considered the subject from all points of 
view, and are pleased to be able to report a 
better condition existing at the present time 
than ever before. All previous reports have 
been prepared by Mr. D. S. Sperry, of Brown, 
Treacy & Sperry Co., St. Paul, Minn., who 
has been chairman of this committee from the 
organization of the association until the pres- 
ent chairman was appointed by President Ken 
nedy. 

Mr. Sperry made a very able and compre- 
hensive report at the St. Louis Convention, in 
1905, and seemingly exhausted the subject, as 
the reports at the New York Convention, in 
1906, and the St. Paul Convention, in 1907, 
were quite brief. As many present may have 

irgotten or may never have read these re- 
ports we think a review of their findings and 
recommendations may prove interesting. 

1. The average proportion of stock carried 
in the kindred lines of inks and mucilage, 
pencils and steel pens, based on reports from 
seventy-eight representative houses located in 
ill parts of the country was found to be: 


Steel PONS wcccseveeessesseesesesees ereseseesece 20% 
POMGS ccccsecenrdns +2600nmeuneeneesin 0200288 ® 
inks and mumOlnme occc.+s0ncnddanenes ctaseeeen 32% 


2. The stationer should buy the goods that 
he has found by experience are such as he can 
recommend as being just what the manufactur- 
er represents them to be. 

3. Display a liberal quantity of each size in 
each brand carried (not less than half a doz- 
en), in a conspicuous place on shelf or counter 
and keep the line filled at all times, so that it 
may not be necessary to go below to get a 
fresh supply while the customer waits. 

4. Sell every customer the brand he asks 
for; if not in stock procure it for him if possi- 
ble. If he is indifferent sell him the brand in 
which you have confidence; don’t work off un- 
satisfactory stock on him in which you have 
no confidence. 





MILLINGTON LOCKWOOD, 
President Stationers Club of Buffalo. 
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1 5. Manufacturers should not sell the con 
i | sumer direct, no matter how large a consume! 
he may be; if this must be done, sell at retail 
prices. Your committee is of the opinion that 
yearly contracts with railroads or the National 
Government should be excepted, as this trade 
; generally has to be handled direct and thet 
is a possibility of some small local manuf 
se! turer getting in on a price basis that 


shut out the standard manut 


turer if 
{ 
} to give part of his profits to the dealer, whicl 





— 


would be obviously unfair to the manufacturer 


; who spends thousands of dollars advertising 
i} his goods and creating a market 1 both job 
i ber and retailer 

6. The giving away of samples and th 

; ing of sample outfits, consisting of an inl , 

; fountain pen, or similar article, in conjunctior 


: with a bottle of red ink and a bottk f blac} 
: ink, mucilage, paste, etc., are to be discourage: 
- 


as of slight, if any benefit to the manufacture: 





and positively harmful to the dealer, cuttin 
him out of many sales he is legitimately « 
titled te and would otherwise mak« 
7. The giving of rebates contingent upon 
t certain volume of purchases, thereby induci 


t the dealer to overload stock, also the cutti: 


of prices and making leaders of 


was deprecated 
; 8 Putting on the dealer's wn label i: 
place of the manufacturer’s was discounten 
| anced as not a good policy, as it made it hard 
: er to sell the goods Another argument 
against this is the fact that if anything is 
: wrong the dealer has to bear all the blam« 
if which the manufacturer would shoulder if the 
goods bore his label, and the good name of the 


: dealer would not suffer 

During the past year, 
the New York 
manufacturers put 
as perfectly willing to refrain from selling con 
sumers except at 


iny imjury 
through the efforts of 
Stationers’ Association, thi 


have themselves on record 


have 
Wi 


trouble 


retail prices, and s 
: positively obligated thems« lve s 


are of the that 


me 


opinion the principal 


H. H. SHEPARD 


President Kansas City Stationers Association 
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' ‘ ’ between the 1obbers ind tiie 
e retailers do not object to the jobbet 
g an unbroken package, which 1s 
i e, but they do complain of t 
: mers a single bottle I 
; r it regular jobb g p 
\ \ | iohh e vhen t ! tte 
Dp t fused to ent t “ 
t u t 
Yo mmittee is informed that dt R 
p t \ there Ss been i gene en 
' P l associations t S¢ S 
P ‘ ; 9 p es tt rdi re 
y pl vhich |} been eminent 
| ‘ te! which we 
p tal ( vy selling at go p 
evervwhere \ ul deci 


Report of Committee on Files and 
Furniture. 


‘ C tte | r tu S 
1 nd 
( gel msidered by t 
tion 5 ide line or as 
busine Vhe nave be 
vard to t most prominent posit 
t rom 1 ‘ less b ire ] 
\t t the space they upied was 
t 1 rew implies, wk vel u 
' ' i with dust 
| cies | day tiie 
t ine yw them < siders ¢! 
tag This apph particularly t 
binets d d index systems An out 
eithe n properly inst ed makes the 1 
st frien the rm making the sale 
lit binet has been 5 d but \ 
bout t teri lf a vertica é t 
proper met d of indexing been suggested an: 
the salesman studied the system which is be 
idapted to his 


customer's needs We 


—. 
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Ohe 
ACME 
No. 2 
Binder 




















THIS IS OUR LATEST MACHINE 


It has all the good features of our other binders with the tollowing added: 






Automatic action; always ready for use, as shown in cut. 
Drives a broad flat staple. 

Will hold the thinnest and penetrate the thickest paper. 
Has fewer parts; not likely to get out of order. 







Very convenient for filing letters, binding vouchers, fastening pay roll 
envelopes, backing statements, legal documents, etc.. etc. 













Holds Fifty Staples This New Acme, No. 2 Binder will be a ready seller. 
Dealers will be supplied promptly. REMEMBER, 


| | | 
Jami NORTE we sell only through dealers. 


Illustrated List of the Complete Acme Line 


Always in Position for Use of Binders Furnished Deslers on Manuel 


ACME STAPLE CO., Ltd. 500.12 street, Philadelphia, Pa. 
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finding what grade and finish your 


customer 1s 
best 


\fter 
prospective 
been suggested as 


considering, it | 


to assemble the 


that interest him, shutting them off from th 
stock with screens These should be at least 
seven feet high, covered with burlap It 1 
better to have three sets of screens of differ 


harmonize 
oak, ane 
the 


iivantag: 


will 


gold nN 


ent colored burlap, one that 
with antique oak, another for 
the third for mahogany Phe 

screens is small in proportion to the 


gained by their use 


expense ol 


idvantage 11 iting 
the 


their « 


Right here is another 
your stock 
can and should learn all 
tion and finish,—it’s an 
your customer, when possible, comfortably 
off from all the rest of the 


Concentrate his mind on the woods b« 


two lines salesma 


about 


to one or 
onstruc 


mteresting story (ret 


seated, screened 


stock 


fore you by your interesting talk, and the sal 
is usually yours. Contrast this with the usual 
way of conducting your customer all over the 
showroom, accompanied by the running 1 
marks: “Here is a fine Boston desk. this is 


Buffalo, one of the best mad This ts mad 


by the Cincinnati peopl: Is ita wonder your 
customer goes out and places his order whe 

he feels it will be handled intelligently Yet 
every desk you showed him was a good one 
ind you have a lot of money tied up in them 


shot 1s scat 


but they don’t sell because your 


tered—you pepper his side with a lot of smal 
shot Put the same amount of powder behind 
single bullet,-and you will bring down yor 
wame 
We wish to call the attention ot the Associa 
tion to the matter of Standardization. whicl 
was suggested in last year’s report, as to ofhy 


supplies 


I her ¢ 


furniture, card index, and vertical hl 


lake the matter of card index supplies 


are from three to fifteen grades of Brist 

board, running all the way from pure rag to 
pure wood fibre These different grades are 
made in weights of even wider range, and whe: 
it comes to the matter of color, there is ab 


solutely no standard. Each manufacturer has 
a set of colors of his own, which does not 
match that of any other manufacturer. Could 





BAIN BRIDGE 
Board of Cride 


President Stationers 
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not stat er adopt thre 5 ( 
gra d specily vhat they sl na 
‘ t t tens strengt id é ities 
db so three or tour st l elg 
‘ nior ng s nearly as may be t 
I t | e already received certain I 
gnition This same method | 
n t ugh 1 y lines in tl s 
y trae it ury to d b 
There have been no communicat 
d by yout ymmittee during the y 
HENRY E. VON WEDELSTAED 


JAMES A. DORSEY, 
O. H. L. WERNICKE 
Report of Committee on Loose Leaf Devices. 


When Adam was first called to account, he 
traightway consulted with his partner, and it 
was apparent to them both that they could ne 
er again get their balances by the use of thew 
ld systems Time had worked many chang 

they were face to face with the naked trut!l 
And now that they had branched out into tl 
fruit trade and had gathered their tirst apy 
crop, they found themselves confronted wit! 


the same question that challenges nearly ever 


business man today, namely, that of cove 


the most ground in the shortest time at the 
l 


owest possible cost and with the least effort 
And thus it was that the “loose leaf system 
was first applied to practical use. This should 
set at rest all argument as to the originators of 
this method. But, like many other good things 
f the early times, it became a lost art nly 
to be resurrected in more recent years | 
ve eady American genius 
\fter the passing of the biblical loose | 
ystems (among which we learn of many n 
practical outfits than that above mentioned 
not the least of which was the early Bible 
the Ten Commandments written Ost 
leaves of stone), we find in Washington Irv 
ing’s “Rip Van Winkle” a more improved 
se leaf outht, consisting of the wooden 
shutter of the old village tavern, where the cur 
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A Pointer to Business Men. 


The few business men who remain unconverted to the wisdom 


of using fine business stationery because of its cost, are now without a 


reason. 
A bond paper fifty per cent cheaper than the costliest, yet scarcely 


distinguishable in quality from the finest, namely: 


CONSTRUCTION 


Best at the Price 


BOND 


is sO superior to all but the costliest, and at the same time so inex- 
pensive, that to use it nof is to neglect an opportunity. 

True economists who value appearances are invited to write for 
samples and reasons. OW is a good time. 


A Pointer to Stationers. 


Two hundred such business men every month are convinced and insist upon Construction Bond 
Each obtains it of a responsible stationer whose name we send with the ‘‘samples and reasons.”’ To the 
stationer—to you, if you say so—we also send the business man’s name, and you'll meet no competition 


from ‘“‘cheap printers’? because Construction Bond is sold in case lots only and only to the trade. 
If you’re wise enough to offer ‘‘the best at a usable price,”’ your share of these two hundred new 
customers a month awaits you—absolutely free. Write for the samples and judge their quality 


yoursel} Write to-day. 


W. E. WROE G CO. 


308 Michigan Boulevard 
CHICAGO 
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each find it has ad 
shipping 


the traveling salesman 
vantages as an order 
clerk and the drayman find that the 
method is adapted to their needs 
In fact, nearly every business or manufactut 
ing concern ts a user of the loose leaf system 


system Che 


loose leaf 


im some one or more methods in connection 


with some one or more departments, and in 
many cases this system has supplanted the old 
style bound books. Any business concern to 
day not using a loose leaf system of some d« 
scription is behind the age and at the end of 
the procession 

That the loose leaf: system is a success, tha 


purpose t< 


it is applicable to nearly every 
which a bound book could be, and that it is 
from the user's stand 


Phat this method 


an absolute necessity 
point, are established facts 
has passed the experimental stage and is a 


permanent fixture cannot be denied, even by 


those who for years were loath to recognize it 
and who, through prejudice or others 
Inasmuch, then, as it is here 


reason 
fought it so long 
to remain, it behooves us to be 
handle the matter in an intelligent manner, 
only thus can this 


prepared to 


branch of ou 


important 


business be made satisfactory and as profitab 
as was that line which the loose leaf is to son 
extent displacing—the bound book 

In considering the advisability of pushir 


the loose leaf line, one is apt to be confronted 
with the question of the relative volume of 


business that may be done, compared with that 
of bound books In thus weighing the prol 
lem, we should not lose sight of the invest 
ment side of it With many of us a goodly 


proportion of our entire investment is in th 
stationery stock, and a larg 


blank books This not 


portion is in 


only constitutes our 


greatest expenditure, but is the most bulky 
and one of the most expensive to handle In 
no other line is the loss from shelf-worn goods 


as great as in the blank book department 

On the other hand, the small stock of loos 
leaf binders and stock ruled sheets one must 
carry represent an investment small in con 
Referring again to bound books, w: 


parise mm 





WALTER H, FURLONG 
Of Snyder & Black New York one of the =f 
popular men on the road, who has done 
much for the association movement 
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nda line of double entry ledgers, compfri 

the demy and the medium 
every stock Then, on 
shelves we find crown, cap, double cap, 
duced demy, two-third cap and what not 
each of these various 
thicknesses, ranging from 100 to 1,200 pa 
must again multiply this by tw 


} 


be in most ol 


sizes we have s¢ 


and we 


cause we carry at least two different grad 


paper in eat h of these books And, when 
have summed all this up, and have again m1 
plied by the five or six different styles of bi 


ing you must carry in each line, you begi 

LlIZe the magnitude of 
stock We have 
try ledgers—most of us carry single entry 
lgers, cash books, 


ks—many sizes and styles of ea 


your blank b 
mentioned simply doubl 


journals, 


[These two mu 


WI! e the loose leaf systems do reduces 
volum« f business somewhat, as one |! 
may utlast or take the place of a numb 
bound books, still you have the supplying 
leaves, indexes, and the transfer binders 
t é time ind the margin of 1 

o d eve li re wi n the S1z¢ t 

tment is considered 

\ ther teature of the S¢ eal 

t consideration 1s its creative | 
\ lo leaf outfit, properly installed, er 
desire for more Soon the customer 
‘ t t esirability and the possibi itt 
the system, and it is only a question of 
before 4 receive orders for loose 
( ( vhere formerly you sold manila 
é ks d scratch pads. When the 1 
reviewed it 1s found that the custor 
| en re and better loose leaf than b 
book ind that he will get more 


The oose leat department s} ould be 
concern that studies out and 
new ideas to its trade profits more th 
notwithstanding the fact t 


omp¢ titors, 


its imnovations may be immediately) 
tated Che man who can profit by the « 
ence of others 1s second only to him wl 
sees the good things and profits by then 

it is mm the loose leaf department 


inventive nature, creating as well as market 


As 





CHARLES E, MOYER 


President Omaha Stationers Associati 











succeed Mlo;re | eT! brat 


business the Ss a certain amount of orig 
work that we must do for ourselves 


The manager of the loose 
should be gvivel every 


the situatio1 s it exists in other fel 
other localiti He should not o1 
lowed ti to study but permitted 
contact wit competitors to see 
ire doing vy they do it d why | 
le re of V iting trade <¢ nve! : 
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The Common Sense 
Appeal of the 


MAJESTIC’ 


LOOSE LEAF LEDGER 








it affords greatest strenyth 


1 with a cast aluminum back thi 
i. The height of the back, 


It is perfectly construct 
with minimum weight ‘he desk contact points are round: 
ts and the desk, is less than any ledger. 


or distance between the shee 





















| of sheets and permits 50% to 60% 





[It has 100% expansion which facilitates 


t 


increase in accounts 










i, thus affording a flat writing 





The back is rounded, rotatating 
surface at all times 










The working parts 
-turned finish. No other 






he mechanical principle of 
are hardened steel, perfect] 
dger has this. 


Ss 













lity. The operation is 








The lock is positive holding the conten 1 ri 
instantaneous. T lign he a bound | 











speed in the ex- 














The special arrangem f the iximum secure ariabl 
panding or contracting of the back, the speed being greater from the maximum 
to the point where the back compresses the shi than from that point to 

the minimum. This secures great power in binding the sheets and the 
vreatest sper d In expan ling where ti e le ast power, 1S nee Le d We have 


heets for the Majestic 


spec 1al sheets 


The 
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Sieber Trussell Mfg. Co. 


4000 Laclede Ave.. St. Louis, Mo. 
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small profit derived directly from the one sale. 
Just as sure as the customer adopts a method 
or an outfit that is not properly installed, he 
begins to travel a rocky road, and to lose con- 
fidence in the system as well as in the sales- 
man who sold it and the house he represents 
The loose leaf department should work in 
harmony with the road force, and the salesmen 
should be encouraged to consult freely and 
frequently with this branch Many of our 
salesmen have only a vague idea of this line, 
and while they can apply it to an accounting 
system in a more or less intelligent manner, 
they would profit by a closer contact with and 
a continued “rubbing up against” this depart 
ment. It is impossible for us to employ only 
expert accountants to represent us on the 
road, and even if it were possible it would not 
be practicable 
salesmen. And we must not lose sight of the 
fact that they have numerous other items than 
loose leaf equipment to sell. It is well, how 


\ccountants are not always 


ever, that salesmen have some knowledge of 
bookkeeping, and we should insist that each of 
them study up on the subject and gain what 
knowledge he can 

The responsibility of the house begins 
where that of the salesman leaves off, and it is 
of the utmost importance that the order be 
properly handled in the Wherever 
carelessness enters into the manufacture of an 
outfit, satisfaction, from the user's standpoint, 
departs. We all know what constitutes the 
proper treatment of an order, and it devolves 


factory 


upon each of us to look after and insist upon 
every detail being carefully carried out In 
order to make our outfits the best on earth, in 
sist upon careful attention to all details, such 
as the punching and trimming of the leaves 
The best binding device ever invented will not 
work satisfactorily if even one of the perfora 
tions is the smallest fraction out of line, or 
too large or too small. The punching must be 
absolutely perfect. The trimming is of almost 


equal importance, as a poorly trimmed leaf is 


GEORGE M. SPALDING 
Vice-President St. Louis Stationers Clu 
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difhcult to handle, and is most unsightly ks 
pecially should care be taken with reverse or 
tumble head leaves, for they multiply the dift 
culties in either punching or trimming 


Let it suffice to mention the fact that de- 


fects may exist in some of our systems, 
that our growth 1n the loose leaf field depend 
upon ur reaching a state of perfection 
much as any other one thing. If we would ri 
tain the trade we have in this line and gai 


must kee] 


ur proportion of the new, we 


abreast of the times—grasp the new ideas 
idopt al improved and perfected devices 

they come on the market. and, above ll, we 
must know the customer's requirements and 
be prepared to supply them in a satisfactory 


| GEORGE M. COURTS, Chairman 
R. P. ANDREWS, 
R. B. WILSON 


Report of Committee on Leather Goods and 


Novelties. 

Mr. President and Gentlemen Not having 
had the pleasure of meeting with the other 
members of your Committee on Leathe 
Goods and Novelties, I shall have to be he! 
entirely responsible for any suggestions « 
fered, or sentiments expressed, as well as fe 
the success or failure of this report 


\ paper on leather goods and novelties sucl 
stationers usually handle, could certainly be 
made, not only interesting and instructive, but 
very entertaining, providing it was properly 
ympiled. No doubt it would be interesting 


o most of us to visit one of the large leather 
manufacturers and see just how the different 
leathers are embossed and the variety 
styles, shapes and colors, produced Phe hide 
of the innocent calf is probably more abused 
than any other From it are produced s¢ 
sealion, walrus, turtle calf, frog, etc., and wit 
the different shapes and colorings make som« 
f the most artistic and beautiful articles imag 
inable There is no leather that comes frot 
t! inimals that cannot be transformed by tl 





DU MONTE A. WHITING 


Vice-President Stationers Club of Buffal 





nner and embosser into such styles and 
rs that the animal itself would fail t g 
ize it unde circumstances 
They ( gone so tar is 
unsuspect re a | rossing it wit t 
nd prod g ligator, lizard, frog 
many other 1 tions of the differe: 
f the t But, as I unders 
uuld not be character of the report \ 
here t tfer and receive suggest 
sas to the best methods of handling 
goods and other merchandise 
\ many d des ago, the stati 
bookstore wv sidered the proper 
headquarters r this class of mer 
mg the 7 department stores 
ring up the country, ar 
OgzTess ds made leath« £ 
ell as a ther lines, a leading 
their business By specializing 
rge sto extensive advertis 
n dri ‘ bookselle d stat 
cally out t business 
here son why we s 
our shar s p r | 
present til dw believe the 
tioners are ning to this 
\ ( = r oT vel] .< 
goods w y give « ct 
iny stationery store, and will relt 
notony of w 1, paper, and glass 
It is our ¢ ence and obs¢ 
profitable t t can be mad 
vell as any ot providing it is ¢ 
same attent! vithout a ve | 
estment The cases should be p 
nspic the store ] 
de 1 I t ) _ Pow ke ~ > 
be classifi St rate trays ‘ 
( size, Ss nd quality 
Oring Isilon Or loss 
wing r. We should 1 
yoods of mati turers with a reputat 
onest ma up to date goods 
good variety of styles and sizes so as t 
fy the most fastidious customer As 
ticle 1s s Id. 1 n the price ticket | 
spindle nish stock » 
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AN AMERICAN 
FLUID PENCIL 
No Duty on It. 


“RED RAVEN” 


Registered 


STYLO 





The “RED RAVEN" is made in Red and Black and and All-Black Rubber. Only IRIDIUM-PLATINUM POINTS USED. 


THE SUPERIOR 
“GRAPHIC” FOR RULING 
STYLO and MANIFOLD 
Patented WORK 





The “GRAPHIC” is kept clean by the Action of the [Plunger Attached to Needle. No Clogging. 







‘GOLD PEN 
. 20C 
No Le No. 3 
A 
No. 3 < POPULAR 
PEN 












dt¢ co = \aeF :) FINE 
FILIGREE : <a OCS — Ga  ) 2 ie 


Made with Gold or Sterling Silver Mounting, No. 3 or No. 6 Holders and Pens. 


‘“*RIVAL’’ FOUNTAIN PENS HAVE NO SUPERIOR 
CATALOG, ILLUSTRATING ALL STYLES AND GIVING PRICES AND DISCOUNTS WILL BE SENT TO DEALERS ON REQUEST. 
WE GUARANTEE EVERY PEN AND OUR PRICES ARE RIGHT. 


D. W. BEAUMEL & CO. 207.99" 37 Ann Street, New York 




















Typewriter users everywhere have been educated to demand the 
highest grade of typewriter supplies. 


Remtico 
Typewriter Supplies 


Manufactured by the 


Remington Typewriter Company 


Incorporated ) 




















Are recognized by users of writing machines the world over as the highest grade goods on the market. 


The leading Remtico goods are PARAGON RIBBONS 
and PARAGON and RED SEAL CARBON PAPERS 


| Remington Typewriter Company 


INCORPORATED 


325-327 Broadway, New York, N.Y. 
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venience. In this way the stock is kept fres 


and not as liable to become shop-worn 


One very important factor in the successfu 
handling of leather goods, and which ts ap 
parently neglected, is the educating of our 
salesmen as to the different qualities and kind 
of leather, and also as to the construction. | 


them know the manutacture: name proy al 


ing it is a good one, as it invariably aids in t 


sale. Impress upon them the idea of talking 
merit all the time, and to always show the best 
goods first. The price will take care of itselt 


It is a compliment to any man, no matter wl 
his garb or appearanc: to sh him 
something a little higher priced than he would 
naturally buy. He will tell soon enough about 
what he is willing to pay, then try and con 
vince him that the best is the cheapest. To 
many of us are timid about carrying the 


may be . 


class of goods We should not forget that 
there are untold numbers of men who take as 
much pride in their wallet as in their wearing 
apparel. 


Make a reputation for handling only the best 
quality of their kind, and mark them high 
enough to satisty any prospective 
A good article ts satisfactory 
and the consumer is always pleased. By way 
of illustration, sometime ago a gentleman 
came into our bill book \ 
bright, little Jewess in my employ at the time 
him a book 
suited him, but 

er 


purchaser 


to all interested 


store to buy a 


waited upon him. She showed 
marked three fiity, 
was not quite 
priced enough. She 
the case, changed thy 
dollars and it was just what he 
stamped == on it: she 
cents tor this He 


which just 

rathe T nigh 
then put the tray back on 
ticket made the 
wanted, only 


good enough, of 


price SIX 
he wanted his name 
charged him twenty-tive 
then gave her six fifty and told her to go back 


and tell the boss he had given her the extr 
quarter for herselt She came back t mv 
desk and related the whole transaction, and 


sked her if 


said no, she 


asked me if she had done right | 
her conscience troubled her She 


Cc, H. PARKER, 
President Stationers Club of Denver. 
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t made the sale or sat ed hin erent sty serve as 
other way Phis 1s no doubt, an isulate edium a1 | to brighte 
ise, nd we do not advocate this method ods M turers on the t 
doing business, however it serves to illustrat: \tlantic | ppy taculty 
that price ofttimes depreciates quality, and as_ tain novelt ot produced on thi 
to how little the average buyer knows it are, perhaps, more attractive t 
eather @ Is this « t nd in fac I 
rt window display s d b ‘ t hon 1 
sis « sistent with our othet eater lalities d 
tar nt nsideration locat l l s l in eve Vay Patroniz« 
une It is very noticeable that when t lar as p ible 
vindow display 1s neglected, sales in these par Novelties that are in growing 
ti rs ds de ‘Cast very materially \t can be pr tably handled are des} 
nual or semi-annual speci r discount s tancy metal, and these rig 
re advocated \ good time, right after the the stationery trade The domest 
, idays or during the summer months \ turers have made such rapid progr 
discount of twenty-five per cent wi t ri ods it is not necessary to | 
t dds and ends and surplus, and pri ders to obtai attractive and sa 
pare stock for holiday purchases ment They are not only usefu 
It is surprising how large a business can be mental, and are fast becoming 
fine leather memorandums, if proj s any other gift article Complet 


book racks, letter and view holders 
stamp boxes. et 7 


erly handled Samples should be placed in 


onspicuous pl ice, should be paper cutters 


venient, 1f not « 


novel desig1 


polished 


irried in several qualities of leather and pa duced in cast metal in 


per, and in the different rulings, always show finishes, such as antique, 


ing the best goods first, even if the result ished brass, Roman and polished ¢ 
the sale of only a five-cent passbook bronze, L’Art Nou-Veau, verd-ant 

\ short time ago I heard one of our sales Chey pay a profit of seventy-five t 
men say to another, “What do you know about dred per cent, and without fear 


store competition, the stationet 


that, I sold that Polock a dollar memorandun 
book | told him to cultivate that class of generous share of this business 
trade ve had about fifty thousand of them 1 We are r¢ bly informed that ther 
Buffalo We believe in the near future thi no marked change in prices during 
branch of the business should appeal more get season 
erally to the stationery trade than it has for WILLIS P. WHITING. « 
the past ten or fifteen years The two lines 
blend harmoniously that no first class sta 
tioner ould be without some attractive piece JUST AN ERROR. 
if leather goods In the July number of Office App 
Novelties cover i multitude of transgres statement w made that A ] Rink 
sions. We should display as much care in buy lected superintendent of the Kee-|] \ 
ing as we do in anxiety in selling, after the facturing Company. Mr. Rinker is the 
goods are placed in stock, otherwise they w representative of the company and 
become staple sooner than desired perintendent This news item was s« 
\ few novelties im leathe roods in t ( orrespondent who was evidently 
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Indestructible Binding for Public Records U 


The Miller Loose Leaf Typewriter Record 


Absolutely Secure 
and Indestructible ia 
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¢ poid exclusively througn e ide <tures onl le 
Ooniv. or ¢ omplete Rec rds 

¢ Correspondence invited trot Count outntter ina tners 


interested in this kind of Re 


@ Catalog “‘D,”’ showing the most complete line of loose 


leat devices and supplies, just issued Write for cop’ 


¢ Price List ‘“‘“E’’ of Metal Parts forour Devices now in prepara 
tiot Will be mauled to interested parties on application onl 


Main Office and Factory Stationers Loose Leaf Supply Co. %? Bipstway a, 
poe ne “SELLS TO THE TRADE ONLY” : 


Manufacturers of Everything Known in Loose Leaf Devices 
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h Mr. President and Gentlemen of the Con 
. vention Ralph Waldo Emerson says, “Ne 
man is born into this world whose work is not 
born with him There is always work, and 
tools to work withal for those who will; an: 
blessed are the horny hands of toil.” 

It should be the pleasure and duty of every 
member of this association to take the part as 


signed him—let the responsibility rest with 
I _— 
the program committee. To my lot has come 


the subject—The Manufacturers’ Price Lists 
and Discounts. 

I approach this ‘subject knowing it is 
standing custom, and one establishment with 
| limited knowledge and consideration of the r« 
quirements of the retail merchant. I know 
from communication with manufacturers and 
retail merchants upon this subject that it is 
worthy the careful consideration of this body 
of merchants working in harmony and friend 
ship, looking for light and a square deal 

“The power of oratory is to change the b« 
lief of a lifetime in twenty minutes,’—would 
that I had that power! 

_To analyze I shall speak briefly of the situ: 
tion of the retail merchant as it is today—then 
of the cause, the effect, and the remedy. Thx 
situation is that a part of our merchandiss« 
comes to us from the manufacturer with the 


al lk me 


retail price fixed either on the article or the 
cartoon. The price is the manufacturer's list 
price, well advertised in trade papers and mag 
azines. Another part is purchased from an es 
tablished list from which various and varied 
discounts are given, but the list is the retail 
price made by the manufacturer. Other ar 
ticles are made or so priced that you are told 
they retail for even money—a curse to the 
business. Goods sold at two dollars per dozen 
retail at twenty-five cents, four dollars per doz 
en retail at fifty cents, one step removed from 
bankruptcy. On the other hand there is the 




















JAMES C. AIKIN 
Ist Vice-President Stationers Board of Trade 


inged conditions of 1908 


remains 
ern methods demand an increased expense 
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Address by Frank W. Bailey 


high and the very low list and tl 
ill good, for they do not establis! 


for retail 


at, then, is the cause of all this s 
y of the manufacturer to extend his d 
n over the retail merchant? No 


ts the fact that Staple merchandise is 
conveniently sold from a list price, and 
» one would object if it did not interfere wit! 
retailer’s profits It is charitable to bs 
that if the manufacturer realized the c 

1 doing a modern retail business, the caus« 
this trouble would be removed 


-e lists and discounts made in 1875 wer: 


to harmonize with the conditions of 1875 
generation has passed and some of out 
anutacturers have not recognized the 


Modern inven 
' ble ] , : l . } n 
enabdie us to do more yusiness In one 


than our ancestors could in ten days 
“lern machinery has lessened the cost 
manufacturing, and modern inventions have i1 
creased the cost of doing the retail busines 


1 
; 


ie cause is lack of recognition of the 


ements of the situation of 1908 


1 


it, then, is the effect? From all parts 
great and prosperous country comes t 
that business must be reorganized | 


have increased and _ profits have 


ased, and still the same established retai 


Modern business demands an 


and the consumer must pay the price 

iscertain a broad basis in relation to th 
cost of doing a retail business I have been in 
correspondence with ten representative retail 
merchants in different sections of the United 


all of whom responded with reliabl 


and valuable information 


Che percentages I shall quote are upon the 


es and 


lod 7) Ty 
Inciude all expenses Che 





Cc. H. CLOUGH 


eretary Pittsburg Booksellers and Stationers 


Association 


the initiatiy 
telligently pursued, will not only 











Manufacturers’ List Prices and Discounts 


dt | $ re interes re 
lows 
25 5 3 { - se 25 348 3 64 
The i\ . 32.17 
Phe I labors I ( 
business vy rather t t 
S ice ¢ vorking 1n tl 
he times, Satisty the det 
Che retail merchant, who is the 
um through whom the manufacturer « 
the consu compelled to mark 
tity of mere ndise upon which he « 
tain a Margin sufficient to pay Nis « 
ng business Che manufacturer seems 
lieve that the retailer will put such a pr 
his merchandise that will be prohibit 
dds a liberal sum to the cost, to pay 
vertising to the consumer what the pri 
be and all this without consulting the 
merchant about his cost of doing busines 
forgets that the retailer is the one t 
rk and must be paid 
\gain tl fact 1s overlooked tl 
nerchant, being but human, will tak 
pains to sell t product on which | 
the greatest n re He will carry 
f goods b oO room in his s 
lows for t es that do not | ’ 
irgin, sot t the manufacturer has | 
his own line of goods by making a ret 
o low for profit 
All of the nditions so well ki 
etail merchants have caused the organi 
f this National Association We 
Chicago Ass lation a debt of gratit 


his movement, whicl 


il merchant ym bankruptcy, but wi 


ur brother, who is the manufacturer 

r understanding of our needs, a bett 
tanding of t requirements of his 
business One merchant can tell his 


KIGGINS 
Vice-President New Stationers Ass 
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p LOU, 


POSTAL . 
SCALES 


FOR THE OFFICE AND HOME 


are contributing to the profits of all first-class dealers. They show exact cost in 
cents on all classes of mail matter. They are positive, instantaneous and absolutely 
accurate. More of them are in use than all other automatic scales combined. 
Made in a variety of artistic models, in sizes weighing from | pound to 24 pounds. 


the Jobber a The Pelouze 
Scale & Manufacturing 
Company 
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CLOUT SATRIS 









Mail & Exp. 16 Ibs. $5.00 
Commercial 12 Ibs. 3.75 
4 ibs. 2.50 
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403-413 East Ohio St. 
Chicago Illinois 
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THE NEW, MODERNLY-EQUIPPED FIRE PROOF PLANT OF THE PELOUZE SCALI 
& MANUFACTURING CO. A FACTORY WITH A CAPACITY 
OF 200,000 SCALES PER YEAR 
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f ance—it is heard, not heeded—but let his unit 
) ed body of merchants agree upon its wants 
and they will be acquiesced in by all 
union there is strength.” We need not go 
to find an illustration 
Of how many manufacturers are we buyi: 
: merchandise that have not amongst them 
“gentleman's agreement fortunate indeed it 
is for us that they have. But the effect is t 
force us to a “gentleman's agreement,” eithe: 
m each city or in this country as a whok 
Does the consumer, coming to our store to 
buy his supplies, question the price Not if | 
is a fair business man; he is willing we sl 
1 live, and if we conduct our business upon | 
est lines he will have confidence to trade w 
us and pay our price. But the manufacture: 
has so branded the goods with the pric: nt 
. box or by the established and well-advertise 
list that we cannot ask the price we are e1 
titled to; the consequence is, many of our sa t 
are at a loss, except upon goods where the list 
is SO high Or su low that it innot be us l ex 
cept on goods bought at a net pric nad exc pt 
on goods bearing our own label K 
What line of goods will a merchant « ' 
best attention to and take the most pride 
selling—the line that pays him the best pr 
then is it wise for manufacturers to limit 
the price so that if the merchant must irry 
the goods he will keep tnaem under the count 
and sell only when asked This is dos 
will justly be don: » long manufacturer 
are willing to bind us hand and foot in limit 
ing our business ability by making the pric« 
for retail on their product so low that it is n 
; profitable. One prominent store doing ing 
retail business marks its merchandise with 
ored labels indicating the different degre f 
profit on each line of goods { 
salesman his cur The retail stationery busi 
ness 18 so small in its individual trar tior 
that manufacturers cannot comprehend that i 
is a one hundred per cent business. Do 1 
let this escape you, we must double the cost ‘ 
i 
j 
; 
; 
5 
i? 
i 
; 
t 
t 
. ; 





t 
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HENRY F. RITTLER 
Secretary Baltimore Stat \ 
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We Won: :the HIGHEST Award 


AT THE JAMESTOWN EXPOSITION, AND 


Here is what we are doing to help 


DEALERS 


We are ing that advertise- 
See that adv? | iment and similar “ads” in the 
following—as well as other 
magazines of general circulation, educating over 8,000 ,000 people every month to 
the advantages of “O K” Paper Fasteners. Here is the list, and this is only 
part of it, all for the dealer's benefit: 

McClure’s, Munsey's, Everybody's, Saturday Evening Post, Collier's, Success, 

Cosmopolitan, Review of Reviews, System, Business Man's Magazine, Scientific 

American, Illustrated Sunday Magazine, Associated Sunday Magazine, 

Statione - 4 Normal Instructor, W orld’ s W ork, American Lumberman, Office Ap- 

pliances, and others, making a combined circulation of over 8,000, 8.000.000 per month 

to help dealers sell—the one and only 


'“O.K” Paper Fasteners 


We not only help you through extensive advertising, but help youto attractively 
and effectually display the goods in your store, by furnishing FREE of charge a 


HANDSOME DISPLAY OUTFIT FOR THE SHOW CASE 


which consists cf a clear fl’ nt glass j jar 6x6 inches like the reduced size cut shown at lower right. The j jar contains 5.000 
“O. K.” Fasteners, put up in brass boxes of 100 fasteners each (50 boxes). assorted as follows: —2,000 (20 boxes) No. 
0-B: 2,500 (25 boxes) A 1-B: and 500 (5 boxes) No. 2-B; just the right assortment. A felt mat for the j jar to stand 
on, as illustrated, is included; also a handsome “O. K.~ display hanger 4x9 


inches, together with a li iberal supply of illustrated folders with your imprint 
on outside front cover, for distri ution. No charge for display. outs ide o 


cost of fas steners. 


THIS DISPLAY SELLS THE GOODS 


The U. S. Government has adopted them. Besides our sales of 5,000,000 
per month, it means that ‘*O. K.”’ Fasteners have come to stay. 
The fact that we are now making and selling upwards of 


5,000,000 “O. K. ’’Fasteners 


per month, and that the U. S. Government has adopted and is using them in 
its various departments, 1 is sufficient evidence that the “O. K.~ Paper Fasteners 
are in every Way as represented and have come to stay. 


Retail Prices: Sizes No.0-B and No. 1-B, 20 cents per box. $1.65 
per 1.000. Size No. 2-B, 25 cents per box, $2.10 per 1,000. 


Your jobber can supply you. If he can’t we CAN and WILL 
THE 


**QO. K.’’ Manufacturing Co. 


Department G, Syracuse, N. Y. This Display Sells the Goods 












MEDAL OF HIGHEST AWARD 
JAMESTOWN EXPOSITION 


Aldd TONE to Your Stati- 

onery in the OFFICE, 
BANK, SCHOOL or 
HOME by Using Only 
W ashburne's Patent 


“O.K” 


Paper Fasteners 
There is Genuine Pleasure in Their Use as Well as PERFECT 
SECURITY. These Fasteners arein acilass by themselves. There 
are no otherslike them, therefore they can net be compared with 
the ordinary paper clips which depend on friction for 

power. 

The “O. K.” Paper a have the advantage of an inde- 
structible paper-piercing point which goes through every sheet co- 
acting with a small P ROT ECTING SLEEVE which prevents 
any liabslity of injury. 


HANDSOME COMPACT STRONG 
NO SLIPPING, NEVER! NATURAL 

































Easily put on or taken off with the thumb and finger. 
Can be used repeatedly and “they almays work.” 
Made of Brass, 3 sizes. Put upin Brass boxes of 100 
Fasteners each. Al Enterprising Stationers. N°OB 

Send 10 for sample box of 50, assorted. I]ustrated 
descriptive booklet free. 

Liberal Discount to the Trade. 


THE O. K. MFG. CO. Syracuse, N.Y. 
MANUFACTURERS 
















N° 1B 









i. 2 ¢. HARDTMUTH, 12 Golden Lane. Lond 
Sole Agents for Europe, India, Australia, New 
Zealand and British Provinces. 
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Official Registration. 


The letter “D"’ after the name 
gate; “A” is for alternate and “‘G" for guest 

Ww. J. Kennedy, D. Kennedy Printing & Sta 
tionery Co., St. Louis, Mo 

>a Gilkey, D, The Brooks Co Cleveland, O 

James T. Lacey, D, Woodward & Tiernan 
Printing Co., St. Louis, Mo 

Abner K. Pratt, D, J. L 
ton, Mass 


signifies del 


Fairbanks & Co Bos 


Chas. A. Stevens, LD. Stevens, Maloney & Co 
Chicago, Il. 

Preston Pond, G. Dennison Manufacturing Co 
Boston, Mass. 

Wm. Rodiger, D,. Sanford Manufacturing Co 


Chicago, Ill. 
. B. Wilson, D, C. S. & R. B. Co 
Oo. H. L. Wernicke, D, The Macey Co., 
Rapids, Mich 
Chas. H. Mann, D, Wm 


Chicago, Ill 
Grand 


Mann Co., Philadelphia 


Chas. FE. Falconer, D, Baltimore Stationers’ As 
sociation, Baltimore, Md 
John Brewer, D, H. K : 
Henry E. von Wedelstaedt, D, Henry E 
staedt Co., St. Paul, Minn 
Geo. M. Courts, DD, Clark & Courts, Galveston, 
Texas. 
Mark D. Rider, D, M. D. Rider & Co., Chicago 
Tl 


Brewer & Co., New York 
Wedel 


THE GENTLEMEN Of} 

Wi ’ Whiting I) W ting St ( 
Buffalo, N. Y 

W. Stewart Brow! Lb, W. Stewart B I 
more Md 

Martin Meyer, D, Me & Thatlheir B 
more, Md 

T A. Stel leller, LD, Ineas Bros Ba 

Ma 

Geo. W Tall, D, Tall Bros., Baltimore Ma 
EK. I Young, D, Young & Seldon Co., Balti 
Mad 

Frank W. Baile LD, Thorp & Martin C RB 
toy 

Richard B. Carter, D, The Carter Ink C B 
ton 

W. B. Clarke, D, W. B. Clarke, Boston 
Walter F. Cushing, D, Adams, Cushing & F 
ter Boston 

Geo. E. Damon, D, Geo. FE. Damon Co Bos 
Francis Doane, D, Francis Doane & Co., Bost 
Edward A. Hammond, D, Edward A. Hamn 
Boston 

Samuel Hobbs, DD, Hobbs & Warren C Bos 
S. Henry Hooper, D, Hooper, Lewis & C By 
tor 

WwW M L, McAdams I) W M L. McAdan 
Bostor 

Chas. K. Wadham, D, Z & W. M. Crane Da 
ton, Mass 

Sam | Ward > Samuel Ward C Ros 
Mass 





r 


f 


| 








THE 


CONVENTION 
Bosto 

John T. Ba 
W J. Chay 
Chas. B. G 
F. J. Mcl 

1, Mass 
Harper W. FI 
I L. S 
Boston 
Millingto I 
Buffalo, N. ¥ 
DuMonte \ 
I ffalo, Buff 
Frederick R 
falo, N Y 
Fletcher B 
i£o 

Harry B | 
“‘hicago 

\ Child 
A. I Eggert 
( as Ha t 
‘*hicago 

Sam Ma I 
W H R 

Chicag 

r. J. Sulli 
Walter H. I 
Iphia 

' WH. Hildret 


bs onal. VLEn “ihe 





WY Of, STELLA 





FRONT &S Ss 
I ‘ 
Ss rel W I 
> Wate iT 
T ( Ink ¢ 
Fat ( Pik 
\. W. B. Cla ‘ 
\ J L, I i “il 
d l> Milling 
x 1) St 
\ Ot Ll 
D, S i, Sr & 
>, The Cook & 
>. Childs & C 
iwman & Erbe C 
I> Came! n me 
Dixon Cruciblk 
LD, Sa rd M 
own & Besls ‘hi 
A, Snyder & B 
sterbrook St 
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UNCLE GEORGE OLN IN THE CENTER IN 1 FOREGROUND 

Evan Johnsor {, Office A iance Co., Chicag =. J t 4 Kenffel & Ess ‘ H ! Wm. C. Popper, D, Wm. C. Popper & Co., New 

Gust Meyer, Jr., Meyer & Wenthe, Chicago N. . York 

Watson Y. Armington, A, S. & T. Manufacturing Hart Growtage 4, Chas. F. BPainbridg H. W. Rogers, D, Wilbur Hastings, New York. 
‘o Chicago Sor Brooklvr N. ¥ W E. Seudder, D, W. E. Scudder, New York. 

J. F. Talbot 4, Dennison Manufacturing Co ( S. Hemingwa 4, Byron Weston ‘ Dalt Ww. W. J. Warren, D, Stewart, Warren & Co., 
‘*hicago Mass New York. 

F. Cc. Bazley, D, The Richmond & Backus Co Ferd Kabus, A, A. W. Faber, Newark, N Everett Addoms, A, Miller & Wright Paper Co., 
Detroit, Mik I M. Read \, Jos. Dixon C1 e ( N New York. 

Walter Brown, D,. Brown I k & Stationery Co York H. J. Berger, A, NatL Stationer, New York. 
Kansas City, Mo \. C. Rippier, A, Henry Bainbridge & C New Andrew Geyer, A, Geyer’s Stationer, New York 

H. CC. Koerner, D, Mil Davis Printing Co Yor} |. W. R. Merckle, A, Thaddeus Davids Co., New 
Minneapolis, Minr L, Solinger, A. Eagle Pencil C New Y j York 

Jas. E. O' Donn D, O'Donnell Bros., New Or Ang B. Thomas, A, E. Faber, New York Chas. C. Walden, A, Walden Stationer and Print- 
eans, La R Vv. Weissent I An Lead | i. <S N er, New York. 

Henry C. Bainbridge LD, ¢ s. T. Bainbridg: York Chas. E. Mayer, D, Mayer Sta. Co., Omaha. Neb. 
Sons, Brooklyn, N. ¥ T I ( G D, Gert & M ’ N J. H. Bernheiser, D, Acme Staple Co., Ltd., Phil- 

Robert Ansl« D, The An News Co., New York Yor idelphia, Pa. 

A. A. Belknap, D, Tower Mfg d Nov. Co., New W F. Albers, D, William F. A N y F. Cc. Bingham, D, Burgoyne Bingham Co., Phil- 
York Edward M Andersor D And n & Prigg idelphia, Pa. 

J. Irving Crane, D, The Cha A. Stratton Co New York Wm. J. Coane, D, Jos. Dixon Crucible Co., Jer- 
New York W 4. Ansl DD, Natl. Stationer, New - sey City, N..J 

Wm. J. Halsey, D, The Esterbrook Steel Per Edward V. Brokaw, D, Edw. V. |! w & Br Geo. C. Craven, D, The Chas. H. Elliot Co., Phil- 
Co., New York New York adelphia, Pa 

4. Heymann, D, Eagle Pencil Co., New York Vv PP. Christo I D I Suppl L. A. Hawkes, D, C. Howard Hunt Pen Co., 

~. L. Hirschmann, D, A. W. Faber, New York Ni York Philadelphia, Pa. 

Edw. E. Huber, D, E. Faber, New York H. R. E t. D, H. R. Elliott & ¢ New Y James Lamb, D, Jas. Horgan, Philadelphia, Pa. 

Arthur P. Jackson, D, Hawkes-Jackson Co., New Thos. W. Ellis D, Ellison & W i, New JY Francis H. Adams, D, 8. G. Adams B. & §&. Co., 
York Ge VW Lar ) Nat I Lat s Sons N St. Louis, Mo 

H. P. Jackson, D, Spencerian Pen Co., New York York Robert G. Craig, D, 8. G. Adams S. & 8. Co., St. 

I. A. Radcliffe, D, Radcliffe & Co., New York Aar Langstadtr, D. A. Langstadt New Y Auis, Mo 

W. E. Smith, D, L. E. Waterman Co., New York Chas \. Lent, D, Brow Lent & Pitt, N Geo. L. Meyer, D, Skinner & Kennedy, St. Louis, 

F. W. Curtis, A, Radcliff & Co.. New York y Mo 
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Robert DL. Pattersor lL), Buxton & Ski Ss 
(o., St. Louls, Mo 

Geo. M. Spalding, Lb, Spalding St a St. Loul 
Mo. 

Geo. E. Dyson, A, Mittag & Volger, St. Louis, 
Mo. 

D. S. Sperry, D, Brown, Treacy & Sperry Co., St 


Paul, Minn. 

Ralph 8S. Bauer, D, The R. S. Bauer Co., Salem 
Lynn, Mass 

J 


M. Goldstein, D, The Burrows Bros Co., 


Cleveland, O 

Ennis Cargill, Lb, The Cargill C Hou I 

Eugene H. Clarke Lb, | bre 
Memphis, Tenn 

W. E. Cooper, D, W. E. Cooper, Pittsburg. Pa 

Jas. A. Dorsey, LD, Dorss Pre. Co., Dalla rex 

J. Frank White, D, Geo. G. Fetter C Loui 
ville, Ky. 

A. J. Abernethy, G, The General Fireproofing 
Co., Youngstown, Ohio 

W. H. Hopkins, D, Globe-Wernicke Co., Ci: 
nati, Ohio. 


A. E. McChesney, LD Hall & MeChe ‘ s 
cuse, N. Y. 

Fred D. Rockett, G, Hargreaves Pre. Cc: Dalla 
Texas 

O. F. Byxbee, G, Inland Stationer, Chicago. II 

Geo. A. Olney, G, Irving-Pitt Mfe. ¢ Kansas 
City, Mo. 

J. Le. MeMillan, G, McMillan Book ¢ Sv racuse 
| 4 

W. E. Milligan, Db, Maverick-Clark Litho C 


San Antonio, Texas 

Wesley A. Stanger, G, Office Outfitter, Chicage 
ill 

Lansing G. Wetmore, G, Scranton-Wetmore Co 
Rochester, N. Y 

Jas. F. Hoyt, D, Standard Cravo \ifs ( Dat 
vers, Mass 


M. F. Montague D, Standard Paper Mf ‘ 
Richmond, Pa 

Alex. Szafir, lL), |! Saunt & Ss ‘ Beaumont 
Texas 

Cc. C. Carpenter Db 7 lwinlock ¢ Ch 


nati, Ohlo 
Jas. Caldwell, 1), The Union Pape & Twine C 
Cleveland, Ohio 


Auguat Crusius, |), ! S. Plaving Card ¢ ‘ 
cinnati, Ohio. 
’ S. Tuttle lh Westcott & Jewe ‘ ~ eca 
Falls, N. Y. 
J. H. White, A, Adams & White ¢ Buff N 


y 


\. Schooleys >) Kansas City Stationer \ 
Kansas City, Mo 

Jas. P. Buckley LD. Perry & Buckle ‘ N 
Orleans, La 

Frank B. Towns D>, Nath | B. CC Hi 
Mass 

F. P. Seymour . 2 I Wat f N 
York 

J. W. Harbottk 1) Kempt Hat 


Haupt, New York 
Thos. J. Moore I> New York 
Fred Gurney, |). Conrow Bros New \ 
Jas. L. Clarke, DD, Montross & Clarke. New \ 
Ww H Brooks » \W I Murp! s & 
Philadelphia, Pa 

















JOHN A. WOOD 
Secretary-Treasurer Cleveland Stationers A cla 
tion 
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Prese smal! in 
visible buttons 
on back between 
thumb and finger 


LOOSE LEAF 
MEMO. BOOK 


of order if you tried. 


Light—— Strong—— Durable—— Compact 


of paper it gets clear 
‘leaves tearing out.” 
ok for the pocket— 


TO OPEN 
OR CLOSE 


EAS 


Index Sheets 
\ppearance 
Materia! 





MANY SIZES 


+. 











We Male it for the Trade 


Irving-Pitt Mfg. Co. 


Kansas City. Mo., 
U.S.A. 
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Pocket 


- Simplest — Most 
~Easy-to-Handle 
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& 
yi 
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; 
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“WEAR LIKE 





E MAKE Paperoid of several 
different thicknesses, but all thick- 
nesses are of the same quality of 

stock. The lighter quality is used for mail- 

ing purposes by Banks, Trust Companies, 

Lawyers and others sending valuable papers 

by mail; also for filing small quantities of 









Removable 
Card 
2x3 in. panel. 







Hh papers. Medium weight is used for large 
| flat wallets, and for all expanding sizes. 
/ Then we make an extra heavy grade for 





hardest usage. 





Fiat Paperoid 
Folder, 
for Vertical Filing 





“Paperoid™ is a coined word and secured to 


us by Registered Trade Mark. 









There is no other line of filing envelopes 
and wallets in the market that can compare 


favorably with ours for variety of styles and 





durability in use. 











The accompanying cuts show a few of our 
leading styles, but we have many others, 
and can furnish anything your special busi- 
ness may require, no matter how small—no 
the goods or the quantity. 





Paperoid Filing 
Pocket, Showing 
our Regular 
Expansion. 







matter how large 















We have recently more than doubled our 
capacity for manufacturing these goods, and 
will be glad to send samples and give 
prices to any who will write for them. 


Combination 
Paperoid Filing 
Pocket, Closed, 
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Removable 
Card, 
Full Panel. 





Paperoid Folder, 
with Ll inch 
Expansion, for 
Vertical Filing. 








| | 
| ee \ 
HY. 
1 


Paperoid Tiling 


Pocket Shc wing 






Drop Front 










Combination Paper- 
oid Filing Pocket, 
Open for Reference. 





ALVAH BUSHNELL COMPANY 


942 MARKET STREET, PHILADELPHIA, PA. 







*NHYLOH. 















Supplementary List of Guests 








H ‘ = I I ( H 
7 4 I ‘ I s Paper Co., H 
S ra \ Pad & I ( I 
Mas 
iul B. Wa W 1& < Bos 
I is H. I Log S & I 
r, Mass 
George H. I S. Envy ‘ W 
\Mlass 
Hor James I Ss. 1 | ‘ 
ester, Mass 
Noble O. Ha Log Ss & Brig 
ester, Mass 
G. W. Br \ ican Pad & | 
Holyok Mass 
Hent Cc. Mi Hi ( Mi r « M 
Wis 
( irles I I Parsons Paper ¢ H 
Mass 
john A. Petr ( W. Horn Bro. Co N } 
_. Se Beem, ¢ W. Horn Bro. Cé New Y 
B. L. Mintz, J. W. Pratt Co., New York 
W. H. Eator ator Crane & Pik I 
Mass 
Cc. C. Davis tor Crane & Pike, New Y 
M. Fulda, Ar I ng Card ¢ New Yor! 
Daniel E Pa Ham ir Paper ¢ 
Hadle Mass 
Wm. ¢ Bard Boorum & |! ‘ N 
York 
William A. Pike, Eaton, Crane & Co., New ' 
Henry V. LD. Bl k, Snyder & Black, New Y ; 
List of Ladies Present. 
Mrs. J. W J ton, London, England; M 
J. Kennedy, St. Louis, Mo.; Mrs. Alfred C. R 
New York; Mrs Tr. Lace St. Louis; Mrs. M 
Meyer, Baltimore Mrs. M Lo kwood, Buffalk M 
C. E. Falconer, M ‘alco { ry 
B. Brooks, C1} iL 
Louis; Mrs. G. |} 
Williamson, New 
York; Miss Florer 
land; Mrs. W. H 
Walden, Bostor 
Mrs. A. H. ( 
( icago; Mrs. W I 
Baxte New Yorl 
Mrs. T K. Brow 
stadter, New Y Mr W. Stewart Browr B 
timor Miss La i Pop New York; Miss R 
Kohler, Cin Mr Andrew Geyer, New Y 
Mrs. E. B. Robbir Brookline Mrs Robt 
Brooklir Mrs. W. F. Gaylo1 I ter; Myr ' 
4 Ne il JI I Mass Mrs sainhby Fr: ' 
Miss Bainbridge, New York: Mrs. M. Montagu, N ' 
York; Mrs. W. J. Coane, Philadelphia; Mrs. A ' 
ranyane, Boston; Mrs. C. H. Miller, Bostor M ’ 
Brewer, New Y Mrs. H. W. Rogers, New Y 
Mrs. R. G. Craig. Mrs. Violet — St. Loui M 
F. B. Gibbs, Dorothy Gibbs, ¢ ago; Mrs. D. & 
Sperry, St. Paul; Mrs. I R Williams Miss W 
er Minneapolis; Mrs. E. B. Clark, Portland. M 
Mrs. R. S. Baus Lynn; Mrs. L. S. Woodwa 
Somerville M Mrs. M. Levy Ri« nor \ 
Mrs. W. B. Taylor, Boston; Mrs. C. H. Mann, H 
lonfield, N. J M1 W. F. Cushing, Medford, Ma 
Mrs. J. D. Lamont, Auburndale, Mass.; Mrs. A. ] 
Cole, Lawrer Mass; Mrs. G. B. King, Newt 
Highlands, Mass Mrs. A. S. Van Hise Rox! 
Mass.; Mrs. G. E. Damon, Melrose, Mass.; M Vv 
B. Clarke, Boston; Mrs. S. H. Hooper, Bostor M : 
G. E. Adams, Brookline, Mass.; Mrs. J. W. Newt ' 
Boston; Mrs. F. K. Adams, Mrs. EF. A. Han ' 
Winchester Mass Mrs..W. J. Chaplin, B 
Mrs. L. B. Herr, Lancaster, Son ; Mrs. L. S. R 
Westfield, N J Mrs. C. Young, St. Davids, | 
Mrs. FE. H. Sell, Miss Miller ‘Galena Ohio; M 
Ee. Boulanger, New York; Mrs. Evan Johnsot ( 
igo; Mrs. A. I st, New York; Miss Walla: N 
York; Mrs. I lL. Coggin and Miss Josephine ¢ 
gir Springfield, M s.; Mrs. C. M. Bellmar 
Marguerite Bellman, Toledo, Ohio; Mrs. H. E. R 
ington, Fitchburg Mass.; Mrs H A Tom 
Rochester, N. ¥ Mrs. D. E. Paris, Holyoke, M 
Additional Guests at Banquet 
Che tota umber of delegates and 
gistered was 292 The number tt 
e Shore Dinner was 408 \dditior gu 
Mr. Crusir S. Playing Card Con 
\. J. Abernet Ger il Fi roofing ¢ 
Mr Hobbs H Warren Con i 
H. ¢ Gard iJ. H. Pea k, £ s f 
Vadham 
G. Ma f Mr. D sderr 
L. H. Buck i S. Adar 
I St b I Wim J rar 
4. A. Belk George H. Hot 
Harry Growtag Arthur B. Dar 
Mr. Wilsor Mi Alfred 
George Eliott George C. W 
Bertram Lé« it (*. S. Dennisor 
Kkdward W. N \. T. Reed 
lacob G. Elz H. E. Reynold 
George Hat \ H. Be " 
\. Hibbard J. R. Armir 
Mr. Dragor H. S. Dennis 
Armory Gibt H. K. Taylor 
cS 2 aon H. R. Johns 
H. R. Caffir J. F. Talbot 
C. M. Phelps Wm. Rodiger 
A.C. Stillwe W. H. Redding 
G. 8S. Sanford Preston Pond 
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| The Mistakes of Manufacturers 


Address by James A. Dorsey 
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es S , "i dealer who carries the goods in stock and 
stake s M facturers aintains an establishment, and, therefore 
1 ble in th — nust have a reasonable profit. The broker is 
( ( so broad atntiaands al reg IRE Sy ales not interested in the welfare of the manufac- 
hiect. a t st t armed t} turer, neither has he the same interest in the 
ned as team sumer that the dealer has. His intérest is 
Our fac one of ou : ehiaiaied he centered in the present sale, from:an entirely 
s is back th th er th ai ; Stetina elfish standpoint. 
: t out a few d: then. after eatablishine the B We find, too, that some manufacturers are 
t ( tices that y and stocking up t! we verlooking the future by letting the quality 
sumer. and we f their product deteriorate after having estab- 
S rs are? g serious mis mor tttve thats tan te e te t shed their reputation for high-grade goods. 
s because vledge of the a ints tea Gel the pen Quality counts. The American people are will- 
itior ey the different) jj vanufa er or the ink manufacturer wi ng to pay a fair price for what they buy. 
: ns where their goods old. They samples and advertises broadcast $ prod They like an article of standard quality, for 
ive not perceived the 1 1 of a working ' per dozen or gross, from v toh ¢ vhich they do not hesitate to pay a standard 
KI ledge of the exact | nditions, and lowed a discount that will not « price 
metimes show lgment in the meth at of conduction taslase | do not hesitate when L. E. Waterman’s 
employed to push their particular line Manufacturers whose output is handled by epresentative asks me to give him an order to 
\ very mistake f the manutac iwencies frequently make the mis ll up our stock. I know the goods are staple, 
ers of pr nd inks is in giving the con cine these smeatine tov ind that the price is staple, and when we sell 
enoug ples to meet his needs f ‘thn @eene thneasie od tow ¢ the goods we are going to make a profit. Fur- 
year, and they are used up another wie of ie reer i thermore, I know that the pens are as repre- 
ifact gen gives him the agencies are not placed until ented. The user also knows this, which 
Ipp ny sampling is done, it d heen created by the tare makes them staple. A five-dollar pen is worth 
d be tl the lox tationer, as he is ordhe cheation the ‘ ; ve dollars in New York, Boston, or Texas. 
positi wl mples should bi se to % m thew ar By a decision of the United States Court, 
ed it quantities. Knowing al i penile » te ted to hallow manufacturers are privileged to insist upon the 
conditi ust mak viser and more os al typewriter ribl as dealer maintaining the retail price he sets 
| omi buti the stranger handed together ’ snfe ipon his goods, so it is possible that the il- 
' in orde thee man make their produ aad lustration given of L. E. Waterman’s pens 
sand n ; comnet ennasinn tf @ may be applied to every line handled by the 
Should tt the manutac her fe ’ the , vy killing stationer 
, what ntee | that his work = Sentions od os thu o time 4 In closing I would urge the manufacturer to 
s been p done vould reply, the entire ribbon and carb business get his product up to the highest standard, to 
t kind of a g nte tationer’s ow! 7 maintain this standard, establish the retail 
rest. Yo know the story of the hire manufacturers make a pt! « of e price so that you can allow the dealer a dis- 
g who fled when the s ere in danger the broker, knowing full w that th count that will enable him to make a profit 
e statior the 1 epherd: he cares ‘t method of doing business must, if Sufficient to interest him and keep him en- 
the fl (I st ¢ ind the manu red. result in the ru ft legitit ‘ thused to a point of pushing your goods. 
ani *s € goods. has 




















GEORGE H 
e-President 
tioners 


ALEXANDER, 


Pittsburg Booksellers and Sta- 


Associatien. 
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The Employer's Responsibility 


Address by T. L. C. Gerry 


There are three conditions necessary to th ieeialicnha oe? 


success of a business enterprise, without which 1estiol ery ttl 


’ ( 1 r is j <1 re ‘ t t : 

success may be attributed to good luck mor: . “te Pa i. , leration 

than to good management: experience, con engendered alone by = IS JUS! fC smeatic P , 
, ry to the emplovert 5s ft t mplo. en : od 

dence, and responsibility ’ ; —" i , cin, 

1 ' 1 t | b mutu ‘ mit I t ?t : . - 

In a business of such detail as that I { 2 , : ‘ t\ ’ 

. _—- ‘ nn? — lerat ¢ ‘ \ 
tionery experience 1s of particu n sity . . : : 
not alone in the employer but also in the em sci ees :, ' - 


ployee | say particular, because of the thre : I ¥ l le exe ses rig 
conditions it is the only one that applies specilt a tira cee ie : rae - va 
ically to the stationery business; th ther two _ ' ,; , 


t r eit , 
being necessary to all t ng . 7 
1) f f 1, . 1 
’ ' . , 
In many instances the employe excels in his) ¢ led aad ite ee ae a a needs 


knowledge of the det because of continued eet eggs " ; ey specsustins that 
practice in the thing that ur constantt) results tl reprodu | H iain t S 


‘ nei 
changing or becaus: reat p fort a" i e1 
details, while the mp f ) e is. t Dp ; 
, ears é to employ hel; Previous to t 
i certaim extent, b clusio1 Wher af , : fects t] 
business reaches a point where it is necessary eee ; i, in le i Niles salle think, the 
, ; ; , 
employ a tan e employ 1 ly ” ‘ ee , . 
leaves the detail work to his clerks, and thus , ' { futur ftair ! 
loses the ady ntawe of practice But | past “ar “¥ a : ss : , eee | emn! shys dae 
‘ ‘ ( ‘ \ 7: ( tinuanse , 4 

experienc nas been pr tic il ind fe is there “wes , ; ; t efforts es nein : : } oT } 
fore bette: ib t p < 4 cay be consistent in « e oe ie 

changes without practi than would be tl oe ne Sai f i | 

case if the basi f is knowledge w merely ' . ; 

the yt the \ | P ty | 
theory ind so he must y upon the know + 4 ‘ : 
1 f hi } ‘ 1 ~ f erned ) | ne emp \ Vy \ ‘ 

cage o ms employ tive pe rn I I Ly hy =? i . a 
the particular thing lly iu d of ub , 

wrdinate; and xtent t te ica 1 ret . 
things also, f n tl tatior y busine n ote, ‘ ; “pe 

f the det chnt t ' 
i r t ‘ t ; 
There are me tl nt t ) ' ee % 
cl 
! ss SI i ratur t ‘ ‘ P ‘ ‘ . 
ine mil natu  eaile ; 
business, the execut etails. tor imstance: 1t , nd ¢ , upon this tl] ; ny +] ' nicditio . recy ‘ . ‘ , 
i 


ny difference exists it degree only. The that rounds busin enterpri Nothi bem mas Pe 


I 
letails ‘ ly ‘ ; 
\ | est 
ire more . r “—— ? ¢ 
‘ - ¢ tieoot bh ‘ , 
y req rer ts i ‘ ! 1! b ty t ‘ 
effectual u ‘ t \ t ] 
l B tl t y \I ' 
t require t 
le nat \ ' vy b 
\ byt ' n 
\ 
’ ‘ ’ 1} } | ~ bh t + , , ) 
t t 1 
, 
\ . v1 . 
i ry t 
| 
mus | ) 
Driity hy \ . 
, , },! 
, wi) , ‘ , 
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We Claim For 


Crown Carbon Papers 


Uniformity, Durability, Cleanliness 
Unsurpassed Manifolding Power 
Bright, True, Permanent Colors 
Clear, Sharp, Intense Impressions 


and for 


Crown Ribbons 


Uniformity, Durability, Non-Smut- 
ting Tendencies, Bright, True 
Permanent Colors, Most Responsive 
Copying Qualities, Clear, Sharp 


Intense Impressions. 


For Seven Years They Have Met Every Reasonable Demand 





If You Would Like to See for Yourself We Will Send Samples 
Live, respol ible agent wanted tor ope territory 


Crown Ribbon and Carbon Manufacturing Co. 
Rochester, New York, U.S. A. 











Note the Two 
Point 
Receivers 
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THE PAPER 
CAN’T PIVOT 
OR SLIP OUT 


Note the Two 








‘SUPERIOR’ 


PAPER FASTENER 


has two points which pierce the pape 


1 ; 


rhey go clear thro 


sheets like a vice They can't move 
around like they do in the old fashioned 
one-point fastener. Once put in they're 
there to stay, secure and straight until 
the fastener is opened again 





Anybody Who Once Uses 
the “Superior” is Not Con- 
tent With the Other Kind 






ll the Leading Stationers Sell lhem 


Write jor Samples and Ouotatton 


The Price is Right 


The Superior Manufacturing Co. 


Sidney, Ohio, U.S. A. 


gh and hold the 






he 








Here ‘tis! Tried one vet? 
Greatest little thing ever 
Being widely advertised 
everybody wants 
them, too 

You don't 
na 


l 
dihook 


Holds up 


no marks 


isk y 
A. GOERTZ & CO. 
279 Morris ave., Newark, NJ 





prominent, or at least an tmportatl 


er employer in 
may letter to keep the bovs ind devel 
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ploys and assigns them certain w 
c r cl ractet b Cause oO! thie 
perience ‘ rig t ft I ad 
ponsible not fo e perf 
that work but for the way in whi 
d o tor the Its Phe 
n depends very much upon 
1 attitude f the employ I 
business ely due to tl 
a ae 
pt treatment of 
| { ‘ tie 
k, neat n pac 
dy y 3S me liable t 
loy ag RS EE ea 
‘ ' ae 7 ; Che 
‘ ‘ dt te ' 
in the care ot t nple 
paid and i ie a 
a tal l execut 
Ni 1 1 ( ‘ 
emy very « C1 11 
tand busi hous d w 
t ‘ ttle | ' fo « S 
dd te lh f interest and wher« 
velop to sucl n extent as to becon 
ment tl nly alternative is to make 
\ right-minded employe will natut 
the interest of his house in mind at 
\ desir for their success should 
hin very t should be for the ae 
employer, for he should know that, 


interested in the firm that gives him 
ment, he will be more apt to receive 


tion t if he shows a tendency to 
enc In other words, he should re 


fact that there can be no advance 


helps to pave the way 


kvery one who begins his career 


ness, no matter what may be the nature 
r the position which he fills, 


business « 
start with the A B C’s. His advances 
ened by his ability or fitness. If he 
a liking for the work in which he its 
the chances are that he will stick and 
promotion; and as he grows in his kn 


na ad 


| 


nt 


ind is of more value to his empl yer 


his early education was gained from sé 


the same line of busn 


upy higher positions if t 
pabilit t t justify the idvan 
I t ! yes d the inter 
r ! ys guards 
“Hee = — t] 

) es this 18 ( ] nst 
bel ( ght when I say t 
vi . 1 1] es observed tl 
nonsit ; d tended 1 

| t t boys we sl 
vit ! \ b thles 
‘ }) i hy 





1 demonstrates his fitness for greater 
is further advanced until he occupies 


| 
| 
| 





. . 
’ ii 
if 
} 
emp 
KNOW 
luc ed 
tt 
see ti 
uct tl 
it al 
+ th 
| | 
t 
_ 
} 
ba K 
1 
\ in 
‘; 
1 
p 
T) 
. 
LAr} 
\\ , 
j 
ibert 
res 
sibility f 
it bound | 
1 } 
1KS to bi ( 
mpet to 
inevitabl 
ati n 
| ¢ t< A 
petit S 


1S factors in ft 
began your busi 





wledge and 
tter of learn 


ickly nd surely ac- 


we get ex- 

‘ we practice 
ledge We owe it 
t him that he may 
business may 
Chis matter should 
yers They 
perly taught 
that will re 

the reputa 


responsi 


in after 
tituds 
d certall 
Ieated 1 
( rk 


nts of the pas 
majority 
nost activ 
tured fort 
ld since you 
Chey iT¢ oO! the 
his own future 
cises just and 


and treat 


1 
nany otn 


reputatio1 


18 vive! 
sis not the 
1. Thi 
s d we 
Ss as tl] 
e¢ catior 
e employ 
dence is re 
1 1 t be 


Ss n ac 

t { Stl 
ti ef 
' 
De 

f lah 

| ny Li¢ 

’ ; 

K } at 
pense 

t the tot 
he 110¢ 
Sit we 

é bet we 

c > Gm 
bec e ft 
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CARBON 
PAPER 
FACTS 


No. XI. 


One good thing about the 
recent quiet spell—we have 
had time to think—time to 
figure out how we could im- 
merchandising our 


M. S. 
Carbon Papers 


We have gone over every 
little detail of our business, 
made a few changes here and 
a few changes there. The 
result is that we are now in 
a better position than ever to 
supply the Highest Grades of 
Carbon Paper, to pack it 
more attractively and to ship 
it more promptly. 

We have a better right than 
ever for a sample order from 
YOU. 


MANIFOLD 
SUPPLIES C9. 


55 Warren Street 
New York City, U.S.A. 


A. L. FOSTER, Pres. 








prove in 
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Advertising for Retail Stationers 


Address of Charles H 


Marshall. 


Your chairman, Mr. Millington Lock dd 
must have hypnotized the writer when ' 
prevailed upon him to say something on thi — 
subject of Advertising fi Retail Stations 
tor if there is one part of the retail busin 7 
he does not understand, it is this very sub : 
at ) | t ( 1 
ject To say absolutely what t hat not 
. mairticl 1 < 
(lo is about sure as playing the races “ 
; - tomer . Lii¢ ie I i 
dabbling in the stock market a Nigias 
One thing, however, is certain, that to d 2 or { 
successful retail business. location 3 if para . : ry S 
aly ( ( ‘ \ 
mount importance \iter location is bi ; - 
cquired, store service must be it hiel radet , ; és : ‘ 
and the first detail to be considered is wind 
display The old saying that “goods we - epee tes “~ m 
, , , Vv te Mun eas 7) ) 
bought are half lis just pplicable ft , . 
, . ; eineg r 
voods wi | a p ived Kee VviIndow ‘ . 
' ‘ ‘ 1 t ito t put 
bright and tresh with the itest 7 1 « . Dis 
e, I say, cater « ee 4 
not be afraid the buying public will be of ae M 
fended by seeing the pri tt d \\ ; epcaes ’ 
is the first question the average buyer <J nizati 
] . , , ] 
when shown any merchandise it is pric it dvertis Phe 
why does it not app! | { t trad ' t ‘ cust ‘ ibt 
passing your door I not sa 
he next idvertis t . n 
a ie , | , 
is the approach to your stor lake 
: t ( t t t = rye t ; 
part as attractive possible , { reat , : 
‘ t t 1) tment 
good impression upon entering. W n - , 
; ' ng standing upor 
what first impressio re, but t ! ittes \ b 
. t\ ur Mee in als ( +] 
tion to display must be given thr hout ul _ , 
sais . ding  wret = 
entire stablishment t make that impressi | his 
; ; ments, printed tt 
lasting \ttention on the part © . peop rl el vn ‘ ‘ 
4 ~ here i =1 t | 
is one of the best forms of Iver y , . tion . ble t 
should traim your salespeopl ) t ti “pom cat energs , ess 
! t 1 byort itt! effort } ! t 
wreatest energy to pl ise. al t \ ‘ , ( It | S y ft 
’ . , 
pable many small inquirv may be turne: ple wl etl £ } 
tion \ d is the , , 
nto a lares rdet : s ft b ind 1 I 
rt whi n be made effecti 
There are two kinds of dvertising vive ' to iIs ! ibject 
, , y business | use should use good stat 
good and the other bad If it is true that a un ( \ mit 
, is the one in question 
pleased customer is good advertising it Is r print One m 
7 W « have now taken tf 1 the ( . ‘ ’ 
just as true that a disgruntled customer ts bad : ‘ : v ideal dvertising | ( 
tandpoinyft itor Vvindow display t 
idvertising (One of the wreatest mistakes ex I tions] t t busines s 1 





LAMOND 


Stationers 











B. McDOWELI 


Trea er Kansas Citv Sta 

















without it, and it is up to you 


study your res] e busines 
thing or I t you s¢ 
| rtising 1s y ne 1 
surance, and t best res 
by laying out some for 
sticking t it | mor 
losses by experimenting is app 
up to all of us to t ke some 
game I have s the 
for some years nd the n 
[ think I know 
It reminds m« 
] Way 
Sunday morning They 
on, and Mike said | 
r | 
hy ¢ é 
ad g t 
{) Saves 
; +] 
' 
as 1 
a 
‘ 
. 
Scillic \ 
 % P 
bu 
I \l 
\\ ske | 
7 rT if ae 
k P ng 
‘ 
t t 
Ip 
a | re, 
. ” \ : 
é rile ! d 
* \1 1 
ning ’ 
. 
i { i¢ \ 
e cd 
5 
nts! \\ s I 


of the 


run successfully 
is individuals to 


and trv on 


resuits 


xd of business 

ire obtained 
campaign and 
money 
lling, but it is 
chance in the 


ertising problen 


I do the less 


two Irishmen 
York City on 


ppene d to pass 


Pat, come in 
Pat, “I have 
box, and a 
ne to Bridget.’ 
“T have the 
During the 

1 put the 
hout having 


re passing 


ke home te 
nd to his cor 
ve dollars 1 
the five cents 


do you thinl 


ike. “I put the 


nstead of the 


“didn't yor 


Pat “Then, 
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Universal Binders 











FOR FILING RECORDS OF ANY KIND. 


Used extensively for 
Lawyers . epee 


Merchants For regular Catalogue or for binding vari- 
us C ] 


itaiogues rec eived 


and other matter pertaining 








to each firm or on the same 
contract filed together. 


Letter Filing 














Made to Order 
in Special 
Bindings and 


Sizes 


Special Prices 
for 
Quantities 

















Bound in Twinlock Brown Rope Paper. Flexible Cover. 


No. SOO, for sheet 94x 6 
No. 801, for sheet 6 x 94 
No. 8O2, for sheet 11 x S4 
No. 803, for sheet 84x11. 
No. 804, for sheet 84x14 


15 cents 
15 cents 
20 cents 
20 cents 
25 cents 
Any of the above binders will hold sheets 3x3 inches up to sizes shown. 
Regular Arch File Punch is used, 2} inch center to center. 


OUR CATALOGUE F *°*): 





mplete description of all our Loose Leaf Forms 
ent if requested on your letter head 


The Suintock Company, 


Mar ucturers Loose Leaf Forms and Devices 





{ mrp iete . tematizers 
CINCINNATI, OHIO 
BOSTON LONDON, ENG 


168 Devonshire St Percy TONE & ( 


NEW YORK 
ve , 27-29 Carter Lane 91 Duane Street 
300 Representative Stationers carry our iplete line. Write for name of your local dealer. 
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Second Day’s Prcceedings—Report of the 


Board of Control. 


Mr. President and Members of the Nationa! 
Association of Stationers and Manutacturers 

Your Board of Control desire to submit th: 
following report 

The matter of revising Article 
of the Constitution and By-Laws, was referred 


5, Section 1, 


to the Committee on Laws 

Also Section 6, of Article 3, was referred to 
the Committee on Laws 

On motion it was ordered that hereafter th 


trade journals published in the interest of the 
honorary mem 
only paying 


Stationery business be made 
bers—subject to no annual dues- 
the regular convention assessment 

On motion, the matter relating to the Third 
Assistant Postmaster General sending out cir 


culars soliciting orders for stamped envelopes 


with printing on same, be referred to Commit 
tee on Paper and Envelopes 
On motion it was ordered that the National 


Association continue the publication of the an 
nual Year Book at not to 
$1,000, and that the paid from th 
general fund 


an expense exceed 


expense he 
JAMES T. LACEY, 
Secretary 


Repcrt of Law Committee, Recommending 
Amendments to the By-Laws. 


report that no 


committees 


Your law committee would 
recommendations of the 


have been presented to them, except the lette: 


various 


from “The Office Appliance Company” at 
tached to the report of the chairman of “com 
mittee on miscellaneous items.” Your com 
mittee have given the matter ample consid 
eration and have arrived at the conclusion 
that it is within the province of the said com 
mittee to report on all “office appliances,” and 


therefore no necessity for the appointment 


see 
of an additional committee. In reference to 
that part of the president's report recommend 
ing a permanent “committee on law,” your 
committee would respectfully state that the 


same has been most carefully considered and 
that they do not recommend the appointment 
at the present time. Your 
recommend fol 


of such committee 
committee do, 
lowing amendment to by-laws 


Article VII. 


however, the 


Section 10. The president shall appoint a 
“committee on resolutions,” to whom shall be 
referred all resolutions, recommendations, and 
amendments to by-laws 

“Your committee further report that they 
endorse the suggestion contained in the last 
paragraph of the address of Mr. Fletcher B 
Gibbs, on the subject Should the Manu 
facturer Sell to the Consumer,” and recom 
mend that same be adopted The paragraph 
follows: 

“T therefore sugwest that it be referred to 
the executive committee and that tts solution 
so far as practicable, be made the committee's 
work for the coming year; that the manu 
facturers and dealers be invited to co operate 
with the committee; and that sufficient funds 


be provided the committee to enable it to pros 
ecute this work with vigor 


Your law committee, to which was referred 
certain proposed changes of the by-laws as 
suggested by the board of control, would 
recommend the following amendments 

Article I1I—Membership. 
Section III. Strike out the entire section 


be 


or 


and substitute “Individual members shall 


such as are engaged in the manufacture of, 
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dealing in stationery, and resident agents 
manufacturers.’ 

Section VI Strike out the words “Chair 
man of the Membership” on third line ( 
substitute instead the word “Executive.’ 

Article 1V—Dues. 

Section I] Strike out all after the wor 

f" on first line and substitute instead the 
words “ten dollars” ($10). 

Section III Strike out the words “and as 
sociate,” also the amount “$10,” and substitut« 
the amount “$5.” 

Section I\ \fter the word norary” add 
the words “and associate.” 

Article V—Representation. 

Section I. Strike out the entire section and 
substitute instead “Each club or organization 
may be represented at the meetings of this 
issociation by its president or by a duly ac 


credited delegate and shall be entitled to one 
vote.” 
section 


substitute 


Strike out the entire section and 


“Each individual 


I] 


instead, member 


sh be entitled to one vote, and cannot be rep 
resented by proxy, unless the proxy be a reg 
ular employee of said member.’ 

Section IIl. Strike out the entire section 
ind substitute instead, “No member shall be 
entitled to more than one vote.” 

Strike out sections 4 and 5 Change num 
ber of section 6 to 4 Change number of sec 
tion 7 to 5, and strike out the words “delegat: 
or” on first line 

Article XI—Quorum. 
Strike out the entire article and substitute 


instead, “A majority of the members registered 

at shall constitut: 

a quorum for the transaction of business.” 
Respectfully submitted, 


C. H. MANN, Chairman 


iny convention or meeting 


Important Change in By-Laws Covering 


Membership. 
It will be observed that the change in the 
by-laws makes a radical departure in the vot 
ing power of the delegate Hitherto each in 








FRED. H. BUTENSCHOEN 
] Met ( «} 1a ti yvounge ds 
t f turer who is ge ving good account 
himself in the trade 





Carter's Inl 

ittee Jud r¢ 
vindow compet 

Hooper, Lew 
St.. Boston 

Hill, Smith & 

William M. I 
Boston 
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company, 


McAdams, 


WINDOW DISPLAY AWARD. 


dividual meml has da full vot 
floor of the ention while local as 
vere entitle but one vote f c 
members s meant that the 

members \ sa t could hav 

he balance: powe at ny meet re 

[t is m tly unfair that the cities 

niz xisted should have less 
power t scattered membership 
change p lelegates on the same 4 
It will m ive the effect 
the incor le nation ss 
whereas ssociations paid a lump 
into the n body yr its es 
each memb f a local association wi 
take out individual membership 
dues to the tional body Formerly 
paid by ea organization was $5 
member up t ind including ten met 
and $2 per capita for each member in 
ot ten membe! but the maximum an 
be paid by y association was not t ‘ 
$200 

Individual members will now pay $10 
it is safe to assume that a fair percentage 
members will now take out membership 
national association 

The suggestion in Mr. Gibbs’ addr 
the questi f “whether the manuta 
sell to the nsumer” be referred to a 
mittee was ted upon It was decid 
the matter b in the hands of the ex 
committee, and the manufacturers and de 
be invited to co-operate with the com: 
$750 was appropriated for the expenses of 
committee in promoting the work. 

Mr. Bainbridge suggested that the 
tion committee work out some plan to 
the amount expanded on social entertainn 
at the national convention Mr. Bainbridge’s 
suggestion will no doubt meet with hearty 
proval, as the matter of entertainment 
gone to a point where it became a burde 
the members the trade in the city wl 
convention w held 

Vote of Thanks. 

Mr. Popper of New York proposed a 
of thanks to members of the Bos 
ind the ladies for the excellent m e 
which they had arranged the entertai 
ind the det if the convention TI 
tion was d amid loud applause 

©. H. I VW cke f Grand Rapids mi 
mighty ¢ 1 point when he _ proposed 
the t sso ition be +t 

d dire t eate a ymmittee 
rds Matt was referred to the 

n law 1 doubt will 
ttention duri t year 
Presentation to Retiring Officers. 

During the | heon on the event 
23, ex-P Kennedy and ex-S 
Lacey we sented on behalf f 
sociation it ndsome walk S 
umbrella t M Kennedy nd a 
watch and Mr. Lacey Mr. P 
f St. Le sented the 
Stevens ( g the latte 
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“STANDARD” 


BLANK BOOKS 





The Sentiment of the National 
Association of Stationers 
and Manufacturers 


has from the first been very strong 
against the custom of the manufacturer 
selling the consumer direct, and to-day 
this sentiment is, if anything, stronger 
than ever. 

@ Years ago this Company adopted the 
policy of ‘‘Never selling the consumer 
direct,’”” which has been rigidly ad- 
hered to. 


@ Are we not justified in the belief that 
our action, which means a direct pro- 
tection to the Stationer, is deserving of 
recognition by the Trade? 

@ What do you think, Mr. Stationer, 
and when can we expect to hear from 
your 








Send for a Sample of the Best Blank Book Made Frey 
Patent Flat Opening. Bound Russia Ends and Bands 
Full Sheep. Byron Weston's Pape 





BOORUM & PE ASE. COMPANY 


PAC TURERS OF “3 V DARD BLANK BUOKS 


A LESROOMS {OME OFFIC: S 
09-111 Leonar ot. N Yor ront ots Brooklyn, N. Y 
ago, Ill 
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Enclosures. 
Address by Charles A. Stevens- — — : ; 
hy ti rm < r } oO! ~ 
Mr. President and Gentlemen \t a meet had delivered the goods to the wrong ! 
; : ; r sent goods f iclosure t I 
ing held in Boston the day after the banquet (One of the prominent papers read at the conver as we neve! 1 v a tor eer ur le 
of the Boston Seationers’ Association, I was tion which is of special interest to bot and he thought he had delivered then . | < 
acacia Ase oto stile tne shes at - 
asked by the chairman of the Program Com manufacturers and dealers.) rected, but did not get a receipt tor th 
mittee of the National Association, Mr. Mil he we can truthfully say that we never i 
lington Lockwood, if | would prepare a paper we only taken such invoices where enclosuré single enclosur 
for this convention were included Now, some of the manufacturers st 
I told him I intended making a report as At the Boston meeting | questioned th: their invoice that they are not res] D 
1 ‘ » ‘ ! er ou or +] < 1c ; . 
auditor, and also another report as chairman manufacturers who attended this meeting what lor goods sent t for enciosure, a ) 
. ; : ; ’ ie ‘ | nacl 
of the Year Book Committee, and thought that mount they thought would be a reasonable unable to ge i receipt for the pack 
would be enough from me, but he tnsisted that hare for handling enclosures tor ther the house that receives the package « 
| also write a paper on “Enclosures,” as we customers, and we had quite a discussion ot ly be held responsible either; so, wou t 
e 4 ' wsiness Ss 1dp t 
had been discussing this item for some time this subject Some thought that ten cents be better i1 busine tandy 
during the morning I told him I would do package would cover what additional expense the manufacturer or jobber to whon 
the best I could, but it was a subject I was they were put to, and others were of the opin sending these enclosures to give a rt 
. “1: h og I< nad ) espons » tor é 
familiar with from only one side, as our hous ion that possibly five cents for the small pack the good nd be responsible for t 
very seldom had packages sent to us to en ves and from ten to fifteen cents for the larg enclosures up to da certain amount’ i t 
; , th wal 1 , +} A +hex 
close with our shipments to out of town er ones would me more equitable both for the hey would i agree to that, and the 
all ‘ wal , ‘ 
customers customer and themselves Remember, the ad ifford to keep better record of ¢ 
P : st o y cases d al make shipments oftenet 
[ have tried to make an interesting pape ince in the cost of packing cases and lal d mak 
, ' . lonble. las “ars vetter for us stationers 
out of what I thought would be a very unin s more than doubled in the last ten year oor 
teresting subject, but the farther I got into it, \s I said before, we had all purchases trot One manutacturer says his house 
the more interesting it became, at least, to me this house listed, and I find tn the twels conservati\ ver tw hu 
So as to get information from the other sid months we had sixty-five shipments and had — closures s« em every week to ship 
: ‘ iu I ur " res iclosed — 1 ir | ee 
I have asked quite a number of the New York two hundred and forty-four pac kage enclose othe rood It takes two clerk Ime 
) , f) sIINHPos ‘ > ] f 4] - h } 1) ] 
manufacturers and jobbers to give me then vith these sixty-five shipments. Suppose w keep track o em, and then the pack 
views paid five cents a package, it would only hav bill clerk have to be careful and see t 
. , : mounted to $12.20 additional If the charge goods at ure to go with the first s] ‘ 
Now, does it seem right that we should as! , a ' 
had been ten cents per package it would hay s it is very annoying to receive 
our jobber and manufacturer in New York to , A : 1 ; ! ; 
; only been $24.40, but I think we would all fe: of goods and find that the particular packag 
take care of a lot of enclosures for us, keep a , 8 : g : 
. , better about asking them to take care of thes which you sent over to be enclosed 
list of them, enumerate them on their invoices - ; 
| enclosures out of that shipment or had not b 
furnish packing cases for them, pack them , 
F Now, in counting the enclosures [ have not ceived in time nd vou have to wait until t 
carefully with their goods, and truck them to ; ' , 
. taken into consideration all the different pack next shipment is received before you get t 
the depot, all without any cost to us whatever : ee peleg 
r : ages which the factory put into our ship pecial package which you were in 
here have been times when I have written : ; +’. hicl : ee" 
t , , ment tor other stationers, to De called tor o1 ind which youl! ustomer 1s telephoning 
to the New York manufacturer to whom we , ~— 
; their arrival every other day to see if it has arriy 
send all our enclosures, and requested them to : 
“eer ; Every once in a while there would be Of course we tried to save the 
send us at once by freight whatever enclosures , ; ' 
Pings : a “ package enclosed with a shipment addressed t charges on that package so as to mak 
they had for us, with the “shorts” they owed : { 
, us, but without any label on it, and in getting money on the sale, but we are compelle t 
us, as we needed some of those enclosures at ‘ . , : j t 
. the invoices out of the files we could not lo send in an order for some goods wl 
once, but did not need anything additional in : , 
. , cate whom this was from, therefore, could not not need at present, so as to have that spe 
their line, so they made a shipment of two . ; : : 
get the value of if, so that my estimate ot the cial package shipped quick as an et re 
cases which contained probably ten or twelve : ‘ : ed - : f 
“ 99 : value of the enclosure, at sixty-nine and thre« but we are ding off our customer t 
packages or “enclosures,” but only about nine ' ‘ 
, , tenths 1s conservative rather than otherwise time. ‘ 
to twelve dollars’ worth of merchandise from , oe 
“ . ” + : , Now, some of the stationers might think I remember one blank book manuf 
the “short list’ while the value of the en 
‘ ; : , that I have selected a big year to take my telling me of case where a stationer i né¢ 
closure might run up to one hundred and fifty 1 oi ' , { 
dolias . heures from, but you will all remember that of the smaller cities ordered one six hundre 
Ol s Oo so e 
Of ' the financial depression began about October page demy ledger to be shipped by freight 
t mage 74 the house that packed the en Ist, and you will notice that the twelve months the order said there would be three er lire 
‘ ae be co say anything to us, but they | have selected were from April 1, 1997, t sent in to come with this book and w 
r worry y b rom) ‘ ) > » } 1 
= “aI y thoug : 1 good deal They had t \pril 1, 1908, so I have included in the year be sure and see that these three | 
msh ac y cases o fit 7 | | 
race * fo Ty wc an Pay SvORR Bet) th last six months of the good boom time were included 
“ec oO « . llar cartage Os roods to . , 
nga mae hil ir cartage on those goods t ind also six months of quiet times, so I think Now, this customer wanted these ¢ 
1¢€ D : : “AS : , ' , ; - 
one tp wae WK saved, it least, ten per it will only be an average twelve months shipped on Saturday sure, so he c l get 
~ . mire : ieee 2 ie ; 
' nt on : aC coe ye aang of the enclosures by business them early the following week The order 
laving . or us , ; ; 
iving them ship them for u How many of us have lost packages sent was received in the afternoon mail on Friday 
Suppose there were twelve packages and out for enclosure? In the last seven years out so the Blank Book Company tel phoned thes« 
each had come through by freight, the minim house has only lost one package and _ that other manufacturers to get their package 
um charge for each would have been, at least, turned up in about thirty days After writing over early Saturday morning and receive tw 
one dollar for freight and cartage to Chicago, to the house that delivered that package and f them on time, but the third one did 
while by shipping them together the charges getting their assurance that the goods had come up to ten o'clock and they teley 
were not over three dollars, so we saved nine been delivered as directed, and also getting again 
dollars by that one transaction just as firm an assurance from the other party The pencil house had the package 1 ly 
lo get at this matter more intelligently. | that they had not been received, we had to or said their wagon would not be back bef 
had our cashier get me all the invoices for the der a duplicate lot, so as to supply our custo noon and they were not sure if they Id 
vear from April 1, 1907, to April 1, 1908, from mers’ wants, and have these goods come by get the package over before twelve 
this firm who ship our enclosures, and also express Thirty days after we received a not, so our blank book friend had to send hi t 
each invoice for every “enclosure” that was letter from another house in New York, Say boy over to the pencil factory to get this t 
shipped with those goods, and [ find that the ing that they had received a package to be third enclosure so as to make this shipment 
(Tee . . , > = . . 1 } 
percentage of the value of the enclosures com enclosed in the first shipment they had com before his packing room closed at twe 
pared to the value of the purchases shipped ing to us, but not having received any order o'clock, on Saturday It was after twe 
from this house was sixty-nine and five-tenths wanted to know if we had sent one which o'clock when the boy got back with the pack u 
per cent. Remember, I have taken the total had been lost in the mail, or should they still age, ten cent carfare, hold the shipping 
of all purchases made from this house for the hold that enclosure until we wanted something for an hour over time, a special expressn s 
x I 
full twelve months, so that the percentage is in their line with the case to the depot so as to get this 
not nearly as large as it would have been had The shipping clerk who sent that package one six-hundred page ledger off to that 











as to get his encl 
Among these encl 











mie he « lk S 
t! blank book ) 
er ©€\ { 
S total va b 
great 
y I ! King 1 
P the manu rei 
S mount t ing 
reas¢ u .p S¢ 
< mi u l¢ 
the I { | 
d f we were the manut 
stand all this extra « xpens 
One manufacturer told 
mers who frequently 
in to enclose with b k 
ltogether too g t 
he goods ire ere 
in paper, and tin 
t ork and mak pecial 
ng cloth 
thet ma ré¢ 
he SO} 
S¢ wi bl 
re packed ‘ 
t straw vhicl 
ou re 
pt em in a sef{ small 
getting broke It 1 
thoughtlessness of 
send fragile s out 
do not pack then perly 
{ to whon ire 
must either repack em or 
customer that gor 
damaged in transit get 
ww, it is hard on 
that the goods wel elve 
rchant in sucl ynditi 
argue with the hi 
are liable to S 1 gt 
hey think the be y te 
to pay the bill for nages 
tomer’s good will. But it is 
the same 
Another manuf é te 
ere they just clat 
for an enclosur ich w 
doubt very mucl ey 
ure, as they had d 
imply deduct it 
ot pay for it 
N Ww, these are ( 
h the different manut 
ed to me of 
€ on 
receive ry go. 
‘ W Yi k l k 
g into t ver 
the st uld | 
es, A and |] x tl 
\ iss who lere 
er citi ey ] 
s of blank | nd 
nd it is 
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entire stock 


will send over t 
ures before he pl ces ; 


He then sends 


seventy-five dollars’ v 


+h, 
1S 


sures 


71¢ , y 


der for blank 


n time. But 
dated their 
) as much 


Stationers will 
natter, be- 
charge us a 
enclosures it 
and will 
should be 

we would 

nd had to 


one of his 


tracing cloth 
The rolls 


their cases, 
them wrapped 
have to go 
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shipment 
orting house 
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heap, light- 
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hey have to 
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itrg to hear 
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» will hear from 
been badly 

| for damages 
the customer 
ym the original 
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he gets, and 
customer; so 
the matter is 


1d keep the cus 


imposition just 


in instance 
Sixty dollars 
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the enclos 
but the cus 


his bill and 


grievances 
ers have re 


- . °° 
enclosure 


estions from 
ifacturer wh« 
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tationers in 
equent ship 
purchases are 
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THE MOST COMPLETE LINE 
CARBON PAPERS CARBON ROLLS 
TRANSFER PAPERS TYPEWRITER RIBBONS 
STAMP RIBBONS TYPEWRITER OIL 

NUMBERING MACHINE INK 


J. A. HEALE & CO. 


MANUFACTURERS 








The mark of quality 


96 JOHN STREET :: $s $3 NEW YORK, N. Y. 











The Swinging 
Desk Stand that 


Made a Hit 


We knew we had the only practical, com- 
| and automatic-position-locking Swinging 
De Stand on the market, but to convince the 
DEALER—Aye (we thought) there would be 

rub—but we never felt it 





Our June ads brought numerous inquiries 
ive dealers—then came orders—and even 
rders in this short time. If you want the 
itory for this useful, quick-selling device, better write 
atonce. Ask for our | ist of Quick-Selling Office Specialties. 


The North American Supply Co.. Inc. 


COLUMBUS, OHIO, U. S. A. 








ROWLETT Typewriter DESKS 


Are the Most Convenient and Practical Desks Made 


We Make 

Plain and 
Quartered Oak 
Office Desks 
Letter Press Stands 
and 

Typewriter Tables 


ARGE LINE 
OW PRICES 
IBERAL TERMS 





50” long, 30” deep, 48” high 


No. 185 


ROWLETT DESK MFG. CO. 


RICHMOND, INDIANA, U. S. A. 
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assorted waste baskets, one dozen box letter 


files, and four or five other large bulky, fragil: 


enclosures which must be packed carefully « 
they are sure to get damaged 


Then again there will be one box containing 


ink or mucilage, sent in to be packed wit! 
blank books. This should never happen, as 
should the bottles get broken in transit al 
the other goods in the case will be ruined 
The average number of enclosures fror 
Class A stationers is smaller in proportion t 


f 


the number of shipments they have in a year 


than the ones for the Class B. Class A buys 
other goods in large quantities and have di 


rect shipments, while Class B’s shipments ar 
hardly ever enough to make a direct freight 
shipment, so he bunches them altogether wit! 


one house and lets them stand the expenss 
thus saving him considerable money 

This same manufacturer told m« f an ¢ 
currence where a customer had an ordi 
hat rack, such as furniture houses carry e1 
in for enclosure It was sent over with at 
on addressed to So & So, but without a bit 
of wrapping paper on it. Our friend sent it 
back ind told then they could not receive 
unless it was packed for shipment, so the party 


shipped it back all packed up in excelsior and 
burlap, but it cost additional cartage to ship 
it with the other goods, as it counted as 
separate package with their truckmen 

Now, the fact of enclosures being sent in 


ly is often an advantage to bot! 


occasional 
parties. From the buyer's standpoint, of get 
ting small packages through at a minmut 
cost, and from the shipper’s point, of often 
times being able to make up a shipment of 
shorts which in themselves would not mak« 
up a case 

The caring for enclosures from the time 
they are received until they re packed and 
shipped takes up great deal of room, and 
room in New York is valuabl All manu 
facturers who accept enclosures have to keep 
a record of them and they must keep the date 
received consign consignor, and date 
shipped, and if he has from fifteen to twenty 
five packages a day, as quite a number hav: 


in New York, it takes yme time to keep this 
record straight, and time is money with us all 
Now, I have told you that tl tationer 
are in two class Well, the manufacture 
are in three classes. Class one contains those 
who own their own teams and operate their 
own trucks or wagons. They don't know what 
it costs them to hau 
Class two are those manufacturers who « 
tract their hauling by the month or vear at 
so much a month They think they know 
how much it costs them for these extras, but 
class three does know exactly what it « sts 
them, for they are the manufacturers wh 
contract with the boss truckman at so mucl 
for each case or piece of merchandise shipped 
Now, when we send an enclosure of any 
size to the manufacturer in class three. even 
though it be packed in a case, this manufa 
turer is out the expense of cartag 
Now, very often we will send enclosures 
something which must be packed flat, for i: 
stance, one quire of parchment or somethi 
like it. Now, our shipment is small and could 
be packed in quart ink box, but the shippin 


clerk has to take a large case and cut it down 
so as not to curl or ! ld this fl t p ck lige T d 
all that takes time of the packer and th 


case cost three times as much as the small 


one would, which would have taken all th 
goods except the enclosure 

Several of the Eastern manufacturers hav: 
spoken every once in a while about some cus 
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tome » Wi have in ef! sure sent t 
é m Boston, Philadelphia, or Newark 
to be shipped with 1 t shipment () 
ut the exp ss charges ré < lect | 
t ( tomer ets bil { the 
} r 1,1 ] eal ‘ 
charges he adds it onto his regular re 
d take cash discount off of this cash iter 
t di t his bilis then lets it 1 
‘ ] 
thi Is 1 t rignt ) > Ga 
the mi 
In the « ly part \ ldress I suggest 
{ the manufacture r jobber make a ] 
' er Sut nd be resy b 
for I u t i certain mount 
\ é f the New York firms I wrot 
—— rit . 
é is 1 stion but t the { 
he col p te t the dditi | 
ie put t ! furnishing es a ti 
it! l cartas maid 
\ ¢ t should b made either by 
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1 ef each pi ‘ \ twenty ve t to 
‘ < the ¢ tr tage 
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! t per package 1s a questior He is 
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t | outlay Why, therefore, she 1 | 
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| 1 lf liable when he s deriving 
p im the business, and ther ! 
| there can be no fund fron hich to ] 
! 4 takes + t « iti 
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| lame (¢ vb dy west f Pittsl P 
k | Jamie told me fan oc ‘ 
that pp d at Slote, Woodman & ( 
er t ty yea! vhen he was with t 
ri L he s] pping clerk came inte t 
! day d d he had a shipn t 
velve tw » hund ed page det y qu rt I 5 
vit vaper sides, for a certain custome | 
b ve \ th twenty-tw cents eacl i 
t k ‘ f they should | 1 t 
‘ send them with what e1 sure tiie 
{ , A ghes ¢ t 
Ja | t tl it ' 
| istom« dered nd had re 
them t ip at o1 vit whatever ¢ 
they d e ash t] taming lk 
IT} hip] g clerk threw up botl inds 
said d Bs ted t ( losur 
| ! 
f é lred dt pack 
1 ¢ l ; 1 
\ ‘ AC ‘ cs 
d : b 
i t lt the value ) ne f{ 
on ed- , ds. but } was f 
rie d Ip t] I 17 t « t 
tl their é vork t 
lr} is only stance wl [ ] 
told me about, but he said the et 
ture had always been abused He said, 
re rged tor the cases use 
P } 4 th ne tor cart but 
‘ ‘ ‘ , all aie | ’ 
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e Vv it W i 
| e1\ t 
Q . ept P 
‘ ; tn ] 
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ys glad t ommodate ther it 
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shen ’ j a 4 ol — 
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be put in the same case with our own g 
but where it requires extra cases to take in t 
nel ire a nominal charge for « Ss ar t 
we 1s made We have had littl t t 
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Weis 
Vertical 
Sections 


WEIS Sectional 
Vertical Transfer 
Cases are built of 
Kiln Dried Hard 
Wood—no paper, 
trunk or binder’s 
board. They are 
absolutely Dust 
Proof and the only 
Transfer Cases 

of their kind 
equipped with 
Roller Bearings. 


33333 


The drawers have 
the capacity 

of the standard 
vertical files 


and are absolutely 


Dust Proof. 








The 
Rigidity of 
the Frame 
and the 
Strength 

of the 
Construction 
is Shown in 
the Test 





Testing the Strength. 
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MORE PROFIT Fo: DEALERS 


There is extraordinary value at popular 


price. 


The wood line is cabinet work, not car- 


pentry. 


Every requisite for the office, from midget 
card index trays to complete cabinets, is there 
as well as sectional book cases for both office 


and home. 


There is a great variety of special articles— 


all popular sellers ata big profit for the dealer. 


Clips Short Account Files 
Brush, Tube a ir Transfer Cases 

Paste Box Letter Files 
Check File Scrap & Invoice Books 
Letter File Clipping Files 


Mixed car shipments reduce freight 


cf ST _ 


Weis products are in steady demand. 
Our advertising campaign in the gen- 
eral mediums helps to sell 


the goods 





MONROE, 
MICH. 


IV rite for complete catalogue. 


The H Mfg. Co. 


Magazine Binders 


Loose Leaf Holders 
Postal Scales 

Common Tie Binders 
Photo Mailers 


Desk Stamp Racks or Trays 
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packages sent in to be packed with his goods, 
and the manufacturer and jobber have con 
tinued this for years without making any 
charge for the service. 

“You probably do not appreciate the amount 
of space these enclosures occupy in our ship 
ping room, and the expense we put to in 
packing, tracing and handling these packages 


are 


The last time we counted them we had on 
hundred and seventy-seven on hand Packed 
in cases and shipped separately the cost of 
handling them would probably be thirty dol 
lars a week. The fact that they are put a 
few at a time into every shipment does not 
lessen the expense any, as others are taking 
the place of those that are going out 

“We are glad to receive enclosures, pack 


them for our customers, but are not 
ble for and if they are overlooked are 
not willing to pay for any telegrams that may 


be necessary to trace them or to pay any ex 


responsi 


loss, 


pressage that might be required in having 
them sent on immediately We are awart 
that this service started as an accommodation, 
is demanded as a right by the retailer, and 
although there are concerns that make busi 


ness of forwarding enclosures it is more con 


venient and cheaper for the retailer to send 
his enclosures through the manufacturer or 
jobber 

“As stated before, we are glad to receive 


packages for you, but do not think that when 
errors occur should be held 
for any additional expense in a matter that we 
perform 
you.” 
Continuing, this same manufacturer says 
“Very few firms in New York will 
receipt for a package sent in as an enclosure 
Some give a special form of receipt where it 
the 


we responsible 


merely as an accommodation = t 


wive 


says the package has been received, but 
firm receiving same assumes no responsibility 


Now, the chief difficulty comes from the fact 
that no matter what form of receipt is given, 
the mere fact that we have signed for pack 
age makes the customer believe that we should 
be responsible for its loss, and the fact that 
the majority of concerns refuse to sign for 
enclosures has created suspicion in the minds 
of many people who have gone into the mat 


ter, that truckmen and errand people, knowing 


that packages will not be receipted for and 
that loss will not be reported for several 
weeks, occasionally fail to deliver the en 
closure. 

“From our standpoint the enclosure system 


is an expensive proposition, but the expense ts 


not as great as the risk of losing accounts of 
customers on account of lost enclosures, either 
the ones that we send out and cannot show 


receipt for, or the ones that other manufactur 


ers claim to have sent in to us and for whicl 
we find no record.” 

Now, this house is in favor of a charge o 
ten cents per package, and signing a receipt 


enclosure sent to them and being r« 


pack we 


or every 
sponsible for the value of the 
ten dollars 

Now, in New York City there are two pack 
ing companies who make a specialty of recei 


up t 


ing and forwarding enclosures for a_ great 
many merchants in different lines of trade 
throughout the country They are the New 
York Packing Co., 14 Lispenard street, and 
the Miller Packing Co., 28 Howard street 

I wrote both of these companies for their 
terms, etc., and received answers from both 
\ circular letter from the New York Packing 
Company reads as follows 

Gentlemen Did you ever figure how much 
your express ind freieht bills amounte.! to 
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a year—just look it up—you will be surprised 
to find it is quite a sum 

We can cut that number one quarter or, if 
you do a great deal of buying, one-half on 
your shipments from New York There's ne 
secret about how we do it, either, simply this 
Our packing and shipping service gives you 
the privilege of having all your parcels sent to 
uur storeroom, here they are packed carefully 
into one large bundle and promptly forwarded 
to you as you may order If you order them 
sent by express the advantage to you is th 
difference in the rate you get between on 
large shipment and half a dozen small ones 
our charge for the service being five cents pet 
parce 

If you order them sent by freight we pack 
the parcels in a good, substantial case and 
make an additional charge of seventy-five 
cents to cover the cost of the case and cartage 
expense 

We have a fireproof building, carry ampl 


insurance, and are responsible for all your 
goods while they are in our possession 

Several hundred merchants consider it worth 
five cents per parcel to get this service, and 


have demonstrated their appreciation by con- 


tinuing to give us entire charge of their ship 


ments Others are being convinced of its 
value 

Isn't that enough to give you the assurance: 
that it will pay you to know us 


Let us hear from you 
Yours very truly, 

N. Y. PACKING CO 
me as follows 


New York, June 23, 190: 


Chey ilso wrot 


Mr. Chas. A. Stevens, 
Chicago, III 
Dear Sir 
We are in receipt of your favor of the 22d 
inst., and in reply will say that all of our cus 
tomers have found it a great saving to them 


in the express and freight bills, for our object 
combine all small packages together in 
bundle and ship them by 
and ship them by freight, 
benefit of 
rates, 
and 


is to 

express, or in 

ind there 
P the 


one 
one case 


by giving our customers the 


{ 
freight 
express 


minimum e ind and a 


xpress 


saving on. their freight 


ll shipments according to the i 


Irom our customers 


ire sending you under separate cover a 
: circular 


] 
tet 


uir customers, one otf our 
hich that 


rr «6all the enclosures we receiv: 


will see we are r 


our possession, 


been a clearing house for a number 
trade, 


rye 1 ; 


: we Ts tof the drv goods 
book Stati 


nd it rreat ving to them to 


ind mery mrms Nave 


have 


ures sent to me firm { 


re sponsible 


We ship for the following firms in the book 


Messrs. Adams, Cushing & Foster. Boston. Mass 
irvant Kansas City, Mo 
Blackwell, Wieland Book & Stationerv Co St 


iglas 


& Welch, San F: 


Curtis 


Roston 


ernational Eook & 


Mass 

Statione | 
Schwabacher, Fre Book & Stationer eS S 
Martin C 

H. H. West C Milw 
Wright, Barret & Stilwel 
The Minneapolis Paper Co 
P. J. Curratr El Paso 


Boston, Mass 
aukee Wis 

Co., St. Pa Mint 
Minneapolis Ml 


circular 


yy ovr 








January issue of th 


PACKING CO 


ne position that the 


of the packing busines 


as it was done 





shipped as ofte 


Within a few « 





by express the ould have been 


$4.50 per one hur 


ts for each package 




















OFFICE APPLIANCES 































R01 HOME. FIRE INSURP 


COMM. CORRESPONY 














37/0R. JONES SPECIAL 








U.S. SOAP MFG. 























ro| CENERAL OFFICES 
0 
































403) THE ADVERTISING 


507 INTERNAT} 

















% 

















resented has absolute need of some of the — 
numerous devices and necessities which 


are manufactured in the most approved 


fashion by 


The Globe=Weevicke Co, 


Therefore every office presents to the 
dealer who is in earnest, 
profitable field for cultivation, provided he 
seeks to establish a reputation for supply- 
ing his customers with that class of goods 
whose meritorious qualities can never be 
questioned, and such as we have been 


furnishing for the past 25 years. 


For Stationers’ Goods 


Write for Catalogue 607. 


For Filing Cabinet Supplies 


Write for Catalogue 907. 


For Sectional Filing Cabinets 


Sw “Elastic” and Upright Units of over 
100 different patterns. 


Write for Catalogue 807. 





Cincinnati, 


The Globe~Wernicke Co. 


Ohio. 


LANCE at the Office Directory of 
any prominent building, and you 


will find that every business rep- 


an attractive and 





Be jin 
ASS GEM 
--- rr wre 


rE 





Desk Trays 
Box Files 
Board Clips 
Stationery Racks 
Desk Pads 
Swinging Desk Shelves 
Post Binders 
Office Ticklers 
Pigeon Hole Boxes 
Document Boxes 
Legal Wrappers 
Reversible Envelopes 
Crushed Envelopes 
I-xpansible Envelopes 
Transfer Cases for 
Flat or Vertical Letter 
Filing Cabinets 
Bankers Note Cases 












Desk Portfolios 
Perforators 
Etc., Etc., Etc. 





Ta CITA 
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The 
Best Thing 
That Can Be Said 
About Any Pencil 


“IT’S DIXON'S” 


Joseph!Dixon Crucible Co. 


Jersey City, 
N. J. 








































































































result in benefit to 
we remain, 


that will 


and 
the stationery trade and to us, 
Yours very truly 


you want 

R PACKING CO., 
E. D. MILLER. 

word from Mr. F. W 


THE MILLE 


| 


l received Batley, ot 


Thorp & Martin C who are now using the 
New York Packing Co., that their service is 
good, and it has only cost them about five dol- 
lars per month for the last six months, and is 
so cheap that any one had better pay this 


bligations to either the 


amount than be under 


jobbers or manufacturers 
I wrote to the New York Stationers’ Board 
of Trade to sce what decision they had come 
to about enclosures heir secretary sent me 
the correspondence that th ssociation had 
in reference to the subject It was very 
voluminous and they had gone into the ques 
tion very thoroughly Now, the Stationers’ 
Board of Trade is mposed of five different 
classes of members and the had answers 
from each class of membership, but it was 
finally decided great 1 y meetings to 
let each class of members handle enclosures 
to the best advantage to its particular cus- 
to! ri S 
Some f the | ing manu turers do not 
hav nd d I t think it ad 
sal rg st for handling 
r Others think it 1 more than right 
tha : a pay dditional 
expense 
| r t t New 
Y St ers s very 
} } | | ‘ f 7 
thorough, and | wt 1 t from same, 
taken from tl American Stationer of Decem 
ber 31, 1907 
Mr. H i 2 
’ q ] + ~ + cle 
7 4’ 4 
27 
: 
Ll) ‘~1 
"Ire cenet to 
N \ City S } ver 7, your 
on ittes rt ¢] é Ive 
r ] tr c f ( e hun 
ad ed | ~ t 
tire b y consid 
‘ y ft 4 it< ‘4 ) 
t ( ld, the 1 
1 
~ é < lagt T 
irty-four op 
? ’ ] ? 
1 + 
‘ + t or 
( 9 gh t York trad 
Ty a a 
* y > é i 
+ C ‘ t p 
sit As sists 
> t de -~ 
\f $14 . ho k 
‘ E , r) — 
g 
tr ] eport 
that 
| erally 
teh of h th 
| ‘ 
l f 
! 
s ly 
*' T 
. - * 
+ ¢ ] t+ en 
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booksellers agree quite gen 


Publishers and 


‘ 
manufacturers that it is not 


erally with the 
policy ¢t charge the retailer tor enclosure 
costs, but desire to bring about some means 
of obtaining and giving receipts for enclosures 
Owing, therefore, to a great variation of 
opinion, it would seem to your committee that 
no general or uniform plan can be settled 
up “ will be agreeable to any particular 
portion of your board for a plan of charges 
We é refore led to make the suggestion 
of b lan, which will follow 
| wed a suggestion as t special 
label enclosures, also a suggestion of a 
clearing house, and a great deal of other mat 
ter W was too long to incorporate n this 
pal 
lr} ( imittee closed their rep th the 
follow 
In procuring rates on such handling of en 
closures, after having visited the packing com 
panies of this city, we quote below the rates 
f that we consider the best 
ASSOCIATION SHIPPERS 
Mille N. ¥ P. Co 
Per ickag 
Per gir LSet “ 
Cas l rlag 
Limi f ight, lbs i 
Wi vould recommend, however, dealing 
with the Miller Packing Company, whose fa 
cil 1] TL 17¢ 1 | © i KK i 4 
pany $ b goo 
Sig y en vit! ¢ 
Ss “u | Kages nd 
{ g ses previous t hij 
S nsibilit 
\W\ \ t s ( ling 
$s re by this 
r 1 b 1d p ( t 
Respectiully submitt 
F. P. SEYMOUR, | 
ARTHUR P. JACKSO 
( é 
aiscuss ‘ ti 
1 ggestion e! 
l 
nN } i 
by 
I 
} } 
bel 
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manufacturers and jobbers that I heard from, 


and I did not want to slight any of them after 


they had been so kind as to give me the in- 
formation. 

[ want to take this opportunity of thank- 
ing these different manufacturers and jobbers 


r the information they so freely gave me. 





VETTER VERTICAL SECTION. 

[he accompanying illustration shows the 
new No. 100 Four Drawer Commercial Verti- 
cal Letter Filing Section, which is one of the 
lowest priced as well as the best cabinets in 
\merica. The case is made of selected plain 
white oak and finished in golden oak; draw- 
ers are equipped with dull brass hardware, 


binding suspension slides, follower block 





VETTER SECTION. 


d countersunk rods. The drawers are regu 
letter size, measuring 12 inches wide, 10 
iches high and 24% inches deep, giving a to- 
filing space of 98 inches, which is sufficient 
pacity for 20,000 letters. It is manufac- 
red by the Vetter Desk Works of Roches- 
N. Y 
KEPT OPEN HOUSE. 
The National Blank Book Company of 
yoke, Mass., did as it announced in June, 
eep open house for the delegates returning 
m the national convention of stationers. 
\Miany journeyed there to see one of the big 
nts in the country and to enjoy the genial 
d warm hospitality of the management. It 
short ride from Boston to Holyoke, and 
e trip was made pleasant in many particu- 
rs After reaching Holyone the rest was 
for then the pilgrims were in safe hands. 
a delightful time. 


report 


A NEW ADVERTISING DEVICE. 

In these days of advertising it is somewhat 
ult to find something novel and worthy 
second attention. S. H. Hoggson & Co., 
106 Fulton street, New York, inventors of 

e Hoggson Time Stamp, have after years of 

evolved a new slow-speed 
which they have named the 
lemafam. This little motor actuates opera- 
mechanism, advertising devices, signs, 
nonstrating figures, flashlights, etc., with the 
tmost regularity and attractiveness. It can 
furnished to run at almost any speed to 
it the required purpose, and will give any 
n or series of motions desired. It has no 

or bolts to cause trouble. 


perimentation 
motor, 


ectric 


ng, pulleys 
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The Boost Spirit in Business . 
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THE GOLF GAME AT 





BOSTON 


HE golfe: who took advantage 
Address by William P. Christopher. invit to play at the Braebr 
(Read at Boston Convention). ég “i . sp 
iivy OoDIitg t tine me pe . t 
\ nd to Ge W. Prat 
tic i oe Che party 
’ ‘ . mh ‘ , } " 
Mr. President, Members of the Nation \s izes responsibility nd 1 man ever 1 . ¢ i r tou 
. : . x 7 ¢ ] | } 
sociation: It was my intention to give an ex this that depended o1 ( pair to D 
temporaneous speech to-night, but | see that 1 d | \ n’s ( .s The winning ur W ( 
I cannot get it over the plate \bout thre fe ish, because Gage Tarbe rece y said Young, | la paired with Ge 
months ago, Mr. Lockwood told me that | iW ner n New York, always behind Y Yennis Sperry, St. Pau 
: ‘ : ] . ’ 1 1 | | eo ‘ \ x 
was to speak on a topic that I certainly can man’s success is strict game of hard k Mcag ge 
not plead unfamiliarity with, because [ have Recently in Chicago I called on a concern t | gold-lined, Y . 
been identified, happily with a club in New see an esteemed friend of mine and found Iip—S] Johnson winning tl 
: | . ° ] ¢} 9 . sen } l y r +} , ‘ 
York that has for its object the boost club ibsent | young man at the desk told m« a oie ¢ ed flasks fi the ne 
spirit With your kind permission, although t t three weeks before when I tried to see ror the rst three-quarters of n | 
I am a very poor reader, I will tell you what this man, he had been attending stations game was throug! l@avy s “N 
I have jotted down this afternoon dinnet [ told him I thought this gentlemar spite whl evel very goo cor 
All of us are boosters at heart The re \ very popular with the trade as he attend — 
cent pani would have wrecked iny othe ed most of the stationers’ dinners that were rl p! Crs 
country whose business men, unlike the given by the association The young man re _ = New Yor 
American business men, lacked the great spirit plied, “Yes he is very popular not only wit! = = Zs .- = ~ 
‘ , , LOD d V ‘ x 
ot optimism Other people criticize us for the trade, but with us, and we are very p W. H. Hor Cincinna ra) 
our highly developed sense of humor out f hiv his little tribute was paid to a1 ro A vo - Philad Iphia I 
ability to laugh at things which to them are \ to-day, | think. illustrates more than anv Wm. H. Wi n. Rochests N 
t great boost. spirit His life botl = _ tt " ao Ne gg: 
business and social, has been close to the pre Ge H. Hobs Boston, Mass 
cepts which the boost clubs carefully follow He ag I s Seeanene M 6 
; Jor love! ass 
When he lay close to death with injuries tl W. C. Hor East Orange, ! 
would end the life of a weaker willed mar — - + New P ciagg Fn ¥ 
> : : : t. RBostor ass 
his sublimg spirit ot yptimism brought hi Evan Joh Chicag 
itely b ck to health and to the riends ( vert 9 . . 
The Rrachurs iy as aoa 
for his recovery He has radiated the spirit ; . , 
esting it try aoe ' 
opti m throughout the entire associatior ; F ; 
: vel tair ¢ the entire eig 
Che imp s of his labor of love is felt to-day — | | | } 
short, with t greens defends yy int g 
nd will be felt in the future and the great an ae , lr) 
~ unkers | pits t 
Nation \ssociation of the future, will st OS ; ; 
monument to the single mindednes a or 
unselhshness t that great exen plifier f tl : = ¥ ' 
A ded ( cle t ( 
boost spirit in business, Fletcher B. Gil " , elie ae 
‘ \pplause) [t IS a great Spirit tl Is b st wl ich aT \ ( (Iss t t 
spirit It is merely the development of l of saaie t} | 
vy pla rom the second t 
r good thoughts and impulses nad it ’ 
: KS ¢ ‘ inding 
t, practi religion, this thing trying t Pe j 
é s o1 
1 h ) > lo S he spirit 
tl other fellow It is t | I Kemeatiies a i : 
\ h we may dat good pr sid tw | ' 
' . ’ ton Gagow yree Ss 
reve e ms right ane goes ahea ne , - 
. by abrupt dro cross deep gulli 
thin but gives us in a calmer moment -T , : 
“Ser , on the tops ills with bunker st 
= . eecling otf pride that we live Im a country 1 
WILLIAM P. CHRISTOPHER ; vond the stoy ne of these t c 
whose executive head can be put up by « t \ ' ‘ | 
, 1 shear drop sixty feet, a chasm t 
yuUSINeEssS mah t Is people as a worthy exan 
, ; I I nsuming r the balls « t t 
ple, representing even at the cost of a few | 
nearly tragic It does not mean that we ar , 1 , players 
our individual dollars, the great underlying TI = , 
careless, that we view reverses lightly. but , —— , , : ne eg e bring ne playe 
; : principle of all successful business—plain, ut ; ' 
we inherit from our forefathers, who strug starting p whatever may Dé 
varnished honesty Let us be optimistic. Let : ea e 
gled against great odds for a livelihood, dwarf . the ht af 1 led 1 sust witn | re the strang 
Ws even f ne ris o wing < ile Dy [ ( ? } } 
ing into insignificance all our petty business , tramped Br Irn for the st tf 
; head people, dreamers, create sometimes , 
annoyances, the ability to smile and put on a ,.,., : : ' vay an impression that Is ample 
“. : ittle Utopia of our own and people it with , 
cheerful front, even if our paper is coming ' Vela J tion for re 
. : nen and women who will have a littl f 
due, and the bank balances IS alarminwgty low t] 1 +} tl I ‘ | P \t two t points tine 
le we ad things in others us Nave 
How many of us men who work for others , , , , , orded a magi ent panoramic view ) 
, realizing the danger line, a little too mucl : : ' 
think seriously of what worries the old man , , i shea miles of surt ding country Gr 
. ; ; rather than too little sentiment in. business AITDS ; . 
Is going through sitting in his private othee ae f Ww le scree tl 
: ; : Let us work hard for success, because all the “ ate - 
with a deadly fixed « xpense, always on the job, as ‘ os llevs i won 
x , things w bring us that nd better sti d 
and sales off forty per cent Chat 1s where w ; , ; untair ‘ t the vilds 
‘hat ization that we won our fight and key 
can do a little boosting verlooking the mo mountains t pierced by oiled 
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Drawing Inks, Blacks and Colors 
( Eternal Writing Ink 


HIGGINS’ 


Taurine Mucilage 
Photo Mounter Paste 
Drawing Board and Library Mucilag 


Engrossing Ink 


Office Paste 
Liquid Paste 





Vegetable Glue, etc., etc. 


Strictly Original Goods of the Highest Grade Only. 


Show Cards, Color Cards and Imprinted Matter supplied to the Trade. 


Consumers, emancipate yourselves from the use of corrosive and ill-smelling 
inks and adhesives and adopt the Higgins Inks and Adhesives. 


They will be a revelation to you. 


AT DEALERS GENERALLY 








CHAS. M. HIGGINS 


Main Office and Factory, Brooklyn, N. Y., U.S.A. New York — Chicago— Londo 


Ray. awe 
& CO.., Refeed inks and Adhesives 
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Chichester 
Typewriter 
Chairs 


are 
Favorites 
with the 


DEALER 


because 
they please 
the 


Consumer 


They please the 
consumer because 


“THEY FIT THE BACK” 


If you sell Typewriter Chairs, get our Catalog. Shows 
our Full Line of Patent Adjustable Back Chairs. 











~ 
Chichester Bros, Chair Co. 
13 Elizabeth Street, New York 


The xnequirements of a Good 


ENVELOPE MOISTENER 





It should be light as is consistent with necessary streneth, 
so it ean be easily and quickly handied. It should have 
provision for moistening different sized envelopes. There 
should be no loose parts to be removed or attached with 
bolts or screws. It should have no rollers or bearings to rust 
or corrode, or rubber attachments to rot out. It should 
not leak when overturned, or gum up after being used. 
The cost should be within the reach of every concern. 

THE PERFECT ENVELOPE MOISTENER meets these 
requ.rements in every particular. More information for 
the avking. Circulars on request. 


Price $1.00 


MeLCLELAN MFG. CO. Elmira, N. Y. 














U.S. or Canadian 


Patents 
$25.00 


We pay alle x pense 
ments except government 


on all legal 
retal 





Write to us for preliminary opinions 


matters. No charge unless 


ned 


ociates throughout Continental 


‘rica and Canada enable us to investi- 
| prosecute foreign interests with 


Our Pamphlet for the Asking. 
[INDUSTRIAL LAW LEAGUE, Inc. 


70 Broadway, New Vork City, N. Y. 


> 
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SPEND 


SOME 


MONEY 
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“_Tt’s Our New Process 
and the New Process is Ours” 


TO DEMONSTRATE THE EXTREME 
QUALITY OF THE RIBBON THAT 


IS SOLD IN THIS BOX 


@ We import only the best Swiss fabric that wears longer and writes cleaner than any 
other. German colors as treated in the ‘‘New Process’’ DU-RA-BUL, retain their bril 
liancy as long as the fabric holds together. Our ‘‘New Process’ method of inking assures 
the ink being in the cloth—squeezed through and through until it actually becomes a 


part thereof—afterward being brought down to required intensity 


@ When you sell a ‘““New Process’? DU-RA-BUL, there is no doubt but that you have 
made a satisfied customer, and because this is a fact, our ribbons are sold exclusively by 
some of the most important dealers throughout the country—firms that have grown 


because they exploited only the best goods in the market. 


TRY IT OUT IN YOUR BUSINESS 


@ If you will do this and use the hardest test you know, it is more than likely that you 
will decide in our favor. When you fill out and return the order-blank, you make not a 
Just a common sense investigation of an offer that promises much, 


dollar’s obligation. 
one, two or three dozen 


and fulfills every promise. Order as many ribbons as you like 
of the different kinds and order now. 

ry ‘ae DON’T 
Ghe Dodge GOMpPANP, syracuse, w. v. HESITATE 


Gentlemen: TO CUT OUT 
We are willing to make the test of your “New Process’’ DU-RA-BUL type- 
THIS ORDER 


writer ribbons, advertised in Office Appliances, and order you to ship at once by 


PREPAID EXPRESS, the following ribbons: BLANK—— 
Number | Color Copy or Record Name of Machine We'll send 
| you another 
copy of 


| Office 


It is agreed that /f for any reason we are not satisfied that DU-RA-BUL typewriter Appliances 
ribbons will prove a profitable addition to our business, we are to return the above order ‘ 
express charges collect, and have incurred no obligation. if you ask 
for it. 


Sten Her 


hor 
Trial Order 





Date Address 
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Should the Manufacturer Sell the Consumer 


Address cf Fletcher B. Gibbs 








‘ir. President and Gentlemer l in address tion tor the purpose of indulging in adverse 
which I had the privilege of delivering betore § argument as any that has ever been given criticism, but for a calm and dispassionate re- 
the members of the Boston Stationers’ Asso- oyt to any debating club and that the con view of present day conditions in the hope 
ciation at their annual banquet last January, | ¢lysions reached will be quite as remote from that ways and means may be found for bring- 
very rashly ventured the truthful statement satisfying my hearers ing back into receptive channels at least a por- 
that Illinois had become the center of educa Do not listen, therefore, with any expecta- tion of that large volume of business which 
tion—a claim which was very freely and not tion of having this difficult and intricate prob- the stationers, partly through their own care- 
very kindly com: ed upor y the Boston em settled at this acasion lessness and lack of foresight and enterprise. 
press Whatever conclusions we arrive at, however! have allowed to get away from them. 

While the Bost mntingent w inclined t wi n at least congratulate ourselves that the Within the last decade commercial condi- 
scoff at this breezy news in relation to the influencs { this organization has 1n so short a tions have undergone so marked an evolution 
westward movement of the educational center, time created a sentiment strong enough to in as to render inadequate and obsolete many of 


the information made an impression on a guest spire the manufacturers with an earnest desire the old methods of conducting business enter- 


hairman of our Progran 0 conserve the interests of the dealer, and tl prises. The stationers, in common with many 


from Buffalo—the cl 
Committee He immediately scanned the list dealer to recognize a duty and allegiance which ther retail merchants, have been slow to rec- 
of topics which he had selected for discussiot wes to the manufacturer ognize these changed conditions. The manu- 
at this convention, and concluded that if Ih By consumer, I take it for granted, is meant facturers, covering a broader field, and coming 
nois was capable of entertaining the center of | the customer who buys—not to sell again, bi in contact with a wider circle of clients, have 
education, ep ntative from that district for nsumption: the merchant, bank, insur been in closer touch with these changing con- 
should be competent to handle a subject whicl ince mpany, express company, railroad c« ditions and in a better position to observe the 
had everywhere else been declined with thanks poration, municipal county, state, or feder tendency of the times, but have one and all 

As the result of this conclusion, | was elect government, school board, and predatory trust been perplexed as to the proper policy at all 
ed to be It, qd at t idvisory eeting held Before seriously entering upon my discus times to pursue. 
in Youngs Hote mm the tollowing day, Was s10n f this question, | wish te remind my In the resistless tide of combination which 
handed out as the subject of my discourse 01 hearers that this 1s an association compose d « has swept the country in the last few years, 
this auspicious o sion, the following lemon both manufacturers and stationers—those wl hundreds of customers, with whom dealers 
“Should the Manufacturer Sell the Consumer.” =imake | goods and those who distribute ther have previously had profitable accounts, have 

I think that it was Lou Hawkes who said nion of interests pledged to help ea been absorbed in great commercial corpora- 
that this topic reminded him of a subject whic! ther hose aim is to create and foster triend tions, who by reason of their ability to con- 
was given out t debating society of whicl at. nd fraternity; to promote friendliness ume larger quantities of goods have been able 
he was a shining light 1 is early youth spirit d to avoid trade antagonisms t to buy at closer prices. 
“Should ws \ Success th Brains o1 therefore behooves us in discussing a subject Numbers of railroad companies have been 
Brawn He 1 the side f “Brains” -and i this importance—so seriously affecting su ombined in great railway mergers 
had the best of t rgument inside the hall, ree riety of interests—to treat it as in High salaried purchasing agents, whose buy- 
but when it is med outside the building, perso y. impartially, and equitably as we ing power it has been difficult to ignore, have 
“Brawn had it Is own wa vith the re ibhy ’ We must keep constantly been continually on the alert in their efforts to 
sult that in the mind of Mr. Hawkes the ques nd that the present existing conditions are seek the fountain head of each and every class 
tion has remain nsettled to the present 1 f accident rather than design; that of goods which they are called upon to pur- 
day both t manufacturer and dealer are anxious chase 

From the stu ich | e made of the o far as 1s nsistent with the best interest That same power of co-operation which the 
subject upon wl [ am about to talk, I an f both, t Ip each other; and that this sub stationers are now summoning to their assist- 
co! ' inced that it 1s a topic quite as susceptible t t been introduced at this nvel ance has already been called to the aid of these 














FRANK E. CAYZER [OHN W. JOHNSTON 
from London Stationers’ Society 
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buyers; and through a system of interchange 
information, many of them are today bette: 
informed on the staple goods than the deal 


themselves 


With the resumption of prosperous times t] 
impulse of this movement towards indu 
combination and direct buying will « tinu 
with cumulative force, and the manufacturer 
regardless of any desire which he 1 have t 
favor the dealer, will find it more nd me 
difficult to resist it 

That a majority of the manufacturer ul 
now selling the consumer is a conceded f 
that the manufacturer has in many cases bee! 
forced by the dealer himself to enter th é 
I must admit is equally tru 

How many buyers among the statione 
present can recall the number of times they 
have had occasion to invite a manutl turer ¢ 
a new article or a new brand of an old article 
to first go out and make a market for it befor 
sking them to buy; or how many times they 


have said that they would not stock the good 


until a demand had been created f 


They were doubtless perfectly justi! n as 
suming this attitude; they were already carry 
ing several similar lines of satisfactory ods 
made by other manufacturers; had educated 
their customers to their use, and had sufhcient 
stock at the time to meet current det nd It 


fact, they had no room, need, or desire roan 
ther line 


Some of them may have thought that after 
repeated receptions of this character the prop 


er thing for the manufacturer to have done was 
retired and left th eld t 
It is a well-known fact, how 


have gracefully 
his competitors 
that the 


1 
exceedingly 


to 
ever, manutacturer, a 
nly but is an 
individual, 
enough to actually 
merit. 
Scores of 
ire among the most staple of 
handle, established their lines by 
to the consumer—not from choice, but 
they were forced to do so by the dealer 
lar as to away expensive 
the to 


grasping, 
} 


especially when he is egotistical 


believe that his line 


pt sses 


whose goods today 
those 


7 . 
selling dire ct 


manutacturers 


which we 
because 
Some 


so vive 
to 


even went 


premiums as induc ements consumer! 


vive their goods a trial 

Thus the entering wedge was driven na 
the dealer wielded the hammer 

From motives of self-interest and economy 


justice, tl 
established 


ind not from any esthetic sense of 


manufacturer—once his goods were 


in popular favor—very wisely considered it 
good business policy to favor the dealer as 


much as possible by referring subsequent in 
quiries to him. There were, however, some in 
quiries and orders which could not be 


the would 


referred 


because parties interested not per 


mit them to be referred It therefore becam¢ 
necessary, in the opinion of the manufacturer 
for him to fill these orders himself, or have 


them go to a competitor, and the habit of fill 
ing orders once contracted is a difficult one to 
forego 

That the manufacture: 


pose of his goods in any 


has the right to dis 
that he 


cannot 


way sees fit 


and to whomsoever he chooses, be dis 


puted. The question of his selling the consum 
er is one of policy rather than ethics, and is a 
difficult one to fairly 
general argument, either from his viewpoint or 
that of the dealer, on account of the varying 
conditions which affect each individual case 
If the manufacturer had a cinch on the mar 
ket with no competitor to 
could be assured of the dealer's unvarying re 
gard and respect for that excellent quality 


consider or discuss in a 


worry him, and 


good faith, he undoubtedly would much prefer 
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the t | ger dis nts tl 1 ( s W gy ft teri r th t t \ 
ce ¢ eT a vet \ t ( I 1 ‘ t 
t \ st tioned, w : } t 
ery new canvass of our territory o1 pe blunder 
cialty leads to renewed activity of sales t | 1 R , 
7 irt? ail aqaevice + ; ’ + 
\ manufacturer of a well-known line Dp establis n ( 
Iti which has been 1n the market y | f 1 ¢ 
Ww } but which in that short ti sb ' 
1 pol r and pt table adjunct t ns il S 
enterpt! 1 tat ners st ck Stat t hi I n 
he t began business all his sales w mac t 
direct the consumer These sales e1 he manufact who has ignore 
nad however, strictly at published prices at r and won s might well nsidet 
vhich tl deals could sell at a profit uch great ' , iccess might have b 
Catern to the consumers’ needs and sus dded to th r forces wl ( i 
gestions enabled him to develop, improve, a1 vork. he had t} influence and suppor 
enlar his lines in a way that would have be the stationet 
mp ssible had be placed his dependence upor! \ merchant t . wl 1 intains 
the dealer pensive estab t t plete st 
As there was nducement for the « : Is and ab S cog { 
er t re der direct, renewals naturally vent important tor i t commer | 
to the local dealer, with the result that t terprise whic] tributes to the industrial 
day seventy ve per cent oft this manufactur } ment o 1 \ > wl 
er’s output goes through the dealer, and ted lhis vy true t 
large portion of the remaining twenty-five per ties and tov n < f 
cent ¢ s to new customers who, after supply lav era of mut ‘ perati t} 
ing their preliminary needs and becoming a fore 
quainted with the line, place their subsequent Local pride dictates his support 
orders with the stationet nd necessary the commer« ( 
Another manufacturer of a patented specialty the community The manufacturer 
vhich has becom« staple item of stock wit! fore. who works with him. is conservit 
every stationer, states that when he first begar wn interest quit s much as that of t 
to introduce his goods he endeavored, without er. nd secur force in the introduct 
success, to enlist the assistance of the dealet listribution of hi ods. which |] 
and was left no other alternative than to go t ford to ig 
the consumer direct, which he did, placing his Unfortunate is situatic vhicl 
goods on trial all over the country and estab imple in theorv. is beset ir tual f 
lishing a profitable business of large volume vith manv comy tions. and it is t 
He claims today complete justification for sell tanglements. ently. I sorry 
ing the consumer, from the fact that when he nowledge. tl t of bad t] 
is pushing his goods the hardest the stationers the deal ecentuate the manu 


re reaping tl largest sales: and the piaces F 5 problen 
where he is doing the most work with the con For examp! the maker of 
sumer is where the stationers are selling th specialty infort me that when hx rst | 
most @g ‘ lnced his 9 d na it posit 

rhe manufacturer of copying specialty ry to go to ti naemer with the ¥ 
found that in great many of the medium-size his business w well started tal 
ind in some quite large cities, the stationer ] voluntarily cut out this selling di t 
would t carry a stock of his goods ind turned all order ver to the trade Matt 
wher stationer did carry a small stock, h went well unt s goods were copi« ! 
made no effort to introduce them; hence it be mpeting 1 turer, which resulted 
came absolutely necessary for his own interest ut in prices. A er to who had ¢ 
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over a great many orders, including the busi 
ness of a large corporation—the result of sev 
eral years’ work—and to whom he had sup- 
plied large quantities of free samples, sudden- 
ly substituted his competitor’s goods because 


he could effect a saving of five per cent in 
cost. 
In order to regain a portion of this busi- 


ness, this manufacturer was obliged to go after 
this consumer direct Notwithstanding this 
experience, he fully realizes and acknowledges 
that the support and assistance of the dealer 
are absolutely necessary to the success of the 
manufacturer, and that where the dealer can 
be used as a distributing agent the manufac 
turer should not sell the consumer 

Another cause of friction between the deal 
er and the manufacturer is the latter’s miscon- 
ception as to the cost of conducting a retail 
business and the mistake which he makes in 
arranging a list upon his goods which allows 
the dealer too small a margin to pay the cost 
of handling. 

A manufacturer of this class, 
well-known line of 
pressed the opinion that the manufacturer sells 
the consumer because the dealer wants too 
great a profit. This manufacturer is not a 
member of this association, has never attend- 
ed one of its conventions, and is probably ig- 
norant of what it dealer to do busi 
ness. The margins in some of his lists would 
barely pay the cost of handling the goods, con 
sequently he sells the consumer. This manu 
facturer, however, I believe to be a sensible 
business man, merely lacking in correct infor 
mation and amenable to reason. 

There are certain lines of specialties of such 
long standing in the market as to really entitle 
them to be regarded as staples. These goods 
are sold by the manufacturers to the dealers at 
In some cases 


the maker of a 


specialties, recently ex 


costs a 


list prices less a trade discount 
these manufacturers make other lines of goods 
of a character which prohibits their being gen 
erally handled by the dealer, and these are 
therefore sold either direct to the consumer 
from the factory or through agencies. As is 
usual in such the consumer will fre 
quently order the one line of goods with the 
other and sometimes separately, but so long 
as the manufacturer obtains from the consum 
er the same price as would be charged by the 
dealer, I cannot see why such a sale by the 
manufacturer to the consumer should be open 
to criticism. 

The head of one of the largest manufactur 
ing concerns of this class states that it is the 
policy of his company to supply goods instant 
ly and without argument to any person who is 
willing to pay the list price. If there happens 
to be a moral obligation to pay a commission 
to an agent, equal to the profit he would hav« 
made, if the goods had been sold by him, a 
credit memorandum is sent him and the cir 
cumstances explained. Discounts are not made 
to consumers, however large or important they 
may be, and very frequently business is lost 
as a result. Exceptions to this policy would 
lead to a demoralization in the company’s or- 
ganization and discredit it with the dealer upon 
whom the company really depends for a living. 

This gentleman, whose ability as an organ- 
izer and executive has been demonstrated by 
his business success, expresses the opinion that 
in most instances manufacturers who publish 
catalogues with list prices could confine their 
business to the dealers and that it would be 
wise to do so. 

There is one manufacturing company mak 
ing an extensive line of specialties who, by 
reason of the novel character and high quality 


cases 
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of its lines of goods, and the enterprising and 
aggressive policy of its management, holds a 
pre-eminent trade Its goods 
occupy a prominent position in the 
and stock of nearly every stationer in the coun 
try [he peculiar character of its products 
has made it necessary for this company to con 
tinuously engage in an unceasing campaign of 
exploitation Its business, originally, com 
menced with the dealer, ultimately had to be 
carried direct to the consumer; as it was found 
that the dealer either would not or could not 
do the necessary work of seeking the channels 
in which the goods were used 

Today this company maintains and operates 


position in the 
catalogue 


stores with complete stocks and sales forces in 
tive of the leading cities, and employs agents 
with offices and full lines of samples in fifteen 
others. Through the medium of these stores 
and agencies, an activity in the special lines 
manufactured by this company has been creat 
ed and continuously sustained. This has natur- 
ally led to demand for its products 
from the dealer 
There has been 
some to criticise this company’s policy of sell 
ing both the dealer and consumer, but I feel 
sure that every thinking and fair-minded busi 
ness man in the audience will admit that if this 
company saw fit to change its entire business 
policy and to confine its business exclusively 
to the dealer, the few special orders which are 
now occasionally lost to the dealer would bs 
than discounted by the immediate de 
crease in his sales which would follow a cessa 
tion of the systematic introductory work which 


a steady 


a disposition on the part or 


more 


this company’s expensive system of sales 
forces was organized to maintain. 

The nature of this business is the introduc 
tion of special goods for specific purposes, re 
quiring expert handling by salesmen of experi 
ence, very dealers have the time or 
technical knowledge of the goods to handle 
special orders. 

The subject of my theme, as is only too well 
understood by every member of the audience 
be he manufacturer or dealer—is susceptible of 
and illustration, but in the 
only lightly 
relates, 


and few 


endless discussion 
limited time alloted me, I can 
touch the high spots. So far as it 
therefore, to special goods, I will have to dis 
continue further remarks, and proceed to thos« 
more important items, the competitive staples, 
the goods form the backbone of 
the dealer’s business; these are the goods more 
than all others that are today being sold by 
the manufacturer to the consumer and at prices 
which the dealer is unable to meet. 

For this unfortunate condition of affair: 
which the dealer feels is depriving him of busi 
ness which legitimately belongs to him; of 
business which formerly went far towards pay 
ing the expense of maintaining the establish 
ment used for the distribution of the manufac 


whose sales 


turer’s goods, he holds the manufacturer t: 
blame 

The manufacturer holds the consumer re 
sponsible. He claims that the railroad com 
panies and other large corporations whose 


purchases are of considerable magnitude, em 
ploy capable purchasing agents, who hold their 
positions only by virtue of their ability to buy 
satisfactory materials at the lowest possible 
prices; these officials do not concern 
selves with the relations between the manufac 
While they may recog 
measure 


them 


turer and the dealer 
nize that the manufacturer is in a 
bound to protect his natural customers by not 
selling direct to the consumer, they also rea 
lize that discounts are ordinarily based on 
quantities or amount of consumption and that 





their purchasing capacity in certain lines ts 
considerably greater than that of the ordinary 
dealer, and frequently as large, if not larger, 
than that of the 
What the manufacturer forgets is, 
figuring his selling price to the dealer or large 
upon a which 1 
charges 
does not include the expens: 


largest jobbe r 
that when 
cost 
and 


consumer he bases it 
cludes his 
pense, but whic! 
of distributing that 
ucts which goes to the small consumer,—an e» 


| ! 
overhead selling ex 


large volume of his pr 


pense which the dealer has assumed upon thx 
unwritten understanding that his market wi 

be protected. Every dollar’s worth of business 
taken from that territory the per 
centage of expense on the business remaining; 
and should the dealer arrive at the point where 
he concluded that it did not to handle the 
goods, and the manufacturer was forced to sell 


Increases 


pay 


the small as well as the large consumer, the 
this expense would have to be added by the 
manufacturer to his distribution, and 
he would discover, to his that the 
goods which he was selling to the consumer 
dealer’s prices, or 
an actual loss 
While the manufacturer places the responsi 
bility upon the consumer, and suggests that 
the dealer first attempt to reform him, the 
consumer’s purchasing agent tells a different 
He acknowledges the value of the local 


cost of 
dismay, 


better, were being Si 


story. 
dealer as a convenience; his dependence upon 


needs; and the 


him to supply his 
burning desire which he has to give him 
But the representative of the 

continually in_ his offices 


emergency 
more 
of his business 
manufacturer 
singing a swan song which he cannot re 

The amount of which is being a 
cepted by the manufacturer from the consumer 
is probably much larger in 
manufacturers themselves realize; and yet the 
manufacturers, almost without exception, ad 
mit that the practice is theoretically wrong and 
should be curtaided as much as possible 

Where originally only an 
was taken, under circumstances 
time’ seemed to justify it, there now appears t 
be a general scramble for this business 

The manufacturer seems to reason that 1f 
fails to take the order another manufacture: 
will, and this instinctive anticipation of his 
competitor’s policy is the incentive 
prompts him to get there first 

\ movement of this character 
started—cannot be controlled, and is 
extend far beyond the limits anticipated by its 
when impelled by u | 

From selling the large 


sits 


s 
s 


business 





; 


volume than the 


occasional order 


which at the 


he 





which 


once if 1S 
hahle to 


projectors, especi illy 


reasoning competition 


consumer to selling the small one is but 
short step 
That the consumer is being educated bv the 


manufacturer in new standards of values whic! 


re daily widening the breach between him 
ind the dealer is becoming only too apparent 

It is a omen, however, that 
manufacturer is willing to admit that h 


fave rable 


tie 


not get along without the dealer; that the 
dealer is a necessary factor in the distribut 

of his goods: that he is beginning to real 

that too little discrimination has been exer 

cised in his dealings with consumers; and that 
he is ready to assist in any reform which c 


be shown to be mutually beneficial 

With the dealer protesting against the mar 
ufacturer’s selling the consumer, and the n 
facturer acknowledging that the 
contrary to good business ethics, it might seem 


practice 1s 


to a majority of the dealers of this associa 


that here was a good time and place to take 


such corrective action as might do away wi 
- 


it. once and for 























Before deciding upon any precipitate action, 
owever, suppose we briefly consider a few of 
h have obstructed the paths 
instru- 


he dithculties whic 
the manufacturers and have been 
ental in leading up to present conditions. 
lo carry the discussion forward in a logical 
nner we must first admit that personal in- 
rest is the guiding motive which has prompt- 
d most of us to give this question our atten- 
on and study 
he manutac- 


s 
te 


If selling to 


did not prevent the dealer's selling the 


nsumer himself, he would not disturb him- 
ft very mucl ut the manufacturer's meth- 
ds of doing business 

Every dealer, therefor: efore reaching a 
rdict must decide in his own mind whether 


e himself could successfully handle such busi- 
manufacturer was willing to resign 


to him. and whether he w uld be willing to 


vuarantee to that manufacturer that it would 
t be lost to a competitor; for in the last 
ysis, the wisdom of a manufacturer's sell- 

g the consumer! depends n* his ability to 
re the proper representation for his goods 


through the « 
The manufacturer is not in business entirely 


or his health, reasonably be ex- 


ected to permit a spirit of philanthropy to 
blind his eyes to the encroachments of com- 
petitors in his field of activity, and his com- 


| 
petitors are not always engaged in the same 
dealers are 
not actually 
handling 


lames or 


business \ 
| 


hemselves manutacturers r if 


line of many 
ngaged in manufacturing, they are 


xclusive lines under their own 


brands, which practically ounts to the same 
thing. These items are controlled and pushed 
in preference, and to the detriment of standard 
brands of similar goods. Thus the anomaly ts 
presented of a manufacturer creating a com 


petitor from a good customer 


Senseless and destructive competition  be- 
veen local dealers on a st ple article of merit 
vill frequently establisl rice on the article, 


vhich makes it unprofitable for other dealers 
to handle it, 

tem similar in appearanc« 
er margin of profit is possible is adopted and 


with the result that a competitive 
upon which a larg- 


of the slaughtered staple is 


consumer direct. 


he manufacturer 
forced to go to the 

The manufacturer reasons from a bitter ex- 
perience that the large consumer cannot under 
nsistently be regarded as 
the customer of the dealer. The typical pur 
hasing agent With this 
point of view and realizing that if he is to hold 


circumstances c¢ 
agrees with him 
is job he has got to get his prices down to 
ick bottom, he looks over the field, and if he 
is really a capable man he 

vhat the bott 


vhich he has t 


+h, 


very soon learns 


m prices are The business 
offer is large in volume, and 
nufacturer finds it difficult to 
especially if he has suf- 


c avcragre 


resist his approaches; 


fered one or two experiences like the follow 
ing 

A pencil company was selling a large corpor 
tion a special imprint pencil for $4 per 
gross, which st the dealer $2.40 

When the time arrived for duplicating the 
rder, a new buyer sent out requests to the 


dealers asking for quotations. In response t 
nquiries from six of these dealers, the agent 


of the manufactur oted $2.40 to each deal- 





er and advised each that it would not be neces 
sary to quote better than $4 One of these 
dealers took the order at $2.50 per gross and 
then wanted the manufacturer to make him a 
special concession to enable him to turn the 


order at a pr 


The manufacturer ‘ >= vane $] A) per gross 
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Dealers get a Solid Start 
when they make their leaders 


Carter’s Ideal 


On a Solid Foundation 





Ribbons and Carbons 


For starting a business that is certain to grow, write us for 


full particulars of our 


CABINET ASSORTMENT PLAN 
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plained 1f you will drop us a line 


Carter's Ideal Guarantee means something 
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The Navan Order Book 
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FOR 


A Rare Opportunity 
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will come each year, for every first order means a repeat 


order. The advantages are so prominent that every mer- 


REPEAT ORDERS 
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heets. Made in 
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on this transaction and the 
der at an actual 


' 
loss, 


ing the doubtful one of having don: 


dealers out of the ordet 


In another case the agent of a pencil manu 
tacturer was requested by stationer to take 
up the question of a special imprint pencil 
with a custome: He landed an order for 
$3 pencil which he sold for $4, giving the sta 
tioner a commission of torty cents per gross 

When the order was ready to be duplicate 
another stationer asked for higurs The situa 
tion was explained, and it was suggested th: 
inasmuch as the order originated with his con 
petitor, and the margin was very close, he I 
it alone Che order was obtained by tl { 
tioner on a cheaper pencil and given to ar 
other manufacturer, and was lost to the manu 
facturer who worked up the original order 
through his desire to protect his customer 

Ihe manufacturer very soon realizes throus 
such experiences as these that the averag 
dealer cannot be safely entrusted to take or 
ders for special goods, and until the dealer can 


demonstrate his fitness to handle the business 
he cannot reasonably expect the manufacturer 
to voluntarily resign his interests into his 
hands. 

lo indicate just what sacrifice this might 
mean to the manufacturer, the following bon: 
fide figures of a year’s business are quoted 
from a manufacturer's books The goods ar 
a leading stapk 

Total amount sold, $98,287.68 Qt thi 
imount $55,945 52. or httv-seven per cent 
was sold to dealers and $42,342.16, or forty: 
three per cent, to consumers Of the amount 
sold to dealers $23,897.35, or twenty-two and 
one-fourth per cent went only to stationers 
To indicate the strength of the corporation 


buyer, it may be interesting to know 


d 


his only 


filled the 
satistaction 
the 


caier 


that $22 


or 


be 


> 


481.68 was used by nine consumers 

Some dealers seem to think that every dol 
lar’s worth of goods going direct from the 
manufacturer to the consumer should pay 
commission to the dealer rhe principle is 
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od one ror the dealer ind might D ‘ » bye v 
feasible whe re there Was only mie i Gecalt side 
but difhcult of adjustment in city—say lil \ Pi ‘ 
Chicas t ‘ ‘ e f ! ‘ p 1 « \ 
capable stat y nouses t t te j 

A | " plat t va : . 

well-kr e of imported goods 1 ‘ go al ‘ , 

th the o the rge consumer, p 
ing his port list so that he « b 

C the rices as the import: d ( ‘ 

‘ \not complains t ical 

‘ yt line to one rt tne ] re t ° ‘ 

1 \ when domesti s bh te 

tu | the goods with thos “— 

t selling them direct at the 1 the committ 

I p t y were sold to the deals vig 
Can tl ‘ 1 nuftacturer, under these <¢ _ a ‘“ 

~ te be bl we al The Traveling Men’s Session. 

ct 1 t the large consumer 4 sch the = y <U, W = 
hest prices (prov ding that e did s decid ; ng blishe 

: the blame be placed upon the « . = :' 5. , 
mestic 1 facturer who ignored the deal : ' b. I 
ind displaced his competitor’s goods? one tii ‘ = ' 

The necessity of establishing and maintai: / M ; " 

y staple prices on staple goods, however, 1 oe © ‘i : 

e of p ¢ importance to the manufa Schubert 
ture! : s to the dealer, especially o "e° , ee 
these goods of proprietary character pri \b a. Swe hut — Ac Beassse dane 
tected by brand or imprint, that the manufac _ ener Brook 2 ae hap 
turer should consider it for his interest to — i welce cuced 
such prices and discounts as will enable the ah Ulney : ‘ ' : 
dealer at times and under all circumstance: oor er Ppp} S hie 
to sell them to the consumer, however large o1 ab nlite nt DP “ . 
important, at a profit Pirin epeagecia 

I feel that it 1s time for me to conclude an “¥ © © beg 
there are apparently many in the audience wl © apes tae t S _ 
feel the Same Way stay O the bus na seelipccecs v 

[ am deeply conscious of having fallen far ee aa sang — the buyer a 
short of the indictment that some of our aia or tateaig™s : ice estal : 
radical members expected me _ to bring in . . a ; ea 4 _ re 
iainst the wicked manufacturer, and am aware * . S . eS ae 
that my failure in this respect will cause many aa. a tani te 
to think that my labor has been lost — — Ser) uld make 

My situation is similar to that of a crippl speak t sires hg 
who entered our store a few days ago, a littl . om boys — 
the worse tf liquor, and asked for a few = 7 
pencils to sell on the street corner. Upon my 
refusal, he begged for ten cents, and said that 
the ur this small sum would save him the 
loss of one dollar 

When | ked him to more tully explan é 
huskily stated that he had already blown in 
dollar 1 ffort to secu ind felt su 
that t } t more \ ild con plete the job 

This problet s to whether the manufactur 
er shou sell the consumer was suggested b 
the Pr Committee as the subject f 
ddress b e this convention, principally 
the | ving nted out the many 
obstac al ulti s wl ic] st ind mm t! 

Vay f its equital solution upon anv unif 
rule 
on ccount t tricate ran cations, its 
intimate personal bearing on the business pol 
cies Of competitors, the almost imperative ne 
cessity of personal mention in the relating oft 
incidents nd the giving of testimony, it is 
question which cannot he debated In open ses 
sion 
My discussion of it seems unwittingly t 
have taken the form of defense of the 1 
ufacturer; not that I think that the manu 
turer is blameless or that a decided reform in 
selling methods is it desirable necessal 
but because much evidence has been sul 
mitted by the manufacturer tending to show 
justification that I have felt it to be only 
on the part of this convention to suspend 
judgment until the question can be more car‘ 
fully looked into and studied PRESTON A. POND 
[t is a question, however, which too serious Os a 
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SANFORD & BENNETT FOUNTAIN PENS 
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Every Detail of Construction is Given Careful Attention! 
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We make complete lines of all kinds of Fountain Pens for both foreign and domestic trade. 


Orders for Imprint or Premium Pens Given Special Attention! 
Being actual manufacturers; we can give dealers particularly low prices. Four additions to our 
approval of our goods and business methods. We can 


factory in the past three years indicates the g 


? 
( 
fill any order for Fountain Pens you may have to place 


Catalogue, and any information about our line desired, gladly furnished on request. 
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Relationship of the Traveling Man to the Manufacturer 


When Noah Webster wrote the dictionary 
and came to define “relationship,” I don’t think 
he quite rose to the occasion, for nowhere can 
you find in it any reference to the greatest re 
lationship in the world, that of the salesman 
to the manufacturer. A man marries a wife, 
and if he has made a happy choice, all is well 
If, however, he has failed in his mating, they 
can separate, and neither suffers. A son may 
prove a scapegrace and run away from home 
or blow out his brains. There is suffering, of 
course, and family disgrace, but time is kind 
and the rent in the heart heals, and the family 
relationship of the father and mother goes on 
Aye, it may be even more closely united. How 
is it with the relationship of the manufacturer 
and the traveling man? Here is a relationship 
that can stand no nonsense. When it is 
ered, both die. The affinity between a 
and a woman is a wonder, and matches, they 
say, are made in heaven, and we reverence God 
for His but the affinity between 
maker and seller is a far greater wonder, and 
God-given but that 
they live; sep 


sev- 
man 


wisdom; 


relationship, one 


United 


also a 
brooks no interference 
aration annihilates 


What this relationship should be it is our 
purpose to find out A man has a son; never 
any question arises as to who is the father 
and who is the son. Between the manufac 
turer and the salesman I think there is some 
question as to who should be called “dad.” 
You may not agree with me on this relation- 
ship. Possibly some manufacturerers don't 
know their real fathers. A neighbor of mine 


in Evanston, by profession both a Presbyterian 
and a lawyer, went into northern Wisconsin 
fishing, last September. The party found 
commodations in a little log hotel kept by a 
woodsman not noted for his culinary art. It 
was in the closed the deer were very 
plentiful; Mr. Miller grew extremely tired of 
fried fish three times a day, and accidentally, 
he claims, shot a young deer It tasted s 
good that it was only a few days before it was 
all devoured, and, having had no trouble over 
Miller decided that he would try 


ac 


season, 


) 


one deer, Mr 


to get another. The most likely spot was 
ibout five miles from the camp. Mr. Miller 
borrowed the landlord’s horse, put his rifle in 
the bottom of the wagon, and drove to the 


Just as he was about to hitch his 
a dark coat and a slouch 
Miller im 


W irden, 


deer field 
horse, a tall man with 
hat appeared on the scene, and Mr 
mediately sized him up as the 
and his desire for deer immediately vanished 
The stranger very politely said, “Good morn 
ing Hunting?” “No,” said Mr. Miller, “I 
im fishing.” Then the warden looked the 
back of his wagon, and finding nothing but the 


game 


in 


rifle, remarked that the gentleman was not 
very well fitted out for fishing, but Mr. Miller 
insisted that he was not hunting but was look 
ing for fish, and picked up the lines and start 
ed back for camp. At dinner that night, when 
the party had returned to fried fish, the land 
lord came into the dining-room, when Mr. Mil 
ler called to him, asking if he had seen 

dapper-looking chap in the woods, with a dark 
coat and a slouch hat The landlord said, 
“Yes, I know him,” and Mr. Miller said, “It is 
the game-warden, isn't it?” “The game-war 
den!” said the landlord, “that is not the game 


That is a Presbyterian minister from 
Evanston.” “Good lord!” said Miller, “that is 
my pastor, Dr. Boyd, and I never knew 

One of good, wise King Solomon’s sage r« 


warden. 


him 
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Address by W. H. Redington 


tnre¢ 


marks about 
is naught, it 


thousand years 


tk 


s naught, saith the buyer 


Now, 


Solomon generally knew what he was talking 
must 


about, and when 


meant that some 


eling man tn his private office and w 


he 


smart buyer had a new tray 


said this he 


i 


hav ¢ 


running 


down his wares, hoping to get an extra rebat: 
{ don’t find any place where Solomon referre¢ 
to a great manutacturer, but the goods So 

mon’s buyer was trying to break the pr , 
were made in the various homes of the work 
men and picked up by the drummer f 5! 


Vl H. REDINGTON 

or exchange in his tr t 
ing man was long befor n ! 
the distributing power of the sales 
possible the great manutacturer 
should say that the traveling man w 
itimate tather of the manufacturer 
rate, he is the older of the tw Ni 
should dig deep enough into the pas 
shall do later, and find out that this 
how proud the traveling n shoul 
offspring, and the if irer wot 
reason to blush his tather, { 
ome close to t t ng 1 y 
a prince 

I don't thi k the manutacturer ne 
ae eins oer en oadd 
their interests ‘are tery 

I ds is a great rt k« 1 
vhich at times is av ind the w 

e: soll ' 

ty. ra k ‘ we 
concert pit t times \\ 
the va le 1 st keep Is it 

' al ‘ n ¢ 1} 
s cheay little cheaper than the 
ww, or he must ke it better and 
onsum« p to his standard 

That the b ss of selling goods 





great art, I kn me of you will ag 

ihe successful saiesman must be a diplon 

d a politician, a minister and a layman 

ust be keen as a 1 r and as soft as lan 

wool He must know when to sstrike. 
hard to hit, and whe to withhold his har 
He must be square and clean and honest. > 
ricky salesman ever made a final success 
Now, when the ght manufacturer and t 
ight salesman n their torces together 1 
ynious relati something 1s goi 
to happen. But, you, they must be i 
rmony Everything is not going to be ris 
N e ot us are intallible Mistakes will 
in the factory, and I have known sales 
make some bad breaks. Here is where 
y works its s There are few 

manufacture tl in all points all t 

mpetitors Cher few buyers so cl 
ible that they fai nd fault whenever 
sible Good buyers are good kickers; it 
in the blood; it is part of their ritual N 
he salesman wl s these price-break 
KICKS tft yet mn rves to an extent t 
veakens his cont 1 the line he carri« 
ind continually | to his house a tale 
voe, 1s a fo But t me tell you, that t 
1 1 turer t t - heed to the 

s1 his sales greater loo 

When the n er says to his sale 
man, “I am running factory and you ‘ 
sell n goods ke them.” A g 
salesman can d some extent But whet 
the maker tells his salesman, “We must w 
together; 1f anything is wrong I want to kn¢ 
it,” and the salesman studies the strong point 

his line as well the weak, making w 
riticism when need ffering commendati 
vhen deserving, wl receive the attenti 
the manufacturer will not be long bef 
some one will “sit nd take notice.” 

There is anotl to this question; { 
sibly you might the sentimental si 
More than any re we a_ natior 

eymakers mighty dollar is w 
re after, and [ would not lessen 
effort in that line, I w d add to it an eff 
n nother direction [The business our S 
tion represents nishes the tools wit 
| to write tl Id’s history Every 
( gitimately ging to the stati ( 
i ( Ss used by t} De so it Supt us ft 
ke him as table s possible t 
p f rmance I K The very 3 t 
business, it : e, puts it or 
hig plane t st y other ( 
ght to hold s high because we 
ish s portant t that which its 
S V t sprea¢ ) st the learn 
‘ i the pos e geniuses w 
+ uc < 7 ‘ pr d 
t r pens t desks and 
uscripts in es Business 1s s 

‘ oldblooded =" it the best. t 

t s any ty I think w 

se int urs tit t and 

by the f f s Il the 
Sere 4 ® te . ¢ wakes in edi 
d So y f t the 
Shite ace ! 1 Dr j 
g, proud t that he makes 
s than | 1d f the f t 
1s é | S l in ble S 
N ‘ manu S laborer S 
the traveling s n. goes forth 1 
ser 1 He is bassador and r 
1 f¢ Ww < ; shite ‘ 























take orders, he should share in the sentiment 


that makes his calling noble. He is the one 
who meets the public and it is through him 
largely that the character of his house is 


weighed. If he rises to his possibilities, backed 
by a manufacturer who realizes his responsi- 
bilities, what an opportunity, not only for gain, 
but for good-fellowship, or something better. 
No traveling man goes into a store 
without leaving his footprints behind him, an 
impression stamped indelibly on the mind of 
he has taken or failed to 
his 


ever 


1 


the man whose order 
get, a composite photograph of himself, 
employer, and the line he 

[wo or three hundred years before Solomon 
learned the tricks of the buyers, we have the 
story of the most ancient of traveling men, the 
Phoenicians, which reads like a fairy tale. We 
hear of their founding Cadiz in Spain, their 
| trading station. 


represents 


most distant and important 
They were in search of the little shell fish 
which secretes one tiny drop of the precious 


fluid which founded the basis of the celebrated 
Purple Dye. They found it all along 
Asia Minor, of and the 
Mediterranean, as well as on 
hus, this lit- 


Tyrian 
the coast of 

islands in the 
the shores of Africa and Spain 
tle animal really the those early 
voyages of discovery, in which the Phoenicians 
were the first to step upon many places now 
known in the world’s history. For they alone 
were the possessors of a navy and dared to go 
upon the open sea, out of sight of land 
\s they obtained the little shell fish from the 
nations, they bartered in its exchange, offering 
beautiful cups and dishes and 


( reece, 


was cause ot! 


out 


their own wares, 


various ornaments in bronze, silver, and gold, 
with weavings from their looms and rarest 
work in glass. By the way, another of their 
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1 matter and discount 


“One of the Best Sellers” 
We want you to havecuts of this and our 
ly electros with: 
ustomers. Write for list 


The Samuel C. Tatum Co. 


412 West Water St. 
_. Cincinnati, 0. 


iNew York Office 
180 Falton St. 
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needs as well as the Purpie Mussel, namely 
tin, which, with copper, made the bronze from 
which all kinds household utensils 
and weapons of war were made, was the ca 
of their discovery of England, which, with the 


; 
ot toois, 


usc 


islands in the Channel, were the great tin 
marts of the world. This was even earlier 
than the founding of Cadiz, in 1100 B.C. They 
were brave men, those ancient Pheenicians, for 
they, in sailing through the Straits of Gibral 


tar thought they were going beyond the end 
7 rid. The mysterious 
their wonderful Sun God sank every 
no mortal had previously l 


ot the w western ocean 
was where 
night, and dared to 
follow! 


It would seem as though those ancient trav 


eling men were a kind of stationer, for they 
gave to the world, an article right in our line 
and of their country’s invention. We have to 


do principally interests of writers, 
and the 


phabet, 


with the 
world owes to those men the first al 
upon which all writing depends 


While there may be no new lands for the 
traveling man to discover in his search for 
trade, there are opportunities open to him so 
great as to be almost appalling. No profes 
sion opens up such a vast field for influence 
The school teacher has his handful of pupils; 
the minister has his congregation of a few 
hundred; the lawyer has whom he can catch, 


generally in too much of a scrape to listen to 
reason; the doctor has the sick, 
him for pills, not influence; all of 


who come to 


these only in 


touch with their immediate neighborhood 
Now, the traveling man covers the land; he 
moves from ocean to ocean Educated as 


would be p« 
contact with different 
different envir 


yssible in no other way, by constant 
different 


mments; sharpened by 


men in places 


under 
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the competition of rivals; broadened by daily 
intercourse with men of different caliber, 
looked to for news from other centers, for 
good stories and good bargains and friendly 
idvice, the traveling men out for business 
wield no slight influence in the affairs of our 
land, and the traveling men who represent the 
manufacturers of this association are foremost 
in the ranks of this mighty army. 

Thirty-nine years ago, on eighteen hours’ 
notice, | packed up my grip and startéd out to 
sell ink. I was a mere boy, had never been 
away from home and had no experience in sell- 
ing goods. I was the greenest chap you ever 
saw. It was a tough experience, and I think I 
should have died of homesickness or heart fail- 
ure had it not been for the traveling men I 
met in the first few months on the road. The 
encouragement, advice, sympathy, and actual 
help these men gave held me to my purpose, 
which would have been wellnigh impossible 
without, | was so handicapped by youth and 
inexperience. 

Since those days as a traveling man I have 
fallen to the level of the manufacturer, but I 
have never surrendered my card to the Travel- 
ing Man’s Union. In my opinion there is no 
association or society on earth that offers a 
fellowship so ideal as the fellowship of the 
commercial traveler. There is no class of men 
so unselfish, so true to their purpose, so loyal 
to their friends, so generous to their rivals. 
Open to all comers, with the glad hand of wel- 
come, it eventually makes a gentleman of a 
man in all its senses, or dumps him into the 
scrap heap. You show me a man who has 
been on the road in one line for ten or twenty 
years, and I will show you one of God’s noble- 
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TA ation o ra ng n 2 
e ‘Relation of The Traweling Man to the Retailer 
Address by Charles E. Falccnet 
When my geni triene ‘Ir. Brook . ' () 
the honor to invite me to say 
this meeting, my first it D eC WwW: t | 1 , ‘ ‘ ‘ 
for having a report to read irman of my 
ommiuttee, and | ns read ed M 
Lockwood to deliver ’ ddr { 
vention, I felt that it w kely ft become ( 
case of “too mu Falconer \\ | 
it over, however, | felt that t] 
irst the “too muchn 
ind since your t t 
Oo me so prettily, it | me t tu 
him down, and the honor having be ’ 
sought, the responsibility du 
would not be on me, but « the 1 ! A ment af whi dep 
isked me, so | consentes nd hope vou wi , other fellow-creatur 
rorgive me | ' : ot the ‘ ’ 
You are to hear tonight fron 1" r t t st 
er, a traveling 1 ( retailer | Y , bh 
to belong to all thi cl s, but to 1 t ous ne | vere | 
been assigned the p | ret | \ t t t t ustol ! l expe 
been limited to a certain number of minut reat friendly feeling for it nd by t 
or less,” the call rea but | am n t t it both popular ar prospet 
say how many When you think I hay id it 1 “ 
enough, just do me the | r to | “time,’ to tl ! »b ( 
and | will stop l certan ill f 4 
famous orator o1 evening bout tt 
years ago He was lecturing on the ubiect nan! He know wut the new goods b 
Man's Relation to the Earth when in one oft re t \ ( nt market 1] n te 
his emphatic § gesticulation he identalls ! that will help your busines if t s 
swept from the table to the fl ll clocl | t him He wants te ) d t <clau \ 
placed for his guidance He had alread pok t do you good Get Ri Qui b 4 
en tor more than n hour ind w | \\ | | d l] 11 ly ve hi 
do when the clock ts picked up and p ed i ilf a « nce He can tell vou of the succes t 
his extended hand, but hold it up to t | s oth ve mad vour b S ind 
ence and exclaim most dramati ley were hieve HH in you ve 
reminds trie or nl ré tion t tirvre ( st ke the S 1 bust ‘ ( I 
then he went on for tl best part of t nd perhap ‘ id 
hour H physi ! eady the 
\ traveling man bliged t ta ur troubles and suee emed ok 
count of time It is what he is paid for. lil mased hi tbundant penience 1€1 


every other laboring man Lie 
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A Prominent New Orleans Stati | ‘ S & R. B. Co ‘ i Pa Pree C WM ees e s x x 














ess he already 1 juainte en he may 
c1Ve greeting litable to t loseness of 
is acquaintane r t natu the individ 
| He should t nsume t much time 
eliminaries, but state his business prompt- 

\ 1 h g then, en 


Having 


ti p +e Sly If 
‘ r this ap 
e s d nd if 
( t ri1is \ uable 
1 as yours you uld not 
k im waiting t « 
) t try t I he 1s 
periences \ 1 « prob 
ike ‘ 
ric 
| t hi gs eX “ d 
t re 1) ; + 
1 every you call ut 
ke a drink 1 siness S fost men 
this It s ft lik yo! 
t you buy the hat way 
d they pr be unde bligations 
On tl her you can get y cus 
od favo you, he be sure to 
take a great deal more interest in you, ane 
ry to do you another. It ts sure thing that 
te those we have injured and love those 
whom we have done good 
Be truthful, be honest, be square, be clean 
Never misrepresent—it don’t pay, and it is all 
ng Don’t say or do anything that would 
use you to want to avoid that customer aft- 
erward, or anytl that would make you feel 
shamed when you thought of it afterward 
Study the interest of your customer. Give 
iim a real pointer when you can, and listen 
patiently to all s to sav to you. I have 
never forgotten certain red-haired traveling 
man who stood watching me dressing windows 
when I was a boy in the housse f one of his 
ustomers. “Let me show vou how I used to 


do that when T lived in Belfast!” and he took 


lot of trouble to show m Today he 1s the 
le proprietor t ynne of the most successful 
lepartment stores in Baltit 
Get acquainted and be friends with the boys 
in the store Thev are to I the proprietors 
the futur \ smile hearty hand- 
lasp will d o1 botl i nd cement 
ndship 
See that tl ] e your ds arranged 
d displaved properly. thet ive them selling 
omts Lot tg ds stay n the shelf be 
ause the clerks do not know how to sell them 
Make it vour business to find out about this in 
nd t see that everv 
rk learns how to show and sell vour goods, 
one, calen 188 anenter. teceine This applies 
rticnlarl, ; ] ce ] } li g devices 
( S| Ss! 
Rv the way lid vou ever realize the worth 
smilk T lon’t meat erin .f 1 silly 
iugh, but enuine good-humored smile. It 
most luabl sset It not onlv attracts 
thers toward you. but mal vou feel pleas 
\ re ) | +1 ctice 1 
intelligent! bit d you 
. ] mos 
'.) t ki ’ e not 
; P hetter 
g ut if they 
1 thi but 
, " t in them 
l is if yor 
bly excites 
\ thy. es ibused ts not 
sent to de el 
"1 
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BRANDS 


Ribbons and Carbons— Unsurpassed in Excellence 





“EXTRA DURABLE” Typewriter Ribbons “EXTRA QUALITY” Carbon Paper 
Btn Catenin of Best for Fine Work 
Multigraph, “JAPANESE TISSUE” Carbon Paper 
Adding, Stamp, Best for Multi-copies 
and Dating Ribbons “BUCKEYE STANDARD” Carbon Paper 
at streng t Full Wax Finish 


INKED RIBBONS AND CARBON PAPERS for every purpose. 
AGENTS WANTED IN ALL CITIES. Write for our selling plan 


THE BUCKEYE RIBBON & CARBON CO., Manufacturers 


328 Frankfort Avenue, CLEVELAND, O. U. S.A. 
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YOU NEED THIS OUTFIT 


All the newest labor-saving devices for office work are shown in this sample 
case. Over 20 different samples in a light and strong case 144x11x64 inches. It 


+ oceans 
2 a 


weighs complete 20 Ibs 
Every dealer or individual agent will sell enough more goods to cover. its cost 


within the first week’s use 









In Selling Loose Leaf 
Supplies 


The complete outfit as illustrated 
is made for our agents and is of 
the greatest assistance in selling 
goods. Wewill 
supply an agent 
for $10, which is 
less than cost. 
The money will 
be refunded at 
any time it is re- 
turned within 
six months. 

















Manufacturers ot LOOSe Leaf Supplies of All Kinds 


Write today for Special Terms for Handling our Goods 


THE C. E. SHEPPARD €O., 63 Cliff Street, N. Y. 


Western Branch Factory, 164 E. Randolph Street, CHICAGO 








culars, Stock Reports, M 





THE “MODERN” DUPLICATOR 


CONTAINS HO GLUE OR GELATINE 
The NEW (Clay-Process) DUPLICATOR for copying, duplicating or printing Letters, Cir- 
; Lessons, Drawings, et Y an make from 530 to 75 perfect 
ate pies from each one y write with pe Det rtypewriter Letter Size, 9x12 
hes, complete, # ess trade ad iow t Dealers a Salesmen. FULLY GUAR- 
ANTEED. It can be used 100 times each day if desired. Descriptive folder of other sizes 


FREE. D. A. DURKIN, REEVES & CO.,Mfrs., 339 Fifth Ave., Pittsburg, Pa. 
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Listen, Mr. Office Supply Man! 


STEEL Filing Equipment is not merely a substi- 
tute for wood but from its greater protective qual- 
ities and serviceability is destined to supersede it. 





THINK WHAT THAT MEANS TO YOU. 


It means you should get in on the ground floor now so that your business in this line 
may grow as the demand grows. 


Berger STEEL Filing Equipment is now produced in Standard Stock goods for 
all ordinary filing requirements. THINK WHAT THAT MEANS TO YOU. 
It means that the market for this class of goods is thus multiplied many times, as your 
customers can avail themselves of the advantages of Steel Equipment without having it 
built-to-order 


BUT THAT’S NOT ALL. 


When you accept our agency proposition you get the agercy for the most complete line 
of Steel Filing Equipment ever offered. THINK WHAT THAT MEANS TO YOU. 


It means a big advantage to you in meeting the needs\of your customers and getting 
the business. We have two expansible systems, Vertical Units and Steel-Sect Horizontal 
Sections. Your customer can start in with a single unit of either kind for the particular class 
of filing he first wants to provide for and can at any time add similar units for other classes 
of filing as required, yet keep his filing system uniform in appearance throughout. Berger ee and 





WE WERE THE FIRST TO BUILD STEEL SECTIONAL GOODS. 
WE WERE [FIRST TO DEVELOP A COMPLETE 
LINE OF STEEL VERTICAL UNITS. 


Our Line of Stock Goods Embraces 


Steel Sect Sections for all kinds of filing Files for Lega! Blank 

Steel Vertical Units for all kinds of filing Files for Mercantile Reports 

Individual Cabinets and cases Files for Plans, Blue Prints, Tracings, et« 

Vault Omnibuses for various kinds of filing Files for Insurance Blanks, Report Forms, et« 

Stee! Se ucks fc ct “ “Quip nt . . . " 
eel Sect Trucks for sectional equipme Combination files for Letter Filing and Card 

Files for Flat Filing of papers any size up to Indexing; for Invoice Filing and Card In 

22” x34" dexing; for Deposit Ticket and Check 
Files for Vertical Filing any size up to 10%"x Filing: for Legal Cap Papers, Card Index 


1544" ing and Document Filing, etc., etc 
Files for Correspondence Plain and Roller Shelves, Sliding Shelves 
Files for Index Cards, various sizes Pigeon Holes: Cupboards: Storage Drawers 

and Wardr 
Steel Transfer Cases 
Self-Closing’ Waste Baskets 


Files for folded Documents and Vouchers 
Files for Invoices, Bills, Orders, et 
Files for Cance'led Checks, Notes, Receipts, 
Drafts, etc. Tables, Lockers, « 
TO APPRECIATE THE COMPLETENESS OF THIS LINE 
GET THE NEW CATALOG. WRITE FOR IT TODAY. 
ASK FOR H-47 











Then you can readily appreciate why Berger’s STEEL Equipment 
is the line you need 
We want a wide-awake hustling dealer in every city and large town 
Our local agency proposition is waiting for you. Don't 


wait till too late. Clinch the matter now. 
Write us TODAY 


THE BERGER MEG. CO. st CANTON, OHIO 


NEW YORK BOSTON PHILADELPHIA CHICAGO sT. LOVIS MINNEAPOLIS ATLANTA SAN FRANCISCO 





















































article his competitor has bought of you. He 
may think you will also give away his private 
business, or at any rate that you are a vain 
boaster. It also has a tendency to hurt his 
self-love, because if he cannot buy as much it 
makes him appear small in your eyes if he 
gives a much smaller order, consequently he 
may give none at all 

Finally, I would say, be diligent, study your 
line thoroughly so that you may be able to 
answer any inquiry about it. This begets con- 
fidence. Be just, be true, be honorable in 
thought, word, and deed, and if you are not 
happy in this world you certainly will be in 
the next 


ELECTION OF OFFICERS. 

The report of the nominating committee 
made the opening day of the convention pre- 
senting the names of the officers given on 
page ai. 

[he convention was a unit in its acceptance of 
the report and the secretary was instructed ta 
cast one vote for the nominees, who were re 
ceived with loud applause. Mr. Gerry, the 
president-elect. being called on for a speech 
spoke as follows 

Gentlemen, I am deeply 
honor, and I approach with trembling the high 
position in which you have placed me. I 


sensible of this 


make you no promises, because I do not be 
lieve you want me to I thank you for the 
exercise of your franchise in my behalf. | 
trust that when we meet in convention ncxi 
year I may have demonstrated that there has 
been wisdom in your choice I will make 
every effort possible to engender that feeling. 
I thank you (Applause. ) 


Next Meeting. 


The time and place of holding the next con- 
vention has not been decided as yet. Some 
effort was made to have the time set for Oc- 
tober of next year, but this is also undecided 
A letter was received from the Hote! Cham- 
berlain at Fortress Monroe, Virginia, inviting 
the association to meet there, but this was not 
given much consideration The two places 
receiving the greatest consideration were To- 
ledo and Denver. In the former town the 
merchants and commercial associations backed 
up the invitation in a most creditable man 
ner. There was no formal invitation from 
Denver, and in the abseuce of a more settled 
idea the entire matter was referred to the 
convention committee, which will poll the 
members of the national association as to the 
time and place and announce the result 


Resolution of James A. Radcliffe. 


Resolved, That the president of the Na 
tional Association of Stationers and Manu 
facturers be and he is hereby authorized to 
appoint a committee of not exceeding nine 
members, which shall include himself, which 
shall investigate the growing abuse known as 
trade piracy, from the standpoint of equity 
and morality, and which shall prepare recom- 
mendations for action by the national conven- 
tion of 1909, looking to an improvement of the 
moral standards of the trade, and this ccm 
mittee shall not introduce any names in their 
report other than such as may appear in state 
and federal court decisions which are germane 
to the inquiry 

This resolution was referred to the commit- 
tee on law; the committee would have report- 
ed on the resolution, but its meaning was not 
auite clear and it was therefore referred to the 
incoming committee for proper consideration 
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ADDITIONAL TALKS AT THE TRAVEL- 
ING MEN’S MEETING. 

M. E. Heise, of 

pany, Philadelphia, spoke on “The Relation 

ship of the Traveling Man to the Manufac 


Longfeld Brothers Com 


turer.” His chief point was confidence and it 
was well handled and received. William C 
Christopher, W. H. Hopkins and W. E. Smith 
made most interesting talks and the opinion 
was unanimous that they were telling and hit 
on those things that are of most concern 

President Kennedy brought the speechmak 
ing to a close. He said: “I am deeply grate 
ful for the opportunity afforded me to address 
the traveling men assembled here this evening 
Having been brought in personal contact with 
them for a number of years, I feel that I am 
qualified to pass judgment on their many good 
qualities. 

“IT have always found them men on whose 
words you could rely, men who are both loyal 
o their customers and the firms they repre 
sent, men who are always willing to sacrifice 


their time and pleasure in order to accommo 
date a cranky or exacting customer, as all buy 
ers are at times. We who are on the other 
side of the counter are too apt to magnify the 
trials and tribulations that beset us, and wreak 
our vengeance on the first poor, much abused 
traveler that happens along. He bears it all 
good naturedly, and usually ends up by taking 
seek other 


his accustomed order, departing t 
fields to conquer 

Some of the best and warmest friends I have 

numbered among the members of the 
reat industrial army of traveling men. Per 
sonally I feel that to the traveling man |] owe 
in a great measure what little knowledge of 
the stationery business I possess. I have fre 
quently asked for information that would be of 
great value to me, and it was always cheer 
fully imparted. Deprive the stationery busi 
ness of the regular visits of the traveler to 
day, and it would be in a deplorable condition 

“We would be put to expense and loss of 
valuable time to visit the manufacturing cen- 
tres, and even then we would be unable to 
gain half the wisdom and knowledge that we 
can acquire from the drummer 

“If I were to start to enumerate the names 
of the many good fellows among your mem 
bers whom I have learned to respect and ad 
mire, I would consume all the time allotted me 
nd that allowed to others, and still not em 
brace them all. 

“The traveling man has been the greatest 
nd best advertising medium that the National 
\ssociation had, and in my estimation has 
been the means of making it as popular as it is 
today. 

“For your past interest I thank you. and 
would urge a continuance of the good work 
The National Association is still in its in 
fancy, and needs your further efforts in its be 
half. You all have my best wishes, and I hope 
you meet every requirement of a little poem 
by Will S. Adkin, entitled, ‘Be What Mother 
Thinks You Are.’ 

“To show you the esteem in which you are 
held by the St. Louis delegation, I wish to an 
nounce that our poet ‘laureate,’ Mr. George M 
Spalding. has written and dedicated to you a 
simple, heartfelt ballad that we will sing for 
vour benefit, under the guidance of Prof. C. S 
Severson at the banquet.” 

Before adjourning, Chairman Brooks 
thanked those who had assisted him in mak- 
ing the evening such a success, and after sing- 
ing “Auld Lang Syne,” the session closed. 
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MORE ABOUT ENCLOSURES. . 

(Communication from W. D. Bevin, read 
by the secretary.) 
fo the National Association of Stationers and 

Manufacturers and to the Trade: 

Gentlemen: After listening to Mr. Stevens’ 
very able letter on the subject of “enclosures,” 
and the hearty approval of same by the as- 
sociation, we have decided to take the initia- 
tive step and endeavor to solve the problem 
along the lines suggested. 

This subject has been discussed, more or 
less, by the manufacturers and jobbers, but 
owing to the fact that some have so little and 
others no practical experience on the subject, 
we have been unable to get a united action. 
We have had many years’ experience, dating 
from the time that we received only a few 
packages per week until the present time, 
when we are receiving anywhere from sixty to 
one hundred packages per day, averaging over 
four hundred packages per week. 

We have not receipted for enclosures and 
are not handling them as we would like, and 
we are sure that we are not giving the trade 
as good service as they would like, all of which 
proves to us conclusively, that in order to 
satisfy the trade, radical changes in this de- 
partment are necessary, and for this reason 
we will add sufficient force to properly care 
for this work, and beg to announce to the 
trade that on and after September Ist we will 
be prepared to receive in our shipping depart- 
ment all enclosures that any of our friends 
want to have forwarded to us, giving proper 
receipt for them, thereby assuming the re- 
sponsibility. : 

We will arrange to forward these packages 
in good order, subject, of course, to the usual 
transportation risks. For this work we pro- 
pose to make a normal charge which, for the 
present, will be as follows: 


Packages about size 8 by 10....... Peer rn Te 05 
Packages about size 10 by 15............ soleus ‘Saw 
Packages about size 15x25...........006- edness 16 


\nd larger packages 25 cents and up, accord- 
ing to the size, weight, etc. 

This will include boxing, cartage, etc. 

If, after closely following the cost of hand- 
ling these enclosures for a given period, it is 
found that these charges are too high or too 
low, we will change accordingly, as it is not 
our intention to make this department a source 
of profit but simply an accommodation to the 
trade, insuring more prompt and careful de- 
liveries than we have heretofore been able 
to give. 

Hoping that this innovation will meet with 
your general approval, we remain, 

Very truly yours, 
BOORUM & PEASE COMPANY, 


Per W. D. BEVIN, Sales Manager. 





REPORT OF THE YEAR BOOK COM- 
MITTEE. 


The report of the Year Book Committee, of 
which Charles A. Stevens, of Chicago, was 
chairman, was made, giving the contributors 
and the total amount which was contributed 
to defray the expenses of the Year Book. The 
contributors to this fund were given in the 
June number of Office Appliances and there 
is occasion for only a_ brief mention at 
this time. It is gratifying, however, that the 
fund was forthcoming and that the stationers 
rendered such magnificent support. Mr. Stev- 
ens himself is to be congratulated on the mast- 
erful manner in which he conducted the entire 
affair and the exceptionally able way in which 
he edited it. 
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Banquet of National Stationers and Manufacturers | 


The banquet given in the ballroom of the 
Hotel Somerset Thursday night 
propriate climax to the eventful meeting 


Was an ap 
‘That 
it was a culinary treat goes without saying, but 
it was more than that 
made memorable by the 
two London fraternity brothers, J. W. Johns 
Stationers’ As 


lt Was an inspiring ox 
casion presence ol 
ton, president of the London 
sociation Society, and Ff. | Cayzer, past 
president of the same Both 
gentlemen addressed the company m felicitous 


organization 


speeches The wuests were se ated at 7:15 and 
the dinner served immediately During the 
hour and a half which intervened before ex 


President Kennedy rapped his gavel, the at 
was charged with the 
intervals between the 
tives of the 


tled-up enthusiasm 


spirit of comradern \t 


courses the representa 
their bot 
Che-caw 


‘let go 


several cities 


“Che-caw-gu! 


go! Go! Go! Che-caw-go!" being the first 
rouser From that break the moments ot 
quiet were tew and the big banquet hall was 


made to ring whenever the 
not holding the 

At 8:45 ex-President 
orously for order and passed the gavel to Pres- 
brict 
work and predicted its 


organization Was 
company’s attention 

Kennedy rapped vig 
ident-Elect Gerry, who gave a review ot 
the 
future success. Mr 
ing cheers when he pledged himself to earnest 
effort to advance the interest of the organiza 


association's past 


Gerry provoked resound 


tion by all means in his power Mr. Gerry 
then introduced Mr. Samuel Ward, that de 
lightful gentleman in whom Boston takes 


pride, and whom the association delights to 
honor, as the toastmaster of the evening. This 
was the occasion for more chunks of 
enthusiasm and for extolling the toastmaster 
in cheers and in song When quiet 
stored, Mr. Ward in a happily turned speech 
proposed the health of King Edward the 
Vilth, which was followed by a chorus by the 


large 


was re- 


entire company of “God Save the King,” 
whereupon Mr. Ward introduced Mr. Cayzer 
of London, who spoke on International Amity 
and the Esteem of the Old for the New 


Country 

At the conclusion of his address, Mr. Cayzer 
in a neatly-phrased compliment proposed the 
health of the President of the United States 
which was drunk amid vociferous applause 

The toastmaster then presented Mr. T. W 
Johnston of London, who gave an interesting 
talk on association matters and referred to the 
invitation to attend the convention which the 
London Association had received through Mr 
Abner K. Pratt of Boston \s-an 
of the esteem in which Mr. Pratt ts held by 
the London Association, Mr. Johnston 
commissioned to convey to Mr. Pratt 
of his appointment as honorary vice-president 
of the London Association and to present to 
Mr. Pratt a badge of office This proved to 
be a handsome gold emblem which Mr. Johns 
ton pinned to Mr. Pratt’s lapel as the company 
cheered to the echo. 

Responding to a call, Mr. Pratt spoke feel 
ingly of the honor he had received 
ring to the success of the Boston meeting, he 
took occasion to that Holyoke, 
Springfield, Dalton, and other cities in the vi 
cinity of Boston had contributed of time and 
effort to that desirable end 

At the close of Mr. Pratt's speech, the toast 
master made a characteristic introduction of 
Powers, ¢x-congress- 


Massachusetts Mr 


expression 


was 
a notice 


Refer 


announce 


the Honorable Samuel L 
man 


from Powers’ ad 
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dress was feature of the evening Starting 
with audatory reterene to the tr cle repre 
sented at the convention, he touched upon the 

mime! I Sts untry nad paid 

glowing tribute t t ‘ t tf the L nites 
States with Ingland tl \ ‘ the senti 
ments of the ent Cc { p ‘ ¢ express 
ed the vish t t t lays the t nation 
mieght st | t ed mba 

d feeling nm ex p wship 

a frat p Tl ‘ 
irth 

As the next peaker, the toastmaster 1 
troduced im his most pl ng vein, his old 
friend and a man who has the esteem of th 
issociation nd the dealers throughout the 
country, the Honorabl James Logan Mavo 
#% Wooster, who has large commercial inter 
est in the eld by way pretace to las 1 
troduction, the toastmaster related some laug! 
ble stories of the Scotch ancestry of the 
honorable may Mayor Logan's opening 
words upor rising were, “Samuel \nnanias 
Ward!” lf Sam Ward had lived in biblical 
times, said the mayor, “Annanias would not 
have received honorable mention in the Good 
Book.” Mr. Logan took several falls out of 
the toastmaster as a return compliment for the 
roast he had received in introduction Mayor 
Legans address was meat for strong men 
He held up for inspiration to the company 
high ideals in business, purity of life and the 


those relations which make for the 
highest standard in business and politics 
Following Mr. Logan came the Rev. Willard 
Scott of Wooster Through his wit 
Scott reached out over the banquet 
gathered the 
The Doctor is not 
remarks, he left the 
it is always the privilege and pleasure of the 
minister to leave a public assembly. The Doc 
longest speaker both in point ot 
time He is a rapid-fire jokesmith 
and kept the fun going fast and furious. When 
he told the story of the boy with the goat and 
isked by a friend why he called 
his outht an automobile, 
smells like one,” 


took a drink of 


the gentleman in the 


sancity ol 


and 
humor Dr 
hall 


bosom 


and entire company to his 
orthodox In his 
whicl 


closing impression 


tor was the 
and stature 


cart, who was 
replied, “Becaus 
autoist mm the 

When he referred to 
ir West 


every company 
1 
gasoline 


f: who wanted 
, 
h 


graft a milkweed with a strawberry plant s 
that he might have strawberries and cream for 
breakfast from his own garden, Reuben H 
Baxter, the farmer from little old New York 


got out his note book and made an entry 
After Dr. Scott, President 


pleasant little speech and Fletcher B. Gibbs de 


Kennedy made a 


livered himself of a_ characterist uldress 
which brought out the plaudits of the com 
pany 

Just before the banquet was brought to a 
close ex-President Kennedy called for An 
drew Geyer, publisher of Geyer’s Stationet 


and in the following speech presented Mr 


Geyer with a handsome solid silver loving cup 
as a taken of the esteem in which he ts hel 
by his friends and in honor of his fiftieth 5 
in the trad 

“Mr. Chairman, Ladies and Gentleme: | 
did not expect to have to address you any 


before the banquet was ca 


requested to 


more, but just 


to order pertorm i little 


| was 


mission for the members of the New York 
Stationers’ Association For nearly fifty 
years there has been connected directly d 


indirectly with the stationery business a gen 








vhose triends ire to honor him this 
ning Phis gentle began his business 
Portland 1 e, but, being of an 
! tur Is Ss undings un 
) his t ts d emigrated t 
bs d lates vy York, in pursuit 
‘ a ; ai sever Vears in ft 
tionery business neeived the tdea 
publishing a trade paper, and successtully 
ried this idea into execution 
His many friends tl ughout the count 
t wht this occas suitable one to express 
ppreciatior Ms many good qu 
\] (, , S¢ ‘ 1) 
Mr. Geyer, on bel f your many friends 
it affords me great pleasure to present vou 
ith this loving cup 


Mii Geyer replied s follows 


! am sorry, gentlemen, that | cannot fill it 
up, because it is rather late There ts only 
one mistake in the kind thought which Mr 
Kennedy has made Chat is, | began my busi 
ness life at Cornhill in this city, Boston [ 
am sure you have caught me napping Ll had 
no idea that this matter was coming up \l 
that you can expect of me ts to say that | 
thank you very truly for this token of ap 
preciation, and | sorry that | have not 
been able to deserve it more than I have 
Gentlemen, | thank you.” 

The banquet hall of the Hotel Somerset is 


me of the handsomest rooms for the purpose 


decorated wit! 
roses, making it The dais 
ran the full width of the ifforded 


seats not only for the speakers but for sever 


in Boston and was _ profusely 


a charming place 


room and 


other prominent members of the trade 
In one of the galleries was the Boston Mu 
nicipal Orchestra, with Clarence H. Wilson as 
baritone soloist In another company were 
seated the ladies, who were the object of mucl 
attention by the 432 diners The banquet 
menu was is follows 
Canape Albiga Cocktails 
Little Neck Clams 
Olives Salted Nuts Radishes 
Cold Wine of Sag Sauterne Medoc 
Broiled Live Lobster 
Mi & ¢ Bruit Imported White Seal 
Broiled Spring Chicken 
Potat Chips Butter Beans 
Reston Punch Roast English Plover 
Toma Lettuce Salad 
Fane lees Assorted Cakes 
Toasted Hard Crackers 
Swiss heese (‘oft 
Word comes from Youngstown, Ohio, that 
The General Fireproofing Company, m 
facturers of the famous “Allsteel” line of oft 
irniture, is mak splendid strides utterly 
egardless of tl . sed depression The 
company has closed some big contracts lately 
dl is many new designs in contemplatior 





GEORGE MELLEN JOINS L. C. SMITH & 
BROS. 


(9 ree B Meller or sever il years wit! t 
ickensderfer and Fox companies, has } 
the Chicago staff of L. C. Smith & Brot 
\l g New] s this as a valuab 
7 _ te eae grat , 
() O NEW YORK! The date { the 
iede Oe heen made earlier ¢ 
! count det d trom tl 
bitor It wi ve a glorious period in New 
\ k and the indications are ra tremendou 




















OFFICE APPLIANCES 


157 





THE SOUVENIRS. 

















































( distrib hound ve 
‘ ) 1 | ver 
re cam, Te On P 
lfc ened n ermanency 
tached ; , ; e bi : 
de lost inks are permanent under ordinary conditions; very 
rhe D ( under evet ndition. Why not handle an ink you can 
ie M il { LuUCS 
ee ih Carter’s Writing Fluid 
gg hd arter's riting Flu 
vO W Hot ' ; , ‘ 
Rnmeteet been on books which have remained under water for days 
The sented dt i upon recovery the writing was perfectly legible. It is a 
the weel isure to handle such good 
he \n = ( . | s 
Manes i ton, ean Send Postal for Our New Monthly Publication “The Scribe” 
itain! Wil x yetu 
Calendar 1 ypreciate THE CARTER’S INK CO. 
he r 
7 ev ybod Boston New York Chicago 
S. D. Chi & | ( Swastika med 
Is f the 2g iful gold med 
>, m the ( s » 
Sieber & 1 M St. Louis, M 
ew l S( ‘ 
A W I il Yi ra } l 
encils d ] l lin 
hig is W. Russell Card ¢ New York Every Loose Leaf Lies Flat When Using 
ick playing rds 
C.S. & R. B. Co., Chi sakes aaeiaaie THE IMPROVED UNIVERSITY BOOK RING 
Jar Pang t i ] t r.} nnd Nhe 
Parsons P er CO., aisha Pema m binding of student’s and stenographer's note 
indum__ bool Scotch Lines nd various loose leaves. Simple, strong and neat. Made in three sizes. No. 1, 1} 
Ledger 6 sht weight; No. 2, 
Geo. H. W r & 4 vuide ‘ ght weight: No 
Sh a teees , 1,4 hes diameter, 
Joston St } | heavy weight Unjointed 
Boston 5 A Opes | | diameter 
post c irds Sidewise & “ee : ' 
Detroit Pub. ¢ 1 se elve post cards ee | Write for Particulars. 
howing histor Bosto1 ae > 
Hawkes-Jackson Co., New York wooden Closes OTTO KELLNER, Jr. 
frearm in thé ae + enh Patent Applied For BtoA 4025 State St., Chicago Patensed Feb'y 4, 1902. 
head paper dis 
Eberhard Faber. New York. box containing 
three pencil } 1¢] nd per i] 
‘ap 
C. Howard Hunt Pen Co., Camden, N. J THE MERCHANTS 
etal dl | d ci¢ 
a BUSINESS RECORD 
— nA . & | , ne a Ascertain 
‘cee = aa the following 
: ; “ , enough for two years’ business, size 10”x16”, 
th their p tt , x 
The Macey ( Gr s. Mich., han stad 
me mahog d s. desk size : - F ? 
Father” ¢ sd I cme of a happy combination of semplectty 
a ¢ presente " J 
indsome ¢ 11 Star pins 4: — progr rT enabling anyone —even the ordinary 
Nation I I k ( Holvoke, Mass A ish 1 , boy—to keep in an up-to-date and systematic manner, 
he splend books that w 
| l i result 
given out with e co tickets - 
Wescott-J« Co., featherweight  flexibl No knowledge of bookkeeping is required to use this 
rulers ; , , : 
rh ~e . mye ir business ‘up to the minute But, is a 
The Shafter Cc P f information to the expert as well. 
eRe has er er ee , Saal ats aa al S yet so accurate, is what makes it a boon to 
rive in il to th traternity 
elegat 
At t idies t E > A Price $5.00 
sidenc > J xes f candy , M 
ere distrib tl car en 
ut BOOKKEEPER &+ AUDIT CO. 
Suite 411-12 114 Dearborn St., Chieago, IIL 
File in I 1 re en you haven't 
me to hut 
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On the Side 


At The Boston Convention. 


Ginger ale, soda and Polly water princi a 
ally 
P ° * e ‘ What if they should have a family, 
Who would walk the floor? 
Samuel Ward's glad han : ~( : 

: “ . ) 5s id hand which loomed “9 Reuben Baxter with a smile like Sunny Jim 
$0 big at St. Paul when the invitation was ex- Big and little orders look alike to him, 
tended, was like the palm of an infant com aenug epee Ink if you want to see him 
pared with the glad hand he put forth on the It's a smile that won't come off 

ound ; soston , 
sr und at Bosto . (Chorus In his face he has a fortune 
In his face he has a fortune 
’ ©. Milligas ‘ . \ *rick ‘ > In his face he has a fortune 
Ww. : fi ean, mn the Maverick Clarke it will kill him to cash in 
Litho. Co., San Antonio, Texas, the “long dis 
. »@’’ le > ee . ‘ . it takes eight furlongs to make a statute mile 
y . © 
tance” delegate, radiated a gladsome mile Bet only takes ene to buy the bunch & smile 
upon everybody If he can't do it now why we can wait awhile, 
* * . Although we're awful dr‘ 
Dorsey of Dallas was the roundest It is Chorus: We'll take one on Walter Furlong 
P ‘ _ . ’ me s We'll all take one on Walter Furlong 
said that Dorsey got ‘round to everything iil al tee ane on Walter Pasion: 
. ° Or anybody else 
Dad Wernicke’s open countenance and big ii. ante tdlied tex hmker alten bin aitite te 
touring car made him a prime favorite with Brooks 
the ladies “Dad's” personally conducted ex He ae, = ee ee ee 
cursions were features of the big meet He's our gallant Sergeant, be good or get the 
: * * heoks, 
; : You bet he keeps us straight 
Attention being called to the breadth of 
. Ot : wa f?? . ii a Chorus Make ‘em turn in early, Harry 
girth of the Loo ‘ Leaf manufacturers, big lake ‘em taem tm carty ase 
Jim Dawson, of S. & T. Co., St. Louis, sug Make ‘em turn in early Harry, 
gested that the “survival of the fattest” would if you have to get a gun 
rule that business Billy Kennedy has been on the job a year, 
* * * Hasn't had time to take a glass of beer 
- If he isn’t re-elected he'll never shed a tear 
Harry Cochran, president of The National But go back and settle down 
Business Show Co., explained that his evening Chorus: William-Jennings-Bryan-Kennedy 
clothes had been held by the customs officials William-Jennings-Bryan-Kennedy 
a : . '*s ° 2 ae ae William-Jennings-Bryan-Kennedy 
while crossing from the border of New Jersey Ten Gil aurely ae 
into the United States 
* * * ©. Bill Bailey won't you please come home 
We'll give vou a job, you won't have to roan 
When Sargeant-at-Arms Brooks let his sten = a ~4 wr your on use a telephone 
° ° Ane Smoke en cen cigars 
torian voice loose in the convention hall, it 
hattered the globes on a hundrec inecan Chorus What's the matter with Bailey 
Aetaps ; & , What's the matter with Bailey 
descents What's the matter with Bailey 
~ * * He looks good to me 
The National Stationers’ Auto Car, contain Olid Ad. Heyman is one of the boys, 
ing Bill Smith, Arthur Jackson and Harry Ber He can cut a pigeon wing and make a lot of 
. “1. . 1oise 
ger, and with Bill Christopher at the helm, Don’t tell him your troubles, he'll only share 
was a thing of beauty and a joy forever as - Bt» —— 
oO es us ty 1 in 
she made a landing at the Hotel Somerset 
dock Sund: afternoon (‘horus Who invented lead pencils 
lock = lay aiterno ™ Who invented lead pencils 
Who invented lead pencils, 
In response to a request from Mrs. Eugen: Abraham (saacs Hey-man 
Clarke of Memphis the orchestra struck up Live bunch—that St. Louts crowd 
Dixie at the banquet and brought the con 
pany to its feet on the instant : ; a 
<r Che Boston Ancient and Honorables 
heroes of a thousand cold bottles,” were not 1 
As they merged from Hoosi inel the . , 
‘ — op aant-tagl Punne he evidence—even at the Parker House b 
young man with the disheveled hair next to , , 
: reals roastmaster Ward, looking over the : 
the young lady was heard to say This tun are t the banquet was heard 
> e . - sc age at tne ‘ ‘ et as eara 
nel cost $8,000,000 “T don't care. came the ‘ methis act yo 
: is is “something st as good 
answer as she straightened her hat on her 
he; eT,’ ‘ (Re Sn, , Man wants but little here below 
read, “It’s worth it Rev. Scott Ra ag Fg By A 
* But if the card be Table de Hot 
° , . : He stuffs from Soups to Wins 
Following ex-Congressman Powers’ address Re s 
the toastmaster called upon the St. Louis del 
gation to unburden themselves They caught Being by that time under the impress 
. ‘ — . ' 
the crowd with the following iat thev wer dipping it from the NMiludd 
Tune—‘‘John Brown's Body River [. P. Dennison, about midway 
(Sung by St. Louis Delegates linne neet hy - al hamna an ail 
Uncle George Olney is a merry old soul a amet : nucket " . "> : 
He never hits the pipe but won't refuss owl e was taking to a party idies 
vate a} oe a Smarted to se now high he he Q rie Sor M iver Crilke y v! Hy 
But he comes down on both feet Smith mopped up the precious fluid with t 
dkerchiefs | ther dinere« ¢ 
Chorus I hope he lives to be a hundred naK / Bs le ’ : 
I hope he lives to be 1 hundred nity ed ei rounrt 1) 
I hope he lives to be a hundred strean 
And then a few vears more 
Gibts and Stevers travel side by side : 
At 8t. Louis Stevens was Fletcher's blusl Important DUsINess engagements 
bride Bill” Christopher to New Yorl nd R 
, stop! o ! or ind | 
When he noticed other women Charlie nearly died “i , . ; ‘ 9 . 
For he was awful jealous Wilson to Chicago Wednesday night, making 
. : two ragged holes in the last day of tl 
Chorus What if they should have a family ; ; 
What if they should have a family, ention 


L. G. Wetmore and Frank W. Bailey shared 
juarters at the Somerset during the week 
Having spent their boyhood days together 


advantage of 
over old times 


take the op- 
Both 
been partict the 
and can tell some interest 


glad t 


fi rr reminiscing 
! 
i« 


they were 
portunity 
have larly successful in 


men 


stationery business 


ing stories of their climb up the ladder 

R. B. Randall, of the Carter’s Ink Co., 
earned his shore dinner at the Pemberton. As 
third baseman for the Boston team in the 
ball game, in his position on the brink of the 
briney, he did some high diving stunts that 
kept many a foul from counting as a hit. The 
suggestions from some of the onlookers that 
he get a bathing suit did not seem to divert 
his attention from the strenuous game he put 
up 

* > * 

Dad” Cooper, President Kennedy Billy 
Baxter and a few others did a number of 
terpsichorean stunts in the ball room of the 
Pemberton while the crowd was anxiously 
vaiting for the sound of the dinner gong It 
Was quite apparent that their efforts were ap 
preciated They ire now eligible as stars for 
the minstrel show to be given by the New 
York Boost Club this fall 

LD). S. Sperry wi: o busy attending to his 


thcial duties to even take a little time off for 
i game of Bridge that was supposed to be 
irranged especially for his benefit. From re 
marks heard after the game it was presumed 
that the member wl acted as his substitute 
‘made good” for the opportunity D. S. gave 

im to “sit in.’ 

Harry Tynsdale held down his job as st 
baseman for the New York team 1n the ball 
game at Nantasket in manner that evoked 
the enthusiastic applause of the “fans Noth 


ing that was sent his way escaped hu 
. P. Dennis Reube By Bob 
Baxter S the t .. made it great pair 
They were good “pullers in” for the business 
essions, but some one suggested that had 
been mpanied by their better 


they not 
halves there was 1 te] 


I 


ling but that they m1 


been “pulled in” themselves 
| sign over t ice to Samus \ 
& Co.'s store, “We to the visiting l 
ae the dele gates \ got down t the 
tv of Franklin s t fee t | é g 
: : * 
M. Goldst Cleveland id 
ghters at the ention with | 
nt an anxious tw Wednesd 
His daug s had gone on the 
trip in vy with Mrs P,. oo 
nd the r broke dow : 
elay and g the tur 
th tl the crowd. Mr. ¢ 
s reli l S WW 
ssu ed iz I > 
ppened t Ss 
E. Shepp \ 
from New York . t« 
two d y started on t t 
Too m S ds without 1 
iain ine ae hin sing 
— a ; watts \? 


























ing worse than a few hours camping out undet 
a tree until daylight resulted, according to re 


ports. At any rate, Mr. Sheppard and his 
party arrived back in New York early Thurs 
day evening He was accompanied on the 
going trip with his Eastern sales manager, H 
C. Stillwell, who spent the week at the con 

ntion. K. R. Kittredge, Boston representa 
ve of the C | Sheppard _o.. Oe companied 
Mr. Sheppard on the rather eventful trip back 

Gotham 

* * 

Walter F. Peabody was determined to get 
hose perpetual calendars distributed among 
the delegates in accordance with his ideas of 

w such things should be done. Comments 


rom the crowd proved that he scored a hit 

ill right. It was suggested that next time h 
ants to get an official list of all the registered 

lelegates he might fare better by opening up 
little registration booth of his own 


* * * 


\ pleasant incident, just before the banquet 
vas the meeting of M. F. Montague, of th 
Standard Paper Mfg. Co., Richmond, Va., and 
Mayor Logan after twenty-five years. Years 
igo Montague was V. P. of the Old Dominion 
[ron and Nail Works, which built the Merri 

The company raised the vessel after 
the fatal encounter in Hampton Roads and 
made some Miniature Horse Shoes from the 
salvage steel One of these was presented t 
Mr. Logan twenty-five years ago and upon 
Mr. Montague making himself known © th: 
Mayor drew the memento from his pocket 


> ’ 


William P. Christopher is one “Bill” that 
n never be discounted, nor yet, paradoxical, 
be paid in full Bill’s charm of manner and 


fetching smile, like Kalisha’s elbow, are worth 
voing miles to see 

At the Traveling Men’s meeting Monday 
night Bill was called to the platform in the 
inticipation that he would deliver a panegvyric 
upon the poor, overworked traveling man. But 
not so. Bill’s wandering gaze fell upon the 
rroup of ladies in the company There was 

radiance in his countenance as bright as 
\urora in mid-summer Bill had found his 
theme—The Wife—The Traveling Man’s In- 
spiration—Those Modern Penelopes waiting, 
is Bill put it, within the four walls of the lit 

flat while the Ulysseses dined at the best 


hotels—occupied quarters with hot and cold 
running window shades and all that sort-o’ 
thing Certain it is that the traveling men 
present felt that they could never pay Bill in 
full—but they ll trv at the next conventi 
When Kennedy int Gibbs as t 
f the Nat tion, there s 
se that uld h boiler factory 
eem lik 1 Quake 1 omparisot 
Dad ¢ pe V1 S at tie ea 
the line w e ( delegates marci 
into the brought the con 
iy to its st ¢ us 1 \rne 
* 
rT -” . , s were ¢ 
s p S¢ b » Chey Ve 
¢ f nie the wreck 
g the | ‘ B oft ens 
1 which S . whe te 
tha Sonch & I ae cipnaiiie 
‘ plated with t e twenty-dol 
r pieces whic ve s fringe on th 
nts of t Mexi vho lost his hf 
whe the | ot s b irded \ 
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Rocket, of the 
the youngest buyer in 
red-haired delegate 











topher of the New Yorks at the bat just before 


remarks by Arthur Jackson, he wa 


on the beach by changing his positior 


W estern dele ‘ 


shopping district on Friday for 


on \ S Delesdernier 


of the idiosyncrasies 
} ” effusiveness 
ook the crowd by storm foll 


The Dooleys of the Trade. 
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Then there's the man that takes the part when 
ladies have their tea, 

Guiding aright their social moves a la society. 

He takes them out, he brings them back, he moves 
them all on time, 

Che ladies should have known the boy when he was 
in his prime. 


Chorus: 


it's Charlie Wadham, it’s Charlie Wadham, 
The nicest ladies’ man you ever knew, 

Has funny fancies, leads all the dances, 

Does Mister Wadham, Wadham, Wadham-oo. 


‘hen we've a man that lets you know, how not to 
run a store, 

\ man whose name is often seen in papers by the 
score, 

lie writes of this, he writes of that, of store mis- 
management, 

And soon he'll write of what he will do wher he is 
President . 


Chorus: 


It's Frankie Bailey, it’s Frankie Bailey, 

The smartest man, and knows what he can do, 
Can work a salesman or do a layman, 

Can Mister Bailey, Bailey, Bailey-oo. 


You know the man of sporting blood? he's ver) 
hard to beat. 

Put up his rent and see him kick and move to 
"nother street. 

He may be right, he may be wrong, the move may 
be too far, 

But what cares he, he’s in the swim, he's got his 
auto-car 


Chorus: 


It's Sammy Hobbs-e, it’s Sammy Hobbs-e, 
The swellest sporting dealer now on view, 
Looks well in photo, driving his auto, 

Does Mister Hobbs-e, Hobbs-e, Hobbs-e-oo. 


Then who's the man that gives his time the trade 
at large to aid, 

He tells them all he’s got the goods—the best that’s 
ever made? 

He works them off, the trade stocks up, all in sin- 
cerity, 

He sings his song by night and day, promotes pros- 
perity 


Chorus: 


It's Mister Trav'ler, commercial trav'ler, 
The man that dealers like to interview, 
He's always jolly, but stops at folly, 

Does Mister Trav'ler, Trav'ler, Trav'ler-oo. 


THE POEM BY MR. POPPER. 


In Which Is Expressed the Fraternal Spirit 
Which Is the Outcome of Association. 


“Listen my children and you shall hear 
Its the rhymed tale of Paul Revere 

And here in the shade of Old North Light 
Near Plymouth’s rock and Concord heights. 
We've struggled as heroes of old would do, 
Rehashing the old, suggesting the new 
And who spoke in convention hall 

Has spoken of that which is best for all. 


“We've listened to Gibbs as children should do, 

To fathers’ wise counsel so tried and so true; 

We've harkened to Gerry and also to Mann 

And we act on the points as best we can, 

We’'s heard from the South and the East and the 
West, 

From Falconer, Stevens, from all of the rest, 

From Brewer and Courts and Whiting and Pratt 

And Christopher, too, in a tale of a flat. 


. 
We hearkened to papers relating to books 
To tinware and all that is placed in our nooks 
We've heard about paper, envelopes, too, 
Of files. of inks and even of glue, 
We've heard about leather and also of glass. 
Of loose leafs, wood goods and likewise of brass. 
We've heard our mistakes—what profits to make, 
And applauded them all till our hands and arms 


ache 


Again when the century's eighty-nine years old 
We'll gather together our silver and gold 

Not coin of the realm, but coin of the soul, 

We'll brine to the meet each man of his kind 
We'll bring from our best to benefit all 

And counsel together in other grand halls, 

(Tntil once again we all can shake hands 

Good health and good cheer to all of the band 





©, the East is the East, 

And the West is the West, 

And never the twain shall meet 

Till earth and sky stand presently 

At God's great judgment seat. 

Rut there is neither East nor West, 

Rorder nor breed nor birth 

When two strong men stand face to face 

Though they come from the ends of the earth. 
—Kipling 
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A LINE OF THESE POPULAR 
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DEMY FOLIO, RED LEATHER, BACK 
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RIED IN STOCK IN NINE 
IN 150 AND 300 PAGES 
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The Social Features. 


fo the ladies committee, composed of Mr sailing dow1 \ il down B 
\bner K. Pratt, Mrs. Samuel Ward,’ Mrs ton Bay in tair weather is always a delig 
Charles B. Gordon, ably assisted by thos: ut tl st trip carries with it a special char 
charming old beaux, Charles K. Wadham and sion [} tous shore line 
George C. Whittemore, and to the cntertain its treeless promontories dotted with s1 
ment committee consisting of Walter F. Cush om kes an interesting landscape 
ing, Richard B. Carter, George H. Hobson, S \ stop of two | vas made at Nantasket 
Henry Hooper, Samuel Hobbs and George W 
Pratt, is due a rising vote of thanks of every 
ne wl ended the convention Certainly 
the delight Bos | pitality w ll not be 

On yreottei 

The entertainment for the ladies opened 
Monday afternoon with an informal reception 
by the Boston hostesses at the Hotel Some: 








it at h, wl 
eeking different 


From *Nantasket short 


hae 
ere the party ivided into groups 


amusement 
de 


sail was m 








Pemberton Hotel, where a shore dinner w 
erved Che dinner was fumous event, bor 
- 4 -_ Cry : 
MRS. JAMES LACEY dering almost upon improvidence nd one 
Of St Louis show i smiling countenat m the 
foreground Mrs \ H. Childs (") iz 
ridiatinge good humor on the extreme 
ett 
et, whe juaintance was cle laints 
freshmet 
Duesday rmming special cars took the 
lies to Harvard University. where two hours 
were spent delightful pilgrimage In the 


itternoon iutomobiles ver provided 

















it thie 
s & d ‘ 
n 108) vor 
str s | d \ 
S Riv () 1 v Hor 
il back 
VRS. MANN VRS. COANE RS. ROBERTS men 
MRS KING VERS HERR na MES 1OOEIN ()y ursday \\ 
SON, read ge SIXt — ride — t Braebu ( untry Club I 
ved b | 
nd the party taken for sixty-mile di progr 
through the historical sect f the city . \ ere tal 
suburbs Mi 
Wednesday, the day ppoimnted tor tl tri \lr S R.S. Bau n Kine'’s Beach. Lyn 
down the bay. broke wit liscouragi 1 n | On hb 
tall, but hy 12 vclock the skies were uven rn b ~ 
ind conditions p ect Special cars conveyed nay vere present by Mr Bauer | 
the entire company more than 400 to tl S ! tri t] 
locks Old ¢ \ nd by 2:30 
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Advertising for the ‘Retail Stationer 





Address of Charles E. Falconer. 
fined to t : tems al d a very littl 
I He l it realize 

I g b undoubtedly though it may | mpat 
ui 4 be wasted in ad n t ssemblag f intelliges 
ertis! \ xp 

d Pe t i it is ju 

s true that judicious, attractive, clever, en 

ightening, p is made in 

ens« I tu viduals whos« 
goods had 1 ut \ lutely unknown 

» the publi d would e had but a lim 
ited market, if any at all, unless properly ad- 

ertised \s Willham Jennings Bryan says rrogate t myself empiri 
The n t business with 

ut advertising is like the fellow who throws ethods ar nstantly 

is sweetheart silent kiss in the dark htl hed 

From. child! has had my vast sphere and been sometim« stung by t 
irnest and critica ittention, and I have ex | 

yerimented in many lds with some 
successes | eT partial o1 ys t you, | ping t 2 
omplete Phe t blinded m 

» possible merit in untried ms or methods 

r have the failures discouraged me to the 
point of abar ning dvertising in general 

soth success: nd failures, for which I have 
paid a good pri hav me that most 
valuable, though intangible possession which t 

n be btait n no othe vay—experience but t ctual me s of the 
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TYPEWRITER 
CARBON PAPERS 


‘“‘and we can prove it.” 











Sold at the lowest possible 
prices, quality considered 
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appreciate the necessity for possessing and 
benefitting by the use of the vast number of 
other items carried in the stationer’s stock, 
unless his attention is called thereto. Few 
stationers could make a living from the sale 
of the staples alone. The existence of the 
many time-saving and labor-saving devices, 
novelties in leather, glass, wood, and metal, 
filing devices in paper, wood, and metal, num- 
bering, dating, and punching machines, clips, 
fasteners, thumb tacks, wax, rubber bands, 
rulers, rubber stamps, playing cards, post 
cards, games, waste baskets, desk trays, dupli- 
cating and copying appliances, typewriters, 
fountain pens, ink pencils, crepe paper, and 
improved forms or grades of all these and 
innumerable others would never be imagined 
by the public unless its attention was attract 
ed by some sort of advertising. Hence it 
will readily be granted that of all kinds of 
goods to be sold, those carried by the retail 
stationer more than any other dealer require 
to be well advertised and displayed or they 
will remain unknown, unsought, and nothing 
but dead stock on his shelves. 
The housewife must have flour 
salt, soda, spices, matches, meat, and 
tables. These are the raw materials 
which she concocts the appetizing dishes that 
enable her family to live, move, and have 
their being in the great workaday world. She 
instinctively finds the nearest grocer—no ad 
even a sign—she 
nest, or the 


soap, sugar, 
vege 
with 


vertising is necessary, not 
finds him as the dove finds her 
buzzard finds the carrion, or the water finds its 
level. Her need is urgent, the support of life 
itself depends on her being supplied 
She arrives, we will suppose, for the first time 
into the neighborhood 
establish 
ments selling the goods she is seeking. One 
is dingy and unpainted. The long, unwashed 
windows are small and old fashioned Sehind 
them a pile’of canned vegetables with faded 
and fly-specked labels, a couple of half-filled 
boxes of evaporated fruits plentifully be 
sprinkled with dust and dirt, a chest of tea and 
a bag of roasted coffee with contents exposed 
to air and dust, and, to crown all, an untidy 
young man clad in a filthy, meat-stained linen 
duster, lounging at the entrance, fill her with 
disgust She turns het opposite 
side of the strect, when quite a different spec 


wants 


having just moved 


She sees on opposite corners two 


gaze to the 


tacle presents itself Broad plate glass win 
dows, shining and spotless, closed in on ali 
sides, the base of white tiles, scrupulously 
clean \ variety of tempting articles with 


bright labels, tastefully displayed, everything 
that dust or air could injure carefully pro 
tected by a sheet of glass, all metal fixtures 
polished to perfection. A glance into the in 
terior reveals a clean, inviting neatly 
attired clerks, everything attractively arranged 
in the best order, and, of course, many custo 
She enters. A _ polite salesman with 
pleasant countenance advances to 
With satisfaction and pleasure sh¢ 
customer is 


store 


mers. 
alert and 
greet her 
gives her 
made. 

This is happening every day 
such a business as groceries, where wants are 
pressing and many things unfavorable must 
frequently be overlooked for the sake of con 
venience, the influence of cleanliness, attrac 
tive arrangement, neat and up-to-date display 
upon the prospective customers of the sta 
tioner can hardly be estimated 

In order to sell his goods it is most import 
ant that the stationer shall induce those to 


order \ permanent 


If it is so in 


whom he wishes to sell to enter his store. Be 
fore he invites them there he 


should see that 
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com- 
well 


have a 


all things are ready. He must 
(“goods 


plete and well-selected stock 
bought are half sold’) tastefully arranged on 
shelves, counters, and tables, and hung about 
so as to attract and even compel attention 
without obstructing the view or seeming out 
of place. The stationer is above all things the 
apostle of neatness, order, and system, and he 
must practice what he preaches and show 
forth throughout every department that he be- 
he wants his customer to believe 
his busi 


lieves what 
He must not ever be inconsistent in 
ness, or he may create distrust, like the foun- 
tain pen salesman who on his first trip showed 
kis samples to a prominent merchant, demon 
strated their superior qualities, their good 
value for the price asked, the excellent profit 
the dealer would receive on them, and was 
told to enter the merchant’s order for five 
gross (an excellent sale). Out came the order 
book, down went the order—when suddenly 
the merchant exclaimed: “See here, my friend, 
I don’t think I want those goods, just cut that 
order out!” Horrified, the salesman tried to 
induce him to allow the order to stand, but 
without avail; the merchant was firm as a 
rock, and the salesman had to depart sorrow 
fully without the order. Curiously the old 
bookkeper standing by observed the whole 
transaction. “Mr. Blank, tell me, why did you 
cancel that order? Weren't the 
right?” “Yes, they seemed to be.” “Wasn't the 
price all right?” “Yes, the price was all right.” 
“Then why, Mr. Blank,” said the amazed clerk, 
‘did you that order?” was 
the reply, “he wrote it down with a lead pen 


goods all 


caucel “Because,” 


cil.’ 
If you are offering for sale loose-leaf ledgers, 
your own accounts that way. If you 
wish to sell vertical letter files or sectional 
filing cabinets, be able to show the system in 
The same applies to every 
If it is good, show your con 
How can 


keep 


your own office. 
thing vou sell 

fidence in it by using it yourself. 
you expect others to believe what you say of 


your goods unless you show forth your faith 
by your works? 

One of the strongest arguments against 
liquor drinking is the manufacturers them 
selves. As a class they are most temperate 


indeed it is said of many of them that they 
let the stuff pass down their throats, 
Do not hand 
give satis 


never 
they know too much about it. 
that know will not 


an article you 


faction. Sooner or later you will pay dearly 
for it if you do. A countryman entered the 
shop of a merchant and asked to be shown 
some boots. After looking over the stock h: 


selected a pair, but before paying for them he 
asked the merchant if he could recommend 
them as a good article. Receiving 
surance of their good quality he paid the pric« 
and took away the goods. Shortly after, with 
the boots on his feet, he was caught in the 


every as 


rain, which came down pretty hard. To his 
dismay before very long first one sole and 
then the other began to let in the wet, and 


finally came away from the uppers entirely 
Indignantly he sought out the seller and de 
manded back his money. “Was you walking in 
dem boots?” inquired the merchant, who was 
not a native American. “Walking in them? Of 
course I was walking in them!” said the buy 
er. “Well, well!” exclaimed the seller, “walk 


ing in dem boots! Why, man, I takes them 
back not at all! I gives you back no money! 
Walking in dem boots! Why, man. dem’s 
cavalry boots!” 

Before you begin to invite customers to 


attractive 
and neat 


sure 
we 1] 


you have an 


lighted, clean 


vour store be 


ry} ce, that it is 


from floors to wall and ceiling, that the show- 
cases, cash register, and other fixtures are 
polished and dusted to perfection, that your 
stock is kept free from dust, conveniently ar 
ranged, and that every ‘clerk knows the loca 
tion of every article, that you have everything 
priced so that no mistakes need be made no 
time lost in looking up the price of unmarked 
goods, that your clerks are neatly attired. 
fresh shaven, shoes polished, faces and hands 
clean, down to the finger nails, and that you 
have enough help to attend to the wants ot 
your prospective customers promptly, in 
cluding some one to greet them pleasantly as 
they enter, discover their wants, and direct 
them to the proper person to attend to them 
When this is done you are indeed ready for 
business, and should begin your advertising. 
The most important advertising medium for 
a retail stationery store is the show window 
Some one has called it the “face” of the stor: 
The chief means you have of judging a pert 
son is by his face. It is the index of char 
acter; strength or weakness, firmness or vact1! 
lation, good or evil, purity or lewdness, 1 
telligence or ignorance, kindness or harshness 
gentleness or roughness, confidence or doubt 
failure are all stamped 
attracted or 


fulness, success or 


thereon, and you instinctively are 


repelled You like or dislike an individua 
iccording to the impression made upon you 
by his face. It is just the same with th 
“face” of the store [It advertises you and 


your business whether you display any goods 


in your window or not, whether your display 
is good or poor, whether the goods shown ar: 
It is in your window that you 
it kind of a merchant you 
are, and you will be largely judged by what 
is done or not done therein. For these things 
also make for our reputation that we do not 


priced or not 
can demonstrate wh: 


is well as those we do 
The final thing about a 
that it shall be clean at all times. 
fly specks, no grime, no dirt of 
ind dirt is simply “matter out of 
must be well lighted, by electricity if possible 
The light from 
illuminate the window, and the 
source of the illumination should be conceal: 
so that a mild, soft radiance 1s diffused over 
the entire display, and the observer's attentio 
lighting 


window is 
No dust, n 
any kind 

place.” [1 


show 


should come above so ast 


every part ot 


is concentrated upon it, not on 


l 


tures which dazzle his eyes and prevent hit 
seeing the goods 

The arrangement of goods should be car: 
fully studied, and a definite plan followed 
every time a change is made. The whole 
play should be harmonious \ few artic! 
displayed in quantity shows your ability t 
supply the wants of many. A great number 
different articles used for the same purpos 
shows the variety of your stock. In the 
place the observer is impressed with the id: 
that you carry plenty of stock, not sampl 


nly, and can fill orders immediately from st 
waiting on 


without a disagreeable delay 


tory shipment. In the 
with the idea that his 


second place, he is in 


pressed choice is not 


confined to a few brands, but that you carry 
every article of the kind he has ever heard 
f, and he can investigate the merits of eacl 


before purchasing. His respect for your st 
is greatly increased, and he becomes its chan 
when the matter 


other stores 


his friends 


against 
among 
Then. too, I believe in 


pion 
discussed 

: ; 
Put the 


window, so tha 


price cards 
| every article in the 
the observer can decide, after he 
tracted by its appearance, and a desire to pos 


afford ¢ 


rice on 


has been at 


sess it has been created, if he can 











buy it. 
Let the price 
price at which 
not a catch price, 


Passing on the stree 
department store 
trade, | was once 
sign on a beautiful 
the windows, on 
most prominent 


this was the 


ind as it seemed 


price, crossed 


is offered, for there 


not read from 


disgust when I 
plete read as foll 
ur metal bedstead 


enameled iron, 
n solid brass, 


I do not advocat¢ 
t if your good 


they may be purcl 


ing enti 
lone t 
i benefits 
ng disp 
ri | ition 
é ipphi 
} s+} 
. S 
, 1 ¢ 
ng per] 
( Regist 
t Pen ( 
a | 
b 
| ‘ ~ 
One the 
; . 
i 
Wi 
iy b t 
i lors 
< whi you 
} t wi 


Don’t deceive in 


slightest degree. 
article be the 


very article, 


ee sometimes 


> a pre minent 


the “cheap” 
an immense 
1 


stead in one of 
ires $2.50 were 


thought that 
le displayed, 


enty times the 
hat explanation 
rds that I could 
What was my 


e sign com 


sample of 


them in plain 


} 
trimmings ana 


show people 


essarily th 


ere, but simply 


to know the 
enter 


less than sup 


lacking to 
le the sale 


ustomer may 


is intention t¢ 


know of two 
i certain arti 
and in each 
article than 


ne is box files, 


ndence paper. 
y appears 


ns of attract 


rds, by means 
ry you wish 


ur goods, 
departments, 


“unerior to the 
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Made of thin celluloid in one piece, folding over the top of 

the tab and protecting it where it does the most good. 

The celluloid extends well into the body of the guide, thus 

adding great strength to the tab; and the round cornering 

of the lower edges prevents any tendency of the celluloid 
to split away. 
two piece Celluloid Tipped Guide or who are dissatisfied with 
the ordinary guide card. 


Celluloid Tipped 
Guide Cards 


Sample cards free to dealers desiring them for distribution among their customers. The 


prices will appeal to both dealer and customer. 


These guide cards can be furnished in any size or shape—with 
tips of any color—plain or printed with any classification desired. 


STANDARD INDEX CARD CO., 701-709 Arch Street, Philadelphia, Pa. 


A Tip 
on The Tab 


Instantly appreciated by thoce who used the 
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Typewriter Ribbons, Typewriter Paper, 
Carbon Paper, for all uses. 
ot TYPEWRITER 
SUPPLIES on the market 
ThE S. T. SMITH COMPANY 
Tel. 1164 Cortlandt 


We manufacture 


11 Barclay St., New York City 


Please send for our Catalogue and 
: Linen and Carbon Papers: also Price L 


THE TRADE 


Typewriter 


ot same. DISCOUNTS TO 


best line 


samples of Manif 


la 


st 


$s 











SAVE ROOM, 
TIME, MONEY 


Most convenient and 
ractical low- 
ter Stand 





Price 
$12.00 





sneivenle sts i inn Cabinet as 
Roll Curtain Front and 
Holder. Shipped K. D.; put together with 
Price 612.00 at factory. 

0 Catalog ('—(new)—wit money 
pp a Office Desks, Chairs, ete., ete. 
We make School, Church and Opera Seats, Lodge and Bank Ferniture. 
E. H. STAFFORD MFG. CO., 248 Adams St., CHICAGO, ILL. 
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Stamping and 

Embossing 

Press 










Progressive Firms Install The 


LITTLE GIANT 


Write us for “atalog, Pric , etc 


Canadian Agents: 






POWER PRESS 


Because—lIt will print and emboss at one oper- 
ation accurately from steel dies or plates 
faster and with more economy than any 
other machine of this character. 


Because—lIt has plenty of open feed room, allowing 
any size sheet to be fed with ease. 


Because—It registers accurately, giving the finest 
results obtainable. 

Because—lIt has all the adjustments in front of the 
press within reach of the operator at all times. 
Because—It enables you to make prices which will 

land the order at 


Because—lIt earns its cost in a short time. 


tter profits. 


Bring or send us your dies for a demonstration. 
MANUFACTURED AND FOR SALE BY 


Hawkins-Wilson Co., inc., 712 Sansom St., Phila., Pa. 


The J. L. Morrison Co., 
Cuban Agents: Arturo Hernandez Mejia, Havana, Caba 


445-447 King Street, W., Toronto, Canada 


Mexico Agents: Parsons Bros., Mexico City 
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changeable electric reading signs or the telau 
tograph. To the first because the letters ar« 
smaller, the changes more rapid, a longer story 
may be told, it may be operated in daylight 
just as well as at night, and the comparative 


expense is trifling. To the other because, be 
ing larger and the letters more easily read, 
more people can see it, and it runs continous 
ly without any operator till the power is shut 


off. 


Volumes might be written about this branch 


of advertising for the retail stationer Per 
haps the gentleman who is to follow me on 
this subject may tell you of other far bette 
means of window advertising than I have 


done, so I will proceed to the next important 


means of attracting trade, which is by means 
of street car signs. This is expensive, but if 
persisted in will bring grand results Pet 
sonally I can testify that on every occasion 
when I have employed it, my local sales have 
doubled within a year It is not always easy 
to trace direct results. Many people read the 
cards again and again, and may not visit the 
store or buy till long after the card has been 
withdrawn. Every one rides, and a card that 
is attractively printed or lithographed, with 


with 
bound to at 


lettering not too small and plenty or 
spacing, catchingly 
tract attention. | 
white the best combination 


and if illustrated the simpler the 


worded, 18 
consider black and red on 
for a printed cara 

combination 


effect Con 


of colors the more striking th 
centration is very desirable—you should not 
try to cover your whole line in either a gener 


al or detailed way. but select a few leading 
things on which you feel strong, or on which 
you have exclusive selling rights, tell your 


story simply, illustrate it by cuts if desirable, 


but have them chictly in outline, and always 
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muuple the rticle advertised with your name 

and place business lo get the best re 
sults street-car advertising should continu 
for at least six months, changing the cards 
weeks or every month at longest 


every two 
Use 


summer when 


particularly i 
riding 


Plan your campaign ahead, and | 


every Cal Im Commission, 


there is so much 


pleasure 


all your cards ready before you begi 
[ do not consider newspaper advertising 

more than slight advantage in the large cities 
My own experience is that it does not reac] 
the class of buyers who buy stationery, and 
it is also the most expensive of all. It must 
be very catchy and occupy large space, and 
be continued day after day and week afte: 
week, or it will be a complete waste of money 
Vien have very little time to read advertise 
ments, and when they are in need of anything 
go to the stores they have heard about in 
other ways than from the papers. Womer 
have more time, but even they do not all read 
the paper every day, but chiefly when in need 
of supplies, when they read all the ads in th 


paper and flock to store after store to pick uy 
their 
that in small towns 
benefit the | 
concentrated 
time, his 
read 
notices 


the bargains souls crave 


It is 
per ady 


possible newspa: 


ertising may cal station 
as the 


ind the readers generally 


ers, tor circulation is more 
have more 
idvertisement is more apt to be and 
trade to his store 
help to call attention to 


ind the cost 1s 


Reading 
his 


bring 


also advertise 


ments, not at all large 


Theater programs are fairly good for one 


i season—no morte It may be the 


irticle 
loose le 


binder for which you are agent. the 


engraving, yout 
Test it by a 
time, and 


quality of your printing or 
thing 


certain 


or some such 


limited to a 


promptness, 


special offer 


The “‘ALDE BARAN” 


Drawing and Copying Pencils 








The “OTHELLO” 


Copying Pencils 


HE 








MADE BY THE 


SWAN PENCIL CO. 


BAVARIA 


lead. 


‘“‘Aldebaran”’ 
smoothness and texture and durability of the 
Made in sixteen degrees, perfectly graded. 


A perhaps nishingly disapp 
\ ther prog re utterly worthless 
tally such e issued on 
sion, o1 ly 
I r in min¢ lvertising u 
ifter blow be s ck up tl 
it is the last ts ters \ 
went before ette the 
blow 
Billboards, wl you y t b 
correspondi alue, being 
ited as to quantity of m permitting fe 
changes, being » out of the way 
tion, and availabl« but hort time 
making a nam phrase well known tl 
re sometimes ble, as display n I 
made more prot ent than by any 
meal I do not msider them worth 
to the average retail stationer 
Moving signs on wagons or street cars, b 
ners carried along e streets, either singly 
In procession, grotesquely attired individual 
covered with re ng matter, “sandwich men’ 
bearing a_ billb front and to rear 
them, attract s ittention, but only a lin 
ited amount lr} not dignified, and 
less very striking but little good \ re 
cent instance ineffectiveness occurres 
in Baltimore wl cut-throat = stations 
posted a “sandwi in bearing a_ leger 
bout the “stati y combine,” and calling 
attention to his “15-cent box files” on the curt 
in front of one ur most prominent legiti 
mate stationers occupies a very busy 
( er and « s tly keeps in one wind 
display of b rked “25 cents each, 
$2.50 per doze Such pointed, underhand 
tactics evoked contempt, and 


the 25 


s ile Ss of 


ny but 


continued uncheck 


Drawing Pencil is perfect in 


The “‘Othello’’ Copying Pencil meets satisfactorily the 


demand for a copying pencil at a popular price, is of 
the required hardness, contains no grit and is not brittle. 


One fixed price to the consumer. An unvarying and uniform cost 
to the dealer, the difference a profit large enough to warrant your 
co-operation in popularizing these high grade pencils. 


Samples and prices on 


request. 


Stock ce ymplete and well assorted 


Technical Supply Co. 


40 East Fourteenth Street, NEW YORK, N. Y. 


Sole American Agents 








ightl eased ring the time 
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rt Have the Not every one on whom they call, but nearly 

itter stand very one. They are the best advertisements 

et your bind retail stationer can have. They are the 

lessen expense most costly, but produce the most for the 

ilogues oftenet \fter the salesman has departed, 

for the press vith or without the order, if he has done his 

, and you w rk carefully and tactfully, the catalogue of 

w issue should the house (for he gets a new one then and 

w that there or very soon thereafter) is examined 

way be nterest and carefully preserved, and if 

new issue, or it il orders do not result it is the exception, 
t the rule. 

keey i lime iails me to go any further into this 

sing e bit ct. I fear I have already taxed your pa- 

' vou send tien for which I crave your pardon, The 


man of the Program Committee recog- 

y ed the boundlessness, likewise its import- 

e il e, or he would not have arranged for two 

your store, papers upon the same subject. In conclusion 

em] ing | would recommend to you the words of the 

help f-made merchant in one of his famous let- 

s to his son—“This house expects only 

t ‘chest. three things of its salesmen—the first of these 

ne orders, the second is more orders, and the 

+ of | is bigger orders!” The best way to get 

You must im them is to let people know you want them, 

ure d t them, must have them, and the only 
that vou hav vay to do that is by advertising. 


uM A FOUNTAIN SHADING PEN. 

dag esses The device illustrated herewith is that of an 
ae / \utomatic Fountain Attachment for shading 
ns, the invention of C. A. Faust. 

This device is very simple in its attachment 
d operation, and has met with much praise 
the part of sign writers and others using 
hading pen, as providing an article of great 
venience. It is also a great time-saver and 


\ 
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\ FOUNTAIN SHADING PEN. 
increases the amount of work which an 
t can turn out 
Che ink feed is uniform and constant, being 
itively assured by a pumping action im- 
rted by a valve pin which pushes valve up 
en pressure is made upon pen points or 
ade. The perfection of the device is further 
. mpleted by a screw which regulates the 
lve chamber, as required to get the right 
unt of ink, according to size of pen and 
.: istency of ink being used. 
: lhe pen is manufactured and sold by C. A. 
J 


st, Auto Pen & Ink Mfg. Co., 40 Dear- 
born St., Chicago, whose advertisement ap- 
elsewhere in these columns. 





STRONG SALES FORCE. 
st [he announcement is made that Louis Ff 
nton, western manager for the Adding 
[Typewriter Company, manufacturers of the 
Dalton,” has added to his Chicago force, P. 
Shea and A. A. Meeker, formerly with the 
Chicago office of the Comptograph and who 
rved under Mr. Benton when he was man- 
ger of that office. 
[his rounds out, so Mr. Benton states, a 


orce in which he has great confidence. 


; 
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Trials of a Salesman 


Tips By A 


article in an 


York 


S will be seen from an 
other column, the New 
Education is seriously 

question of teaching Salesmanship next win 
ter in the evening schools. At first the pupils 
will study department organization, 
goods and values, and be “size 
up” customers. 

The question of teaching salesmanship has 
excited a considerable amount of comment, and 
criticisms as to the material value of such 
courses have been freely made. Many 
that salesmanship cannot be taught, and that 


Board of 


store 
taught how to 


argue 


a good salesman is born and cannot be made 
men and others that have 
Systems are strong in their 


Scores of business 
tried the various 
condemnation of the plan that wheedles money 
from those who can ill spare it, in exchange 
for what are as a matter ,of fact, mere copy 
book platitudes. Others there are, 
appended their names to letters which speak 
in the highest and most glowing terms of th: 
benefits they may have derived from “the 
course.” So opinions differ, and it may, or 
may not be, that salesmanship can be taught 

Personally I have no doubt there are some 
things in the line of salesmanship that can be 
imparted by without a 
doubt personal instruction is much to be pre 
ferred. A knowledge of the article to be sold 
must be demonstrated orally Ten minutes 
personal demonstration of a typewriter or an 
adding machine would do more than the cor 
respondence Then the “approach.’ 
What can beat an ocular demonstration? The 
actual showing how? The opening of the 
door, the entrance, the smile, the preliminary 
words, the presentation of the card, and the 
introduction of the article you have to sell 
Five minutes of this Missouri “Showing-how,” 
would be better than five chapters of “corre 
spondence.” 

I have known scores of men who began the 
“course,” and after a few lessons got the tired 
feeling. Possibly it was lack of acuteness, or 
a want of money that prevented them from 
continuing it. They preferred to get out and 
“dig.” They appreciated the “little sermons.” 
but believed the practical “plugging” was 
more to the point, and cheaper in the long run 
So the schools flourished for a time, and then 
their location knew them no more. 

Will the City Salesmanship Class meet a 
like fate? Not if it is conducted along proper 
lines. For the man behind the counter, the in 
door salesman, such a class might confer un 
told benefits. It would at least afford him an 
idea of values, enable him to study organiza 
tion, and at all events an effort might be made 
to teach him or her politeness. The latter is 
sadly lacking in the average indoor salesman, 
and courtesy to customers might be profitably 
studied by thousands of indoor salesladies and 


who have 


correspondence, but 


less« ms 


salesmen and untold thousands of would be 
salesfolk 
To sell an article to a man who comes to 


you with an idea in his mind of what he wants 
is an entirely different proposition to selling a 
man an article, which he has never seen be 
fore, never heard of, and has not the remotest 
idea of possessing. The one is “punk,” the 
other is “plug.” The former is “selling,” the 
latter is “salesmanship.” One only merits a 
commission 
The 
far the 


salary, and the other deserves a 
To teach Salesmanship then is difficult 
practical 


school of experience is by 


considering the 


lypetapper 


It produces initiative, a combat of nerve 
actual indifferences 
correspondence 


best 
and 
This 


‘ lass 


Strategem, against 


be taught by 


cannot iT 
work individual case mus 
be dealt with on its own individual merits 
No two cases can possibly be dealt with alike 


\fter and 


because each ust 


comes perseverance, 


two 18 de 


Initiative 
combination of the 


some times a 

manded by peculiar circumstances 1 heard 
fa case the other day, which may afford some 
slight idea of what I mean If there is any 


rs who has ever attempted to 
the office buildings 
the difh 


me of my read 
market an othce device in 
t the 

culties of the situation and the initiative and 


metropolis he will appreciate 


perseverance called for in its successful opera 


tion 
man had 
immediately 


In the first place the 
heavy bag, which gave him away 
to the starter or superintendent \s 
he entered the door he was spotted as a can 


young 


soon as 


vasset lie would have been ordered out 

the building forthwith, but his initiative stood 
him in good stead He turned to the dire 
tory on the wall, picked a name on the 19%! 
floor, and with a smile turned to the waiting 
starter, and said “On what floor is Cobb & 


Co.?” He flew to that office, boldly entered 


ind after a few minutes talk fixed one of his 
appliances to the typewriter. Out he came, 
and again his initiative worked. He left that 


floor and got off at the 10th, walked a little 
way, and then tackled another office. By this 
time his non-return was noticed, or possibly 
the last man on whom he called had advised 
phone that a canvasser was in 
\nyhow men were placed on his 
dodged them successfully for a 
he was waylaid at length, and or 
the building. By this time he 
or four of his appliances, and 
out to repeat the same pet 


the office by 
the building 
trail He 
while, but 
dered to leave 
had pla ed three 
protestingly went 
formance in another building. 
Next 
again 
him out 


morning he was in the same building 
The starter knew him, and ordered 

Here again his initiative got in its 
deadly work. He demanded to go and see his 
customer on the 19th floor. The man accom 
They together walked into the 
and in the presence of the starter the 
salesman asked how the appliance 
The starter saw it was a genu 
waited outside 


panied him 
othee, 
energetic 
working 
ind left the office but 
initiative again got in its work, 
asked his customer to give him 


was 
me cas¢ 
Meantime the 
the salesman 


the name of some firm in the building, who 
might be likely to use the appliances. The man 
gladly did so Into the passage came the 
young fellow only to run into the arms of the 
starter. “Down with you,” says he. “Not on 


said the young man. “I am recom 


mended to go to see Richards & Son” on the 


20th floor They argued, but they went up 
together The salesman said he had been re 
quested ll, and he attached his appliance 
while the starter fumed Another recon 
mendation followed, and the starter losing 


patience dragged him to the “office.” More 


arguments; but his perseverance was ri 
warded, they could not refuse him going to se« 
i definite prospect on a recommendation. D 
ifter day they followed him thus, but d 

after day he got into the building and did his 


collecting 


‘ 


business, sometimes on the plea of 
an account, and sometimes on a recommen 


dation 
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SPECIALTIES 






Correspondence. ) 


(By Special 


Cincinnati, Ohio. 
Che Columbia | 


present 


*honograph Co. at the 
ning of the month opened up a seq] 
irate department at 117 W. 4th street und 
the management of Russell L. Mitchell 
phonographs 


the sale of commercial! 


Decatur, Ind. 
Albert C. Hirschey is the inventor of n 
tablet making machinery that has aroused 
nuch interest here 


Elkton, S. D. 
H. Heintz is the inventor of two devices 
tying or binding together bundles of let 
parcels of any kind and has for an 
ynstruction which may 
securing bundles or let 


simple ce 


provide i 
be readily 
rs or other parcels varying in 
Escanaba, Mich. 
is invented a device in the 
wheel or disk, 
medium of an 


utilized for 
size 


W. Fraser h 
an amusing toy and means 


whereby throug! the 


ittached cord the wheel or disk can unfa1l 
ingly be made to travel upon its edge with 
greater or less velocity to attract attention t 


ind conspicuously display advertisements p1 
thereon 
Middlesex, England. 


Sawyer has an invention that relates 


duced 


W. J 
to apparatus for the display of advertisements 
and the like in the form more particularly of 
artificially illuminated, the 
provide means 
may be 


transparencies 
principal object 
whereby a 
exhibited 
the same 


being to 
series of advertisements 
automatically in succession withi 
space. 

Milwaukee, Wis. 

Special Correspondent.) 

The Schwab Stamp & Seal Company of 
Milwaukee has out unique cards to its 
trade announcing the removal of the company 
to the new quarters at 361-363 East Water 
street. The the well established 
firm has expanded wonderfully during the past 
i hange to larger and more 


( By Our 


S¢ nt 


business of 


few years, and a c 
convenient quarters was imperative. New 
pocket dictionaries are being given away as 
souvenirs to visitors at the new establis! 
ment 

. - 7 

> 
Che Diamond Ink Company, Milwauk« 


An amendment increasing its capital ft 


$50.000 to $100,000 


New York City. 


1 


(By Our Special Correspondent 


American \rithom Manufacturé 
buy, sell, operate and distribute calculating 


$100,000 B Becker O 


eter Co 


machines; capit 


Becker, C. Becker, Hoboken 


labeling 


ines. Capital $25,000. Inc rporators: H 

d A. Herrick, Chester A. Jayne, No. 157 
Montagne st t. Brooklyn; Raphael A. | 
N 12 West 103d stre New Yort 

¢e*« 8 

Tests wer recently in the Hob 
terminal of the Hudson Tunnel of new 

hange board,” which is expected t 
tate the selling of tickets and the retur 
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change to pass re l making 
ins slip down bowl-shap 
ment d, with t tick« I I 
with one hand at “s b 
[The new device was place¢ p 
yesterday morning 1 acc g 
sellers, th tid raft - 
about four time kly 
‘onditions 
| \. Hedley, { 
tunnel pany, 
test be TT de yT 
it pr es 5s 
i! I tl 
I live 
the Multiphone Operating (| 
been held since t Mult 
W 1 the | 
; at . 
M h 12 ld 
} yim my) +? 
ny of t nd 
ers the , wi 
l iffairs ( 
| y. Se pr 
ré edi: 
p 
Philadelphia, Pa. 
| P Carter’ In} C“amnart 
T ¢ 
4 
San Francisco, Cal. 
(Bw ( S . £ 
| Al S ( 
) + 
a 
» i ~~ ( ,¥ 


| tate 
el ici 
; y |} 
a ~ sit ( 
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h inge 
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1 ked up 
( 1] 
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the ticket 
moved 
dinary 
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| ll Welly? Inrmoven Foustans Fen 
= 


CLINCH GLIP 





| 





THE LUCKY SPOT 


| Perfection of Utility ‘‘New Idea” Self-Filler 


Always ready to write ‘‘New Idea”’ Air control. 
Filling clean < Bag pen and feed. ‘‘New Idea’’ Ink control 
Does not get out of order ‘‘New Idea” Ink replenishing. 


THESE POINTS SE LL PENS. 

















































| 
May 11 | “NO-LEAK.’ pen that can be 
nl ‘SOME INTERESTING INFORMATION FOR DEALERS. 
whom 4 a THE WILLIAM A. ‘WELTY COMPANY, Waterloo, la. U. S. A. eek je 
en at th 
“<<: [HERE YOU ARE! 
7 ‘ e 
the MR. OFFICEMAN, AGENT OR DEALER 
@ The AUTOMATIC DESK FILE No. 2 FULL LETTE R SIZE 
ili » 1 I { notte 34 Me opel! 6 inches anc 
mbridge, | | @ D COVER and DROP F AUTO 
O00 \ i( ( ‘ e tne or t I 
| q . it oT + ‘ it 
¢ i ) i > | i | 
ve . A _ Every Officeman Needs One for Live ‘ela 
are Mr and Unfinished Business 
ae c, ; q S mrolete for $10 00 If 1 
taken up, rm . - ' F _ ered pri 
ind than q We: © Osner © SpPecialen 
eee MATIC FILING CABINETS. 1 
pany wi ti waaay nat 
oo ' 
will pl THE AUTOMATIC FILE & INDEX CO., 143-147 Pearl St., Green Bay, Wis. 
e easter 
pany, n 
1M Yy + t P ® 
con ] 44 LA vy 
[ r 
Fe - pe sat 
finds t — 
Machi “MAKES A LASTING IMPRESSION” 
| No matter how good your machine is, unless the ribbon is a 
ing “Sterling” you are not getting the best results that can be obtained 
from it. We have been making ‘‘$terling’ typewriter ribbons for four- 
Pe ee teen years and do nothing else. In other words, we are typewriter 
treet 1 SPECIALISTS. If you want the very best non-filling ribbon 
. le, get the “Sterling.” 
Dealers wanting a line of ribbons that will do away with their 
1 Cc laints can find it in the ‘* Sterling. a 
Our discounts are t liberal. Write and get them. 
AGENTS WANTED IN ALL LARGE CITIES 
t eserve 
gain wid Office and Factory 41 West ((6th Street, NEW YORK CITY 
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Red Dwarf Ink Pencils 
Kant Fade Inks 


Make a profit-winning combination that enterprising dealers 
throughout the country are turning to good account 

THE RED DWARF is the original and genuine ink pencil, 
guaranteed for five years and won't leak in any position. It is 
properly made of the right materials and gives the service that 
the buyer of an ink pencil anticipates 

THE KANT FADE INK is the best Red Dwarf Fountain 


Pencil Ink in the world. It’s safety ink, acid proof, and is 
made in all colors. 


DON’T WAIT, WRITE TODAY 


For dealers, prices and discounts 


F. W. McINTOSH CO. caxe’streer CHICAGO 


Distributors of KANT FADE INKS and Genuine RED DWARF INK PENCILS 













“COTTON KING” 


(Trade Mart) 


Mercerized Silk Ribbons 


Made of fabric unobtainable by other manufacturers. 
If you have not handled these superior ribbons, write us. 


PEN-CARBON MANIFOLD CO. 


SS MINE ST., NEW BRUNSWICK, N. J. 





ORIGINATORS AND ONLY MANUFACTURERS OF NON-FLAKE TYPEWRITER CARBON 
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(By Special Correspondence.) 


Belleville, Ill. 
Wi B. Harvey f Belleville h 


to-day for Colorado Springs, ( 
ere he will resid 
Birmingham, Ala. 


The Commerci Printing (¢ 
Is avenue, Is putting In 
ommercial stationery This 1s 

vake tirm and they will make a strong 

business in stationery Manufact 

bbers would d vell to send the 
ues., etc 
Bluefield, W. Va. 
e Flat Top Book and Stationery C« 
ny of Bluetield \\ \ 3 has been 
capital st k f $25,000 
Boston, Mass. 
Mi nd Mrs. ] nston and Mr. Cayzer 
Visitor t the Boston convent! 
yone t | ( ( nye 
‘ 

\bner K. Pratt, president, and Georg: 
Damon, secretary f the Boston Stati 
\ssociation, Samus Ward and some 
proposed to hold some time in Sept 

linner, and ibly an outing, of th 

tion at which the wives of the member 
| be specially invited guests Phe 

t deve pt ] side the ass 

1 t increa eral efficiency t! 

the proposal ppears to be meeting 
p val among the members 
Brooklyn, N. Y. 

Max Blumenthal of Brooklyn is 

J. Josephson & Sons’ Company 
York City charter 1 by the State bey 
1 vith a f $3,000. to de 

speci 
Chicago. 
( 1 re st 1 vel | 1 t 
h of Sal ein M 
n. @) S pre lent o e Sal 
R uns Pay \ d d 
1 the Ss l < lV 
| n with ( v Z 
On ‘ et. W.] 
( pany, B Smith & Co., M 
Paper Company, Chicago Paper Com, 
Slade, Hipp and M y, the Paper Mills ¢ 
pany, the Keyst Type Foun dry and ot 
I state Circuit (¢ urt has ippointed N ( 
Rasmusser receiver of the Illinois Stati 
( mpany at R kford, Ill The cl 
$10,000 | ess will be « 
rily | er { b 
litor 
the St eba I i’ = 
July 25, A. C. McClurg & Co. defeated St 
berg, Allen & ( by score of 10 t 
ran heduled between P. F. Pettibone & 
Came & ( nt b 
‘ fi 
, : ’ 
Cincinnati, Ohio. 

Two young N York men, Messrs. P 

Schlorff and EF. M. Lara, have opens 
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ment store t 415 Man 
, particular thx K eufte Q 
lraw ng imstrul nts al 
Cleveland, Ohio. 
»y Our op Corres] 
P. Petty, put ising 
& H he 
it Bos 
s. Hat 
Kas ‘ 
ely bu J 
Forman, | & t ( 
s rt 1 . 
1 indicat 
MG lot, 9 
ent B 5 } 
iventi 
weeks H 
iven 
Boston ‘ 
mvVve 


Houston, Texas 


Book and Stationery ¢ 


Jefferson City, Mo. 


ry ~ ~ 4 re 
| ind Stat Treasurer Gt 
‘ a 

i hadi 
from July 

] est ? 

t i: 
went St 
many es 
ly is ' 

Kewanee, III. 
( | } 
} d 
Lorain, Ohio. 
J. Re l 
J RB br 
Milwaukee, Wis 
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iams Bookbinding Co., Manhattan, print- 

m ine! s motor driv \dd g, binding books, magazines, ete.; capital, 

f ipment at $30,000 Incorporators, E. Williams, Edith 
iams and G. T. Williams, Brooklyn 


, we Wu — \ meeting of creditors of W. M. Hasbrouck 
& | corporation, manufacturers of station- 
302 Broadway, was held yesterday at the 
e of William Allen, referee in bankruptcy, 
i 7 Wall street Many claims were proved 
: # d W. H. Sears was elected trustee, bond 
He was authorized to continue the 
Mi ] he ness for ninety days. Liabilities are $105,- 
oe mea 88, and nominal assets $97,445. 


tt et - 
< 7 ~ 


+ \ ‘ , ~ ‘ ; " > 
; ~ (tM) 


ind appliances erican Stationery and Novelty Co., New 
1 this lis b k, to manufacture stationery and novelties; 
bus pital, $10,000 [ncorporators, Samuel W. 
enbaum, 499 West One Hundred and Thir- 
fth street; Benjamin Gottlieb, 318 East 
Sets ees, oe . “ irth street; Herman Gottlieb, 400 Manhat- 
ren ; ahisbe ye enue, all of New York. 
a gas Pg i Portland, Me. 
ikbinding and stationery plant of Loring 
rt & Harimon, and clothing store of Has 
S al a \ & Jones, damaged $150,000 June 20 
7 ale Peoria, Ill. 
e Jocquin Company is now engaged in 
he stock and making variou oe ensive remodeling and enlarging of their 
immer 1 be made depart: t stat tore and warehouse When completed this 
Order ot O ling house of stationers will have the finest 
Fellow nd it wv for this positt t M re in Peoria It is a strong firm and Mr 
l of | \ t t focquin is one of the most popular men in the 
Portland, Ore. 
e Kubli Stationery and Printing Com 
uccessor to the Commercial Station 


New York City 
Saectel Com 
nd Printing Company. 
Rockford, IIL. 
rinse n Basti dinc tting lark C. Rasmussen, of the Chicago Credit 
CSS Se Geet eeneve en’s Association, was last month appointed 
cated in t mporary receiver of the Illinois Stationery 
a Cook county circuit judge taking 
er t llowing the institution of a friendly 
partment t by H. O. Hanson 
Spokane, Wash. 
if capital stock of Spokane Paper 
$50 


Stationery Company from $40,000 to $5 


Watermar t P Sioux Falls, S. D. 

s needless to say that every one who 
ted the new store of the Cataract Book and 
Ss enterprising rm tC tiie tationery Company, last month, on the oc 

his departs t n of their opening, went away highly 
ed, both as to the hospitality of the man 

as to the beautiful arrangements 
heir store During the opening hours 
vere treated to a delightful musical 

im by Wagner's orchestra, and every 
is presented with a carnation souvenir 
store was packed full of friends who 
$ lirector ferbert 7 me to see, and who went away admiring the 
| taste and hustling ability of the two 


\A tern ' ' | 
i ) ement and 


; bu ing men at the helm of this enterprising 
ess, and frequent congratulations were 
San Francisco, Cal. 
Our Special Correspondent.) 
stationerv trade shows little feature in 
Francisco this month, as the vacation s« 


By 


and general summer dullness is tn evi 

ind the business houses are buying mis 

us lines of office supplies only in lin 

$ M) juantities \ll the dealers are very hop: 


the future, however, and are getting 
stocks into shape for a busy fall Th 
in better condition than loca 


j 
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STATIONERY NEWS—Continued. 
ly, as the country activities, fruit packing, etc., 
are now in full swing 
* * 

H. S. Crocker & Co.'s new catalogue has 
just been printed, and will be sent to the 
trade within the next two weeks. A new lot 
of samples of the Crocker Quality ink is be- 
ing distributed, and some large sales have al- 
ready been made on this line. They also re- 
port a good blank book business. William G. 
Houston, manager of the Sacramento store, 
has returned from his vacation. Frank  T. 
Kennedy, senior traveler for the house, has 
just returned from the south, where he found 
business flourishing 

. * . 

The Carter Ink Company is distributing 
samples of its inks and specialties among the 
business houses of San Francisco, and in a 
short time will send a man to take orders 
All orders so taken will be turned over to the 
local stationer, who regularly supplies the cus 
tomer 


Charles Shearman, of the National Blank 
book Company, has just returned from Hon 
olulu, where he spent several weeks in com- 
pany with John T. Gilmartin, of H. S. Crocker 
& Co. Mr. Shearman had hoped to get back 
in time for the Commercial Travelers’ conven 


tion, but was unable to do so 
* * * 


John Dixon, of Cunningham, Curtiss & 
Welch, returned from the east about two 
weeks ago. 

* * > 

Francis Bratt, Jr., recently made a call on 
the San Francisco stationers with his line of 
pens 

* * > 

Isaac Upham & Co. have had an unusually 
large run on the Akbar line of typewriter 
paper and specialties, of which they find it 
difficult to keep a sufficient stock on hand. 

Troy; N. Y. 

Edward H. Lisk, Inc., Troy, manufacture 
printed books, stationery, etc.; capital, $50,000 
Incorporators, E. H. Lisk, Troy; N. L. Eigen 
mann; Grand Island; H. F. Inskip, Troy 

Topeka, Kan. 

The Hall Stationery Company is making ex 
tensive changes by way of adding more floor 
space to their immense establishment Under 
the able and genial management of Mr. Moore, 
the energetic manager, this firm has become 
one of the strongest in the west 


Wichita, Kan. 


The Goldsmith Book and Stationery store 


is a busy place nowadays About $7,500 is 
being expended in enlarging it and beautifying 
it Workmen are tearing out the old fixtures 


and the new store is to be in keeping with 
the improvements shown elsewhere in the city 

The store is to have a new front costing 
$1,000. A steel ceiling will add greatly to the 
inside appearance. New fixtures and cases aré 
to be added. Paper and paint will do the 
rest. A stairway is being cut in the rear and 
leads to a reserve stock and store room. Half 
of the second story will be used for the sur 
plus stock and a large supply of gymnasium 
goods 

A brick addition will be added to the rear 
of the store for a storage room 


ON TO NEW YORK! The dates are Oc 
tober 17th to 24th inclusive. The place, Madi 
son Square Garden. The thing. the Business 
Show. Be there! 
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Give Your Customers 
Present of $3.2 


You can can do it by selling the Conic Pencil 
Sharpener. It equals in every way the 
$5.00 ones, yet you can sell it at a good 


profit for $1.50. The Conic is the 


cheapest, smallest, most practical and the 
only nickel plated planetary sharpener 
on the market. It sharpens any shaped 
pencil rapidly and well. It does not 
grind or cut. but shaves. Simple 
construction, nothing to. get 


out of order 


You can sell a lot of 
The best and "Conics" if you will 
but put them 
in stock. 


cheapest pen- 
cil sharpener 


ever placed _ 
AN 


on the market 
at any price 


The Cut 
Shows Exact 
Size of the 
Conic Pencil 
Sharpener. 
It can be 
Used on 
Wall, Table 
or Desk 


H MFG. CO. 





You can sell 
the Conic 
where you 
could not sell 
any other 


Liberal Terms 
to Dealers. 


Better Write 
and 


Get Them 


41 Court St. 
Boston, Mass. 














ATTRACTIVE SANITARY BASE. 
oe ee ee oe ron For attaching correspondence to file 
in attractive itary base as shown in this ; J . 
tnatration The base is tight up-to-date in covers, attaching legal papers, invoices, 
furniture design. It is very strong and manuscripts, freight bills, etc. One “Easy” 
massive in appearance, and 11 pect to the Fastener will do the work of two of the old 
sanitary feature it raises the section above to . ? sd 
2 ct A So ee style fasteners, and do it ‘“‘easier’’, there 
a convenient Q Che shown 1s SIx 
inches high. It is also made twenty inches being only two prongs to bend. Standard 
hig! | distance between prongs; different length 
| rrongs; Great discount to trade for the purpose of introduction. 
| 
Manufactured by E, G. ROBESON, = ATLANTA, GA. 
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Making Typewriter Ribbons 





Under Your Own Brand 

















be pleased to figure with you 


‘ N 

Is Our Specialty v 

M 

B 

Whether you are a manu- E 
facturer, jobber or dealer, we R 
: i 

can interest you both in price N 
and quality. @ 
M 

Let us know your particu- A 
; c 

lar requirements and we will mA 
i 

N 

+ 

$ 














FORCE 
The “Utility” Dater 
Bronze Wheels 

Good fer 7 Years * $2.50 
Automatic Lever for Changing 


Date. 


A seif-inking Stamp 
that prints the date 


styLE NOV 26 1908 


clearly, legibly and in correct align- 
ment. No rubber. 














THE 


“Commercial” Numberer 


Automatid- Consecutive, Duplicating 
Steel Wheels, Solid Bronze Frame. 


Self-Inking, Accurate, 
Reliable and Durable. 


svt 123456 


4 Wheels, 24-Se 
5 Wheels, s.coO 
6 eels, BS.COO 








THE © 
“Sterling” Numberer 
Lever rated Consecutive Machine, 

Ss Wheels, Bronze F 


emZ-zroeorkt o2tz-BanvBcz 

































SHAW-W LKER SANITARY BASE 4° 
. , . , accordingly. STYLE 123456 
| top is characteristic of Shaw- (Whee, 2 a-S eo 
Walker progres his is ed white oak 6 Wheels, SS6.CO 
with pan cted pertect grain 4 For er 
effect he ‘ nee wari Send for Circulars describing t 
cong oo | rmony with || THE FRANK BAYER COMPANY 
t] test hi sk 1S SOLD BY STATIONERS AND HAND STAMP DEALERS. 
I j 
nee «fee eee Wm. A. Force & Co., inc. Makers 
illi NEW YORK F CHICAGO 
AN OLD POLICY | 22 N. Williams Street, NEW YORK CITY NEW YORK = Factory sss nO 
; gredheothrsigs®. reelager FORCE 
it t Ss ¢ ser ad- 
hi Boorum & 
Pe ( Tl I 
T 
vene I have found it RAN 
zrowt It also implies perfectiot SANs 
rit th BUT HAVE YOU 
b erified the finding of this perfection by examin- 
books. they ing the construction and testing the utility of 
t books THE 
r s, cross Eureka Bath # Cloth System 
“2 ne _ Perfectly nitary. No foul, sour 
ie ss a - iors: no mustiness; no mildew. 
= : oo Both baths and cloths remain 
b ey SO wholesomely tresh and clean. You 
n Blank will find not only this sanitation 
B nd ll a delight | great satisfaction 
he in ving clear, clean-cut copies 
oe as a result of even moisture. This 
Sak devi is durable, being unbreak- 
but urtes able and not subject to decay. 
oe EY PRET Es ace oe eee a 4 poi <i a They are Furnished in all Sizes from ‘‘Correspondence’’ to ‘‘Waybill.”’ THE EUREKA SYSTEM is the Dealers’ Advantage. 
al sendidlaealinien eee Meats mk deal There are More of Them In Use Than All Others Combined. 
mai . Write for the. eet. THE EUREKA BLOTTER BATH CO., 6215, 6217, 6219 Wentworth Ave., Chicago, U.S. A. 











FAULTLESS 
EVERLASTING 


On Records 






On Your 
Memory 





‘UTES 


ea) 


WL 














Cu aaaad 
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WIRE, 


Desk, Mail and Waste Bas- 
kets at Reduced Prices. 


Send for Catalog No. 40 


Buy DIRECT from the Man- 
ufacturer 


Progressive Wire 
Gioods Co. 
PHILADELPHIA, PA. 


ae: 4, WW 
iy a rr } 
eer sy 
ne tend 
528 Commercial St., 











THE AMBART PUNCH 


The Only Really Practical Office Punch on the Market 


Fool-proof — Indestructible—Convenient 


Liberal Discount 
To The Trade 


Send for Catalog 


THE BARRETT BINDERY CO. 


181-183 Monroe Street CHICAGO 
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A CESS STYLE ORDER — measut 








| ome time p _ it < eb ne re, 
been I sted agains us¢ ot the pri t t 
loose carbon sheet order b as ind crying nity ind eve re ) 
need for something more simp! ind = prt gina vhite b 
tical ! {) it s I I up I 
1 yal UF i ty b nal Ip 
is tl wo the ) ] t } O , 
fing 1 bi ie st Ins nS ~ 
betwe bet iking at de I 
iwain | t the rai ea ‘ 
itten hi f course, means twice t eal 
le | iken in duplicat ) F 
four every rder when order \ 
take | ite or i triplicat \ Ul 
carb ised lt lot, however 
imount me ¢ sumed in taking ord 
that s iggravating feature of | MINNESOTA —rireeerl CONVENTION 
eratin irbon sheet order book, but ry] Minnesot fankers’ Associat 
it ist itv of smutting the fingers wit! wuael on Dulutl 2 
the taku it very order that is most 1 nd 25 ind the large 
NOVinip probal 500) 
Many ittemipts have been made to invent lobby of t ~ ling Hot 
me sort of order book that would this tempor ey of pplianc ai 
long-left want ind thus facilitate rder_ tak ind outside es having ibit 
in bu ittempts at something practical in econventior 
this | proven futile, until just Christi & Printing ¢ 
y nice exhibit of Leopold desk Y & 
devices, | ledgers 
Universal Adding Machine, presided 
Ino. Christie, Jt nd Chas. E. Ellis 
lso handle tl \ddressograp! noha 
\I Rheno 
KE. C. Underwood sistant sales 
Fox Typewriter Co Was Intl ty 
nventior sed a \ 
( hristi | ( nal 
r @ Duluth 
The Elliott-l ibit was 
\. J. Asheroft St. Paul, ist b 
luge t the 
M. J. Murp 
{ Check \W 
IMPLE ACCOUNT SALES BOOK ul k 
ry ably 1 ( 
‘ Sip \K unt Salesbook ( by \W | } 
p \ rf ()] came out with then Sy tat 1! 
n N () 1 Chis is somethin Citi ! 
é rely s line and seems to d ; ) ( 
6 ] } it been EQ perp \ ( | 
M4 Pa t 
rl | is book he d P hy f ( 
ting t is bound im it and 1 S} rid ( 
t \ ( | f handling it wi Sy} \ 
the é b é ler is complete 
but falls into posit i S 
ut s B lhe | 
\ | 
| b 1 ith ub 
b . 1 simp 
speci ( vers é 'T 
r, wil h p | ) 
rt hinged at cy 
botton b ne eat { b V S | + ‘ 
i d lie de b 1 WI t \ A 
= ¥ s if ; \I wen p 
\\ —_ 
t Ing ] | IR 
1 p cab t vy bi VW rite 
‘ ible to make 1 ite r] P? ( | 
Ip It 1s wreat t ver, ( ‘7 
s1 t tl 1 styl 
b in its g 
p I ty duplic tr ( 
Icate | d ( Cor 
hook rf 
‘ CO} I | 
( | iT 1 bo ) 1) \I 
hi iff. lames - 
7 «5 ” ) ~ OSs } 
¢ 
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Cleveland Ohio 
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ting tl 
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S Ohi 
< t 7 
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St mi ly h 
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Los Angeles, Cal 
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1 Ss. ef 
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New York City 


Onn 
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San Francisco, Cal. 


ADVICE TO INEXPERIENCED 
TRAVELERS. 


Noutl \; 








An Advertising Man 


For Limited Service 


NE whose advertising 
ability has been de- 
veloped by, and is tempered 


with the practical experi- 


ence of selling on the road. 


One who can reduce into 
written statements the un- 
varnished arguments that 


carry conviction. 


One who will co-operate 
with your sales department 
in personal service, plan- 
ning and developing meth- 


ods of getting business. 


Only a limited number 
of concerns can be served, 


but each will beserved well. 


Formerly advertising 
manager for a business op- 
erating several millions of 
capital in an international 


field. 


Address 
K. B. Clarke 
45 Pine Street 
NEW YORK 





















(By Special 


Chicago. 

Through the occasional printer's error we 
stated that J. H. Wyeth, the  ex-Chicago 
pioneer business builder of Burroughs Adding 
Machines, was now Minneapolis-Smith Pre 
mier Billing Machine Agent. The facts are 
that J. H. Wyeth, the first to take up a 
Burroughs Adding Machine agency in the 
United States, the man who started the Bur 
roughs Adding Machine business in Chicago 
in about 1894 and who laid the foundation fo 
the present Chicago Burroughs sales, ts now 
general sales agent for the state of New York 
for the Comptograph 


* * * 


Correspondence. ) 


J. H. Wyeth has a splendid foundation laid 
for Comptographs in New York City and has 
about four hundred already in service As of 
old he has seldom lost an out and out straight 
competition deal and has landed some splendid 
large orders ilready 

* * * 

W. W. Wilson, formerly of the Universal 
\dding Machine Company and an ex-But 
roughs salesman, has severed his connection 


with the adding machine business and his 


later typewriter supple s venture in St. Louts, 
and is again in Chicago It is probable that 
he vill be closely connected with one of the 
strong adding machine agencies soon to be 


opened in | hicago 


L. E. N. Ogle has secured an interest in the 
Standard adding machine agency for Chicago 

Forrest H. Montgomery is still wearing that 
complacent smile that does not seem to come 
off Must be pretty fair business, anyway 


H. B. Wyeth, the general manager ind 
treasurer of the Comptograph Co., recently 
spent some days in New York City pushing 


the Comptograph patent claims of infringé 


ment against the Burroughs Adding Machin 


Co 


Now that the Chicago Comptograph agency 
in charge of the ex-tyvpewriter hustler | \ 
Banschbach, is settled t] re Is noticeable 
improvement and marked increase in Chicago 
Comptograph sales 
man has been added to the force, another ex 
typewriter man, and things seem to be steam 
ing up some Those who have a close knowl 
edge of E. A. Banschbach’s capacities and re 
sourcefulness are predicting som« unusual 
happenings before much longer, as they know 
he has now been on the ground long enough 
to have a thorough and exact knowledge of 
the whole Chicago adding machine field 

a 

From general conditions Robert E. Spangler, 
the ex-Universal Chicago sales agent, and now 
general manager of the McCaskey Electric 
Accountant, expects to have some marketable 


machines this coming November 
; * * * 


The Duntley Typewriter Adding Machine is 
coming along steadily and will be seen in the 


fall. 
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Cincinnati, Ohio. been compelled to retire owing 


1) | Perkins, who has been ror some time il] health, and he | is been succeeded 
sales manager for the Burroughs here, has re othce by two of his salesmen who 


signed to take a position on the factory sales connected with the agency for 


staff, and was succeeded in this city by F. D Messrs. E. M. Wymor and E. M. Greenfiek 


Wilde, formerly of the Burroughs Toledo of will make a strong pair to succeed 
tice Mr. Wilde has been very successful in) man 
Toledo, and in this larger territory will hav: Milwaukee, Wis. 
mple scope for his talents E. D. Haven. Milwaukee sal: 
ile the Burroughs Adding Macl 
FF. D wild was transferred trom 1 edo, returned from a ten day fishing 
Ohi July 1 to take charge of the local Baraboo Club at Birchwood. 
offic. f the Burroughs Adding Machine ( Haven reports t ne was 1 
DD. EK. Perkins, the farmer manager, has gone ‘ 
east spt ial work for the cor pp \ C s Man r | I role 
init n Michigan t the Burr 
Che | office of the Standard Adding ery much in ev it last M 
Machine ¢ has removed to the Lincoln Inn bankers’ Convention at Marauett 
yurt Louis L. Schultz, Jr., is in charge Michigan was oretty | wile fais 


Cleveland, Ohio. lown in the T: Country and 


\propo if the recent electric adding ma ti ¢ during rt of 
chine boom the Peerless Motor Car Co. has Mr. Brueler has su eded in fully 
exchanged its entire equipment of hand m xpectations o ( 
hines for the Net Surroughs electrics. This : 
chin | New - roughs ele I New York City. 
vas the result of finding after thorough tri ; 

: . H W vet pior 
that the increased efhciency more than offset meets 
‘ \I nv? = 
the slight additional cost of the electri 
1 1 eT t } 
tachment togranh Add states 
Detroit, Mich. RS ST ae 
. \ rster, general sal manager ¢ = at 7 : 
Burroug! Adding Machine ¢ vas ee arg 1] 
New York City recently on business ( : aveE 
ect it } comp \ Af , 
‘ 

; ? 1 

\ salesn ’ ‘ 

sit u t \ be« | 

B rth Mi r f H. | 


York B. J. Erb, Buffalo off bh Be a ii | 


Berk, Ne rk off ; C. J. Whipple, Cleveland Macl ' . : 
L.. Z. Gilbert, Atlanta office; L. A. Hen 
: , (sray I ut ( ~ 
ICcK nice nad | kK SD rn 1 11 — ( 
Phila ¥ . 
I \ \l ( 
* * * . 
. 4 { 
I ! \dding Machin ( | \ ' 
t Detroi Micl in Illinois, ¢ g ‘ , 
‘ SS imwp iw) nital it Tllis < $120 wv) 
> 2 @ 
\\ , 
I D. Vi ai ‘ . oh. ” it 
partment of the Br ighs, t k a tour tn his _ . 
; t \\ \ ( 
| mas-Det t | ty fro Detroit t S P 
: , ‘ 
1s i ( me, d ! July 
' , 
| 
M 1 Ro 


! ine t 1 ith nd t vas , - 
zood month at that! : 
Fort Worth, Texas. 
\ Smith ee ser of th, , \ . ( 
eports t bumper cott » 1S in A 10) “a 
to me © demand P Ray - marae ad p 
Cott S] he Br ughs cop! | a 7 
hyr storie ew é t Ss Ve tT b ’ mnt g 
ceed it es ed the “Cotton Belt very 
Reta I u S Itisa N Q Split ‘ f the N 
Nort e, split between the t ( 
sixth columns and arranged to list bale nun ry RB eerons va 
bers and weights simultaneously The “Cot a ree ae , 
ton Belt” representatives of the Burroughs market what ia 1 = 7 
company reports that this machine is going t ' hine” This 1 eg a 
have a tremendous vogue during the comi emeieune cad P ae 
Jacksonville, Fla. i a ieee Nee sen ali 
\. J. Doyle, of the Burroughs organizatior ntage in listing the various iteme 
has moved his headquarters from Sanford,  j, 1 total in tl rdinary wat 
la., to this city tion securing wae eee 
Memphis, Tenn. totals previously 1 rded 
P. B. Lyon, who has been sales manager, " e'* 
first in St. Louis and then in this city, for the Beginning with 1 Ist of July 
Burroughs Adding Machine Company, has lding and substracting attachme: 


ov 








i rated 
lype r 
J Way 

Y ork a } n 
Ad ) 
typ pub 
if t i issu 
n 2 
p 


Pittsburg, Pa. 


’ ’ hi +} " ++ ; +? 
1iCS!1 il iil Lilt Lilie 


formerly employed at the Burt 


Providence, R. I. 
formerly 


the Burroughs organization 1 


en t 
dence, Ssucceeaing | E. W 


has been made sales manager 
Md 
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e sub-agenc 


—Continued. 


Kemington 


in New 


the Dudley 
Underwood 
ull details 
This adding 
y be incor- 
the 

junior 


Burroughs or- 
Sharpe was 
ughs factory 


member of 


n Boston, has 


>y at Provi- 
Mdward, who 
Baltimore, 


San Francisco, Cal. 


Busby, of the San 


F. M. 


the Burroughs, won 
man’s prize in the Burroughs s 
contest for June, 1908 Mr. Bu 
ly sold eighteen machines, m 


per cent of his quota Mr. B 
ible showing is a still 
the efficiency of the California 
* * * 

Business in adding machines 
as brisk as last month, 1s still 
e city is ré 
of the 


very satisfactory 
than the country, some 
side towns reporting good sal 
Just at present it 


few weeks I 


deal of work to close 


numerous, and many of the 
houses have signified tl 
ch 1g machines 
tl permanent locations 
situation is very promising, and 
looking for lively times durin 

few months One f the 
{ g la g en 

* 

The represen f the ( 
p ome in t 
ou k is be 
tir 
* 


sales, but pré 


francisco oOlfl- 


the $250 sales- 


iles department 


sby individual- 
king over 300 


usby’s remark- 
further indication of 


rganization. 


while hardly 
on the whole 
latively slower 
agents in out- 
es in the last 
takes a good 
ispects are 
cal business 


tention of pur- 


they get into 


Altogether, the 
ll the agents ! 


g the next 
ts here is ex 


“omptometer re 
nsider that the 


for a long 


(Adding Ma 


~ 


e man, San Joa 
juin Valley | d month. He 
he b< tion of Taft 
be of dding ma- 
busit 
* 
I Comptog ( yw repre 
, in S | D. Newman 
1 7 A H } ted at room 
208 of the } ner Second 
and Mar! I ing out a 
g te rt lots « 
pr t I vy Compt 
9 , lays, and say 
¢ they ¥ large demand 
f the | leased with 
th ss tl i taking up the 
Cc ora } territory They ex- 
pe t u I Ang territory in 
about two week 1 may t agencies in 
San Jose and Sacr t Their agent in 
Fresno } had [ gly large business 
for a tow 
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price. 






Manufactured by 


With the assurance that it 
will meet with the approval 
of your most exacting and 
discriminating customers 
you can recommend 


DANISH BOND 


A high-grade paper at a moderate 
Made so well that it 
HOLDS TRADE. 


Nine Colors and White. 


B. D. RISING PAPER CO. 


HOUSATONIC, MASS. 
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Something New 


“Unique” Brand Ribbons and Carbon Papers 








COPYRIGHT NOV. 9, 1906 
L 13,275, BY O. R. BROWN 








A Mineral Inked Process 
High 
les of Light and Medium we 


me, Write lor price 


Grade Goods 


<cting 
es : 
LIN: il 





t Papers, then after 





Our 
Traveler 








0. R. BROWN COMPANY, Indianapolls, Ind., U.S.A. 
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ADDING MACHINE NEWS.—Continued. 
Adding Ma 


business 


Burroughs 

that their 
absence ot J 
and 


The salesmen of the 
chine Company report 
keeps up, notwithstanding the 
EK. Egan, who disappeared some 
has not been located. The organization shows 


time ago 


great loyalty to Mr. Egan, and all the men 
are confident that he will return before long 
They are carrying on the work without 


to do so for the tim 
Egan will return and 
efttorts 


hitch, and will continu 
being, hoping that Mr 
benefit from 


Toledo, Ohio. 


been Sal i 


reap some their 


Fe. D. Wilde, who man 
for the Toledo office for 
past year and a half, has been transferred t 
the Cincinnati office, and | \ 
formerly of the Springfield, Mass., offic 

taken the territory Mr Hennick has 


nas 


Burroughs during t 
Hennick 


new 


been salesman under the Fisher & Fowlet 
branch office For a long time he ha t | 
high in the ranks of the quota getters in tl 


Burroughs organization and he has received 


much merited promotion 

Sales Manager R. N. Ahern of tl Bur 
roughs reports that Eastern Canada is cor 
mencing to show a better prospect for bus 
ness 

> * * 

| E. N. Ogle. an ex-Burroughs salesn 
has recently acquired a half interest in t 
Chicago Standard Adding Machine Agency 


his, too, is a St. Louis concern. While busi 
ness has been quiet with them during thes: 
hot summer days, yet they look for = mor 
business during the coming fall months 


* 


} 
(hicagy 


The large output of the enormous 
Felt & Tarrant Plant (Comptometers) has al 


most held even with the last year’s output 
And that is saying much for Chicago's add 
ing machine pioneers Their business of 1907 
showed almost 80 per cent increase over that 
of the previous year, 1906 

The capacity of the plant in full operati 


comptometers per day 


would be about fifty 


Chis first successful adding mechanism w 
invented, perfected and put on the market 
( hicago in IS882-1886 It was the first con 
mercially successful adding mechanism ever 
conceived and to-day holds its own in 
without real competition 

In some ol ir previous tissu ‘ 1” 
wested that a weather eve be | 
typewriter man who was getting under head 


ng 
ichine business 


way in the adding n 
other than the Successful Comptograph sales 
manager, Ik \. Banschbach At that tin 


Comptograph Banscbach had just mad ean 
sweep of the equipment of adding machin 
the Colonial Trust and Savings Bank of Cl 
cago and put in full, improved equip 
his Visible, Gear Driven, Enduring Compt 
graphs 

And now comes his second victory Sor 
more old style equipment is taken t t 
National Bank of the Repub ( 





and six more of Banscbach’s 


Driven, Enduring Comptographs 


in their places 


Still another new, ageressiv« d pr 
adding machine recruit has been enlist 
the Chicago Comptograph sales off nF 
Browning, a well-known Chicae bu 
man and a man who promises t ] 
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hi A HAUNTED STENOGRAPHER. 


rap! — cs \I nawet B nscbach \\ el | first e¢ said LY uny 
earning 2 ad ste X 
The « Univers Chicago sal manag yraplhie tol 
Robert | spangier, now gener ] manawer tor Itet tine | ne mvsel!l taking 
the McCaskey Adding Machine Company, a1 gray tes tl 
ther promising Chicag Iding machi eady mie uite ft t ug L tine 
plant ar luct, has been pushing things more hh y t 
ilong ver teadily and expects to be able to t typewritel 
show t tput before many nN t aot | in 


mont! 


A LESSON FOR ADVERTISERS. Pace a d 


One Man Who Didn’t Fall Down and What 
Became of It. , re 


Mere is { d for thought for t re 
ee . i 
dv t t 1 ny ' S +} ‘ 
| 
‘ ; ; ‘ o ’ lly « ¢ ' L 
oming \ 
Durt ) ber the lers received | ‘ 
Doug B & Shoe Company, of Brocl , 
\l iH seaue ‘ if the bus 
lepress wing the p The advert : 
ng 1 that ‘ nceern mentione ‘ 
he matt (y r Douglas d sk } 
is lary ethe maer the ink mstance F 
thev s place the usu mount f adve 
, the st d sumn mont 
’ ' 
(;overt Len ‘ deree ~ 
tf) re 
re ,) per ent in t ( mount ip] 
, P \\ 
priate ne, «ce ring t t u ; ; 
increase Ww | help t vercome the untay wie s 
ble busit out k Chere w considerab 2 
kepticisn Rment il —— er Sea 2 Cs WITls KIN 
SKC ptlicisn ) l tiie ré lit imonest tie pri = 
cipal employ f the Douglas ¢ But the rt t 
, , t ‘ | t 
sult showed most n immediate Dror 
ment in business, whi s now averaging m« ; , 
; is , vhen « «2 
than last vear nd that too, during unusu zs 
ley] ’ mebody t R taking 
dull mont! 
Thus t business sagacity Govert dso via 
| | 1 ¢ l tyvpewrite t () 
Doug ~ ~ vercome the | re mes 4 : 
t } 1) 
gin 
S 1 1 ' < ) ' nt ; ; the 
pt prove ( r ; 
nat ni The ertising2 mat ve 
t \ \ tvp \ 
( ; |) ¢ S ext S the phen el ‘ 
‘ ’ : 1 ) S \ \ 1 \ 
I I | les \\ »1 by all the rules o 
1 ne i id ( beet decre Ss ' 
s ent uced by tl increased adve 
tic () vertis he vere drt 
re . 
! rns d 1 nv of thet rime . 
ustol \ induces to pat? t! 
Dou S } us¢ t was n t 
rT | tT? ‘ 
es 
| val Hine Company ot Grat R 
s. Michi = nutactur ( \ 
| ’ ‘ elke 
bb ‘ \ ( t 
t 
W< ‘ n ' thie ‘ 4 
! mine 4s tit le 
' ration a¢ ‘ r , 
] ‘ npanyv ly it S 30) OO 
t en at t \ lls 
~ ld Ie ic ¢ P 
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) 1 Si edit S 
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WATERMAN'S IDEAL IN MEXICO. 








ré 
the Ci 
Co. in 








ENORMOUS 
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PENCIL CONSUMPTION. 
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HOW ABOUT IT? 





tf you have nes 





d seen some of the gor 
things at the Boston Cot 
vention, but unless all of 
you have seen the American 
Sectional Furniture Co 
Line of Files, you have not 
seen one of the best thin; 


dealer 





Our Catalog on Request 





Write to-day with a view 
ecuring the Agency f 


AMERICAN SECTIONAL FURNITURE CO., Minneapolis, Minn. 


Chicago Agency 79 Lake Street 


EES Y ij / 
¢__.°-N ae 
“,.. ——— YY = 
Y= —WW — 
H/ aN . \\ }, § 
KK @ lin 
\ LW. Y), iT 
\ \ SF Sf fi i] Y 
\\Y 
LIKE ALL OTHER PRODUCTS BEARING THE \\ 


‘“ROCKBARNES” / 


TRADE-MARK MEANS SOMETHING BETTER THAN 
YOU HAVE BEEN GETTING. MADE OF WRITING 
PAPER. Not the soft finish book paper with which you 
are familiar. ALL ROLLS GUARANTEED 250 FEET 
WITHOUT BREAK. PERFECT WRITING SURFACE 

FREE FROM LINT. Packed 24, 50 and 100 Rolls ina 


Case. Widths 2-5 16-—-3=15 32. Write for prices and samples. 











ROCKWELL-BARNES CO. 


800 Baldwin Building CHICAGO, U. S. A. 























(By Special Correspondence.) 


Boston, Mass. 

The Stearns Desk Company has 
corporated with a capital of $20,000 and will 
engage in the manufacture of office 
and desks. The officers of the 
Herman L. Stearns, president and treasurer; 
C. H. Dyer, secretary 

Brooklyn, Mass. 

The J. Friedland Company has been incor- 
porated here with a capital stock of $5,000 and 
will engage in the manufacture of office fix- 
tures, furniture and other office equipment. 
The incorporators are J. S. Klar, Jos. Fried 
land and Marcus King. 

Cambridge. 

In Cambridge the large manufacturing plant 
at the corner of Albany and Pacific streets 
has been leased to The Library Bureau, now 
located at corner of Atlantic avenue and Con 
gress street, Boston, for a period of twenty 
years at an aggregate rental of nearly a quar- 
ter of a million dollars. The plant, which 
was constructed by the trustees of the Joseph 
G. Russell estate especially for the Hutchins 
Votey Organ Company, was built within three 
years and is one of the finest factories in the 
country. It is brick in the latest style of mill 
construction, is 210 by 95 feet in size, three 
stories high, and fitted with a steam heating 
plant, electric light and power, etc. A side 
track connecting with the Grand Junction 
Railroad is built. Additional floors, giving an 
increased area of floor space aggregating 80, 
000 square feet, will be constructed. 

Cincinnati, Ohio. 

The Globe Wernicke Company 
the following new agencies appointed by the 
company for the month of June: 

Idaho—Idaho Falls, Dinwoodey 
Ltd., B 

Ind.—Elwood, R. L. Leeson & Sons Co., B. 
Mass.—Beverly, A. C. Lunt, B.; Hyde Park, 
Burnes Bros., B.; Lowell, The Robertson Co., 
B.; Malden, Clifford-Black & Co., B.; Marl- 
boro, Alfred Haynes & Co., B.; Quincy, Hen- 
ry L. Kincaide & Co., B.; Salem, J. L. Lou- 
gee Co., B. 

Miss.—Booneville, W. K. McMillan, B. 

Mo.—Gallatin, Pettijohn Bros., B. 


been in 


announce 


Furn. Co., 


Mont.—Livingston, Krieger Furn. & Cpt 
+ © B. 

Nebr.—Wayne, Johnson Furn. Co., B. 

N. J—Union Hill, William Gulden, B. 

Ohio—Jackson, Jackson Furn. Co., B. 

Okla.—Clinton, Clinton Furn. Co., B. 

Okla.—Enid, W H. Stewart’s Book 


Store, F. 
S. D.—Sisseton, T. W. Cahill, B. 
Utah—Lehi, Peoples Co-operative Inst., B 
Va.—Clifton Forge, Smith Bros. Furn. & 

Casket Co., B 
Wash.—Colfax, W. G. Busse, B 
Nev.—Reno, Menardi Stationery Co., F 
Agency Changes: 
Ark—Van_ Buren, 

Hunt & Ayres. 
Ind.—Columbia 


Chas Ayres succeeds 


Helfrich suc- 


City, W. F 


ceeds Fox & Helfrich. 

La.—Jennings, Noble Furn. Co., succeed E. 
M. Scott. 

Mo.—Aurora, McKinley Bros. succeed J. G. 
McKinley. 


furniture 
company are 
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Royce Bros. succeed H. V 


N. ¥ Watkins, 


Haas 

Ohio—Ottawa, Cartwright & Heringhaus 
succeed Cranfis & Cartwright 

Okla Anadarka, M D Miller succeeds 
Gish Bros. 

Okla.—Blackweli, Tharp-Wallace Furn. & 
Und., succeed Tharp & Scales 

Okla.—Norman, Meyer, Meyer & Morris 
suicce¢ de d Meyer & Meyer 

Va Harrisonburg, T. J. Houck succeeds J 


P. Houck 
* . 
\. J. Thorne of the Safe Cabinet Co. has 
removed from this city to Chicago, where he 
office for the Safe Cab 


has opened up a new 


inet Co 
* * * 
s re-employment day in Cincinnati, 


July 1 wa 
organiza- 


inaugurated by the local business 
tions for the purpose of reviving business. In 
this connection Manager T. B. Linnard of 
the city sales office of the Globe Wernicke Co. 
and an 


reports in improvement in business 


increase in the number of inquiries from pros- 
pective buvers 

s 6 2 
furniture 


Pension 


furnishing the 
new 


The contract ior 
and othce equipment for the 
Land and Indian Service office in Washington 
has been awarded to the Globe-Wernicke 
Company of this city, in competition with five 
The order calls for nearly 

sectional filing cabinets 
Rockford, Iil. 

The Forest City Furniture Co., Rockford, 
Ill., are bringing out a line of sectional book- 
which will prove very attractive to the 
12 designs, all grades 
solid mahog- 


other bidders 
$10,000 worth of 


cases, 
dealer. They 
and finishes, colonial, 
any, oak, Leaded or plain glass doors, ete. 

This concern has a new device recently pat- 
ented by them for equalizing the moving of 
doors in vertical sections. It is the most posi- 
tive in its action of any we have observed, in- 
suring that the door slides evenly and with- 
when opening or shutting 
San Francisco, Cal. 

H. S. Crocker & Co. are still getting a good 
steady trade in the Globe-Wernicke filing cab- 
inets, but they look for much better things 
in the fall, when more of the business houses 


come in 
mission, 


out binding. 


will need new equipment 
. * . 
. * * 


Sanborn, Vail & Co. are pushing the Shaw 
Walker one-drawer vertical file, which has 
gained popularity, and is in good de- 
mand business men who do not need 
the more outfits 

* * + 

Yawman & Efrbe’s San 
has had only a moderate 
store on Mission street during the last month, 
but the outside men are getting very good re- 
sults. The company has an attractive display 
n its window. which has aroused considerable 


great 
among 
elaborate 
Francisco branch 


business at its new 


interest This shows the entire process by 
which the Y. & E. cards are made, from the 
linen rags and raw chemicals to the finished 
nd rule d card 

. 7 * 


The desk still dull in San Fran 
nd prices are by no means firmly held, 
but there 1s some latter 
respect. The final Milton 
Hayneman & Co.’s immense stock has had a 
somewhat beneficial effect, and the regular 
furniture men are gradually disposing of their 
The city has beenspretty 
desks, however, and the 


business is 
cisco, 
improvement in the 
closing out of 


surplus in this line 
filled up 


well with 


mand 1s likely to be slow until the down 

vn movement of business takes on larger 
proportions, 

The Rucker-Fuller Desk Company is still 
holding its large s to close out tl st 
of the old Fulle: mpany whict Vas 
chased about two months ag Seve 
ompanies are a Iding special sales 

Library Bur Van Praag & Cosgriff 
Pacific Coast ag t Clarke & Bak ( 
pany, announce the sale of the business of 
Van Praag & Cosgriff to Library Bureau. | 
brary Bureau will continue the sale of Clark: 
& Baker card and Ing sy stems Che dep rt 
ment for the sale f desks and chairs, her¢ 
tofore conducted by Van Praag & Cosgriff 
will be made a prominent feature of Library 
Bureau business on the Coast J. W. Van 
Praag, together with Ormond Cosgriff, will 
become associated with Library Bureau 

Seattle, Wash. 

A disastrous fire at Seattle, Wash., on 

morning of July 14, which caused damage to 


the extent of about $100,000, destroyed, among 


other things, a large stock of office furniture, 
filing cabinets, tables and the like belonging 
to the Lowman & Hanford Company. The 
stock was valued at about $11,000, and was 


next to the largest individual loss. The fire 
is supposed to have originated from exposed 


which they 


electric wires in the basement, 
used as a storeroom 
Washington, D. C. 
A South Dakota man has patented a new 


desk chair which is handy for use in the home 
small schools. It consists of an ordi- 
nary straight-back chair, with an adjustable 
brace. The flat surface, or writing table, is 
fastened to the top of the chair and can be 
widened or constricted as desired. The brace, 
or support, sets on the back of the seat, and 
can be lengthened or shortened. When not in 
use the writing table can be folded in close 
to the back of the chair, and when needed can 
be fixed at any angle required. The writer, 
of course, needs another chair to sit upon, but 
the advantage of the desk-chair is its economy 


or in 


of space. The device will be found useful in 
small schools, as it can be made to sell for 
a low price. 
‘ 
The newest feature of the filing cabinet sys 
tem is a self-closing drawer. The card index 
ind filing systems are now so general that no 


insignificant, is found 
Indeed, in some 
lined 


sets of drawers and cabi- 


office, no matter how 
without it in some 
establishments the walls are to be 


completely with th: 


shape 


seen 


nets in which correspondence is put away ir 
future referenc: In the hands of careless 
pl yes, who mav leave drawers nad | kers 
open or partially s even for s] 
the room presents decidedly disorderly ap 
pearance So to ercome this. the self-clos 
ing drawer has b designed This auto 
mat movement on the part of tl drawe is 
ccomplished by structing the draw on 

pair of inclined runways with ar é 
nent of flanges so that as t draw t 
in its extended position its weight ] 1 

carrv it down tl a Ow ~~ © 
olaci It is ims i aes 
ding open 
Youngstown, Ohio. 

The General | fit ( 
Youngstown 1s ¢ ting al ddit 
building whicl } levoted exclusively te 
the manufactur office furniture and 


q° 


ine devices 
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Export Sales Agencies 


SXMONSUL EDWARD J) ‘ORTON, of 
Asuncion, Paraguay, furnishes the fol- 
lowing rep relative to sales agencies 

sa means “ gy up a rt trade 

This consulate recently ri ed a_ letter 
from a newly established export les agency, 
in whose hands a number of American manu 
facturers of noncompeting pr ts had placed 
the building uy f their foreign trade, and 
some months earlier letters 1 circulars were 
received from another such organization de 
voted solely to the deve pment business in 
Mexico and Central and South America 

[The organizers these agencies, according 
to their letters, seem to possess a clear under 
standing of export trade, based on practical 


experience. One company in particular has a 


manager who spent some years Mexico as a 


salesman and who is assisted in his work by a 
technical staff and a force of expert trans 
lators 

A sketch of the organization and methods ot 
a powerful and successful European export 
sales organization may be found interesting 


[The founder of the present mipany com 


menced business as a commission agent in a 
Central American republic about twenty 
Successful in a small way, he studied 
thoroughly and convinced 


years 
ago. 
conditions 
that 
agents in different 
large business 

He went to Europe and secured the lines of 
a number of manufacturers products, 
while noncompetitive, were more or less re 
lated. Operated at first on a small scale, the 
organization soon developed and extended its 
field. New out, and to- 
day the company, offices in 
France, has 
from Mexico to Argentine, and the 
business handled is very large. 

About thirty-five manufacturers, 
throughout France, Italy, Spain, Ireland, Scot 
land, England, and Holland, are represented 
The products handled are Spanish, 


be came 
a central sales organization, with resident 


ountries, could build up a 


whose 


salesmen were sent 
with its 
a resident agent in every 


amount of 


central 
republic 


scattered 


French and 


Italian wines, liquors and cordials; beers, 
cognacs, champagnes, gins and_ whiskies 
canned fish and vegetables, and a line of 


French biscuits and preserves, complete the 


list 
[he operations of 


ginning have been con 


from its be 
Latin-Ametr 
with its thor 
ind business af 


this agency 
fined to the 
in republics. The home ofhes 
ough knowledg« onditions 
Spanish-America, directs the 


j 


difficulties, and 


rs in agent, 


Ips him throug! sees that no 


portunities are neglected 
The agent speaks the language of the coun- 
try to which he is appointed—S; ish, French, 
Portuguese s the case may be Jefore 
, ing for his pos e is thoroughly instruct 
é n the prod stos He visits each 
rv d S the ds notes the 
ethod p ss rders; the 
syster S te ts relati 
Agents eb 1 len to take 
vy side | S “ m $1.000 
to $1.500 per | d Ss. col 
sions on s 1 to 5 pe 
ce ‘ re wa es re i 
lowed, but 1 5 f traveling 
expens t} s he ffset | l! wwance 
increased con S s g is sold while 


This Is a Story of a Foreign Organization. 
While Not Directly in Line with Office 
Device Organizations, Yet Is Full 
of Facts That May Be Help- 
ful to Them. 


E; we rwards a detailed market r« 
port y week, covering conditions in his 
territory d giving full information regardin 
eacl it prospective customer, the ve 
ments mpetition, etc Chis inf ation 
is set the centr office and separated and 
sorte \ ipilation of the agent’s report 
eve ches eacn manutact . but 

uct 2 y upon topics elating to his 
particu | auct 

Sma ers are shipped by the manufac 
turer to t ntral agency where they are 
lumped wit! ther goods to save expenses, 
being shipped in one consignment under on¢ 
consular invoice, insurance policy, etc., and the 
actual expenses are charged proportionately on 
the buyers’ invoices. For goods so dispatched 
the central agency makes the drafts and han- 
dles the collection of the invoices. Large ship 


forwarded direct from the manufac- 
turer to the buyer, and the manufacturer draws 
up the documents and collects his own account. 
forwarded in quadruplicate The 
a duplicate 


ments are 


Orders are 
original goes to the manufacturer, 
to the centra while the buyer is given 
a copy and the agent retains the other. 
In the Argentine Republic, Uruguay 
Paraguay, the usual credit terms to responsible 
merchants are six months from date of ship- 
The goods are generally four months 


1 
i 


agency, 


and 


ment 
3olivian merchants, on account of 
their geographical situation, are allowed nine 
months from date of shipment. All shipments 
are made against documents, the purchaser a: 
cepting the draft and also paying the cost of 
In presenting a draft for accept 
of the country are invariably 
Argentine Republic, Uru 
guay an buyer inspects the 
shipment previous to accepting the draft. Dis- 


in transit 


collection 
ince the customs 
respected In the 


1 Paraguay, the 


counts ot from 2 to 3 per cent are allowed 
for cash on arrival of goods, and % per cent 
per month is given for advance payments. In 
terest at t te of 5 per cent per year 1s 
charged n overdue accounts 
In dete ining the financial responsibility of 
yuyers t gents draw their information from 
he banks. and through commerc circles in 
genet Losses through bad debts are pro 
portioned among the agent, the central agency 
n ufacturer, at about 10, 40, and 5 
yectively 
9 ss 1 by the ce ge y is 
bouns lum< t ng the 
r the manutacture present 
d 1 in French, Spanish nd 
p line to the count in whicl 
r ] | é n nd dv T 
g tral selling age re ex 
t sting n s and 
lis ints printed 
' st of newspap lvertising 
na ae rt b 1 
¢ in af . 
4 +} 7 
wr} ] thr en 
a te veak point etl 
e § securi vy husine 
- state iver @ 


anufacturers whom they now represent. The 
agencies may translate catalogues and conduct 

correspondence with.a foreign customer in 
his own language, but even this will prove to 
be of little actual value. Tons of catalogues 
come annually to countries as small and iso- 
ated as Paraguay, and it is rather discourag- 
ing to note the indifference with which they 

re regarded. I have seen heaps of them lying 
n the corners of many offices, covered with 
just and with their wrappers still unbroken. 

Che man on the spot is the man who de- 
velops trade, and the export sales agencies, or 
the manufacturer who works out his own ex- 
port problem, must have a representative, trav- 
eling or resident, before much headway will be 
made in the building up or extension of for- 
eign business. This method is expensive, but 
it brings results. 

In sending out representatives the territory 
nearest home should be canvassed first. There 
is plenty of it. Mexico 1s a good field, and a 
big one. The trade of Cuba, Jamaica, the Cen- 
tral American Republics, Panama, and Colom- 
bia shows an _ ever-increasing demand for 
American goods, and in some of these countries 
the American traveling salesman is rarely seen. 

Export sales agencies must withstand the 
temptation of overloading themselves with 
clients. They should choose the field with 
which they are thoroughly familiar, and then 
stay init. A selling organization, for example, 
giving its attention to South America, will find 
plenty to do, and by limiting its sphere of ac- 
tion may select the goods most adapted to that 
section 





INK. 

Ink is a substance used to conceal thought. 
[n color it is often brilliant; in effect, dull. It 
is extensively used to spread rumors, convey 
scandals to distant points and to stain careers. 
\ little of it, therefore, goes a long way. 

Ink comes in all shapes and sizes. It may 
be thick or thin, but, though it is sticky, it nev- 
er sticks to anyone long. Without it there 
would be no best sellers. It has hurt real lit- 
erature more than any other product. It has 
been said that Truth lies at the bottom of a 
well—but this was not an inkwell. 

There is no cure for ink. It has been locked 
up in dark closets. It has been sent to jail. It 

is been confined to hard labor in the works 
f professional humorists and penned in count- 
less ways. It has served many a Henry James 
sentence and slept in a congressional speech. 
But in new shapes it always reappears. It 

nnot be blotted out. It makes its royal way 
vith unnumbered pages to wait on it, down 
the column rules of time; and though cast 
side and forgotten it always has plenty of 
irgin to spare 

ON TO NEW YORK! | Beginning October 
7th and continuing until the 24th, inclusive, the 
th Annual Business Show will be held in 
lison Square Garden, New York. There are 
large number of reservations for this great busi- 

s exhibition, but the management has arranged 
the largest list of reservations in its history. 
t your space early! 


MOSS IN MILWAUKEE, 
R. H. Moss of the Rockwell-Barnes Com- 
iny, Chicago, is spending two weeks in Mil- 
ukee during the absence of Manager Briggs 
is vacation. 
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YOU LIVE DEALERS HERE’S YOUR CHANCE 
LOOK AT THIS NEW ST EEL TYPEWRITER TABLE AND CABINET 


Cheaper Than Wooden Desks 
Just as Roomy 


finger ot 

or into better light 

Appeals to the Consumer 
instantly 


We want live dealers t 


~- 


catalogue 


Ciosed f Steel Furniture 


THE TOLEDO METAL FURNITURE COMPANY, (852 Darr St., Toledo, Ohio 


The Day of Distinctiveness 


Nothing characterizes present day business meth 
? ? 


after distinctiveness. ‘The distinctive man stands at t! yp of the li 


Peerless Patent Book Form Cards 


. salesman, and if you are a stationer the, 


“is more surely than the striving 


make you distinctive if you are make your 
store distinctive. 

There is nothing like them 

Think of carrying your cards in a little book, instead of loos: When you want 
use one. detach it from the book and present a perfectly clean, smooth edged, b: 
fully engraved card 

The man who received it knows instantly it is not the card of an ordinary man. 
He knows too that such a man does not work for an ordinary concern. 

Isn't that worth the slight difference they « 

Are you the kind of man who would let three cents e1 
way of your getting 4 $500 or $1,000 order? 

Everybody knows Book Form Cards are preferable t t rr all other but unt 
our Peerless Patent Book Form Cards were manufactured you couldn't have Bool 
Form Cards and have smooth edge Send for a sample tab to-day nd prov t yu 
self that “there is something new under the sun.”’ | mple is free Write 


on THE JOHN B. WIGGINS 
COMPANY 


SOLE MANUFACTURERS 
Engravers, Die Embossers 
Plate Printers 


6-8 EAST ADAMS STREET 
CHICAGO 


stand in the 


OUR SMART CARD 
IN CASE 






ee. Company 


errreeveen e« 






anes euiome 
cHIcaseo 
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ences scent 















STERLING ADJUSTABLE MAGAZINE ERASERS 


are superior in every wav 
For Stenographers, Book-keepers, Art 
Draughtsmen, and all office mer Hundreds and 
thousands can be sold in every town and city 
The best vest pocket side line on the market, any 
salesman can sell them every day wit! t any 
extra work. Sample 2k Agent wante 
Liberal discount to the trade 


CREAHAN MPG. COMPANY, Pittsburgh, Pa- 








MERIT SELLS THIS ARTICLE 














“EASY FASTENER.” 


is) | t Is ne invent 
I il M R be I \ 
S t t 1 tne 
) t t Ct | 
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ANDREW GEY! ( - ae 
‘ vas pres n Silver 
I mem 
‘ tat 
Machine to Translate Chinese 
\ | te Chinese 
Ss < hye 
) H. Mi ( 
Ni VA \ 
— 
e 
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THE NEW WAY OF “BINDING.” 


Among the new things nend then 
the Ince Manager 15 
w Wag H I i which 1 
eing plac ! Ma s 
Ward of Brookl 

I ilway gl he 

\ I will my] inding In 

n vhile they 





Making use of your ability means increas 
ethciency of your execut knowledg 
hout ineri 
Ruskin says 
Economy 


( 
tad ». EL TC aATIS LHe AGilll 


anantine + ' —_ , ‘ —— 
pena T ( 


The Lineograph 
DUPLICATOR 


Simple in construction. Simple to 
operate. Results always satisfactery 
whether type or hand-written circular. 
Neat, clean, compact. 


IMPORT: ANT. Lineograph machines are sold 
without restricting the user to purchase or use our 
ipplies. Send for Price Lists and descriptive booklet. 


The Lineograph Company 
Makers of Duplicates and Supplies 
112 Fulton St., New York, U.S. A 











“COMPLETUS” CABINETS HAVE NO EQUAL 
DEALERS hg it the BIG- 


WRITE TODAY ihe snarken ~ 


Just Pull 
Out The 


MORDEN HINGED 
RINGS | heets" and. Lye~ 


Sheets and Eye- 
a Covers. 





eM 
; $5 r and it's all ready, 
Manufacture é Stationery 
The Morden Manufacturin — 
e 8 : acturing Cal Ce. 
poration uds ONY. 
WATERBURY CONNECTICUT U S.A. 











WE WANT LIVE MEN EVERYWHERE, 


THE SECURITY CHECK PROTECTOR 


1 interests every Bank Depositor 


oT arm 
FIVE CHICAGO BANKS besides others elsewhere, have 
9 sent out a special circu- Se- 
rs to use this protector. Can there be any curity 
merits <' Mtg. Co 
acid-proof ink amounts, $5 to $2000, like .»” — 
Chieage. 1! 


“0 OVER SIX HUND. $6008” af Ban. ye 


_— for ~o¥ 
>” send me prepaid a 
ymplete outfit sells for $2.50; weighs 9 ozs., y sample Security 
Ink pad self inking, needs <> 

Adds STYLE, CHAR- 
and BUSINESS-LIKE DIGNITY AS 


AS SECURE PROTECTION. 


The c« 
neat, compact, durable. 
no bottle to keep it alive. 
ACTER 
WELI 


turnable if I 
take agency. also full 
sales pian, etc 


Name 
Address . 












WRITE US TODAY D ate 





























WAGONER’S 
FREE HAND BINDERS 


HOLDS ANY SHEET, ANY SIZE 
WITHOUT PUNCHING 

THE SHEETS PB. 
SEND FOR CATALOGUE WITH % 
PRICES AND DISCOUNTS KE 
STOCK BINDINGS ARE IN DUCK te 
AND ART CLOTH WITH OR 4 
WITHOUT COVER fi 


H. V. WAGONER 


116-124 Thirty-ninth St., Brooklyn, N. Y. 


fietioc i 


as 
e 
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& CARBON 


RIBBON 


PAPER NEWS 


(By Special Correspondence.) 
Adams, Mass. 


The trustees of the 
pany of Adams, Mass., have 
$1,000 against Sheriff William O’Brien of Ad 
Last week an at 





ams for false attachment 
tachment was placed on the Universal com 
pany’s plant by Sheriff O’Brien, which was 


Richmond of Adams to re 
while 


brought by R. N 


salary and serving as 


cover expenses 
trustee for the 
amounts to about $1,000 

company claim that the 
have been placed on them instead of the com 
pany, as it injured the business of the com 
pany. They claim that the company was 
obliged to close its plant until a replevin was 
secured, and the trustees went on a bond for 
the amount of the suit Che company’s plant 
is now running and it is believed they will not 
be hampered in running their plant in the fu 


ture. 


which he alleges 
The trustees of the 


should 


company, 


attachment 


Cincinnati, Ohio. 

H. W. Rotherick of the Newton Rotherick 
Co. of Toledo made a three days’ visit in Cin- 
cinnati this past month, in the interests of the 
Bull Frog brand of Ribbons and Carbons 
which he manufacturers 

New York City. 

J. Francis O’Connor, salesmanager of the 
Columbia Ribbon & Carbon Mfg. Co., re- 
turned on July 8th from a months’ trip 
through England and the continent. The visit 
was highly successful from every standpoint 
As a result of the trip an office has been 
opened in Zurich, Switzerland, where all Eu 
ropean business will be transacted hereafter. 
The business will be in charge of A. H. Hed- 
inger, one of the cleverest Carbon and Ribbon 
men on the continent. 

* * * 

On July 8th a disastrous fire visited the 
four-story factory of the Columbia Ribbon 
& Carbon Mfg. Co., corner W. Broadway and 


two 





SAMUEL 
Member Finance 


WARD, 
Committee 


Universal Carbon Com- 
brought suit for 
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Reade street, New York The top floor 
ilmost completely burned out, the root being 
totally destroyed \ considerable portion 
the valuable carbon paper making machinet 
was injured, and wate! damage Was done 
throughout the entire building The loss was 
about $3,000, fully covered by insurances t is 


everything will 
within veek or ten days 


Rochester, N. Y. 


predicted that 


smooth as ever 


In the May issue of Othce Appliances it was 
stated that “Factory Superintendent Rinker ot 
the Kee-Lox Company” had been calling on 
the trade It has been called to our attentio1 
that Mr. Rinker is not factory superintendent 
but tactory representative, and as such has 
been calling on the trade in the west Phe 
misnomer came about through the muscalling 
of the term by our correspondent, and It 1s 
pleasur t put Mr. Rinker right before tl 
trade 

| | Wittreda who trav Ss the New | re 
land territory for the Crown Ribbon and Cart 
bon Manufacturing Co., has just returned from 
an extended and very successful trip through 
out the New England States ‘The work that 
Mr. Kittredge has done throughout New Eng 


land during the three years has 
resulted in giving this company desirable deal 


ill important points, and 


past two of 
erships at practically 
building up a 
Crown products 
San Francisco, Cal. 


very gratifying demand _§ for 


J \ Gottlieb. manager of the Coast Type 
writer Supply Company, has been out of the 
city for nearly a month, but will return about 
the end of next week 


E. S. Deering, representing the carbon de 
partment of the Carter Ink Company, has just 
arrived in San Francisco after a trip through 
the north, taking in a part of Canada. He re 
ports that the Writer-Press Company of Can 
ada is hereafter to be supplied with ribbons, 


etc., by the Carter Ink Company 











SECRETARY 
Association 


A. E. RIDDLE 
Chicago Stationers 





Buffalo, N. Y. 

Envelope Manufactory has been in 
rated to n envelopes, printing 
bookbinding Capital, $15,000.  Incor- 
porators Benjamin Chittenden, East Aurora, 
N. Y.; Fremont H. Fisher, No. 493 Glenwood 
enue Burdette S. Oles, No. 117 Seneca 

both of Buffa 

Chicago. 

Che International Paper Company will de- 
ide within the next few days on the advis 
bility of putting into effect Aug. 1 a cut of 


10 per cent in the wages of its thousands of 


operatives Chere has been a general re 
rganization in the ympany recently, during 
vhich the administrative 
remen and other heads were reduced to off- 
‘tracted loss in earnings. Now 


othicers, 


] - 
Salaries 


set partly the pré 


e ofhcials feel that it may be necessary to 
xtend the cut to mill employes. In normal 
times the Internation Paper Company em- 
ploys 15,000 persons, this figure including the 

in the woods 
Jacksonville, Fla. 
C. B. Stillwell has an invention that relates 
contrivance adapted to facilitate the 
pening of the envelope after it has been 
sealed The env | is so constructed as to 
present a tab by means of which an opening 


iy be torn in the enve large 


lope sufficiently 
to permit the ready insertion 


of the finger, a 
lead pencil, or the like, in opening up the en- 


Ol 


pe one € 


New York City. 

Following the decision of the New Jersey 
Court of Appeals, sustaining the dividend of 1 
per cent declared on the preferred stock of the 
er Company, the shares 


alone 


\merican Writing Pay 


made a net gain in the Curb market on Tues- 
lay of 5 points. The last sale had been at 17, 
ind the opening on Tuesday morning was at 
21 Total transactions of 2,599 shares were 





WM. J 


Joseph Dixon Cru 








reported. The initial dividend of 1 per cent 


was declared in October, 1906, but its pay- 
ment has been deferred, pending the outcome 
of the suit which was brought to determine 
its legality 

* * * 

William D. SI New York paper mer- 

nt having on Nassau street, com- 
mitted suicid s home in Brooklyn June 
9 by ling He had been gr peer 
for some time because of an attack of paraly- 
iS * * 

\ new envelope made in Paris is_ proof 
igainst the thief or the meddler who opens a 
letter to extract or to read its contents and 
then reseals it s leverly as to hide any sign 
of its having been tampered with. 

The new envelope is really two envelopes, 
says the New York Sun. Each of thin paper, 
one a pronounced blue, the other lighter in 
color and different in texture Each has a 


gummed flap 


The letter is first placed in the blue en- 
velope, which lightly smaller than the oth 
Instead of sealing this it is placed in the 


outer envelope and the inner flap brought out- 


side and gummed down on to the larger en 
velope 

The outer flap is still unsealed. It is much 
larger than the inner flap and reaches down 
to a good-sized star-shaped opening, which 


shows through to the inner envelope, so that 


when the outer flap is sealed it sticks not only 
to the outer envelope but also through this 
opening to the inner one. The envelope is 


thus practically locked and double locked. 

San gy es Cal. 

Woodson L. Craig Company, 

Saunde Envel ype Sealer, has 

moved to larger quarters in the Williams 

building at 3d and Mission streets. The com- 
is now commodiously situated. 

Washington, D. C. 


and order blanks for stamped en- 


sole manufac- 


turers oft 


pany 


Circulars 


velopes have been received at the postoffice, 
and the circulars will be distributed to the 
rural route patrons 

[he envelopes are furnished by the depart 
ment at a figure slightly in excess of the regu- 


mak- 
printing the The return 
iddress of the purchaser is printed on the en- 
velopes free of charge by the department if 
ordered in quantities of 500 


lar postage prices to cover the cost of 


ing and envelopes 


the envelopes are 


1 multiples of 500. 

The circular mentions as some of the ad 
vantages of the envelopes the following 
points: They don’t stick together; if spoiled 
or misdirected, redeemable at postoffice at full 
stamp value; prices are reasonable, being 8 
for a cent, with stamp value extra; no stamps 
to drop off in the mail; no lost letters, as the 
return address on the envelope insures the 


returning of the letter if misdirected. 


BOOK-KEEPERS 


CUT OUT YOUR TRIAL BALANCE of Personal Ac- 
counts, by using out Ledger Balance Proof. It's new, 
and you have not seenit. Write us and we will send you 
testimonials that will make you SIT UP AND TAKE 
NOTICE. 


MILLER & HAM. 





Chattanooga, Tenn. 
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Marca de Fabrica—“Princess” 


C. H. DEXTER & SONS 


Windsor Locks, Conn. 


make PRINCESS COVER 


Papers for Catalogues, and 











Papers for Carbon Manifolding in all its branches { 























RIBBONS and CARBON PAPER. 


Contracted supplies in large or small quantities 


PLAIN and DECORATED Boxes 
HAVE YOUR OWN IMPRINT BOXES. 
Manufacturers to 


SNELLING & SON, facture 
SO. BROOKLYN, N. Y. 




















PRATT BUNDLE AND PACKET TIE 


closed. 


TO STATIONERS 
who handle Typewrit- 
ers or Supplies we want 
to send a sample of our 
RRub-beRR Type- 


Cheapest tie on the market and the only one 
on which memorandum van be made 


mailed to any United States 
address on receipt of 





Applies to any size bundle, any dae. writer Cover. For all 
Send for free sample. Machines. Also for 

Pratt F. Mig. Co., 117 Point Street, Providence, B. 1. Adding Machines, Cash 
Registers, etc. RRub- 


Roxsury, Boston, Mass., June 1, 1906 


= Be ; beRR stands f | 
Please send us 100 fasteners (Ties) like en- p peees 2 cate 


that is best in a typewriter cover. Get our prices and 


They are O. 5 iened. discounts to the trade. They will please you. 
PEOPLES NAT! , BANK OF ROXBU RY, TYPEWRITER SPECIALTY CO., Inc. 
BOSTON. Beale. 72 West Broadway New York 





(This is their third order.) 
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Ghe MEAD STATIONERS’ Designed 


STAMPING PRESS 


ls used by nearly ALL PROMINENT STATIONERS for producing 
FINE ILLUMINATED STAMPING 


Por this work it is unequalled because of its unusual 
CONVENIENCE—ACCU RACY —DURABILITY 
These presses are made of Best Material and Workmanship 


LEADING FEATURES : 

Space back of die; long, straight bearing of slide; nut cut from solid cast- 
ing; low point of contact of end of screw: positiveness of reversing of die and 
counter, and volute spring. No adjusting to kee in working order. 
Presses | built 36 years ago are still in good working order. 


Small Size will Stamp Dies 1% in. square or 1 x 3 imches 
Large Size will Stamp Dies 2 in. square or 1% =x 4 inches 
WRITE ME FOR MORE COMPLETE DATA 


A. G. MEAD, Machinist, 364 Atiantic Ave., BOSTON, MASS. 













——, 





SURPRISE STATIONERY HOLDER 


QVARTE RF 
ride, 7 2 high, weight 10 Ibs. pen aD D feet shelf surface. Holds 
box for postage stamps and pea 75 envelopes. 


neets Sheets Shee 
150 Typewriter 150 Letter Size 150 ater Bill WRITE FOR 
150 Le gal Cay 1 -Letter Size et -Regular Bill PRICES 

50 Long Bi ty ey Size 50 4-Regular Bill 


Ss. S. “CROOKS MP , ST. PAUL MINN., 667 HOLLY AVE, 


4 in . long, 84 ir 


1eets of pape 












~~ | The HANDY M dum Desk Calenda 
e emorandum ves endar 
15 | The Most Complete and Practical Memorasdam Pad Ever Offered to the Trade! 
pans: It is handy because in its daily manipulation all the user has to do is to turn 
over a new leaf qt has a larger —_— for memorandums than any other cal- 
endar There ») tearing 1e leaf with memorandum on and throwing it 









away, but mem be Bt made in January can be preserved until 
December. On the main calendar page is the day of the week and day 
of the month, flanked by calendars of the preceding and succeeding 
months. It is mounted on a neat nickel-plated stand with rubbers 
feet to prevent scratching the desk. Size of sheet, 3x 4 inches. 


A. A. WEEKS MFG. DEPT. 


Mfrs. of Stationers’ Hardware and Glassware 
Of A. A. WEEKS-HOSKINS CO. 354 Broadway, NEW YORK 
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SPECIAL ANNOUNCEMENT & 
to Commercial Stationers 


The “ROCKBARNES” Stationers Catalogues for Fall of 1908 are Now Ready. 








We have addressed copies to every commercial stationer in the 
country. If you have not received yours, write us at once—you will 
want the catalogues. They show some new things, which mean 


more business and more profit to you. 


THE NOTE BOOK CATALOGUE, shows samples of 13 grades 
of paper as well as a sample of Gregg ruling. 


We show the largest line of stenographers note books in the country and the prices are right 


-furnish books of any size, form, ruling, etc 


THE PAPER CATALOGUE is the largest we have ever issued, and 


shows a most complete line of typewriting and manifolding papers. 


ADDING MACHINE PAPER. There are samples of a splendid 
grade of paper for this use—a paper different from the old soft finish 
kind—writing paper with a snap and surface that is revolutionizing 


the adding machine roll business. 


RIVAL AMERICAN IMPRESSION BOOKS. A line that you 
can handle in competition with anything on the market and get 


the business. 
THE A. P. LITTLE LINE OF RIBBONS AND CARBONS for 


which we are western and southern distributors. In addition to 
these high grade carbons we havea superior line of our own including 
everything in pen, pencil and typewriter carbons at prices which 


make them well worth investigating. 





WRITE US IF YOU MISSED THE CATALOGUE. 


ROCK WELL-BARNES CO. 


265 Wabash Avenue, Chicago 























PEN:& PENCIL 





{ I t 
spondent 
Holland Gold 
Shepard, who was 
rer, and Al 
Wr Howard 
ndidate for Presi 
same town in Vert 
Rutland, and were 


60’s; that Tat 
Shepard’s shop at 
Oth street, and both 
lections of the 


( nada by the 
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ediate future 
i triumph 
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the regular ink 
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$9,965. This is said to be the st MECHANICAL STAMP VENDER. 
in Tt vr sgrege — io 2 art Should Postmaster General Meyer decide to 
nagar ag Wils ' ‘? dopt the United States stamp vending ma- 
ies, © J euped Oer wes. gor Sine hine, which received a 30-day test in the local 
eel bidding ” - . Ve F my 8 postofiice during the month of May, a manu- 
Se ee se icturing interest of tremendous possibilities 
1g COMmpares , — vill have been secured for Minneapolis. 


Eventually, the postoffice department will 
ice machines for selling postage stamps in 


New York City. 
a the postoffices of the country, as well as in 


Corresp ‘ 


: De a pgp th ss itels and other public places. It is thought 
. ; at the machines will finally be attached to 
ae : winie : st boxes, so that one may purchase a stamp 
vit] , | post a letter without moving a foot. Hun- 
ial eds of thousands of machines will be manu- 

ctured in Minneapolis to fill this demand. 
Pencil Company—Capit $] Germany was the first country to use the 
s: Mick . Cron H stamp vending machines, and it is the German 
Grove siveet. New % Ric stamp vending machine known as the “Abel” 


istown, N. } achine which is the most dangerous competi- 

of the Minneapolis machine. Similar ma- 

hines are in use in Germany, Austria, France, 
Sweden, England, Belgium and Holland. 


sig rhe United States machine was removed 

di hod rom the local postoffice on the last day of 

oe 4 5 Lot lay, when it was found to have taken in dur- 
he moved t sition at x the 30 days of its test, just 11 cents too 


uch, which was considered a creditable per- 
rmance. Postmaster W. D. Hale has for- 
irded his report to the department at Wash- 
gton, and, as far as can be gathered, it was 
orable to the machine. That the machine 
a favorite with the public is abundantly 
inifest from the number of inquiries after it 
at the postofhice employes have to answer. 
lr. A. Strite, inventor of the machine, has no 
A in cent ubt about its success. “Our machine,” he 
- ail says, “fills the postal requirements in that it 
in be placed on the postoffice window instead 
the glass and anything going wrong with 
can be detected from the inside. It is sim- 
plicity itself.” 
\ssistant Postmaster T. E. Hughes said: 


Waterloo, Iowa. 


eriy VV 


. ae , ee Y The stamp vending machine is not perfect, 

hesinoas the simnle s but its performance in the postoffice was un- 

a expectedly satisfactory. It has demonstrated 

a dese = he possibility of using the machines in selling 
S ut uld tamps.”’ 





Ww. S. GILKEY, 
Of Brooks Bros., Cleveland 

















(By Special Correspondence.) 


Butte, Mont. 
Calkins, Butte’s 
awarded the 
school supplies for the 


othce sup 
tor 


ensuing 


big 


contract 


Benjamin E 


ply dealer, has been 


furnishing the 


year. 
Chicago. 
Otto R. Brown of Indianapolis was a call- 
er at the office of Office Appliances last 


Mr. Brown is one of the big dealers 
splendid busi- 


month. 
of Indianapolis and reports a 
ness 


Columbus, Ohio. 
G. L. Mooney, H. J. Sharp, John O’Brien, 


C. A. Frankenberg and Don M. Osborn last 
month incorporated the Century Manufactur- 
ing Company of Columbus, with a _ capital 


stock of $500. The company will manufacture 

and sell drafting room and office supplies. 
Dayton, Ohio. 

Friess, an employe of the 

Company, on East 

trom his 


Ohmer 
First 
right 


¢ John J. 
Office Furniture 
street, had three fingers torn 
hand while working on a machine at the fac 
tory last month. Dr. Conklin dressed the hand 


and had Friess removed to his home, 204 
North Williams street 
Decatur, Il. 
L. Chodat Company, one of the most enter- 
prising dealers of central Illinois, has moved 


into a three-story building. 150 feet deep by 


22 feet wide. This gives the company plenty 


of room. Many additions in office supplies 
have been added 
Denver, Colo. 
J. H. Stahl & Company has secured the 


agency for the Universal Folding Machine for 
this territory. 
Elmira, N. Y. 
A certificate filed in the county clerk’s office 
states that Francis E. Barber is conducting 





CHARLES H. MARSHALL, 
paper on Advertising elicited much 
able comment 


favor- 


Whose 
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the Typewriter and Office Supply Company at 
602 Robinson building 
Fort Worth, Texas. 

For working a double cross on A. A. Grit 
th, a typewriter dealer, a man is in custody 
it Nevada, Mo., and has been brought back 
to Fort Worth. Mr. Griffith declares that the 
an received $90 from him on a “phoney” 
ring deal 

The man, it ts eged, showed Mr. Grifhth 
iluable gold ring containing three diamonds 
\ trade was agreed upon by which Mr. Grit 
fith was to give a $75 typewriter, a $15 leathe 
ise and a $15 check for the ring 

Che man, Mr. Griffith says, secured the 
check, typewriter and case and left a duplicate 


of the ring, which was bogus Mr. Griffith 
substitution in time to 
but the man got away 


ind case, valued at $90 


discovered the stop 
payment on the check, 
with the typewriter 


Hamilton, Texas. 


J. F. Lewis is preparing to organize and 
establish in one of the large towns of Texas 
a company for the sale and distribution of 
office appliances. He will do business under 


the head of the Lewis Sales and Manufactur 
ing Co., and expects to cover the entire South 
west He is now manager for E. C. Driskell 


of this place 


Hamburg, Germany. 


Hamacher, Delius & Company of this place 


now represent the Victor typewriter in Ger 
many and Scandinavi: 
Haverhill, Mass. 
H. F. Dwyer, who has had 20 years’ experi 
ence in the typewriter business, has located 
in this city permanently and is prepared to 


typewriter inspection 
and repairing i thoroughly 
up-to-date line of parts for repair work. For 
he will make his headquarters at 
William E. How’s Washington square station 
store until he permanent 
Moscow, Russia. 

Typewriter Company made 
Moscow and 
“Victor” in 


carry on an up-to-date 


business He has 
the present 


ery secures offices 


The Victor has 
arrangements with 
Poltowa, Russia, to 
this country 


Lew of 
the 


Leon 


represent 





HARRY 
at-Arms of the ¢ 


BROOKS, 


Sergeant ‘onvention 


a means of avoiding sucl 





New York City. 


©. J. Olsen, general manager and attorney 
the Mosler, Bowen & Cook, Suc., Mex- 
, City, was in New York last month buying 
iffice supplies for his firm. While in the city 
was a caller at stern branch of Of- 
hee Applances M O ’s firm is o1 >I 
he largest in the « ppliance business in 
Mex They h gency for theS " 
Premi¢ lypewrite surroughs Adding M 
hine, National Cas Registers, Multigraph, 
Elliott Fisher Co., G Wernicke Co., Neo- 
style and Mosler Safe Co. and many ther 
prominent lines Mr. Olsen informs us that 
e recent unsettled business mditions in 
the States were felt in Mexico, but that the 
prospects for business this fall are very bright 


COMMERCIAL TRAVELERS IN BRAZIL. 


1 


Commercial travelers are not required in 
Brazil to have any special documents, such as 
passports, legitimati papers, or certificates. 
On entering the country they have no formal 
ties to comply witl nd may bring with them 
samples, which are subject to the ordinary 


tariff duties 
While no licens: 
Government trom 
if the latter do not wis! 
licitation of orders 
mtracts through 
them to 
firm or 


required by the Federa 
nmercial travelers, yet 
to confine themselves 
to so ind desire to be ina 
position to enforce Brazilian 
courts, it 1s register 
Without 


not able to bring suit 
persons buying of an 


necessary 
individual is 
enforce a debt, and 
who has not been 
their goods or not 
ig without legal remedy 

being registered. As 


registrati 


gent 
registered pay for I as they 
choose, the agent bei: 
if he sells goods befo 
expense and for other 
a large number of traveling represen- 


reasons, 


tatives establish relations with some _ local 
house which is registered, as all commercial 
houses must be in Brazil, and after selling his 
goods he turns the business over to the local 
oncern, which, in accordance with an under 
standing had in that respect, makes the col 
lections and assumes t responsibilities of the 
business In this manner the tax in some of 
he larger places is ided 
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The Wise 
Manufacturer 
Will Grasp the 
Opportunity 
Presented in the 
Ninth Annual 
Business Show 






















MR. MANUFACTURER: 
The Ninth National Business Show to be held at Madison 


Square Garden, New York, October 17th to 24th inclusive, will be 
attended by 125,000 to 150,000 live business men during the week. 
This is a conservative estimate based upon past attendance. 


These visitors are not curiosity seekers--they are substan- 
tial thinking business men--TO A MAN, bent and intent on 
improving their methods. They represent the cream of desirable 
customers and what is more important--they COME TO YOU--they 
seek you out instead of your seeking them out. They are ready 
to learn, listen and buy. They come for that purpose. You 
can meet them face to face. 


It is personal contact--getting close to the buyer--and 
that is what gets the business. You know and I know that you 
can accomplish more in a few minutes under these conditions than 
you can by the "long distance" mail campaigns in a year. 


Think of the benefit you can derive from a Star salesman in 
charge of your exhibit. You are bound to do business--the cost 
of your space will be a profitable investment. 


Don’t fail of your opportunity. 


Write for space reservation to-day. 
Yours truly, 


HARRY A. COCHRANE, Pres. 
National Business Show Co. 
Park Row Bldg., New York. 
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A LOWELL OPPORTUNITY. 
exchangs Is 
known as 
Supply 


Sd eoT) 


A new 
opened up that will be 
Typewriter & Office 


typewriter 
Phe Lowe 


Company, 


agency for the Fox tyepwriter An office hi 
been opened in the Colonial building, Lowe 
Mass., which will later be merged with ot! 
offices the company is now arranging to or 
cup) New and second-hand machin: 
apphan« es and supplies wall be handle 

The company would be pleased ec 
catalogs, price lists and the like rufa 
turers and dealers in these good 

Charles | Galley who was lon: ectes 
with Thorp & Martin Company, Bo 


charge of the repair department 


OFFICE SUPPLY CENTER. 


established 


Steel pen making was 

United States in 1860. when the leading firm 
began to make pens in Camden, N. J. ¢ 
den and Philadelph: have lways retaine 
the leadership in the manufacture of pens, 
to-day nearly all of the highest rele n 
manufactured in America com: m t 
centers 

The labor is mostly skilled lal nal u 
numbers of men and womet e employed 
good wages Che plant ( mitars 
and comfortable, and the surrounding 
wage-earners are thoroughly thr) 

Othee methods have undergone { 
in recent years, and nowhere | ystem b 
given greater attention than wu the 7. Vv 
thousands of busin stablishment n Phil 
delphia. The ofhce i ite he 
tor im business succe ind up ts equip 
ment, to a very large extent, depend ts ef 
ciency 

Similarly, with tts extensive paper industry 
the Philadelphia trade is in strong position 
supply this material to the office Phe mal 
ing of paper was one ot the early branche f 
manutacture in which Philadelphians embark 
ed, and the product of the establishments of 
the city has always been of high grade Che 
production of wrapping paper ill other 
grades, is very large 








- 
Mille: 


MILLER, 


ofr H. Cc Company, Milwaukee 


with 
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MORE IMPROVEMENTS. 


TYPEWRITER ROW IN GLASGOW. 


Although the C. S. & R. B. line numb In Glasgow, the city of the Britis! 
probably seventy different stvles of loose | p ere ! $ ets Argyle d 
leaf devices, another meritorious contrivan¢ ~ running ‘ t each othe 
has just found place mong then \\ rete \ I iT< Vi \ bly WiItl Br rad 
to the Brown Aluminum Back Ledger wit] d Fift venue York Connex 
pin tumbler lock, making a safetv book of t t s eets are t ughfares 
highest type and of the most pl y app Ret street al t t nd it 1s 
ince t I thes e typewrite tr 

In certan ectior thre t eale . blished its 
vill find the den ‘ t book t ) gy the lat May 
cter very insistent Ta | mie he een ) na& 
recessity wit f bank rt St ‘ ‘ t t 
ties ms tablished t 

In so offer their high « e ledger I] king e rebuilt 
ouse 1s only vil ut if b! b lit g New Visil 
policy of e c thy peopl . t they ' \f 1M, ) \pplianes 
na we Te t t t rer ' Mf 1A 

. | £ \ 
prove all that , ( ) . malete 
| 

In order to 1 i neat ! unif ut tl States ( 
the transter binder tor thi edger be st nd pent n 1 o the ‘ 
plied with minu ds t e me G t britain s ¢ 
| parts | ' for thy purpé P , | rn ' ‘ 11 nn ¢ t n e ty 
vith the umit it r (5 ‘ 5 st b 
shown on tl edg t iW ssures : 

he é IX gt mit ‘ lent S esir ' 

r] ( >» @ i | evid s 

en imp hs t ti t » tl st t ‘ 
ry judeine fro thre umbe ‘ ‘ throug us ad 1 
noOw ré idly ! ! rk T cir s+ ST? S 
utably describ t] t n I re 
vhich wi , ‘7 buy d \ 
ROCKWELL-BARNES IN ST. LOUIS. ' poats § New York 
: oni ator iably - wet | 
The Rockwell-Barnes Comp | — 
} 1 242 r t& Sv \ 
pened ! rT ‘ im ost | 111s 4,15 \] 
a pee he bailed; ' \ssociated with is new ent 
. | | slic el 
Navlor. wi ; rly vit thy | ! 1 | ” takes 
lishets ( mMipa \ They dl tu 1 — . . ' F 
aT ‘ ; tun ‘ d . 
t <« rT tre ' nit ’ ; . . ; : © 
pecialti 5 i of c. Pp a Sage , 
that will make the mpany felt i , t : yen 
( idid positi t ipies in Ab 
; the 1 t 7 t ‘+ 
= . = ~ , 
SAMUEL ISEMAN ORGANIZES COM. nd 
PANY. Wit t Ss splendi t1 we pre 
o } 
Samuel Isemat lis Organized d opens rge snare of t writer business 
™ ] ‘ L 4 | 
the Virginia Stationery Company i Rik Scot d the duncan & Co., the 
mond, \ making departure for hims« ct 1 pening right e heart of the es 
ent ere” : 
Che company 8 trong nad ' 1 king bh siit rms sh \ c\ kn W d 1 
hid for Virgit ee ee SPOR 











“WHAT THEY ARE ABOUT.” 


In a desire to find out “what's the matter” 
with the stationery business Samuel Ward 
Company recently addressed a personal letter 
to the stationers of the country in an effort to 

certain why there 1s such small profit in 
the business I etter was accompanied by 

blank memo w the stationer filled out 
Many replies wet received nd Mr. Ward 
laid them before the Bostor onvention for 
its free discussio1 Che matter was discussed 
at some length, but no action taken It is 
highly probable that something may be d 

t the 1909 « ntior 
Lh 1 take st t least ear? Answe! 

Yes” or “No 
lo you Keep an ex ! uC nt Answet! Yes 

No 
Insert an X 
in the class or division 
CLASS to which you belong. 

\ \i 

My ” s 

My (or ¢ 

tail 
1) M or 
ma 
DIVISION OF CLASSES 
| My (or ] sa le 
»,( 
N My (0 sa 
Fi ti i 
‘) My (0 i Sa 
orm i 
P My ( 
$150 

‘TY! I YT i S Se 

is 

**T} I y XI s Wa 

I difters n " per nt 
“ would net rofi 
‘ aa s if ther bad debts 
) lepreciatior but talk 
ing t se iten il 
pe tage 
per cent 

As the last year s been } ibl with most 
persons an except t lly poor ! is it isking too 
mu of you to giv figures for tw ears pre 
ious to the last : 

**In order to have uniformit in the returns 
when figurit g the percentag f expense on sales 
please include in the expens nt a fair salary 
for yourself and partners (if nv) or if a corpora 
tion include ar nt id | laried flicials 
l lo ne lud t 
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This is one of our several new 


Sanitary Typewriter Desk Patterns 


The best value and lowest priced line of medium grade 
A few patterns are made 


desks on the market to-day. 


— extra wide drop to accommodate large machines. 

e also make a full 
jes complete line 
of office desks, 
tables and type- 


writer desks in the 
standard as well as 
the Sanitary pat- 
terns. If interested 
send for new Fall 
Catalogue mailed to 
dealers only. 


VALLEY CITY DESK CO. 


GRAND RAPIDS, MICH. 























| 








Do YouWan 





aranteed in every respect 


~ 


T he Mann Binder can be fitte - with a Yale 


Se; uritv. ()ne ration of key ( ses and 


W rite to us wt 





529 Market Street 


the exclusive agency 
in your city for the 


MANN 
LEDGER 


The Mann Loose Leaf 
Devices embody all the 
qualities which 
» the Mann Blank 
Books a standard for 
lin They are 
constructed to give satisfactory service and will 
t to any who handle them--are fully 


have 


» Tumbler Lovk to ensure absolute 
locks binder. 


ving the agency in your city. 


a Mann Company 


Makers of Loose Leal Devices, Blank 
Books, Copying Beoks and Papers 


Philadelphia 
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“A VETTER IS BETTER” 


Our No. 100—4 Drawer Vertical Filing 
Cabinet, to Retail at $18.00 is 
a Dealer’s Opportunity 


@ Put it on special display and it will get the busi 
ness. Made of White Oak, golden finish with dull 
brass hardware Furnished with non-bending 
suspension slides, follower block and counter sunk 
rods. Filing capacity, 20,000 letters. Vetter qual 
ity is better quality—there’s honest lumber and 
honest workmanship in every piece of furniture we 
build. There’sa character of style and finish about 
Vetter goods that make them distinctive 











WRITE FOR OUR TERMS TO DEALERS 


VETTER DESK WORKS 


168 River St., ROCHESTER, N. Y., U. S.A. 




















































a thing is done, received or shipped, 
and eliminates all delays. It enables 
the manager to trace losses of time 
and errors. It puts a check on every 
movement in your business, and 
settles all disputes. 

It has these exclusive points: 
a 48 hour clock movement with the 
accuracy of a high grade watch, self 
inking, portable, stem winding, no 
jar on clock movement when impres- 


sion is made. 


Every office 


Every Factory NEEDS IT NKINGIPAD 
Every Shop , 









You are sure to have calls for it, 
and liberal discounts are allowed the 
trade, 

Write for them. Price, $20.00. 


STROMBERG ELECTRIC MFG. CO., 13S. Jefferson St., Chicago, Ill. 














SUMMER EXCUSES 


By Frank Rutherford. 


W I immer ct we find that trad 
I e! very dul 
S 3 is } ma 
Ly rade 8S l 
‘ I ind 
a fered f 
And ; I n 
I r te 
Don't bot! I J Mc‘ 
Cr t his 
I I've got a I 
ese blessed t ht 
| f me s I 
I ss? he's s 
l gets |! ill fT 
H there N A ks re 
Miss Smvyt sa t nk its 
And | will sur 
W iv vaca s 
I get the firm t 1y 
I'm going away t morrow week 
Leave it ‘till I get 1} k 
You leave it, or 3 OSE the sal 
The manager looks black! 
ewriters? § : st look in here 
DD u see t little lot? 
T) machines | stand there idle 
"Till better times we've got 
We're glad enough to buy machines 
When things e looking well 
But you can se¢ Ww ti yourself 


We've got machines to sell!’’ 


The glories of the ummer time 
Are full of discontent 

The sales are barely large enough 
To pay for food and rent 

Excuses play old Harry oft 


With e’en the best laid plan 
o 1 1 little lenient with 


Ss ! 
The poor typewriter man! 


NEW STEARNS VISIBLE TYPEWRITER. 
[he E. C. Stearns Co., of Syracuse, N. Y 


re now ready to place agencies for their ma 
chine 
Chey have brought out a new model of their 
perfected visible typewriter and billing ma 
| 


chine, which bids fair to get its share of the 
business 
They have combined in this late model the 
best features of typewriter construction, profit 
ng by all their past experience in building 
odern machine. It is distinctly a high-class 
chine, with a light, easy touch which is 
pt ductive of a good volume of work at a mini- 
um of exertion on the part of the operator 
The Stearns Decimal Tabulator is a feature 
every machine and comes without extra 
st to the purchaser. It is a very convenient 
bulator, and a great time saver. 
Che Stearns is a well constructed typewriter, 
built along modern lines, and should prove a 
reat profit winner for live dealers. 


BUSHNELL’S PORTABLE COPYING 
BOOK 


While these copying books have not been 
advertised to much extent for the past ten 
years there has been a regular demand for 
them among persons who had once learned 
their value 

They are without a doubt the most satis- 
factory copying books for travelers ever manu- 
factured. They are equally desirable for 
private or home use [hey are manufactured 
by the Alvah Bushnell Company, 942 Market 
street, Philadelphia. Every stationer should 
send for price list, samples and discounts, and 
every stationer should keep these copying 
books in stock. They are a sure seller, and 
pay good profit. 





INK FOR RUBBER STAMPS. 


Ink for rubber stamps is made of aniline dye 


mixed with glycerin 
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THE TYPEWRITER AS AN INVEST- 








LANSING G. WETMORE 
Of Scrantom-Wetmore & Company, 


Rochester 


MENT. 

When a prospective purchaser objects to the 
first cost of a new, high-class machine, it is 
well to take up the matter with him on the 
ground I estment, some 
what as follov 
Interest on $100 at 5 per cent rece SOMO 
Ribbons, 1 ever 3 months one Gon 
Depreciation in ie, $7.50 per year 7.50 | 
Allowances for Repairs, etc ; 3.00 

$18.50 
| abov ] 1 every re 
pect, and f that his type 
writer is costit im but $1.50 monthly, or 
ne-quarter the regular rental price. Of 
course the \ s time pay t arrangement 
should be brought to his notice, to render the 
purchase easy for him, and then you can as 
sure hi rly as cer 
in a desire t get 
back hi 
In d mall bt 
"\ { t of the 
bringing i1 f 1 trade through circular let 
We have known 
ilts in ft nd other busi 
ing, having } 
\ $1 ll manufac 
t wl ve loes very hi 
t ve but disposing 
| 1¢ through t 
N i é uving a hi 
( Chis n 
I 1 th 
R be m 

‘ f bu 

( 7/ m 

he 1 
that p 
through s i 
tvpewr n 

n \ they 
perf is in cor 
resp n lard o 
busin 1 I 


19! 





cena 





Mr. Chas. E. Falconer of Balti 
iddress at the Statione1 { 
it Boston, amo ther tl 


for domestic f: 
non-filling, and 


a es 
oxes furnished w 





HERE’S WHERE WE 


imported cloth in all our 


onditions will not 
tra expense to the stationer. 


0 em 


Of Value to Stationers! 








iven 
aid 


HIRAM STRAUS & CO. 


Manufacturers of 


Inked Ribbons and Carbon Paper 





“Your eit should be of the Highest Grade, 
both in Quality of Material and Every Other Detail.” 


COME IN! 
ril yt MOTIS WE 


We use the highest grade of 
REFUSE to accept orders 
ribbons. They are guaranteed full lengths, 


affect them. Imprint 


CLEVELAND, O10 





Red abe Vulcan Ink Pencil 


Send for 
Catalogue 
and 
Discounts. 


TH VULCAN "Ftc 


AGENTS WANTED. 





MADE IN AMERICA 


J. M. ULLRICH & CO.,  rrytcceteutc AND FOUNTAIN PENS. 






New York,N.Y. 


135 Greenwich Street, ({hames Bull ding.) 











We carry in stock ready 
for immediate shipment 


WRITINGS, 
BONDS, 
LINENS, 
LEDGERS, Etc. 


in all grades 


and specialties in 


BOOK and COVER 
PAPERS 


A SET OF 
SAMPLES SENT 
ON REQUEST 














HIGH GRADE PAPERS 
So 
COMMERCIAL STATIONERY 


18 BEEKMAN STRE) 


i i, 
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RETAIL TRADE OPPORTUNITIES. 


As supplied by “OFFICE APPLIANCES"”—Magazine, Chicago, Ills. 





“RETAIL ADE OPPORTUNITIES” consist of the names and addresses of NEW FIRMS and CORPORATIONS—the names of the PURCHASING OFFICER, and in most cases 

the KIN GOODS TO BE PURCHASED. The supplying of this list of LIVE PROSPECTS by this publication will be continued monthly, and for the present will not be furnished 

anyone in advance of the issue. The perusal of this department by the SELLING ORGANIZATION of all companies engaged in the sale of office devices and supplies, will result in 
each month. Those interested may rest assured that the information given is ‘‘fresh,"’ as indicated by the ‘‘ready’’ dates. 











AKRON, OHIO. EAST PRAIRIE, MO. keepers’ Supplies, Cabinets, Carbon Papers, Cash 
The W. W. Warner Co., Akron, ©. Business, Kast Prairie Canning Co., East Prairi Mo Registers, Catalogue Cabinets, Check Books, Copy- 
real estate information. A. B. Season, secretary Business, fruit and vegetable canning. J. C. Rus- Typewriters. 
Ready now sell, secretary; FE. S. Miner, superintendent; A. J ing Presses, Desk Specialities, Erasers, Filing Cab- 
ALMENA, WIS. Ryan, president Ready June 25th inets, Invoice Books, Ledgers, Noveities, Office Cut- 
Almena State Bank, Almena, Wis. Banking busi ELGIN, ILL. lery, Order Blanks, Paper, Pens and Pencils, Show 
ness. H. Peterson, secretary and purchasing agent Geo. M. Peck Co., Elgin. II Business. dr Cases, Specialities, Stenographers Supplies and 
APPALACHIA, VA. goods, carpets and allied goods. Company in proce MENOMINEE FALLS, WIS. 
Appalachia Hardware Co., Appalachia, Va ess of formation Farmers’ & Merchants’ Bank, Menominee Fal 
Hardware business. J. W. Guntner, secretary; M FORT COLLINS, COLO Wis. C. H. Eckhardt, cashier and _ purchasing 
D. Richmond, purchasing agent Ready now Review Printing and Publishing Co Fort Col igent 
EATRICE, NEBR. ‘ : ee ao 
Corn Belt Shredder C , Reatri Nebr Busi lins, Colo Business, printing and publishing J OKLAHOMA CITY. OKLA. 
ane manudncturing Rg pte ep oe | ew Mills, purchasing agent Interested it Ford & Dunn Strenolith Co.. 620 W. 2d St Busi 
chinery. William Steffen, secretary and purchas por. ness ree _ g _— ee ee Cc. O. Burg 
ing agent. Interested in: Carbon Papers, Desks . FOSS, OKLA. ecretary; A unn, purchasing agent 
and Safes. Foss Mercantile Co., Foss, Okla Business, gen- OSHKOSH, WIS. 
BOSTON, MASS eral merchandise Jos. M. Wille, secretary W Guns-Derler Candy Co Oshkos! Wis Candy 
J. Rush Creen Co., 100 Arlington Ave., Charles J. Lawson, purchasing agent manufacturers and jobbers. Charles W. Gunz, se« 
town Dist Hioston. Business, shoe racks GRADY. N. MEX. retary > \. Durler, purchasing agent Will 
BROCKTON, MASS. Grady Bank & Trust Co., Grady, N. M . -£ ready by August Ist 
Cc. S. Matshall Co., 117 N. Main St Brockton Maxwell, cashier and purchasing agent PADUCAH, TEX. 
Mass Shee mpnetacterers. | aneen , GRAND JUNCTION, COLO. ong Gin Co Paduca Business, ginning 
’ ' The Credit Co., 225 Fair Bldg., Grand Junctior ‘ . Sone, secretary 
The Sanitary Bassinet Co., Canal Dover, Ohio ‘olo tnsinoas ~~ eres . se : 
Business, manufacturing sanitary bassinets. 1). LL Yael ~ retars uk parabnaar gent Inte ~ sted Moers-Prite! mm. cock ae Racine Wis 
sposaet,, eseretnsy | L. O. Hang, purchasing agent in: Addressing Machines, Cabinets, Card Indexes, Business, paints, oils, contracting, et Ready June 
Ready July ED ARLESTON W.VA Card Systems, Duplicating Machines, Loose Leaf 1 1908 
Kanawha Wheat Screening — Mai hinery Co | oneal a — gage a Ati seek RATON, N. MEX. 
Charleston, W. Va. Business, manufacturing wheat os ~-? aos eat on and Pencils, Pencil The Raton Publishing Co., Raton, N. Mex Busi 
scourers J D. Steele, secretary and purchasing arose. Osta Scales, ubber Stamps and ness, printing and publishing and wholesale and re 
y : Sectional Bookcases. Ready at once . . 
agent. Interested in: Addressing Machines, Card tail paper J. R. Foster, secretary; O. A. Foster, 
indexes, Desks, Facsimile Letters, Filing Cabinets. = , GREENVILLE, S. C. , purchasing agent. Interested in: Accounting Sys- 
inks and Ink Stands, Ledgers, Office Furniture and The Fourth National Bank, Greenvill N ( tems, Binders, Blank Books, Book Cases, Book- 
Typewriters. Will be ready about August Ist to First supply has been purchased keepers’ Supplies, Cabinets, Carbon Papers, Card 
th HOUSTON, TEX. Indexes, Card Systems, Catalogue Cabinets, Copy 
CINCINNATI, O. Automatic Round Bale Press Co., Box 22, Hous Holders, Desks, Envelope Sealers, Erasers, Filing 
Freenck's System, 517 First National Bank Bldg., ton, Tex. Business, manufacture of automatic Cabinets, Loose Leaf Binders, Loose Leaf Special- 
Cincinnati, O. Manufacturers of hot water heat presses. W. D. Elliott, secretary and purchasing ties, Office Furniture, Paper Folding Machines, 
ing apparatus. Will be ready by Afigust 1, 1908 agent Partitions, Pens and Pencils, Rubber Stamps, Sec- 
The Sayers & Scovil! Co., Cincinnati, O. Busi = i ISSAQUAH, WASH. — J tional Bookcases, Show Cases, Stationery Special- 
ness, carriage manufacturers. ©. A. Eisenhardt, The Northwest rn Milk Condensing Co., Issaquah, ties, Stenographers’ Supplies and Typewriters. 
secretary Wash W iE on aogretas; oe Ready July 1, 1908 
‘ CLINTON, ILL. agent not appointed yet nterested in ffice 
Alexander Crossing Co., Clinton, Ill. Business Furniture and Rubber Stamps. Lands Fnd wates to tas — Business. gat 
railway supplies. Morris J. Hincheliff, secretary pe JOLIET, ILL. age, supplies, repairs, dealers, et . Maftarths 
and purchasing agent. Interested in: Blank Books, Joliet Tithe & Trust Co., 120 N. Ottawa St secretary; C. B. Martin, purchasing agent 
Card Indexes, Check Books, Facsimile Letters, Fil- Joliet, Ill. Business, making of abstracts of tit , - 
ing Cabinets, Fountain Pens, Ledgers, Letter Files guaranteeing titles and general trust business - ROUNDUP, MONT. | 
and Trays, Loose Leaf Binders, Memorandum Cliarles F. Goodspeed, secretary and purchasing of = Re i ee’ = — _— Be nn. - sum 
Leng . » 10 agent eral merchandise ‘ all, purchasing ager 
> a rder Bianks and Signs. Ready June 10, KANSAS CITY, MO. Interested in: Adding Machines, Bank Fittings, 
ae. DALLAS, TEX. Burton Publishing Co., 709 McGee St Kansas Banks’ Supplies, Bookkeepers’ Supplies, Coupon 
: City, Mo. Business, medical publishing and book Books, Ledgers, Letter Files and Trays, Loose 


John Williams Taylor Co., Dallas, Tex Business, 


machinery, mill and supplies. Leon M. Yesner Leaf Specialties, Office Furniture, Paper, Partitions, 


selling Ee. H. Manchester, secretary; O. D. Bur- 
Rubber Stamps, Scales, Show Cases, Stenographers’ 


ecre , surchasing ager iterestec in ton, purchasing agent : ; 
Accounting Systems, "Addressing FB a bm BS Simple x School of Music, Box O44, Kansas City, Supplies, Typewriters and Typewriter Supplies. 
Systems, Catalogue Cabinets, acsimile Letters, Mo Business, music lessons by mail. Florence A SAN ANTONIO, TEX. 
Filing Cabinets, Letter Files and Trays, Loose Leaf Burrus, secretary; Kk. F. Gardner, purchasing Wood Brownlee Printing Co., San Antonio. Bus 
Specialties, Travelers’ Expense Books and Tabulat- agent. Interested in: Accounting Systems, Card iness, printing and publishing. J. A. Brownlee, si 
ing Devices. Ready at once Indexes, Card Systems, Envelope Sealers, Facsimile retary; J. R. Wood, purchasing agent Interested 
DANVILLE, VA. Letters, Filing Cabinets and Paper Fasteners. in: Bill-Lading Books, Binders, Bookkeepers’ Sup 
Danville School for Boys, Danville, Va. J. P LODI, CAL. plies, Cabinets, Carbon Papers, Card Indexes, Card 
Penn, secretary; Wm. H. Davis, purchasing agent Lodi Fruit Products Co., Lodi, Cal Business, Systems, Catalogue Cabinets, Check Books, Check 
" DENVER, COLO. unfermented grape juice. A. J. Weinert, secretary Protectors, Copy Holders, Desk Specialties, En- 
Office Equipment Co., Denver, Colo. Business, and purchasing agent Interested in: Accounting velope Sealers, Erasers, Facsimile Letters, Filing 
office specialties and supplies. Wilbur F. Webb, Systems, Bill-Lading Books, Binders, Bookkeepers’ Cabinets, Inks and Ink Stands, Letter Files and 
secretary. Interested in: Accounting Systems, Ad- Supplies, Carbon Papers, Card Indexes, Card Sys- Trays, Loose Leaf Specialities, Numbering Ma- 
ding Machines, Addressing Machines, Bank Fit- tems, Check Books, Desks, Desk Specialities, Du- chines, Oil and Oilers, Order Blanks, Paper, Paper 
tings, Banks’ Supplies, Billin Machines, Blank plicating Machines, Facsimile Letters, Filing Cab- Fasteners, Paper Folding Machines, Rubber Stamps. 
Books, Blotter Baths, Book Bases, Bookkeepers’ inets, Loose Leaf Binders, Loose Leaf Specialties, Scales, Signs, Specialties, Stenographers’ Supplies, 
Supplies, Cabinets, Carbon Papers, Card Indexes, Paper, Paper Fasteners, Rubber Stamps, Safes, Telephone Brackets, Typewriters, Typewriter Cab- 
Card Systems, Cash Registers, Catalogue Cabinets, Scales, Sectional Bookcases, Stenographers’ Sup- inets and Supplies and Tabulating Devices. 
Check Protectors, Coin Counters, Copyin Presses, lies, Travelers’ Expense Books, Typewriters, SEDALIA. MO. 
Copy Holders, Coupon Books, Desks, Desk Special- ee od Cabinets, Typewriter Supplies and Tab- Mirabilis Chemical Co., Sedalia. Mo. Business 
ties, Duplicating Machines, Envelope Sealers, Eras- ulating Devices. manufacturing chemists. Interested in: Bookkeep 
ers, Filing Cabinets, Fountain Pens, Inks and Ink _ LOS ANGELES, CAL. : ers’ Supplies, Carbon Papers, Card Indexes, Card 
Stands, Invoice Books, Letter Files and Trays, 2 ae a of Los Angeles, - 7 we Systems, Check Books, Check Protectors, Desks, 
Loose Leaf Binders, Loose Leaf Specialties, Mani- gees Bidg. Stineral water business =. 220 Duplicating Devices, Envelope Sealers, Facsimile 
fold Books, Metal Furniture, Novelties, Numbering Fison, secretary and purchasing agent. Interested Letters, Fountain Pens, Inks and Ink Stands, Ledg- 
Machines, Office Furniture, Oil and Oilers, Order in: Accounting Systems, Bookkeepers’ Suppiles, ers, Loose Leaf Binders, Loose Leaf Specialties 
Bianks, Paper, Paper Fasteners, Paper Folding Ma- Cabinets, Carbon Papers, Card indexes, Check  Oice Furniture, Order Bianks, Stationery Special- 
chines, Pens and Pencils, Pencil Sharpeners, Bostal Books, Codes, Facsimile Letters, Invoice Books, ties, Stenographers’ Supplies, Talking Machines, 
Scales, Rubber Stamps, Safes, Scales, Sectional Manifold Soe a and _ Rubber Stamps, Travelers’ Expense Books, Typewriters, Typewriter 
Bookcases, Speciaities, wom at Machines, Stenog- Signs, Specialties, ravelers xpense Books and Cabinets and Supplies, and Tabulating Devices 
raphers’ Supplies, Telephone Brackets, Time Typewriter Supplies. Ready July 1, 1908 Want catalogues, not agents, at present time 
Locks, Time Recorders, Time Stamps, Typewriters, ; _ LOUISVILLE, KY. SLATINGTON, PA. 
Typewriter Cabinets, Typewriter Supplies and Tab- Sout! ern Law 3 Adsastment wane Lincoln 7 Prudential Slate Co., Slatington Business, mat 
ulating Devices. The above are not for their own ings Bank Bldg. Business, law collections and ad ufacturing slate Secretary, F. E. Beunger, Wal 
use, but to be sold by them. Will be ready some oe eee in: Check Protectors and nutport Pa. Ho , 
time between July 15th and September 15th, 1908 nvelope Sealers. , 
DENVER, IND. MARKLAND, IND. STILLWATER, PA. : , 
Porter Mfg. Co., Denver, Ind Business, fabric Markland Canning Co., Markland, Ind Business, 0. D. McHenry Lumbe r Co., Stillwater, Pa Busi 
gloves. D. B. Porter. secretary; J M Porter packing fruits and vegetables VV c lenedict ness, lumber manufacturing I. W. Edgar, secre 
president and purchasing agent Interested in secretary and purchasing agent. Have not as yet tary. Interested in: Blank Books, Carbon Papers, 
Addressin Machines, Blank Books, Erasers, Fac- decided just what they will use Desk Specialties, Filing Cabinets, Letter Filing 
simile Letters, Filing Cabinets, Inks and _ Ink McALESTER, OKLA. Cabinets, Letter Files and Trays, Rubber Stamps, 
Stands, Ledgers, Letter Files and Trays, Memo- The Swan Co., McAlester, Okla. Business, loans Travelers’ Expense Books and Typewriters. 
randum Books. Pens and Pencils, Pencil Sharpen- and real estate E. N. Swan, secretary Interest , SYRACUSE, N. Y. 
ers, Rubber Stamps, Stapling Machines, Typewrit- ed in: Adding Typewriters, Check Books, Ledgers, Queen Fabric Co., 9072 Saline St Business, mail 
ers and Typewriter Supplies. Letter Files and Trays. order, yard goods. | L. Carpenter, secretary and 
DES MOINES, IA. MEMPHIS, TENN. purchasing agent. Interested in: Addressing Ma- 
Roovart Campbell Co., 509 W. Locust St., Des Memphis Barbers’ Supply & Cutlery Co., In: 2 chines, Carbon Papers, Card Systems, Card Indexes, 
Moines, Ia Business, stationers, office supplies N. 2d St... Memphis, Tenn Business, barbers’ su] Desks, Ledgers, Letter Files and Trays, Loose 
and rest cards. James E. Campbell, secretary plies, cutlery and fancy goods. James Cutrer, se Leaf Binders. Office Furniture, Postal Scales, Rub- 
John W. Roovart, president and purchasing agent retary and purchasing agent Interested in: Book- ber Stamps. Safes and Typewriters 
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GouUNTING House PAPER FASTENERS. 


Packed, Sizes 1 to 4, in 


Boxes of 


FLAT HEADS. 


ro) 


ut 





: 


l-Inch Long. 


~ 
| 


Round Brass 


100 Each 


No 






— 


Fiat Heads. 
Prices per 1000 


— 


¥ 


Doel QQ tm Wi 


7 
— 


Washers. 


1, $1.25 


$1.06 
1.25 
LO 
1.75 
5.00 
6.00 
10.00 
14.00 
20.00 


No. 2, $1.50 





10 Boxes to a Carton. Full Count, 


Superior Quality. 


ROUND HEADS. 


t-Ineh Long. 


14-inch Long. 








48inch Long. 











LIBERAL DISCOUNT TO THE TRADE 


NEW YORK 
537 Peari St 





Manufactured by 


THE THOMAS STATIONERY MFG. CO. 
SPRINGFIELD, OHIO 


CHICAGO 
615 B itimor- Bidg. 





























The 


FLUID PENCIL 


Made in England 


Used by the 
Government 





Importers 


No. | Fluid Pencil, Price $1.50 Postpaid 


an 


Eckel & Company 


THE FLUID PENCIL 


MADE INENGLAND N®°2 _ 
MELE Co NEWYORK 


No. 2 Fluid Pencil, Price $2.00 Postpaid 





4 ae —__ 
THE FLUID PENCIL 
MADE IN-ENGLAND N° 













i Spring Needle and are guaranteed to give satisfac- 
without fear of leakage. 

39.41 Cortland St., New York 
Agents Wanted Everywhere 
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OFFICE APPLIANCES 








A DULL MONTH. 
A dull month? 


Not on your cash register! 

Dull months are for dull people, 
ones. 

It you were a carpenter and your saw was 
dull, would you say, “I can’t work this month; 
my saw is dull”? Not for one blessed minute. 

You'd get up early in the morning and file 
that saw before breakfast 

You'd put an edge on that saw that would 
make it eat its way through an oak board like 
a hungry boy through a piece of pumpkin pie. 

The live dealer does exactly the same thing 
If business doesn’t come the way he wants it, 
he sharpens up his business tools and goes 
after business. And he gets it, too 

It’s all in your mind. This childish prattle 
about dull seasons is a mongrel sired by indif 
ference, mothered by mental weakness and 
nursed by the universal tendency of human na 
ture to fight shy of work. People have got to 
buy things, and they'll buy them of you if you 
let them know you're still alive and still full 
of red-blooded ambition for more business 

You can have dull months if you want them. 
but you'll be out of date if you do. They're 
not in style any more.—Macey Monthly 


not for live 


NEW STAPLE BINDER. 


A new staple binder is being placed on the 
market by the Acme Staple Co., Ltd., of Phil 
adelphia, which is meeting with remarkable 
success among the dealers who have placed it 
on sale. This new machine is illustrated her« 
with, and is called the Acme No. 2 Binder 
While it embodies all the good features of th 
Acme Company’s well known Shot,” 
“Midget,” and “Acme No. 1” Binders, it 
several improvements which makes it meet a 
popular demand. The Acme No. 2 Binder is 
automatic in its action, a spring under the 


“Sure 


has 


base bringing the machine back ready for use 





ACME STAPLE BINDER 


after each staple has been driven. It will 
hold the thinnest paper without tearing, and 
will penetrate the hardest or toughest paper 
It drives a broad flat staple, and makes a neat 
clinch. Having few parts it is not liable to 
get out of order No. 18 staples are used in 
this new machine, and it hold fifty at a 
time. 

The Acme Staple Co., Ltd., has a 
tion for giving dealers a square deal. 


will 


reputa 
They do 


no business direct with consumers, but turn 
all inquiries received by them over to the 
nearest dealer. The new Acme No. 2 Binder, 
as well as any of the others made by this 


progressive concern can be obtained througlt 
any of the jobbing or retail houses 








Special 


Corr espondenc e.) 


Terre Haute, Ind. 


Bureau of Advertising is in the 


Wilson's 


field for the purchase of blank books, Erasers, 
Pencils, 


and 
Stamps, 


Ledgers, Office Cutlery, Pens 
Rubber Bands, Rubber 
Phonographs, Addressing Machines and other 
items pertaining to the an of 
he the office will be 


street 


Washington, D. C. 


An American consul in a southern European 


Business 
installation of 
fice system address of 
123 S. 7th 


city states that he is in communication with a 
firm in the city in which he is located which 
wants to get in communication with American 


numbering 


be 


manufacturers of and 


Cort espondents 


typewriters 


machines should carried 


on in French preferably. The consul adds that 
there is a good demand in the city mentioned 
for a typewriter that can be used for two or 
three languages 
, 
Inquiries have been received by an Ameri 


can consul in China from local parties regard 
ing the cost of a plant for the manufacture of 
paper If Satistactory can be obtained 
it is very probable that a plant would be erect 
ed to supply the local demand for paper. Full 
details are desired, including the cost of ma 
minery, chemicals used. Quotations C. I. Ff 
certain Chinese city should be sent to the con 


prices 


sul in question. 


* * * 

Two leading daily papers in the city 
western Europe in which an American consu 
is located state to him that they would like 


to have bids from American paper manufac 
for the amount of paper for 
needs of Prices should 
European mills in order 


turers necessary 
the the 
pare favorably with 


dailies con 


to secure results, and by application to th 
consul samples and prices to be met will he 
forwarded. The publishers are placing 
covering contracts for year 
* * x 

Vice Consul General \lbert \\ Po tius 
ports as follows from Hankow new ( 
nese enterprise By order of 1 Board 
Agricultural Industry and Commerce Pe 
king a paper mill is to be establishes 
vicinity of Hankow Phe mill is to be unde 
the management of Lord Li, thi 
late Li Hune Chang Che ventu will be { 
italized to the amount of 1,000,000 taels ($650 
000) and is located nthe Yuu river. streal 
tributary to the Yangts bout — five mil 
from Hankow The board has already 
priated 300,000 taels ($200 000). whicl 1 
is to be expended in building, et he 
eign machinery be used will be ordered } 
the board 

Hamilton, Texas. 

i 4 Lewis, manager for E. ( D risks 
this place, is soon to open a supply house 
a larwe Texas town and ts in the market 
different agencies. Mr. Lewis will do business 
under the firm name of the Lewis Sales & 
Manufacturing Co. He will consider arrange 
ments with jobber or salesman He mav b 


addressed at Hamilton 








“AS GOOD AS ANY—BETTER THAN MANY” 


JOHN ALLEN @ CO. 
478-480 Pearl Street, NEW YORK 


Manufacturers of 
Carbon Papers 


@ Typewriter, Pen, Pencil and 





Full Carbon. 
QGuaranteed Non-smut. 
GLong-lasting. Clean Writings. 


Typewriter Ribbons 


For all makes of machines. Will give best 
service and insure satisfaction to users. 


Write for Samples and Prices 








Peterson's Desk Companion 


Clears the desk of 
inkwells. pin trays, 
ete., and provides a 
convenient place for 
desk necessities 
TWO INKWELLS 
on a pivot, swing be- 
neath cabinet, seal- 
ing them from dust 
andevaporation. 
TUBES backed with corks are adjustable to any 
length pen or pencil. DRAWER with seven compartments 
for clips, stamps, etc An ornament to any desk, occupies 
no valuable space, and gives additional desk room 


4 MONEY MAKER FOR SALES 
AGENTS AND DEALERS. 











FOUR 


Information and prices 
on request. 


Scofield & Company 
150 Nassau Street, 
NEW YORK 


Mfrs. of telephone brack- 
ets and office appliances 

















Adding Rolls 


For All 
Makes of 


Machines 














Ruled or Plain 


Cash Register Customers Rolls 
Cash Register Detail Record Roll 
Police Ticker Rolls 
Rapid Rolier Copying Tissue 
Time Clock Rolls Telephone Rolls 





wd styles of small r ¢ made to order, Estimates 


and samples cheerfully furnished. 


BENJAMIN E. BUCHANAN 
Manufacturer of SMALL ROLL PAPER 


4th and Commerce Streets 
PHILADELPHIA, PA. 


All sizes 
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OFFICE APPLIANCES 


View of “Detachable’’ 


Leaf Ledgers 


By E. Gwatkin-Collins. 


American loose-leaf manufacturers to edu- 

cate foreign peoples to a use of the loose- 
leaf system. They seemed to appreciate its 
great advantages but were loth to adopt it. 
A prominent loose-leaf manufacturer of St 
Louis has made a number of trips extending 
over several months in the past two years to 
European centers, with no idea other than to 
educate foreign dealers to the value of the 
He made much progress, greater than 


a has been a hard struggle on the part of 


system 
he had expected 

It is interesting to know, therefore, just 
how those abroad view loose-leafs, which, 
however, one finds occasion to term “detacha- 
ble.” rather than “loose.” E. Gwatkin-Collins 
recently contributed an article to The Maga- 
zine of Commerce, publish ed in London, 
It shows the extent 

is been educated 


which is reprinted below. 
to which the English public 


Said he 


The above heading wi probably seem 
strange to some f our readers who have been 
accustomed to read of Loose Leaf Ledgers; 


but I have purposely chosen the word “de- 
tachable” in preference to “loose,” as, in my 
opinion, it more correctly describes the sys- 
tem, and, moreover, because it is that very 
word “loose” which has retarded the progress 
of the Detachable Leaf Book 

[The Detachable Leaf Book is an ingenious 
invention whereby the leaves are as securely 
bound as in the old-fashioned sewn _ books, 
but permitting of their being removed, for 
the more speedy and convenient conduct of 
business. The removal of any leaf can, how 
ever, only be effected by means of a key, so 


that it will be seen that all objections to the 
system as a loose one are unfounded. 

[The advantages of the Detachable Leaf 
Book aver the sewn book are manifold, and 
I will endeavor to enumerate a few which 
will at once appear patent to all accustomed 
t keeping cK unts 

The chief points in favor of this system ar 

nomy, compactness, and minimum risk 

out balar S Every book 

knows that it is impossible to estimate 

the number of s required for any particu 
lar account, result, when sewn books 
used, wl s ledger is getting full he 

' trar r balances back 

ds and for rds nd then eventually is 
unable to uti the folios proportion of 

( sted his is avoided 

ledger use it is only 

- res] t as one is fin- 

is i to ensut tinuit the account and 
7 ’ " 

\ detachable leaf ledger mpact because 

: led it n be transferred 

ther binder ving only open accounts 

edger, duci veight of the 

g tter which is worth consideration, 

lly where lady clerl re employed 

\\ t u isk of error, 

king d gnces, it stands 

‘ nin tined eeits thes ld sewn ok, which 
‘ } te ] ( unts. often 
ré ds ining monu 
Bt lep i re is a great 

1 that just I the living may 
be k gst the dead 


throwing out the trial bal 
search 


(accounts), thus 
ance and necessitating a _ tedious 
through a large number of closed and unused 
lios In the case of the detachable leaf 
s reduced to a minimum, 
affecting the 


ledger this risk 
because all folios not actually 
balance have been removed in due course 

\t times of pressure of business, where 
sewn books are in use, there is always a cer- 
iin amount of friction in the office consequent 
on the desire of each individual to push for- 
ward his own section of the work, and the 
difficulty in carrying this out owing to more 
than one person requiring the use of a par 
ticular book at the same time 

In the case of the detachable leaf book this 
difficulty is avoided by subdividing the book 
into as many sections as there are persons 
requiring it, by removing certain leaves, and 


temporarily rebinding them in number 


other covers, the leaves to return to the orig 
inal binders when finished with Thus the 
clerk in charge of the sales or purchase jour 
nal, cash-book, or bill-book can, after filling 
and | ing a certain number of sheets, trans 
fer them to temporary binders, and so enable 


the ledger clerks to proceed with their posting 
without the delay which is unavoidable where 
sewn books are in use 


Another great advantage of the system will 
be found when it is necessary to render a 
large number of statements or accounts by 


1 given date, as several clerks can be em- 
ployed to render the accounts contained in 
ne ledger, and it is undoubtedly the experi 
ence of most firms that those who delive: 


‘ 


their statements most promptly stand the best 


chance of receiving prompt payment—a mat 
ter of no small importance in these days when 
is sO necessary to employ money to the best 
dvar ore 
By this system overdue or doubtful ac ts 
be separated from the ordinary accounts 
d p d under the charge of the clerk wh 
s charge of them, without resorting t 
tedious and mplicated form of transferring 
balances, and voiding the necessity 
e! to the £ dg 
she > 
, - “sae 
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brar nting 
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The Bell 
Copy Book Holder 


Furnished with the all- 
nickel stand orwith nick- 
eled arm attachments for 
the various machines— 
Remington, Oliver, Rem- 
ington - Sholes, Smith 
Premier and others. 


The most —— article 
on the market. oo 


lated — th 

wenmeus, i ig to brea or 
A BIG Scitee 
RETAILS thes $1.50 


e discount to dealers 
1TE TO° DAY 


S. EPPSTEIN 
5157 Prairie Ave. Chicago, Ill. 











GOLDMAN'S 


THSTYILE 


TRADE MARK 


























jo! 





Cheapest 


Smaliest, F 
Practical and 
. * 
Computing Machine 
Carries Automatically. Resets mechanically. 
Adds, Subtracts, Multiplies, Divides, Etc. 
Time-Saving! Brain-Resting! 
No Office Complete Without It 
Por particulars, agencies and discounts, address 
ARITHSTYLE COMPANY 
Leipzige 


ERS 





os LINES, TUXEDO LINES, 
J FAST MAIL LINES OF 


NOE aati 


THE LARGEST & MOST COMPLETE 
LINES IN THE WORLD. 


914 WALNUT ST- PHILADELPHIA. 
WESTERN OFFICE-209 STATE ST CHICAGO 


WALTER H FURLONG ~ MANAGER. 











































(Protected by Copyright.) 
Here is presented but a partial list of the 
serial numbers of ‘‘Lost, Strayed or Stolen’’— 


mostly stolen—typewriters and adding machines, 
as collected by the publishers for the benefit of 
the office appliance dealers and agents in the 
field, to guard them against the purchase or 
handling of such goods, and for the benefit of 
the manufacturers of these devices, that they 
may have a means of keeping the trade notified 
concerning such numbers. 


THE OFFICE APPLIANCE COMPANY, 
Chicago. 


Burroughs Adding Machines. 


22179 14822 26468 44044 60631 
Comptometers (Felt & Tarrant.) 
15135 19857 19811 18537 27151 15225 
27614 4 f 
Crane Co., Chicago. 
Oliver Typewriter, Pica Type No. 3, Serial No. 125,110 


Underwood Typewriter, Elite Type No 4, Serial No. 152,972 
American Maltigraphs, Model No. 2 


49 
“Calcumeter” (Computing Machines). 
8885 





5985 6338 6379 17536 
Bartock ygowstter. 
Blickensderfer Typewriter, Model No. 5. 
8402 64926 72972 76085 78210 25 90141 
20185 66326 74885 76944 79872 828 
36542 66345 75754 77347 80004 $6667 
60235 ., 71271 76074 78000 80469 90204 
lickensderfer Typewriter, Model No. 7. 
41698 67008 77371 "83714 91243 102269 116891 
50853 68027 i437 83718 92259 110557 118884 
56611 71447 78272 84890 93999 111932 
60442 72508 78292 86059 95541 112596 
62595 73449 79952 86146 96730 113586 
64088 73516 81744 90285 97620 113970 
Columbia Barlock Typewetter, Model No. 8. 
Densmore Typewriter, Model No. 1. 
1486 3003 86374 6486 9499 12553 14699 
1763 3078 4005 6573 9931 12556 14399 
1949 3089 4523 7126 10645 11152 15 
2309 3138 4771 7927 10730 11890 15235 
2532 3494 5077 8203 10787 13337 
2716 §403546 «= «5819 = 8428) «=:10967 =: 13392 
3507 6175 9015 12047 13556 
Densmore Typewriter, Model No. 2. 
1168 4996 5727 S841 6486 7742 9346 
1647 5064 5776 45871 728 8650 9795 
4285 5214 5827 6384 6771 9092 
Densmore Typewriter, Model No. 4. 
1721 4897 13639 13541 19745 26361 
3091 7016 13014 15500 20676 27071 
4363 11604 13106 16945 21497 14451 
4879 =: 11879 13161 18746 23659 
Densmore Typewriter, Model No. 5. 
702 22584 
Fay-Sholes _ Model No. I. 
550 
Fay-Sholes Typewriter, Model No. 2. 
0700 1201 2282 
Fay-Sholes Typewriter, Model No. 6. 
8598 14570 16522 17252 177 7798 19634 
10257 =17129 
Fay-Sholes Typewriter, Model No. 7. 
14152 18191 
Fox Typewriter, “Mode No. 3. 
1618 726 973 12812 
Franklin “Typewriter. 
Hammond "Tessurtter. 
1956R 5999 34256 45241" 67679 84943 97404 
2634R 11728 34459 51813 76222 84944 100817 
2934R 13438 37490 59819 76889 85602 104880 
4263R 22888 40499 64075 77233 89875 105808 
4888 27836 42894 65648 80699 89609 
Monarch Typewriter, Model No. 1. 
123 685 557 11138 
626 2057 3362 4631 ee 
0574 
Menesch Typewriter, Model No. 2. 
1226 4320 8342 
108 
1841 1876 5674 6748 9186 
1852 2785 42990 74AR 
New Century Typewriter, Model No. 5. 
13090 


7119 


New Century Typewriter, Model No. 7 
7454 


5277 18680 29578 49158 64199 SSUSS 
5500 «18605 «= 20598 »=— «49159 «= «66650 89061 
5577 «19222 32086 «= «49272 «Ss: 68080 91257 
5543. «19703 32157 S 50030—Ss«68429 94096 
7224 19800 32158 51928 69730 94398 
8213 19810 32425 «52280 70284 95392 
8410 20353 97771 52806 71900 96335 
8631 21078 56086 53061 72322 97771 
10234 21513 «= 328704128 «= 73368 S061 
11347 21605 = 33172541300 73482 ou409 
12523 22165 43935028) BAST 73545 = «105355 
12666 «622408 «= «36504 «56186 ©= 73612 = «107829 
12709 «= 22660 = 3775256195 = 73632 = LOSSS1 
12867 23765 «= 38279 «= 563020 73837 )~—Ss«112168 
13274 = 24128) = 39672 56641 73876 112387 
13472 24137-30802, 56867) = 74003113417 
14052-24929 41104 = 56277, Ss 74607 )=— 120381 
14238 = 25265 «= 41349 «= 68013 «= 74762) =: 20887 
14502-25378 2110 95395 75188 121057 
14638 = 25306 «= 42010» 58021 «= 77580 = 124585 
16224 «25713 «43133 «0 S807] = 78146 = 124855 
16474 26079 43733 «= 58202, 79424=— «125110 
16670 26209 «= 44108»«S «58771 = 79512) 129542 
16756 «=. 27616 = 45207 Ss 50557) = 796460=— «131476 
17227-27835 «= 45260-59579 = 79811 133111 
17304 «28186 = 45875 «= 0450 82626 = 138713 
17439 © 28442 46361 «= «61229 Ss 87410 =—s«:141724 
17764 28524 47216 «662207 Ss S496 =—s«144504 
Remington Typewriter, Model No. 2. 
2180 29132 44620 61873 70118 81423 
4258 20581 40222 64925 70134 84436 
5321 29600 «650613. «65500 «= 72011 = 85288 
8601 32566 52419 65972 74065 85519 
9097 35038 53519 66639 75214 87584 
9772 35358 55608 66761 78316 87711 
15616 42061-68826 = 6687979009 80893 
22750 «43878 0713s 68149) 79121 = SOE 
Remington Typewriter, Model No. 5. 
14039 
Remington Typewriter, Model No. 6. 
2510 27716 «= 51929 = 92120» 103328 =: 119138 
27743-52348) = «92458 — «104288 ~— «119199 
5755 28637 53509 93735 105505 119292 
6626 28046 53797 93750 105847 119545 
8246 29114 62549 94102 105068 119763 
9525 307 62813 94103 107307 119889 
9813 31058 «= «6411794145 = 108450 =—:119920 
10137 «= 31255 = 64930 «= 95453) «=: 109091 = 120038 
10159 32505 «= «65377-95810 =: 109116 = 120066 
11521 33323 66561 96671 110065 120766 
12393 39168 «= 69335 «= «96899 ~=— 110403 =—-120906 
13621 30836 «671826 «= 98068-—s«s111098 )=— 121012 
14452 40450 = 71939) ORS1L = LLLISQ =—:121943 
18437 41398 «= 74208 «= «98554 =— «111236 = 122368 
18467 41455 = 774300 98834 s«d11192G = :122410 
19542 4173977445 «98849114013 =—:122419 
19950 «41824 78221=— «8164 = 114093 = 123162 
20005 42433 «79108 = 204114864 23406 
20602 44758 79771 99254 115001 123858 
20071 «=44909 = 79830) 100657115302) :124516 
24200 «45703 Ss 80485 «= 100767 ~—s«117104 =—:125048 
91452 «47048 = 82252101397) 117166 = 125371 
25635 48529 80561 101861 117564 126229 
5719 «49277 «= OST) :102548 118499127216 
26939 «= «451063 «91085 «=: 102887 = 118803) =—-128532 
Remington Typewriter, Model No. 7. 
3044 «38413 «= 60699 =: 104230) 125456 = 151135 
3520 43461 «= «67703109875 «125464 =—153759 
3866 «= 44575 «69672: 110298 += 127298 )=— 155842 
7851 44707 «= 72008 )=—s111675 = 127595 = 159 184 
13681 50377 75649 113474 128263 170434 
15606 = 50534 79450) )s113844 128045 :175072 
21756 «= 530385 R2O8S)—s«114273)=— «129564 =—-178125 
23244 «53989 «=87359 «= «114500 = 130130): 180457 
23029 «657602 «= 95092) s:115287 = s«1132422 «180646 
30190 57934 95840 116023 133088 185120 
32005 57966 96244 117871 136076 187029 
32916 57990 102235 118660 142677 = 191121 
35807 59148 «= 102677 Ss «122148 = 145198 196233 
36038 60063 103527 124924 145374 197552 
Remington Typewriter, Model No. 8. 
12614 19401 21280 23929 29908 
16319 19446 23224 25170 31602 
Smith-Premier Typewriter, Model No. 1. 
2033 11231 16086 22198 28182 32518 
2320 11284 16591 22371 28261 32613 
2531 11605 17049 22759 28319 32652 
2553 11820 17568 22862 28354 32973 
4816 11880 17739 23452 28624 33023 
4948 11909 17818 23845 28694 33049 
5140 12152 17954 24029 28770 33192 
5557 «12184 18281 24303 28924 33842 
5949 12301 18482 24505 29131 3387 
6204 12444 18878 24885 29541 33939 
6323 12492 18904 25025 29597 34013 
6536 12501 19070 25052 29771 34438 
6583 12813 19121 25056 20833 34594 
7848 12953 20007 25080 30000 34809 
7954 13130 20114 25123 30050 34837 
8236 13241 20123 25404 30156 35080 
8654 13302 20424 25632 30159 35095 
8665 13757 20741 25831 30242 35168 
8945 14330 20838 26056 30407 35212 
9071 14420 20089 26134 30559 35213 
9646 14479 21004 26297 30619 35245 
9750 14539 21012 26382 30829 35277 
9816 14701 21112 26928 31133 35564 
9822 14678 21123 26844 31448 35628 
9902 14754 21570 27028 31500 35853 
10006 15152 21582 27240 31701 35959 
10327 15803 21630 27471 32161 35984 
10907 15920 22028 27697 32393 36087 
11170 15987 22191 28159 32464 36148 








Oliver Typewriter. 
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90399 
90696 
91266 
92290 
92554 
92835 
92969 
95453 


14037 


128886 
132254 
134312 
138207 
139202 
140936 
144258 
144349 
144429 
145127 
147913 
148536 
149061 
152243 
154343 
155164 
155768 
157030 
160697 
162301 
163196 
163717 
164724 
164908 


199689 


200121 


204430 
208146 
208683 
209323 
209641 
209653 
211257 
212459 
216682 
216685 
218140 


32437 


36309 
36434 


Smith-Premier Typewriter. Model No. 4 











87 2566 9831 16945 33377 47513 59283 
179 3305 10316 17974 34913 48192 62021 
285 3645 10514 19358 36056 48866 63006 
533 4887 13310 21255 36719 48921 66875 
586 5776 13725 217338 37557 50033 68825 
738 5796 13842 24338 41576 50075 68812 

1023 6492 14885 24897 43490 560986 
1146 6687 16753 27392 43558 565140 
1413 7549 16490 27720 44642 65547 
1515 8383 16494 30346 45486 55732 
2254 Q405 1AS27 AQARR = 47N0I K7717 
Smith-Premier Typewriter, Model No. 2. 
616 12543 24527 41184 53326 66659 79861 
638 12842 24596 41407 53666 66951 79916 
1275 12865 24987 41516 53866 67359 80473 
1715 13525 25618 41535 54359 67367 26 
1772 13607 25836 41576 54452 67481 81226 
1929 13624 26671 41653 54493 67545 81926 
2432 13628 27084 41676 54576 68692 82107 
2607 13998 27203 41805 54653 68727 3227 s 
23541 14058 27464 41932 54777 6BSY6S S2445 
3227 14411 27569 2215 54813 69193 82691 
3295 14568 27800 42446 54910 69606 82804 
3460 1494 28465 42562 55233 69985 83000 
3568 14996 28467 42595 55328 70129 83030 
3908 15125 28589 42703 56346 70757 = 83058 
3947 15504 28916 42791 57050 71452 83373 
4107 16078 29132 42929 57274 71966 83806 
4539 16086 29352 42944 7368 72011 84654 
4654 16469 29592 43105 58211 72494 = 85065 
5249 16885 30087 43240 58826 72609 85621 
5321 17345 30698 43389 59099 73602 85644 
5544 18014 31141 43712 59225 73783 86692 
5734 18173 32082 44398 59416 74116 86304 
5932 18228 32343 45931 59557 74203 86530 
5979 18344 32493 45991 59810 74715 86699 
6021 18526 32597 46563 60178 74787 87610 
6159 18537 33247 46933 60583 74880 87752 
6767 18616 33572 47051 50764 75006 87858 
6802 18726 33687 47127 60826 75091 88030 
7288 18771 33777 47622 60990 75272 88200 
7322 18947 34019 47800 61077 75341 88697 
8113 19291 34098 47975 61354 75730 «= 89048 
8421 19302 34236 48192 61606 75870 89421 
8447 19857 34310 48262 61826 75925 89764 
9097 19893 34382 48355 61864 75929 89919 
9426 19911 34556 48640 61873 76302 90365 
9514 20351 34588 49019 62645 76364 90656 
9677 20553 34638 49212 62661 76661 92087 
10077 20947 35570 49213 62814 76748 93087 
10321 21387 35661 49491 62884 77188 93099 
10602 21605 36001 49510 62897 77472 93845 
10706 21932 36365 50197 63030 77587 96277 
10799 21956 36787 50540 63768 77649 96887 
10810 22334 37093 50615 63988 77651 96928 
10903 22506 37986 50736 64446 77720 =: 97241 
11001 22687 38668 50741 64851 77814 =: 97718 
11045 22762 39155 51321 65128 77824 99792 
11184 22921 39526 51577 65422 78007 100327 
11226 23448 39643 52221 65442 78878 100936 
11949 23471 40697 52493 65601 79299 101477 
12212 23778 40704 52527 e734 79511 
12357 24373 41116 52703 79516 
Smith-Premier Typewriter, "Model No. 3. 
169 7250 
Smith-Premier Typewriter, Model No. 5. 
1850 
Smith-Premier Typewriter, Model No 6. 
08 1552 
Stearns Visible Typewriter. 
1594 
Sun Typewriter, Model No. 3. 
1456 
Underwood Typewriter, Model No. 1. 
1648 2754 6228 8682 12440 1313. ) 
2231 4651 $282 10168 3124 14097 
Underwood Typewriter, Model No. 2. 
14946 15733 16860 100079 174786 
Underwood Typewriter, Model No. 3. 
81 ; 13370 
Underwood Typew aise, Model No. 4. 
1614 17495 27562 36208 47366 68616 7190 
3229 17565 27563 36776 47529 69714 1796 
3947 18905 27568 36819 47546 69750 3547 
5951 19297 27582 36851 48704 69828 
6398 19658 27822 37111 48867 70194 
6456 20859 28318 37693 49618 70253 
6522 21059 28586 38460 51445 70432 
8753 21574 28712 39506 51529 71874 
8940 22390 28908 40016 53468 72972 
o421 9206 40068 54157 7451 
9488 30428 §©640449 551447587 
9909 30515 41705 55452 76401 
10223 31124 42482 55708 76567 
11193 32430 43608 56678 77197 
11367 32606 43696 57696 78544 
11976 32706 44660 57703 80428 
1519 33019 44731 60288 82426 
15468 33227 44928 606%S 86174 
15528 34004 44987 60917 86654 
15916 $4422 45063 62565 87232 
16632 34619 46382 65604 87600 
17160 34734 46709 66838 90412 
17477 26810 35134 47217 67478 91904 
Underwood Typewriter, Model No. 5. 
6067 23764 34532 54254 73953 100740 111037 
8078 25428 35767 54623 75171 101205 11770 
10522 7026 «6 37854 «559210 = 79236) «=—:102410 12158 
17617 31960 41058 62009 87575 103891 52 
17975 32226 47028 64557 89191 104314 15 
18135 33472 51138 67580 95102 108656 15366 
21656 33742 51884 71032 96217 110082 
Williams Typewriter, Model No. 4 
17704 
Williams gow ter, Model “Junior.” 
7382 14282 1AIPR 
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a 


Acme Staple Co 

Adams Mfg. Co. 
Addressograph Co 

Allen, John & Co 5 
Am. Bus. Supplies Co. 

Am. Multigraph Sales Co. 
Am. Sectional Furniture Co 
Am. Writing Machine Co 
Ames & Filstead 

Arithstyle Co 

Automatic File & Index Co 
Auto Pen & ink Mfg. Co 


B 


Baird Mfg. Co 

Barrett Bindery Co 

Bayer, Frank 

Beaumel, D. W. & Co 
Berger Mfg. Co 
Blickensderfer Mfg. Co. 

Biur Knot Carbon Co. 
Bookkeeper & Audit Co 
Boorum & Pease 

Brown, O. R 

Buchanan, B. E 

Buckeye Ribbon & Carbon Co 
Bundy re, Co., W. H 
Burlingame, D ’ 
Burroughs Adaing Machine Co 
Bushnell, Alvah Co 


Cc 


Carter’s ink Co 

Chicago Business System Co 
Chicago Shipping & Receipt Book Co 
Chichester Bros. Chair Co 

Clark Engraving & Printing Co 
Clarke, K. B. @& 

Columbia Ribbon & Carbon Mfg. Co 
Combined Too! Co 

Creahan Mfg. Co 

Craig Co., Woodson L. 

Crooks Mfg. Co., S. S. 

Crown Ribbon & Carbon Co 
Cushman & Denison Mfg. Co 


D 
Dearborn Desk Co 
Dexter, C. H. & Sons 
Dick, A. B. Co. 
Disappearing Stand Co. 
Ditmars, Kendig Co. 
Dixon Crucible Co., Joseph 
Dodge, D., Co. 
Dougherty, John A 
Dudley, The Mfg. Co. 
Durkin, Reeves & Co 

e 
Eckel & Co 


Edison Business Phonograph Co 
Elliott Co., The 

Elliott-Fisher Co 

Ensign Mfg. Co 

Eppstein, S. 

Eureka Blotter Bath Co 


-F 
Faber, Eberhard 
Feit & Tarrant Mfg. Co. 
Force, W. A. & Co., Inc 
Francis Sales Co., The 

G 


General Typewriter Exchange 
Gibson-Alling Co. 
Globe-Wernicke Co 
Goertz, August & Co 
Gresham Blank Book Co 

H 


Hampshire Paper Co 
Hawkes-Jackson Co 
Hawkins Wilson Co 
Heale, J. H. & Co 
i-Lo Desk Co 
Higgins, Chas. M. & Co 
Hudson Cabinet Co 

I 


ideal Book Mailing Corner Co 
ideal Envelope Sealer Co 
Imperial Methods Co. 

Imperial Steel Cabinet Co 
Indeliba Mfg. Co 

Industrial Law League 
International Carbon Paper Co 
Ireland & Mathews Mfg. Co 
Iirving-Pitt Mfg. Co 


J 
Junior Typewriter Co 
K 
Kellner, Otto 
Keystone Carbon Paper Mfg ¢ 
L 
Lasher & Lathrop 
Lineograph Cc 
Little, A. P 
Loose Leaf System 4& Binde C 
M 


Maier & Co A. J 
Manifold Supplies Co 


199 


73 
137 
126 
160 


Mann, William Co 
Marysville Cabinet Co. 
McClellan Mfg. Co 
Mcintosh, F. W. & Co 
Mead, A. G 
Meyer & Wenthe 
Miller Packing Co 
Miller & Ham 
Mittag & Volger 
Mittaneague Paper Co 
Monarch Typewriter Co 
Morden Mfg. Co 

N 


National Business Show Co 
National Chemical Co 
National Folding Machine Co 
Neidich Process Co 

North American Supply 
Nye-Welty Co 


oO 

Office Appliances 

O. K. Fastener Co 

Oliver Typewriter Co Bk 
Pp 


Peerless Carbon Paper & Ribbon Mfg. Co 
Pelouze Scale & Mfg. Co 
Pen Carbon Manifold Co 
Pratt Fastener Mfg. Co 
Printograph Co., The 
Progressive Wire Goods Co 

R 
Ransom-Parker Co., The 
Rebuilt Typewriter Co. 
Remington-Sholes Typewriter Co 
Remington Typewriter Co 
Remington Typewriter Co., Suppjies 
Republic Carbon & Ribbon Mfg. Co 
Rising, B. D. Paper Co. 
Robeson, Edna G 
Rockwell-Barnes Co 
Roneo Company 
Rose & Frank 
Roth Mfg. Co 
Rothschild, M. M. 
Rowlette Desk Mfq. Co 
Royal Typewriter Co 


Sanford & Bennett 

Sarle, John 

Secor Typewriter Co 
Security Mfg. Co 

Seiber & Trussell Mfg. Co 
Scofield & Co. 

Sheppard Co., C. E. 

Siggers & Siggers 

Simple Account Salesbook Co 
Simplex Mfg. Co. 
Smith, L. C. & Bros 
Smith, S. T., Co. 
Smith Premier Typewriter Co 

Snelling & Son 

Snyder & Black 

St. Louis Typewriter Exchange 
Stafford Mfg. Co., E. H 

Stationers Loose Leaf Supply Co 
Standard Folding Typewriter Sales Co 
Standard Index Card Co 
Stearns & Co., E. C 
Storms Co., H. M 
Strauss & Co., Hiram 
Stromberg Electric Mfg 
Superior Mfg. Co 


Typewriter Co 


O 


Tatum Co., Samuel C 
Technical Supply Co 
Thomas, L. H. Co 

Thorp & Martin Co 
Thomas Stationery Mfg. Co 
Toledo Metal Furniture Cc 
Triner Scale & Mfg. Co 
Twinlock Co., The 
Typewriter Economy Co 
Typewriter Emporium 
Typewriter Inspection Co 
Typewriter Specialty Co 


Ulirich & Co., J. M 

Underwood, B. D 

Underwood Typewriter Co 
Union Ribbon & Carbon Co 
Universal Folding Machine Co 

U. S. Typewriter Ribbon Mfg. Co 


Vv 
Yale Mfg. Co 
Valley City Desk Co 
Valley City Novelty Co 
Vetter Desk Works 
Victor Typewriter Co 
Waldron, John & Co 
Webster, F. S. Co., Supplies 
Wagoner, H. V 
Walker, David D. Co 
Waterman Co., L. E 
Weis, The Mfg. Co 
Welty Co., Wm. A 
Weston, Byron Co 
Weeks Mfg. Dept., A. A 
Wholesale Typewriter Co 


Wiggins Co., John B 
Writerpress Co The 
Wroe & Co Ww E 


149 


198 


181 
109 
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LUR KNOT 


RIBBONS 






THE BEST 
YOU EVER HAD 
OR YOUR MONEY BACK 


OUR RIBBONS are guaranteed to be non-filling. 
The color is rubbed in by hand They produce 
the brightest colors. Their work will erase _ 
anc neat when grease ribbons smear and b 
They are made heavy. medium or light inked: 

Grade *‘A” is a light weight Carbon made 
from the highest grade of imported tissue and 
is entirely free from pin-holes. The soft. silky 
texture of this paper combined with its non- 
grease coating makes it yield in any work the 
clearest copies of sharper impressions than 
can be produced by the heavier carbons. It is 
used for legal work, duplicate reports, smal! 
figures, fractions, etc 

Grade “B” possesses the same a racteris- 
ties as grade “A” but is heavier 
and ts used for general work where not 
more than 6 copies are required. 

Grade ‘C” is a good, cheap Carbon, 
but a grease carbon. The colors 
used in all our Carbons are per- 
manent and will not be affected 
by the most varying temperature. 


Blur -Knot Carbon Co. 


Rochester New York 






























Copy 
Holders 


have a joint flexible 
arm as pliable as your 
own arm, 80 
you can ad- 
just copy to 
any position 







You can use them with any make of Typewriter or 
or even Elliott - Fisher Billing 


Adding Machine, 
Machines, at any height or any angle. Shield will 
hold Copy Books, Loose Sheets, Cards or Books 
with Stiff Covers. 

HAS PERFECT LINE INDICATOR 

Saves Eye-Strain—Increases Efficiency 

Line Indicator, 25 Cents Extra 

The IDEAL Copy Holder for schools teaching “touch 
system" work; promotes confidence in keyboard by 
hiding it, yet does not obstruct view of work. 


Some of our dealers and agents have equipped 
whole city, county and state offices. 


For Our SPECIAL 
DEALERS fixhs To tHE TRADE 
Fer Selo by the Leaiins Vrpowetiee Ghmuiaieeess 


Combined Tool Company “jm"" 
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All Our Papers are of Quality 


SEND US YOUR NAME and BE CONVINCED 





R. L. HUTCHINSON. 
Manager 








JOHN F. SARLE 


58 JOHN STREET 
NEW YORK 


























AAPRAPAPRALRAARIPPIRIPIPIPIP IPL ASG PPPPIPLIPIPE LEP PLP PEL GA 








NOTE—"Want" advertisements are received for 
thie department at 2 cents a word for light faced 
type and 3 cents a word for heavy faced. Mini- 


mum charge of 50 cents. Only legitimate adver- 
tleements received, and those relating to trade 
necessities. 
—_—_—_—_—_— 














HELP WANTED. 








Experienced traveling 

Salary, com- 
Southern terri- 
and record, ‘“*T. 


SALESMAN WANTED — 
salesman for Underwood machine 
mission and traveling expenses. 
tory. Address, with reference 
P.,” care Office Appliances. 


WANTED—High grade, experienced typewriter 
salesman to travel out of Portland, Oregon. Per- 
manent position to right man. Salary, commission 
and expenses. Give age, experience, name, pre- 
vious employers and compensation expected. Must 
furnish surety bond. Address Box 40, Office Appli- 
ances. 


WANTEDO—Traveling salesman for 
lina for the new Fox Visible Typewriter 
high grade, experienced salesman In answering 
give age and experience, with references. Address 
Southern Scale and Fixture Co., Columbia, 8S. C 





South Caro- 
Must be 


WANTED Combination typewriter repairman 
and salesman. Give experience and salary re- 
quired, addressing ‘“‘Combination,”’ care Office Ap- 


pliance Co., Plymouth Bldg., Chicago, Ill 

WANTED—Expert typewriter operator to dem- 
onstrate our new machine. Must be a man who 
has had some experience in the typewriter business. 
Nickerson Typewriter Company, 32 South Canal St., 
4th Floor, Chicago, Ill 


WANTED—Bright men everywhere now in the 
office appliance game to carry our high grade car- 











bon paper and ribbons as a side line. New plan. 
Best proposition on earth for active men. $50.00 
per week easily earned. Address Box 31, Office 
Appliances. 

WANTED—Office appliance salesman to handle 


For particulars address 


the best side line known 
E. E. Gregg, Warren, Ohio. 





WANTS 


i 


WANTED—We want a live dealer or agent in 
every city in the country to sell a machine for 
sealing and fastening packages and _ bundles 


These machines are quick sellers to merchants and 
business men and there is a good supply business 
in connection, for tapes must be supplied for fu- 
ture use. Write for particulars and terms to 
Francis & Co., 2159 Madison Ave., New York City. 








WANTED—Manufacturers of standard visible 
typewriter desires services of a man of ability and 
experience in the typewriter business and having a 
thorough knowledge of billing of all kinds as ap- 
plied to the typewriter; one whose past record will 


bear the closest scrutiny and who is possessed of 
up-to-date ideas on the billing subject Address 
Billing, care Office Appliances, Plymouth Building, 


Chicago, 





FOR SALE. 





FOR SALE—Patent current 


covering loose leaf, 


binder. Mechanism is simple and inexpensive to 
manufacture, and possesses distinct advantages 
Price $500. Address “Inexpensive,” care Office 





Appliances, Plymouth Bldg., Chicago. 


FOR SALE—Repairman’s outfit and supplies for 
sale cheap. One typewriter, set repair tools. 590 
ribbons, gross bottles oil, copyholders, erasers, sev- 
eral gross stenographers pencils, carbons and other 
material, all for $100 L. S. McNutt, Boone, Ia 























WANTED. 
WANTED—Gammeter Multigraph at once. Must 
be a fair bargain Send particulars and lowest 
cash price F. J. Williams, 15 School Street. Bos 
ton, Mass 
MISCELLANEOUS. 
WANTED—For German Sale, carbon paper 


agency. Samples and lowest prices for large quan- 
tities desired. C. G. Blanckertz, Dusseldorf, Ger- 
many. 


WANTED—Office appliances, advertising novel- 
ties, calendars, premium goods, utility and amuse- 


ment novelties, post cards, etc., to handle through 
local and traveling salesmen William M. Kendal 
Co., Box 691, Manchester, N I 

“DOLLARS & SENSE” (Col Hunter's Great 
Book) free with Advertisers Magazine one year at 
0 cents Indispensable to business men who ad 
vertise Best “Ad-School"” in existence Sample 
magazine free Advertisers Magazine 748 Com 
merce Bldg., Kansas Cit Mo 


Big Four Cabinets and Supplies. 








THE ADVERTISER has a slightly used hand- We have the only (re member the word ONLY) 
operated Burroughs Adding and Listing Machine up-to-date Cabinet S ipplies (Guide Cards, F ride rs, 
for sale at a liberal discount from the list price of etc.) on the market Every one has our late Pat 
a new machine. This machine is as good as new ent Celluloid Faced Marker attached. Headings 
and will last a lifetime. It has been displaced by can be changed instantl) So light, so strong the} 
the latest style Burroughs electric. I will be glad never go wreng. Drop us a card and be “‘put next 
to quote a price on request. Address Box 29, care to a positively good line to handle, or use. Stri t 
Office Appliances ly up-to-date. Write your card now. Smith Of 

fice Supply Co., Webster City, lowa, U. S. A 
SITUATIONS WANTED. 

SITUATION WANTED—AIll around repairman 

and salesman wants position in the South. Either WANTED 


on road or in city. V. E. Lusby, 46 S. Main St., 


Memphis, Tenn. 


FIRST-CLASS general foreman; best of refer- 
ences, clear record, for small or medium work, 
wishes to communicate with a manufacturing con- 
cern similar to typewriter, adding machine, elec- 
trical supplies, etc. George Boehm, 158 Frankfort 
St., Chicago 


MECHANICAL OFFICE SPECIALTIES 


tion in Great Britain. Manufacture 
can arranged 


for exclusive introduc 


under royalty of approved articles be 


TURNER’S MFG. CO., Ltd., Wolverhampton, England 
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/New Order of Progress 


Comptometer Paves the Way 


eee 
- ————— 
oe Las 


Checked on the Comptometer.’’ All vouchers issued by the Standard Oil Co,, Chicago, bear this imprint 


An attestation of supreme confidence gained by the infallibility of the Comptometer. No voucher 





























; 
; 
: pproved until each extension on the incoming bills has been checked on the Comptometer, 
: » simply O. K. a bill is no proof of correctness. Any careless clerk can do that. The only and absolute 
F f lies in refiguring the extension on the Compt 
: e Standard Oil Co. are among time and accuracy TER PER 
; 1e | mptometer assures It } Y pied lem ! I 50 to SO%, of time € Fe 
: to entirely eliminate mistake Mistakes cause increased correspondence, postage, ad <o™ On 
% work rendering debit and credit memorandums, bookkeeping, as every business man knows 
% 
r As a result of the Comptometer’s rapidity and urac\ re upon score f Comptometers 
: 11 heir branches 
& idding or ¢ ileu ti! T re TI Le vhicl ( l the t mptomete 
F f nd f ling, multiplying 1 bil endit hain d inti! rails l and ger 
fe intit The Comptometer meets every demand In ; tself Ar nowledg 
id I t by listir ilding machine manufacturet 
; The superiority of the Comptometer1 er mental figuring is been det nstrate t usands 
f | g from a few d hundred k I t ] nd stopped 
R Its speed e 
= ) 7 ‘ 
} Felt & Tarrant Manufacturing Company : , 
si ° 
j 867 N. Paulina St., Chicago, II. “tourat! 
} - i ie 3 sc RL ge OS GS RS SS ee a ERS 
B j - « e o 
The “Sur Vertical Filing Cabinet 
For Drawings, Tracings, Blue Prints, Maps, Plans, Artists’ Proofs, Sketches, etc. 
Large Sheets of All Kinds and Descriptions. 
Don’t Roll Them °°: rd Inthe * they are Indexed, Filed Flat and kept clean 
- | and ready for instant use, with a convenient shelf or table to inspect 
them on. Will accommodate 350 to 400 prints, takes up but little 
floor space and is an ornament to any office. Saves time, money and 
gray hairs. Used b 
Architects IVEVEVOV EV EVETTVYY | 
Contractors, 
Engineers, 
Manufacturers, 
; PY FV YYYYYYYYYYTYT? 
| Artists, MAMA AAAAAAAA AA 
Art Galleries, 
Schools and Colleges, 








Newspapers, Cabinet Vlosed 


AAMAAAAAAAAAAAAAAA 


and hundreds of others. Takes masher - 2 tev seedy 7 
MANUFACTURED BY 


D. J. Burlingame, ““s.s. Chicago, I]l. 


DEALER IN BALL BEARING FILING DESKS AND DUST PROOF FILES. 
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Seventeen Cents a Day 
Buys an Oliver Typewriter! 


This amazing offer—the New Model Oliver Typewriter No. 5 at 17 cents a day 
open to everybody, everywhere 

It's our new and immensely popular pian of selling Oliver Typewriters on little 
easy payments. The abandonment of /onghand in favor of clean, legible, beautiful 
typewriting is the next great step in human progress. 

Already—ain all lines of business and in all pro 
fessions——the use of pen-and-ink is largely restricted 
to the writing of signatures 

Business Colleges and High Schools, watchful of 
the trend of public sentiment, are training a vast army 
of young people in the use of Oliver Typewriters. 

The prompt and generous response of the Olive 
[ypewriter Company to the world-wide demand for 
universal typewriting, gives tremendous impetus to 
the movement 

The Oliver, with the largest sale of any typ 
writer in existence, was the logical machine to take 
the initiative in bringing about the universal use of 





typewriters It alwavs leads 


Save Your Pennies and Own an Oliver 


This * ‘‘17-Cents-a-Day”’ selling plan makes the Oliver as easy to own a ( It 
places th machine within easy reach of every home —every individua A ma 
“cigar money’ —a woman's “pin money'’—-will buy it 

Clerks on small salaries can now afford to own Olivers. By utilizing spare mot 
for practice they may fit themselves for more important positions 

Schooi boys and school girls can buy Olivers by saving their pernii 

You can buy an Oliver on this plan at the regular catalog price— $100. A small 

, —_ ae ] ant TY} , - 1 bh] 
first payment brings the machine. Then vou save 17 cents a day and pay month 


And the possession of an Oliver Typewriter enables you to 


Cari mots 


paying jor the machine 


Mechanical Advantages _ Service Possibilities 


The Oliver is the most highlv perfected type The Oliver Typewriter turns out more work 
writer on the market—hence its /00 per cent of better quality and greater variety—than any 
efficienc) other writing machine Simplicity, strengt! 

ease of operation and visibility are the corner 


Among its scores of conveniences at 
the Balance Shift tones of its towering supremacy 
-the Ruling Device 

—the Double Release 
the Locomotive Base 
the Automatic Spacer 
the Automatic Tabulator 
the Disappearing Indicator Addressing Envelopes 
the Adjustable Paper Fingers Working on Ruled Forms 
the Scientific Condensed Keyboard Cutting Mimeograph Stencils 


Can you spend 17 Cents a Day to better advantage than in the purchase of this wonderful machine? 


Write for Special Easy Payment Proposition or see the nearest Oliver Agent. 4166 


The Oliver Typewriter Co., Oliver Building, Chicago 


Corrsepondence 
Card Index Work 
Tabulated Reports 
Follow-up Systems 
Manifolding Service 
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